











PRICE $385.00—1/2 TO 2-INCH 














Right-handed — like a lathe — conforming to 
standard machine tool practice. Al! controls 
at operator's finger tips 





as a 
The gears run in oil! Quieter running and 
longer lasting because less friction Only 
Beaver offers this in the low price class 

















e Lightweight, economical heads—with a choice of 195 
Beaver Model E, weighing 185 kinds and sizes of dies; ball- 
1 and reams bearing, self-centering wheel 

nds of pipe . from ‘8 and-roller cutoff, for pipe or 

I Using 

] 


a drive shaft bolts; safety switch lock; heavy 
geared tools, it cuts and duty 7'2-inch chuck; eccentric 
all sizes of pipe from cam-type pipe support; and a 
to 8-inch. It threads choice of 110 115 or 220/230 
and rods up to 12-inch volt universal motor for use on Vieni <<lie- thieeemeaiiea: koe teiie 
ne cut » to 2-inch in two AC or DC, 25 to 60 cycle. perforated to facilitate prompt oil circulation 
With the wheel cutter it When you sell the Beaver 
off bolts and rods up to 7% Model E to your customers, 
with the knife cutter you are selling the top quality 
it cuts, grooves or pipe and bolt machine in the 
to 2-inch pipe lightweight economy field. 
iddition to the features illus Write for our latest catalog for 
the Beaver Model E has information on the complete 
ce weldment base, a line of Beaver pipe tools. 
high-speed weather-proof Over 50 Years of Friendly Service” 
motor mounted to permit a BEAVER PIPE TOOLS 
cooling flow of air, a reversible 216-300 Dana Ave. 


] k penir i 
Ol pump, quick Opening die- Warren, Ohio, U.S.A. A rugged welded steel stand is available for 
the Model E. Steel or rubber-tired wheels 
Cut shows how large pipe is threaded with 
geared threader and drive shaft 





























——y 


we 
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ents starting motor Renewable bronze bearings on both ends of 
tects operator end the spindle insure long life and proper spindle 
i damage alignment. Easily replaced! 
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$1,250,000—It takes that 
much in toc to fill the 
18 cribs at Carrier Corp 
On page 87, a Syracuse 
salesman relates how he 
hopes to get a share of 
this business. 


HAVE SOME?—An Ari 
zona distributor, servicing 
vegetable packers, found 
salads promote good sales 
as well as good health. 
Read about it on page 90. 


— 


DISPLAY ROOM is one 800% GAIN in two years 
oncrete example of an for chain saw sales may 
Indiana distributor's the- und incredible 
ory that promoting the § -~ page 95, though, and see 
industry will also benefit how a 4-point service pro 
the individual company. : m helped an Iowa dis- 
You'll find more about : . tributor achieve 


this on page 


Turn to 


this rec 


BRICK-MAKING proved BLACK MAGIC? — No, 
to be sales making for a " it’s just one way a Charles 
Nashville sales engirleer ; ton salesman used _ his 
Page 82 gives a few side news-gathering ability to 
lights on this ancient in help his customers and 
dustry that ‘should. be add to his sales. Page 106 
beneficial to you, ‘toa tells how he does it 


REGULAR FEATURES 
Defense Topics ; 7 
Talk of the Trade ; . 7 

1 


Editorial .. awe 8 


Washington Bulletin 109 
Supply Sales Trends 114 
The Outlook for Business . 118 


News ee 
Door Openers to Sales 


New Products 





Mr. Distributor: Where Are You in This Picture? 


Is the national sales average up or down? What are 


the regional percentages? How about inventories? 
Invoices? Number of employees? Number of sales 
men? Sales per employee and per salesman? The 
answers to tliese questions concerning distributot 
operations in 1951 will be given in our Annual Survey 
Report, a March feature of Inpustriat DistripuTION,. 

Early this year we requested your cooperation in 
filling out questionnaires, giving us dollar and cents 


information regarding your 1951 busines yperations 


We deeply appreciate your enthusiastic response and 
state again that this information will be kept in 
strictest confidence. 

Last year, in forecasting sales for 1951, distributors 
felt (or at least 65% of them did) that 1951 sales 
would be above the 1950 average. Right now, the 
figures that will either bear out or disprove this 
yptimism are being tabulated. The March issue will 

the whole story and show how you fit into the 
national and regional, pattern of things industry-wise 











HOLO-KROME 
Completely lold Fraged 
BUTTON HEAD 


SOCKET CAP SCREW 





THIN HEADS — Lower protuberance helps 
streamline designs. 

NON-DEFORMING SOCKETS — Retain original 
shape under continuous tightening and loosening. 
Speeds assembly. 

GREATER STRENGTH — Completely cold forged 
from special analysis alloy steel and scientifically 


heat treated. 


DISTRIBUTORS: The Holo-Krome 100% Distributor Sales 


UNFAILING 
PERFORMANCE GUARANTEED 





Policy is worth your investigation.® 





SORP., HARTFORD 10, CON 
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Exclusive Extra-Life Features Help 
Sell LINK-BELT Roller Chain 


Thousands of tiny steel balls hammer 
the metal “cold work” each roller 
for added capacity to withstand shock 
loads. The darkened rollers readily 
identify Link-Belt Roller Chain 


No partial bearing here 


— bushing fits securely 


Lock-type bushings securely lock in- 
side sidebars on bushing, preventing 
lateral movement of sidebars and elim- 
inating a common cause of stiff chains 
Applied on single pitch roller chains 
through 1” pitch and on double pitch 
roller chains through 2” pitch. 





There are many sound reasons for the 
universal acceptance of Link-Belt Pre- 
cision Steel Roller Chain. Two of them 
—shot-peened rollers and lock-type 
bushings—are shown here. They are 
typical of the added manufacturing 
refinements that give extra life for op- 
eration at high speeds and under heavy 


loads. 


* Sales 
Meeling 
in Print 


Sidebars are medium 
carbon alloy steel, heat- 
treated to best resist 
shock loads. Bushings 
and rollers are low car- 
bon alloy steel, case-hardened and prop- 
erly tempered for the highest degree 
of wear resistance and toughness. 


Another feature of Link-Belrt Roller 
Chain that has won world-wide approv- 
al is the patented E-Z Assembly which 
makes coupling and uncoupling of 
multiple width chains, right on the job, 
far easier. There's absolutely no sacri- 
fice of load distribution, no loss of the 
chain's remarkable performance. 








LINK-BELT COMPANY 
Chicago 9, Indianapolis 6, Philadelphia 
40, Atlanta, Houston 1, Minneapoles 5, 
San Francisco 24, Los Angeles 33, Seattle 
{, Toronto 8, Springs (South Africa) 


12,698 











INDUSTRIAL DISTRIBUTION © FEBRUARY, 1952 


Double-Page Ads 
Boost Ball and 
Roller Bearings 


The 1952 theme of Link-Belt Ball and 
Roller Bearing ads, scheduled for many 
top-flight industrial magazines, is: 
‘Link-Belt Ball and Roller Bearings 

Keep Company with America’s 

Hardest- Working Machines” 

Each advertisement will show a dif- 
ferent action picture of modern indus- 
trial equipment utilizing Link-Belt 
Bearings 

Thousands of industrial designers 
specify dependable, efficient Link-Belt 
Bearings to assure top performance of 
machinery. Publicizing installations in 
a variety of leading industries will help 
build sales for Link-Bele Bearing dis- 
tributors. Many distributors are help- 
ing these ads do double duty by making 
widespread distribution of ad reprints 
in their trading area. 
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Ice Crusher-Slinger Protects 
Perishable Goods at Low Cost 


Progressive shippers of produce and 
seafood, as well as dairies, agree that 
icing with the Link-Belr Ice Crusher- 
Slinger is the ideal method of protect- 
ing perishable merchandise. Correct 
temperatures are maintained longer, 
and spoilage is minimized. 

With the Link-Belt Ice Crusher- 
Slinger, a uniform blanket of snow-ice 
can be directed over the entire load, 
covering the tiers, and filling every 
corner. This method of icing with snow- 
ice atop and between containers in 
trucks and railroad refrigerator cars is 
quicker and more effective than using 
chopped ice. 








Threadwell’s 
New 


DISTRIBUTOR 
PROMOTIONAL 


KIT 
will give 


you Tt: (1: | 


This handy file form kit contains 


material available to 


actual samples of each. It can 


ance in planning your own 
tion in 
Threadwell’s participa 
electrotypes, literature, catalogs etc. are 
make your job 
taking advantage of this free 


Do you know the Threadwell story? 


PS. There are many brand new 
Don't miss them. Write now. 


Thecad 


all the promotional 
Threadwell Distributors with 
provide great assist- 
promotions, and outlines 
them. Order blanks for 
included to 
easier. Threadwell Distributors are 
promotional material. 


ideas in this kit. 


The Cover 


Webster gives a mathematical defi- 
nition of the term “focal point’. 
We'd like to add another interpreta- 
tion of the term and use it to define 
an industrial supply house. Our 
cover supplements this by picturing 
an industrial supply house in its 
true location — at the center of 
things. 





Publisher 
A M. Morr Is 


Editor Walter F. Crowder 
Managing Editor Raymond W. Barnett 
Associate Editor John A. Wertis 
Associate Editor D. A. C. McGill 
Assistant Editor Leugel Foss 
Assistant Editor Robert M. Slater 
Assistant Editor J. Van Ness Philip 
Assistant Editor C. H. Holdsworth 
Washington Bureau G. B. Bryant, Jr. 
Editor, World News Russell F. Anderson 


District Managers: E. N. Grantvedt, Chi- 
cago; FE. J. McOsker, Cleveland; H. E. 
Thayer, New York and Boston; John P. 
Ora, New York and Philadelphia; John 
W. Otterson, San Franciseo; J. H. Allen, 
Los Angeles; J. Cash, Dallas. Business 
Manager, W. A. West. 
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industrial Distribution 
Member ABC and ABP 
(formerly MILL SvuPriigs, with which are 
consolidated INDUSTRIAL SBLLING, INDUS 
TRIAL DISTRIBUTOR AND SAaLesMan and 
ILL SUPPLY SaLesMaNn 
founded by Ernest H. Smith) 
Published monthly, with an additional direct 
= ember, wy McGraw-Hill Publishing 
° James McGraw (1860-1948 
Pubiie ation Omce. 99-129 North Broadway, 


{, 

Executive, Editorial and Aguatine Offices: Metron. 
Hill Building. 330 West 42nd St.. New York 36, N. 
Curtis W cGraw, President ; ‘ullara Chevalier, Re 
ecutive Vice-President: Joseph A. Gerardi, Vice-Presi 
dent and Treasur urer ; “John J. Cooke, Secretary; Paul 
Montgomery, Senior Vice-President, Publications Divi 

on ph B Smith Pai torial Director; Nelson Bond 
Vice-President and Director of Advertising: J 
Risckburn, Jr., Vice-Pr resident and Director of Cireu 


Subscriptions: Address correspondence 
Blackburn Director of Cremeene “Pnauotrai 
Distribution. %. 129 N. Broadway, ny 
330 Ww -. New York 36, cy ’. know oan 
p for Suames of address. 
Single copies 50¢ Subscription rates—United Mate 
and possessions $3.00 a year: $4.00 for two years, $5 
three years Cansda $5.00 a year, $8.00 for two 
years $10.00 for three years. Pan American countries 
$10.00 for one year, $16.00 for two years, $20 


three other cou $15.00 a ret 
THREADWELL TAP & DIE CO. GreenFieto, MASS. 3 rar 3 os 
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SELL @i4o+- SHAPERS 


Wa “6 


HANDLES 
MOST PLANT 
SHAPING NEEDS 


a 
Mn 


ee 
7. LOW PRICE 
PROMPT Awe 00° ; 
DELIVERY i Nig $410. Z 
ate BROADENS YOUR 
MARKET — INCREASES © 


® © VOLUME 


> 7 peal ‘Gh 


- 


Atlas 7” shapers are a “natural” for today’s expanding production. Many plants in 
your territory are waiting month after month for delivery of large, expensive shapers. In case 
after case the Atlas 7” shaper meets their requirements. 

The Atlas handles all shaping within a 7” stroke — the biggest percentage of all plant 
shaping needs. It saves your customers time, expense, labor, floor space. It is easy to set up, 
inexpensive to operate, and dependably accurate. 

Sound out this retooling situation. It’s tailor-made for extra sales to tool and die shops, 


tool rooms, research departments, and school shops in your territory. If you need new cata- 
logs or literature, write today. 


*Price, less motor, F.O.B. Kalamazoo. 


ATLAS PRESS COMPANY 
210 NORTH PITCHER ST. 
KALAMAZOO, MICHIGAN 


DEPENDABLE QUALITY TOOLS 
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PERFORMANCE 


That Builds 
Bearing Business 
For You 





@ Even under layers of grime, dirt and abra- (four different types) to deliver a minimum 
sive dust encountered in many production of 30,000 hours uninterrupted service. 
operations, the Dodge-Timken Type C bear- @ Dodge Timken Type C Pillow Blocks are 
ing carries its power load smoothly, effi fully self-aligning, with both radial and 
ciently, without interruption—because it's thrust carrying capacity. 
@ Triple-sealed to prevent the entry of dust @ Delivered fully assembled, adjusted and 
however fine. Accurately machined steel lubricated, ready to lock on shaft. Locking 
seals keep dirt out and lubricant in. collars at both ends insure firm fastening. 
@ Dodge mounts, seals, houses Timken pre- @ Normally available from Dodge Distribu- 
cision bearing units in rugged assemblies tors’ stocks, sizes from 1-7/16''to 4-15/16". 


DODGE MANUFACTURING CORPORATION, 500 Union Street, Mishawaka, Indiana 
< 


THE TRANSMISSIONEER is 
featured in every Dodge ad- 
vertisement. Prospects are 
urged to call the Transmis- 
sioner for information about 
the products advertised and 
news of latest developments 
in power transmission ma- 


of Mishawaka, Ind. chien. 


“AO @ 


V BELTS AND TAPER-LOCK SHEAVES TORQUE ARM SPEED REDUCERS ROLLING GRIP AND DIAMOND D CLUTCHES SOLID STEEL CONVEYOR PULLEYS 











The Dodge Distributor’s franchise is backed by 
73 years of specialized experience in manufacturing and merchandising Power Transmission Machinery 


INDUSTRIAL DISTRIBUTION © FEBRUARY, 1952 





Industrial 





Distribution 





SMALL 
BUSINESS 
AND DEFENSE 


By The Economics Department 


McGraw-Hill Publishing Company 





How’s SMALL BUSINESS MAKING OUT 
in the defense effort? 
Here is an answer spelling out 
*small business’ share of defense 
orders 
*small business’ share of certificates 
of necessity for expanding defense 
facilities and 
*small business’ defense loans 


Defense Orders 


“The trend of concentration of de 
fense contracts must be immediately 
reversed and defense contracts spread 
widely in industry,” the Senate Select 
Committee on Small Business asserted 
last year in complaining that since 
Korea “the weight of production has 
rested with fewer and fewer large 
companies.” 

Actually the facts show 


1. Concentration of militar 





orders in large corporations is 
less than in World War II. 

. When subcontracts are 
counted, small business is get 
ting a good share of defense 
orders. 

Let's take a look at a report of the 
Munitions Board on prime military 
contracts in fiscal 1951 and during 
World War II. In the last war the 
100 largest contractors received 67% 
of the total. Then the top 65 com- 
panies accounted for 61.5% of the 
total value of contracts. But now it 
took the 100 largest contractors to 
reach 61.5% of the total. 

During World War II, the top 50 
companies received about 58% of all 
prime contract dollars. In the period 
July 1, 1950 to June 30, 1951 the 
top 50 companies accounted for 54% 
of the total. 

(Continued on page 10) 





Small Business vs Large 


Percent Breakdown of Certificates of Necessity through Aug. 18, 1951 


Size of firm by number of employees per company 


Under 


500 

Food & Kindred Products 
No. of Certificates % 

Proposed Investment ¢ 


Textile Mill Products 
No. of Certificates % 
Proposed Investment % 


l 


Machinery Except Electrical 
No. of Certificates % 
Proposed Investment % 

Electrical Machinery 
No. of Certificates % 
Proposed Investment ‘ 

Motor Vehicles & Equipment 
No. of Certificates % 
Proposed Investment % 

Railroad Equipment 
No. of Certificates % 
Proposed Investment % 

Rubber Products 
No. of Certificates % 
Proposed Investment % 

Stone, Clay & Glass Products 
No. of Certificates % 
Proposed Investment % 


500-2,499 2500 Unclassified Total 


& over 


100 
100 


100 
100 


100 
100 


100 
100 


100 
100 


100 
100 


100 
100 


100 
100 
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HOW TO SELL 
LUNKENHEIMER BRONZE GATE VALVES 








Your Lunkenheimer Bronze Gate Line is the best — bar none 

-in the industry. Buyers rate Lunkenheimer “‘first choice” 
more often than any other manufacturer, in the most recent 
preference polls. You have a head start on the field. Here are 


some suggestions to help you cash in on this advantage: 


Take a valve along in your briefcase when you make your 
calls. Pull one from your stock, loosen the threads so you can 
disassemble it readily with your hands. As you talk about it, 
take it apart in front of your customer and point out the features 
highlighted at right. Let him handle it. Invite him to request 
tests by his own engineering or maintenance department. Let 
him see for himself how good your Lunkenheimer Bronze 


Valves really are. 


Nothing sells like a demonstration. When you have a ‘‘show 
me”’ customer, ask him to send for a competitive valve out of 
his stock —one that’s the same size as your Lunkenheimer 
sample. Disassemble them both, and scramble the parts together 
on his desk. Ask him to pick out the better, heavier, more care- 
fully made body. Then the better bonnet. Then the better stem 

. and so on part by part, comparing as he goes. Nine times 
out of ten, he will choose the parts for a complete Lunken- 


heimer Valve. It works. Try it yourself. 








PREPARED BY LUNKENHEIMER 
ESPECIALLY FOR 
LUNKENHEIMER DISTRIBUTORS 
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WRITE FOR 


Your supply of “Lunkenheimer Copper , 


Base Alloys,”’ a useful pamphlet which 
explains valve metals, helps your cus- 
tomers choose the right valves for 
specific jobs. Along with the supply 
of pamphlets we will sug 

gest promotional ideas. § 

The Lunkenheimer Co 

Box 360U, Cincinnati 14, 

Ohio. 





ASK YOUR CUSTOMERS 


ARE YOU GETTING. 

















INDUSTRIAL DISTRIBUTION 


STEMALLOY 

This amazing silicon bronze alloy, 
an exclusive Lunkenheimer develop- 
ment, eliminates stem-thread fail- 
ure, has actually been tested at 
300,000 openings and closings! 


REPACKING SEATS 

You can repack while the valve is 
wide open and under pressure. Per- 
fectly machined backseating sur- 
faces are located above stem threads 
where scale does not collect. 


STAY-ON DISCS 


Double-wedge disc sections are 
pressed against bonnet when valve 
is fully opened, won't fall out 
when bonnet assembly is removed. 


HEXAGON HEAD GLAND 

Six faces are provided for secure 
wrench grip to loosen and raise 
gland. No more troublesome prying, 
as with old-fashioned round type. 


INTERCHANGEABILITY 


Choose a rising or non-rising stem; 
double-wedge, solid wedge, or 
single-wedge disc. Switch trim for 
any service, and provide new parts 
needed. With these valves in stock, 
your customers keep inventories 
low — yet never have shortages. 


N VALVES 


FEBRUARY, 1952 





Labor costs slashed $75 
of 5273 pieces. 


Self-Contained Air 


No cumbersome air lines to hook up. 
Simply plug into electrical outlet 
Built-in rotary air compressor ad 
vances drill at required speed and 
feed for mew resistance drilling. 


New Resistance Drilling 
Provides completely automatic oper 
ation. Self-compensating control of 
drill by combined action of Air Feed 
Pressure Regulator and built-in re 
turn spring allows material bein 
drilled to govern rate of drill feed 
and speed 


Adjustable Stroke Control 


depth of stroke by adjustable 
nuts. Allows measured depth 
drilling from 1/32” to 1-1/8”. 
be controlled to .004” 


an 
preciseness. 


Air Feed Pressure Regulator 

Permits adjustment of pressure up 
to 15 P.S Allows for variation in 
drill size. This simple control governs 
rate of drill advancement in work 


A +i 





Chip Cl 
Depth Staging teature provides re- 
traction of drill at proper intervals 
for chip clearance. Prevents drill 
breakthrough, practically eliminates 
costly drill breakage. 


Maximum Drilling Production 
Automatic operation of drill allows 
free use of operator's hands. Fast, 
one-time setup makes this machine 
ideal for simultaneous operations. 


rills bronze nozzle Sound equipment manufacturer 
7 


cashed in on big savings. Cut 
drill breakage to the bone. 


Demonstrate this profitable tool. Show 
your customers how it eliminates oper 
tely 
control with flexibility of set 
at low cost. 


ator guesswork and provides comple 

automatic 

up 
And 


up and Dumore distribution policy give 


remember Dumore workman 


nditional guarantee of qual 


THE DUMORE COMPANY 


1321 Seventeenth Street ¢ 


Racine, Wisconsin 


INDUSTRIAL DISTRIBUTION © FEBRUARY, 


SELL DUMORE 


the drill head with automatic 
built-in controls 


1952 


DEFENSE TOPICS 





(Starts on page 7) 


hese figures indicate that concen 
tration of prime military contracts in 
the top corporations is less now than 
during World War II. 

The same companies are not doin 
the work this time as during Worl 
War II. Missing from the earlier list 
of the top 100 are 43 companies. Of 
the current top 50, companies 
weren't listed in World War II's top 
100. Other companies have fallen 
from high rankings. 

Many of the fallen are shipbuilders 
and steel companies with shipbuild- 
ing affiliates—the shipbuilding pro- 
gram is fairly small now. Todd Ship- 
yards, for example, ranked 26th in 
World War II, but is missing from 
the current top 100. Newport News 
Shipbuilding, then 23rd, now has 
fallen to 65th. Bethlehem, ranked 
7th, is now 80th, and US Steel 
slipped 41 ranks from its World War 
II 16th spot. 


Improved Positions 


There are others on the way up. 
Northrup Aircraft made the biggest 
upward jump—100th last time, it’s 
now 19th. Others improving posi- 
tions substantially over their World 
War II rankings are American Loco 
motive, up from 34th to 7th, Inter- 
national Harvester moved from 33rd 
to llth, and American Woolen 
leaped from 51st to 20th. 

atgest peacetime manufacturer of 
durable goods, General Motors, is 
also the biggest military prime con- 
tractor. GM has received about 8% 
of the prime contracts’ total value. 
The next ten companies on the cur- 
rent list all improved their positions 
over the last war's listing. 

Emphasis in the defense effort has 
been on airplane production. So it 
follows that among the first 19 com- 
panies on the current list 10 were air- 
craft makers. Others in this group 
were three automotive corporations, 
three electronic equipment producers, 
and three manufacturers of equipment 
for tank and aircraft programs. 

According to the Munitions Board 
report, firms employing fewer than 
500 persons got prime contracts 
amounting to $6.5 billion during 
fiscal °51. That's 21% of the value 
of all prime contracts 

In the future, smaller companies 
may get a slightly larger share of prime 
contracts because of the government's 
effort to spread defense contracts over 
a broader industrial base. But manv 
small firms just can’t handle the job 
of being a prime contractor. So big 

Continued on page 14 





These W-BELT Features make ca Salee 
for DURKEE-ATWOOD DISTRIBUTORS! 


---in Multiple Belts 
DURKEE-ATWOOD 


ISO-DYNAMIC 


MATCHING 


The power-transmitting efficiency and the durability of 

~ mutiple v-belt drives varies with the precision achieved 

» in matching. Static balancing is not adequate. To assure 

precise matching, Durkee-Atwood balances multiple 

v-belt drives Iso-Dynamically, matching belts while run- 

ning under full load. Equal in length, equal in tension, 

' Durkee-Atwood matched v-belts give you a more effi- 
cient, more durable drive. 


.--in General Duty Belts 
DURKEE-ATWOOD 


’ HIGH CORD LINE 


_ DESIGN and CONSTRUCTION 


' Durkee-Atwood engineers brought v-belt maintenance 
costs down by moving the cord line wp. The high cord 
line places the entire body of the belt under compression | 
forcing the entire sidewall against the sheave reducing 
‘slippage. Wear is absorbed evenly by a greater area of 

” ~ the sidewall, reducing wear and prolonging belt service. 


DURKEE-ATWOOD COMPANY 


DEPT. Aé-2 MINNEAPOLIS 13, MINNESOTA 


IMPORTANT FOR DISTRIBUTORS! If your customers buy 


quality, here’s good news. Comparison tests run by v-belt 

users and OEM accounts are proving that Durkee-Atwood 

V-Belts set the pace for quality ... running longer, running : 

smoother. This alone is reason enough to find out about ' 

Durkee-Atwood’s liberal written distributor policy, includ- A AT WO 1) 
ing territory protection... help in selling OEM accounts... sftp rn 

sales helps... powerful national advertising—all backed up rx 


by an experienced engineering staff and prompt service on 
your orders. Write today for the full story. 


Form S75 
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The finest plant 


\ | and advertising in all these magazines 


\help you sell more ARMOUR COATED ABRASIVES 


Our modern equipment and production 
methods have improved the quality, variety 
and quantity of our coated abrasives. Armour’s 
national advertising in leading publications 
keeps selling your customers and prospects on 
Armour’s complete line of coated abrasive 
products. Every single Armour ad helps send 
customers to you with this featured copy: 
We recommend buying through 

your Industrial Distributor 
Write today on your business letterhead for 


more information regarding distributorships. 


Coated Abeasives Division 


Armour and Company + North Benton Road «+ Alliance, Ohio 
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PROTO means : 
PROfits 


: reo Y ro 


Los aficcces 


PREFERRED BY PROFESSIONAL 


QOOAB contains 
for handling al- 


from the re : > A 
Special pullers 
aa cost many times 
MADE 


es Los A ce a @ 0.5.8 
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UF KIN 


CHROME-CLAD 


MICROMETERS 
give easier, more 
accurate readings 
\ 


[WEKIN 
INSIDE 
MICROMETERS 


ERIN 
MICROMETER 
CALIPERS 


Greater consumer 
acceptance is created 
with Lufkin Chrome- 
Clad, non-glare, satin 
finish. Fast and easy to 


read. Easier to SELL. 


UFKIN 


PRECISION TOOLS 


SOLD THROUGH 
DISTRIBUTORS 


THE LUFKIN RULE CO., 
SAGINAW, MICHIGAN 
132-138 Lafayette St., 

New York City * Barrie, Ont. 
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DEFENSE TOPICS 





Starts on page 


corporations will generally continue to 
be the prime contractors 
The important point is that small 
business picks up a lot of subcontract 
ing from prime contractors; it may add 
up to as much as 20% of all prime 
ontracts. Here are three examples of 
nall business’ share of subcontracting 
reported by the Munitions Board 


How It Works 


1. Examination of 13 large Army 
contracts shows about 42% of the 
total value went to small business. 
Most work was done by the prime 
contractor and by the first tier of sub 
ontractors. But small firms in the 
econd, third and succeeding tiers re 
eived almost half the amount placed 
with the larger firms in the first tier. 

2. Republic Aviation Corporation 
held on to about 48% of Air Force 
contract dollars received in fiscal 1951 
The other 52% has been handed 
lown to other firms. Large and small 

ypliers of materials, equipment and 
services received 17%—and 35% 
went for subcontracted parts and com 
ponents 

But, of Republic’s 176 first tier 
contractors, 133 are small. The four 
largest first tier subcontractors report 
they've subcontracted to 85 additional 
small firms and 14 larger ones 

3. General Electric tells about its 
study of subcontracting operations at 
its Aircraft Gas Turbine Division 
plants at Lynn, Massachusetts and 
Lockland, Ohio. GE. kept only 33% 
of the prime contract dollars while 
giving the other 67% to 4.070 out 
ide firms 

Re ports from 900 of these first tier 
upphers indicated that 80% of these 
ompanies employ less than 500 per 
sons. Another survev of 429 of the 
more than 4,000 firms shows thev did 
business with about 65,000 other firms 
if which 49,500 were classed as small 


business 


Expansion Aids 


Another controversial question 
vhich has been going the rounds is 
that of the size of the expansion pro 
im of small business. Recent figures 

ertificates of necessity indicate 

small business is expanding faster 
now than in the immediate post 
Korea period. Firms employing 500 
yersons or less got 47% of the certifi 
ites of necessity issued in the six 
veeks ending August 18, 1951. This 
vas a higher proportion than they got 
in the earlier and longer period—No 
vember, 1950 to July, 1951. During 

Continued on page 18) 








A steel hand hoist with 
compact, adjustable suspension and trolley (1 


for Lou Overhead 


The ARMY TYPE WRIGHT SAFEWAY HOIST has a trol- 
ley adjustable to various width I-beams. Its unique f 
mounting holds hoist close to beam, increasing height 
of lift. Fine for use where overhead is low. Easily 
converted to 2-wheel geared trolley unit. 


LONGER-LIFE FEATURES 

®@ Steel in all load-supporting parts 

@ Load sheaves with five formed pockets 

® Alloy steel load chain 

® Swiveling drop-forged load hook 

® Alloy steel, machine-cut gears 

® Fully enclosed, self-oiling gear case 

® Guide Rollers on Geared Trolleys. 
Your customers will be inquiring about this popular 
new WRIGHT Hoist. Write today for Bulletin DH-269. 


co York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, 
Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 





WRIGHT HOIST DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 
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2-wheel 
GEARED 
TROLLEY 
ASSEMBLY 








“Speaking of PROFITS... 
get the story on 
R/M Packings!” 


Distributors are never short-changed on profits when the 
rder is for Raybestos- Manhattan Packings and Gaskets. 
There's a fair profit on every item in the line...and the 
line is complete. Moreover, R/M Packings and Gaskets for 
maintenance are sold only through R/M distributors. Want 
to know more about R/M Packings and Gaskets? Write today. 


PACKINGS 


RAYBESTOS-MANHATTAN, 
PACKING DIVISION, MANHEIM, PA. 


FACTORIES 


RAYBEST MANHATTAN, INC Manufacturers of Packings « Asbestos Textiles 

Mechanical Rubber Products * Abrasive and Diamond Wheels ¢ Rubber Covered 

vipment ¢ Brake Linings « Brake Blocks « tch Facings « Fan Belts « Radiator 
Hose « tered Metal Products « Bowling Balls 


INDUSTRIAL DISTRIBUTION © FEBRUARY, 1952 




















WRG RAE RY Hae ~ VERA Rahman 
reer ees ee See wa 8 ake Ys was SP QA PEN 
SOE Orr Sar Owe 


.. 


ee] 
™~ 


€ ~~ 
3%..£ 6 

eo: 

. 


* 


<= 


: a ae . 
aay SS SS SS < 
ae FY Se a 

Re Wo ek Nk 


' y 
ec PeIe: POWER HACK SAW BLADES 
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are best by every test! 


QUALITY ... The very finest in both Q 8 


steels and workmanship 
SERVICE... | Prompt Deliveries 
TECHNICAL ASSISTANCE... 


Whenever needed on unusual 
or difficult cutting problems 


These things we pledge to you. The final test is on 
your own machines. Try Lenox for yourself... on 
any job... against any other blade in the world. 


Then you be the judge. L E AMERICAN SAW 
& MFG. COMPANY 
Springfield Massachusetts 
HACK SAWS BAND SAWS GROUND FLAT STOCK 
RN > dubaohoeaaiahobobobatdkebeich LS = 
ddnuabedadhed adda adeadededateeedtedbeheiiabetebetebeeh eke Oe 
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BILLINGS pisTRiB 


“ve QULINGS & SPENCER So. 


specialists 


' 

He'll tell you u by. a 
‘ 2 all wn 

lings advertisé me ailds goodwill 


\ publications 
for Billings 
advertising ep hicy 

> Distributor si 
slective campaign \ink 
.d program 


acceptance 
Every Bil 


industria 
and sales 


Distributors = 
+ is G basic 
Sales rate! 


Billings Se 


The Billings 
with 


y 
Cave Mon 

: cepte 
o customer accef 
nome 


Write for details 


THE BILLINGS & SPENCER CO. ° 


Specialists in Drop Forgings 
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DEFENSE TOPICS 





Starts on page 7 


that period less than 40% were re- 
ceived by small companies. 

Thus the larger firms’ share of 
certificates declined about 7%. 

Of course, the large companies pro 
posed investment is a great deal morc 
than the small. Firms with 2,500 
employees or more received 39% of 
the certificates. But they accounted 
for 74% of the $8.2 billion proposed 
investment certified for rapid amor 
tization from November, 1950 to 
August 18, 1951. 

Small businesses picked up 42% 
of the certificates, but they amounted 
to only 10% of the proposed invest 
ment dollars. 

Middle size firms emploving 500 to 
2,499 accounted for 16% of the total 
proposed investment although they 
got only 19% of the total number of 
certificates 

Big business still gets the big slice 
of the pie. But small firms currently 
seem to be expanding relatively more 
than in the past. 


Here are some clues: 


In °48 companies with assets of 
$50,000 or less represented 35% of 
all companies making income returns 
to the government. Capital assets of 
these 41,252 companies added up to 
a little more than $500 million—less 
than 1% of all capital assets owned 
by US manufacturing corporations. 

\ breakdown of certificates of 
necessity reveals that 42% of certifi- 
cites were issued to firms with less 
than 500 employees, their share of 
proposed investment was 10% of the 
total 


Loans 


Then there’s the question of loans 
to small business 

Small business has been getting 
about 30% of the government guar 
inteed loans for which we are able 
to account 

The Reconstruction Finance Cor 
poration’s regular business loans have 
alwavs been mostly to small business 
More than 90% of the total number 
have been for 100 thousand dollars 
or less. During fiscal 51 RFC officials 
indicated that almost all of the $285 
million lent by them went to small 
businesses 

Defense Production Act loans, ac 
tually dispersed by the RFC, but not 
included above, totaled $203 million, 
through November 30, 1951. But 
these were for bigger business. Prac 
tically all were for $100,000 or more 

$202 million out of a total of $203 
million. 





JOHN S. FELLER 
Founder and Head of Johnnie & 
Mack, Miami, Florida, Automo- 
bile Body Builder and Refinisher, 
says: 


“The tremendous scope of 
our operation demands that 
we employ only the most 
skilled men, equipped with 
nothing but the most effi- 
cient tools. Since turning to 
Sioux, I have found that my 
metal staff appears more sat- 
istied in their work, that their 
production is better and 
faster. To me, this means 
added profit.” 


SS 6Happy Workers Mean 


Greater Efficiency... 
Time Saved...per job 


Smooth, efficient, speedy tools in operation, 
especially on grinding, sanding and finishing 
—turning out the finest grade of work quickly 
—not only keeps workers happy and content- 
ed but proud of their work. SIOUX Tools are 
light, compact, easy to handle, have greater 
utility and are built for long hard service. 
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NEW NORTON BFR FLEXIBLE REINFORCED HUB WHEEL gives in February in Norton advertisements in the business 
your customers all the portable grinding advantages papers your customers read. Be sure to follow through on 
that come from light weight, contour-hugging flexibility, this powerful advertising . . . and cash in big! 

extra safety and long life. This sales story is being told 
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NEW NORTON BFR FLEXIBLE 
REINFORCED HUB WHEEL 


Gives you new sales opportunities 
wherever portable 


Now ~e2 


new heights. This new Norton BFR flexible wheel teams up 


you can lift your portable grinding wheel sales to 


perfectly with the popular Norton BD semi-rigid wheel to give 
your customers the most versatile pair of wheels in their shops. 
The chart at the right gives you a quick picture of some of the 
jobs for which you can sell these two Norton reinforced hub 
wheels. 

This new Norton flexible wheel gives you a sales story that 
will pile up orders. Tell your customers: 

It’s a fast-cutting wheel... thanks to its sharp, durable 
ALUNDUM* abrasive and special resinoid bond. 


It's a time-saving wheel for blending in contours and cor- 


ners because it has the necessary flexibility for this type of work. 


It’s a safe, strong wheel because it has extra fabric rein- 
forcement molded into it. It holds together even if it should be 
accidentally cracked. 

Sell this new Norton BFR flexible Reinforced Hub Wheel and 
the heavy duty Norton BD hub wheel as a team that will help 
your customers get the most profitable use of their portable 


grinders. 


NORTON COMPANY, WORCESTER 6, MASS. 
Distributors in all principal cities 


Abrasives * Grinding Wheels ¢ Grinding and Lapping Machines 
Refractories * Porous Mediums * Non-Slip Floors * Boron Carbide Products 


*Reg. U.S. Pat. Off. and Foreign Countries 


SMOOTHING DOWN WELDS in hard-to- 
get-at places is quick, easy and safe with your 
customer's choice of the new Norton BFR flexi- 
ble Reinforced Hub Wheel or its BD teammate. 
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grinding is done 


Just a few of the jobs for which you 
can sell Norton BD and BFR wheels 





THE JOB 





Removing rust and scale, scarfing and 
beveling before welding 





Cutting away, smoothing and blend- 
ing welds on fabricated work 





} 


Making V cut to remove old weld ma- 
terials for salvaging steel parts 


~ Removing burrs and sharp edges 
from steel sheets and plates 








Roughing off excess weld material 
before smoothing with coated 
abrasive discs 








Cutting off gotes and risers on brass, 
bronze and aluminum castings 





Notching large gates and risers on 
all kinds of castings 





Cleaning between teeth of large ma- 
rine and industrial gears 





Removing mold marks and smoothing 
castings before painting 








Smoothing flame-cut edges on heavy 
steel sheets and plates 


a 








BLENDING WELDS ON CONTOURS is on- 
other job done better and faster with the new 
Norton BFR flexible Reinforced Hub Wheel. It 
keeps in close contact with the work. 


WNORTONY 











ABRASIVES 


Making better products to make other products better 
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NOTCHING RISERS in oll kinds of castings 
prior to breaking them off comes easy to the 
new Norton BFR Reinforced Hub Wheel. Sell 
the extra safety factor, too. . 








industrial Thermometer, 
mercury filled, straight 
form. 








HAVE YOU AN INDUSTRIAL TEMPERATURE TO TAKE? 


Whenever an industrial temperature has to be 


taken there is a USG thermometer for the job. 
You have 
in all size 


your choice of the Industrial Type 
ind mounting forms with standard 
protect d stems; or the Dial Type in 
variety of sizes, case styles, mountings, 
ranges, and connections. Gas, mercury or 


vapor-actuated 


eter with bot- 
tom-connected 

rigid stem, one 

of mony USG types 
forms. | available. 


Industrial Ther- 
mometer of the 45° 
Recline Form. There 

are 5 other 
standard 





> care 


For typical applications of commercial and 
approved Navy Standards, covering dimensional 
information and the use of bushings, flanges, 
sockets and special tubing, send for Catalogs 
100 and 200. 





Special thermometers for dough testing, milk test- 
ing, fuel gas, candy, solder baths, varnish, can- 
ning, vulcanizing and other unusual processes. 














UNITED STATES GAUGE 


United States Gauge 

Division of American Machine and Metals, Int. 
Sellersville, Pa. 

Gentlemen: We are interested in USG [[] Industrial 
Thermometers; ~ Dial Thermometers. [_] Please send us 
your catalog. Have your man call. No obligation, 
of course. 


Nome. Title. 





Company 





Address 





City 
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R. & J. 





Right for... 


Type L 
Solid Steel 
Conveyor Pulley 


} ; 

a 

> Type S 
Steet 


Split Pulley 


Barry Conveyor Pulleys 
Barry Steel Split Pulleys 


No matter what your customers’ pulley requirements may be, R. & J. Dick's Barry Pulleys 
fulfill them all. Scientific design and distribution of metal in addition to all electric- 
welded construction, the strongest method of joining metals, gives maximum strength 
with a minimum of weight. 


"RO Sema, 


> 


There are no rivets in a Barry Pulley to work loose and shear under strain. They're easy 
to install . . . maintain exact shape under all loads .. . and are available in a range of 
sizes. Yes, Barry Pulleys have an outstanding, proven record of dependability, economy 
and long life. 


These features will help you sell, sell, sell Barry pulleys. So next time your customers 
ask for pulleys ...or other power transmission and conveying equipment... tell them 
about the Dick line. It’s the best line . . . for them and you too! 


Type P 
Solid Steel 
Conveyor Pulley 


Type H 
Solid 
Conveyor Pulley 


COMPANY, INC. PASSAIC, N. J. 


CHICAGO, ILL. SAN FRANCISCO, CALIF. SEATTLE, WASH. 


INDUSTRIAL DISTRIBUTION © FEBRUARY, 1952 





TtHICAGO 
METAL HOSE 
CORPORATION 


Sales operations are divided 
into four logical divisions 


CHICAGO METAL HOSE DIVISION 


Corrugated and convoluted flexi- 
ble metal hose, machine tool 
conduit, refrigeration conduit, 
* Vibra-Sorber” vibration elimina- 
tors for piping, and assemblies for 
specific applications 


AIRCRAFT DIVISION y 


‘ 
Stainless steel aircraft components 
including hose of all types, bel- § 
lows, oil and fuel lines, air lines, ‘ 
ducting and connectors of all 
types and many special assemblies 

for jet aircraft 


FLEXON BELLOWS DIVISION 


Stainless steel bellows, brass and 
bronze bellows, automobile ther 
mostats and bellows and bellows 
assemblies and devices for all 
types of standard and specialized 
applications 


EXPANSION JOINT DIVISION 


Standard corrugated packless type 
expansion free-flexing 
and controlled-flexing construc- 
tion, high pressure Flexoniflex ex- 
pansion joints, heat riser expan- 
sion joints, and special joints 


joints in 


a 








Flexon identities 
CMM products thot 
have served industry 
fer ever 50 yeors 


Metols 
Bellows + 





@ In 1947, Chicago Metal Hose Corporation 
introduced to industry a new science—the science of 
Flexonics. It is defined as the controlled bending 

of thin metals for use under varying conditions of 
temperature, pressure, vibration and corrosion. This 
definition so well describes our operations and the 
expanding range of our products that we are adopting 
it as our corporate name coincident with our 

50th anniversary year. 

Let us assure you, however, that the change from 
Chicago Metal Hose Corporation to Flexonics 
Corporation involves no change in management, 
personnel or methods of operation except for internal 
organizational changes that will make it possible for 
a fast growing Company to serve its customers better. 


1314 $. THIRD AVENUE - MAYWOOD, ILLINOIS 


FORMERLY CHICAGO METAL HOSE CORPORATION 


Monvtocturers of Convoluted and Corrugated Flexible Metal Hose in ao Variety of 
Expansion Joints for Piping Systems 
Flexible Metal Conduit and Armor - 


in Canada: Flexonics Corporation of Canada, Ltd., Brampton, Ontario 


Stainless Steel ond Brass 
Assemblies of These Components 
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Goo 


winner in industry preference 


IN THESE MAJOR TYPES 


ACID 
AGRICULTURAL 
AIR 
AUTOMOTIVE 
BREWERY 
BUTANE 
CHEMICAL 
CREAMERY 
DREDGING 
FIRE 

FLUE CLEANING 
GARDEN 
GASOLINE 
JETTING 

MUD PUMP 


“ORTAC 


«l- 


OlL 

ORTAC 

OXYGEN 
PNEUMATIC TOOL 
RADIATOR 
ROTARY DRILLING 
SAND BLAST 
SANITARY 

SPRAY 

STEAM 

SUCTION 

TANK TRUCK 
VACUUM 

WATER 


WELDING 


Oil Resisting Tube and Cover 


? 


“ According to impartial studies of preference 
in Industrial Rubber Products conducted in 
3 recent years, among more than 5,000 buyers. 


BLUEPRINT 
for PRO 


Sell the HOSE that’s a 3-time 


al. 
“. 


GOODYEAR INDUSTRIAL RUBBER PRODUCTS 


@) -Specified HOSE IS MADE 


Z 


Ve 


When you sell Goodyear, you're selling 
the line of Industrial Rubber Products 
that’s preferred all across industry. For 
example, in three successive surveys con- 
ducted among people like those you sell 
to. the leader in hose preference was 


Goodyear. 


One reason for this leadership is the 
complete range of hose constructions and 
types designed to meet your customers’ 
specific needs—more than 800 types of 
hose, each designed to give longer service 


at lower cost in the long run. 


Whether you sell hose, V-belts, conveyor 
belts or any other product in the 
Goodyear line. you get proved quality, 
coupled with leadership in new product 
development. You can rely on the help 
of aggressive national advertising. hard- 
hitting direct mail and the reputation of 
“The Greatest Name in Rubber.” Need 
technical sales assistance? You can call 
in the G.T. M.—Goodyear Technical Man. 
And above all, you get the unrivaled 
advantages that have made Goodyear one 
of the top three money-making industrial 
supply lines for years. 


os 


EAR 


THE GREATEST NAME IN RUBBE 


rtac-T M. The Goodyear Tire @ KR 
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PORTABLE 
ELECTRIC 
TOOLS 


ee Biggest Line! 
Black & Tr gives you over 100 tools, hundreds of accesso. 


. the biggest, most complete line in the portal’ 


ic tool industry. And that means more tools, mop 
pects, more + more profits for you! 


the: ‘World's Best Prsiotion 


‘Pts smashing full-page, two-color a st ‘the Feb. 16 issue of 
~The Saturday Evening Post is part,@f a consistent, powerful 
Black & Decker advertising proggam. It includes monthly ads 
in The Post and 24 widely- read business magazines... totaling 
over 53 million messages thie year! 


the World's Largest Sales! 


Many moreBlack & Decker Electric Tools are sold each year 
than anyother brand. They’re used in more types of industries, 
om fiere kinds of jobs, by more mechanics. And that total is 
built on Black & Decker Distributors, like you, who out-sell all 
competition in their own local markets! 





STRIBUTORS EVERYWHERE SELL 


@ Blacks Docker 


PORTABLE ELECTRIC TOOLS 
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PRODUCTION 
for MAINTENANCE 

SERVICE 

CONSTRUCTION 


You name the job-and there's a Black and Decker Tool 
to help you do it better, faster, with fewer man-hours, at 
lower cost! Check the Tools shown on this page-— just a 
sample of more than 100 in the B&D line. See your 
nearby B&D Distributor for eye-opening demonstrations 
of their easy handling, abundant power, quality construc 
tion—for sound advice on any tooling problem! THE 
Brack & Decker Mpc. Co., Dept. B-5, Towson 4, Md 
In Canada: 80-86 Fleet St., E., Toronto 2, Ont.) 
“Trade Mark Ree 0. 8 Pot. OF 





FOR INDUSTRY, SHOP AND FARM 


(Blacks e TOOLS 


Also: Biace & Decune, Limited, England Brace & Decken (A’asia) Pty., Lid. Australia 
Brack & Decuen, Inc, Brazil fiace & Decunn, S.A; Mexico. 


WORLD'S LARGEST, MOST COMPLETE LINE 


Gives full detoil: on over 
100 speedy 84D Tools ond 


OVER FOUR MILLION COPIES oF tis fur. 


reach for sales—for you—in the February 16 issue of 


THE SATURDAY EVENING POST! 
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This Profitable Baby Cuts 


Ihe Gear Shaper pictured here was 


“teething” the hard way—untila shrewd 
maintenance man turned Keystone No 


101 Cutting Oil loose on the job. 


aa Shaping gears trom 11-40 heat-treated 
a Rockwell ‘'¢ 


hardness isn't like cutting butter with a hot knife. 


steel with scale 30-34 
With the oil previously used, few gears was the 
best production run between resharpening of 
the cutter. But, following the switch to Keystone, 
production dowbled—it jumped to twenty gears 


per sharpening cycle 


The unique chlorination process used for No. 
101—plus sulphur which is chemically combined 
and will mot settle out results in a cutting oil 
that’s effective under severe pressure and heat. 


Moreover, Keystone No. 101 promotes clean 


SPECIHEALIEZED 


INDUSTRIAL DISTRIBUTION 


Photo courtesy The Fellows Gear Shaper Company 


its Teeth on Keystone Oil 





cuts, lengthens cutting tool life, and saves wear 
on equipment in general. 


Whether used for threading, tapping, broaching, 
milling, etc.—No. 101 is highly effective on 
stainless, alloy and heat-treated steels ... also for 
working aluminum, duraluminum, Dowmetal 
and magnesium. 


Among Keystone records are many field 
reports where No. 101 has more than doubled 
production per sharpening cycle. These reports 
are always available to 
help you convince your 
prospects of the economy 
that comes with high qual- 
ity Specialized Lubricants. 
KEYSTONE LUBRICAT- 
ING COMPANY, 21st & 
Lippincott Sts., Philadel- 
phia 32, Pa. Est. 1884. 


Bi 

ite 
“ 

oe 


Make use of Recommendations 
R10C during your sales calls, 


tCuBRICAN TS T™ 
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ULLMAN 


Work Inspection Mirrors 


= MODEL A-2 


« _ Pl 
MODEL B-2 


METAL DISPLAY “MERCHANDISER” 


FURMISHED FREE 
are you 
gelling 
a this 


ULLMAN W.1.M.'s (Work Inspection Mirrors) ULLMAN 
The firms shown here are only a few of thousands of 
WIM customers—many over 10 years. (Also excellent PRODUCTS 


for ‘plus business” from present accounts.) 


Wee Dept 10 for detail CORPORATION 


ee BUSINESS? 
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STOCK 

FEDERATED 

GARDINER BRAND 
SOLDERS...THEY SELL! 


Federated Gardiner brand Acid Core and Solid Wire Solders are in demand every- 
where because they are nationally advertised ... they are known . . . they are liked! 
Customers return to buy over and over again because they know Federated Solders 
make soldering easier and faster. 


Every step in the production of Federated Gardiner Solders is scientifically con- 
trolled to produce a high quality product that is unequalled for consistency and for 
the permanence of the bond it produc es 


For display purposes, Acid Core Solder is packed in a bright blue and white package ; 
Solid Wire in neat black and gray. The analysis of the solder is prominently dis- 
played on each carton. Available in all commercial sizes and compositions. Listed 
by Underwriters’ Laboratories Inc. 


odcvaled 


Sedtidi WMitals Dwiion 


AMERICAN SMELTING AND REFINING COMPANY + 120 BROADWAY, NEW YORK 5,N.Y. 
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REPUBLIC DRILL AND TOOL COMPANY 


DISTRIBUTOR POLICY 


HE INDUSTRIAL SUPPLY DISTRIBUTOR we will not add a new Republic Dis- 

has long been accepted by industry oS tributor W ithout consulting ith the 

the most economical and efficient source established Authorized Distributor 19 

of supply forits cutting tool requirements. the area. 

We fully recognize the importance ot he A We will at all times adequately 

function and being firm! ' 
support the sales and service ef- 


; : forts of our Distributors with an am rle 
rough Industrial Dis- I 


fributors, We Republic Drill & Tool Co staff of factory trained Sales and Service 
firmly pledge ourselves to the following Engineers: 
Distributor Policy. Republic catalogs, sales and en- 


; . : * gineering data, and other sales 
We will advise our Authorized Dis- 5 8 . 
P promotional aids will be supplied in 


generous quantity 10 Authorized Dis- 
tributors and their customers. 


tributors of all inquiries and or 
ders receivec directly from consumers 
in their territories and suggest to 
such prospects and customers that they We will maintain three strategt 
order our products through our local * cally located factories (New Y ork- 
Authorized Distributor. Chicago-Los Angeles) to enable our 
Authorized Distributors to Btv* better 


We will not sell directly to con- 
. sec ryvice to their customers. 


sumers except 19 those few cases 
where the consumer insists upon buy 7 We will maintain adequate inven- 
ing directly from tool manufacturers. - tories of our tools in all important 
In all such instances, e will cooperate consuming centers. 
with our local Authorized Distributor 
. . . We will continue the extensive Fe 
in his effort to obtain such business. * 4 
search program which has enabled 

3 We will not authorize more than us to introduce several industry’ firsts,” 

* one Republic Distributor 19 any including such exclusive items as “ All- 
given market unless more than one Dis- Flute” Shankless TyP¢; Roll-Forged 


tributor 1s required to adequately serve Taper Shank and Dura- Temp (ground- 


the consumers 1n the area. I urthermore, from-the-solid) drills. 


* Our records show that, in many important consuming centers, 90 to 100 
is done through Industrial Supply Distribut 
of distributor volume is lower due to ce 
¥ with the drill manufacturers. On on overall cov 
i be business is being done through Industrial Sup 


a 
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REPUBLIC DRILL AWD TOOL COMPAR 


pivision oF AVILOSEN TOOLS & MACHINES, Inc. 


FACTORIES: CHICAGO—322 sOUTH GREEN STREET ® NEW yoRK—96 LAFAYETTE STREET 
Los ANGELES—1320 SANTA FE AVENUE 








WEINBERG ¢ McKEE 


SPECIALISTS IN COMPILING AND PRINTING 


Modem 


INDUSTRIAL SUPPLY CATALOGS 


The good-will of 

our customers 1s 

indicated by their 

repeat orders 

Included in our 

list of customers 

are many of the 

nation’s leading distributors 

When you are in Chicago come in 
and visit us—meet the organization 
and learn why our modern photo- 
offset way works to your benefit 


WITH SPECIAL ' FEATURES henwe 


All prices of tools made of High Speed Steel 
are printed in RED. Action illustrations 


demonstrate the use of many products. 


Pages are made up into two columns with a 
dividing line making a more effective presen- 
tation. These and other improvements, make 
each catalog most modern in composition. 


" 
| 
| 
| 
| 
| 
| 
Manufacturers’ trade marks are reproduced | 
| 
| 
| 
| 
! 
| 
| 
! 


| 
| 
| 
| 
l 
! 
| 
; in the headings of well-known brands. 
| 
| 
| 
| 
| 
| 


WW EINBERG & MC KEE, INC., are solidly estab- 
lished in the business of producing indus- 
trial supply catalogs. 

Each department member is an expert in his 
particular function and the entire personnel works under the supervision of 
department heads who are specialists. 

The members of this organization, to a very high percentage, have been 
employed here for a long number of years. Each takes particular pride in his work 


and in his individual contribution to the excellence of each catalog that is 
produced. 


An Organization of Experts 


Our customers remain with us for the reason 
that a Weinberg & McKee catalog production 
is correct in all details. The layout, the printing 
(the modern offset way), the arrangement all 
are specialty operations that get specialized 
attention. 

Whether yours is a small catalog or an extra 
large one—whether the run is small or into the 
thousands you get the full cooperation of this 
organization trom the executives down thru the 
personnel—you too get the benefit of every pos- 
sible saving—you get that much desired top 
quality so important as a sales aid. 


600 W. JACKSON BLVD. 
CHICAGO 6, ILLINOIS 
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Were corralling your Prospects 



































check your 
prospects — 
tanks 

stacks 
fences 
metal sash 
buildings 
fire escapes 
machinery 


pipes 
structural equipment 
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Look at this big 














turning the reins 


\ 


t \ 
\ 
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FOR FAST-MOVING, HIGH-PROFIT, REPEAT-SALE BUSINESS © 


RUST-OLEUM 





Advertising Campaign... 








PUBLICATIONS 


TIME MAGATINE 
NEWSWEEK 
BUSINESS WEEK 


U S NEWS & WORLD REPORT 


KIWANIS 


FACTORY MANAGEMENT & MAINTENANCE 


MODERN INDUSTRY 

MILL AND FACTORY 
IRON AGE 

IRON & STEEL ENGINEER 
INDUSTRY AND POWER 
PURCHASING 

THE PLANT 

PIT AND QUARRY 
ARCHITECTURAL FORUM 
ARCHITECTURAL RECORD 


PROGRESSIVE ARCHITECTURE 


COAL AGE 
Ol & GAS JOURNAL 
PETROLEUM ENGINEER 


AMERICAN PAINTER & DECORATOR 
MARINE NEWS & MARINE AGE 
MARINE ENGINEERING & SHIPPING REVIEW 


DLEUM COR 


Oakton Street . Evansto 


3rd, 17th 
10th 
8th. 22nd 
7th 
March 
March 
March 
March 
oth 
March 
Morch 
March 
March 
March 
March 


March 


20th, 27th 


March 
March 
March 
March 


PLUS 35 other important publications month-after-month 


iction 


7th 
7th, 21st 
12th, 26th 

4th 


April 
April 
April 

10th, 24th 
April 
April 
April 
April 
April 


April 
April 


24th 
April 
April 
April 
April 


mail program goes straight to your con 
ected prospect list imprinted with your ¢ 


“a 


a 
OAT 


May 
15th, 29th 


RUST-OLEUM 
hard-hitting 
ipany s own 


npany’s name! It 


(2) Reply-O-Letters and (2) Colorful Broadsides with 


and get 


to you! And remember 


your territory 


during 


Lcard attached! These mailings are sent to your prospects 
fF two weeks 


the 60 day campaign! 


They ask 


action —and bring back live leads 


this campaign is timed to 


whenever you deem it most favorable 


Bally in the MARCH-APRIL-MAY-JUNE period! 


RUST-OLEUM CORPORATION 
2413 Oakton Street 
Evanston, Illinois 


“3 











GE” There's no doubt about itl—the 
‘“/ Industrial Distributor is playing a vital part 
in the great American way of transacting business— in getting 
goods to market faster, in smoothing the channels of 
distribution, in assisting with service problems... In working 
closely with Industrial Distributors, in helping them 
and their customers to standardize on standard products, 
the House of Atkins takes this opportunity to salute 


Industrial Distributors, our co-partners, on their 


continuation of a job well done. 


iy 


ATKINS 





C. ATKINS AND COMPANY 


402 South Illinois Street, Indianapolis 9, Indiana 


Use — Don’t Abuse — Fine Tools 


SLE 
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HEATING AND 
INDUSTRIAL MOI a@ Ks 
heave what i Ceekicg/ 


Rugged dependability that comes only with 
infinite care at every step .. . selection of 
materials . . . final testing. They have the 
quality that comes from 80 years’ experience 
. . expert craftsmen . . . the finest precision 
machines. 
All plugs individually ground in for perfect 
fit . . . specially lubricated for easy turning 
extra grade castings . . . every stop 
hydrostatically tested at a pressure greatly 
in excess of its rated capacity. 


A complete line of brass and iron products 
for water, gas, steam, plumbing and indus- 
try is available at a single source—HAYS. 


Folders 103-9 and 107 illustrate 
Hays Heating and Industrial 
Products. 

Illustrated folders are also 
available describing the follow- 
ing products: Hays Copper Tube 
Fittings, Water Works Material, 
Marine, Gas Service, Plumbing 
Products. 


HAYS MANUFACTURING COMPANY 


12TH & LIBERTY STREETS, ERIE, PENNA., U.S.A. 
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ALLEN O SCREW ... 


Although Alleno Screw is not in the dictionary, engineers 
and production men the world over say 


Alleno Screws to refer to precision socket screws. 


That's how it is with names — probably there's a name 


that comes to your mind at once as an out- 
standing Industrial Distributor in your locality. 
He is almost certain to be the one who 

handles AllenO Screw products. His ex- 
perience and extensive stock of 

Allen © products are the ideal combination 

to smooth out any problems 


you encounter in precision fastenings. 


THE BWY word w socxer screws S ALLEN 


MANUFACTURING COMPANY 

| Hartford 2, Connecticut, U. S. A 
ING 
oe! aes! 
Allen Mee 
forme 


wak 
Alles-Type 
gecessaril 


Head screws 
ra ner sive 
i 
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HAVE YOU A ORIVE PROBLEM ? 


LINE-O-POWER 


STRAIGHT ae DRIVES 


"CALL FOOTE BROS. 


\ all 


MAXI-POWER 


ELICAL GEAR DRIVES 


VERTICAL 
WORM-HELICAL 
GEAR DRIVES 


FOOTE BROS.—LOUIS ALLIS 
GEARMOTORS 


HYGRADE HORIZONTAL 
WORM GEAR DRIVES 


FCOIEY BROS. 





Oar 


OWE? 


Tan PP oun Though GS Sellen Lean 














Compact, small size units for use on original equipment—husky 
horizontal or vertical worm gear drives—heavy duty helical 
gear drives up to approximately 1000 h. p.—gearmotors. What- 
ever your requirements in power transmission, you will find 
exactly what you need in the complete Foote Bros. line. 

Three large plants, containing the latest in gear cutting 
equipment, are backed by nearly a century of engineering and 
manufacturing experience. New techniques, better control of 
material, improved manufacturing methods—all assure superior 
enclosed gear drives. Check the coupon for the bulletins in 
which you are interested. 


FOOTE BROS. GEAR AND MACHINE CORPORATION 
Dept. ID, 4545 S. Western Ave. ° Chicago 9, Illinois 


LINE-O-POWER STRAIGHT-LINE DRIVES 

Economical in original cost and operation. Duti-Rated Gears 
have file-hard tooth surfaces and ductile cores, assuring long life. 
Double or triple reductions, with ratios from 5 to 1 up to 238 
to | and capacity range from 1 up to 175 horsepower. 


FOOTE BROS.—LOUIS ALLIS GEARMOTORS 

A compact line of gearmotors in 17 sizes in single, double and 
triple reductions, incorporating Duti-Rated Gears that assure 
long wear life and maximum load-carrying capacity. Available 
with Louis Allis open drip-proof, splash-proof, enclosed and 
explosion-proof motors. 


HYGRADE WORM GEAR DRIVES 

Heavy duty drives with precision worm gearing that assures 
high efficiency and load-carrying capacity. Horizontal, vertical 
and Hytop (extended shaft) types. Ratios from 41 to 1 up to 
4,108 to 1. Capacity up to 260 horsepower. 


MAXI-POWER HELICAL GEAR DRIVES 

Heavy-duty helical gear drives. Available in single reduction 
units, ratios up to 9.91 to 1; capacities up to 1,550 horsepower; 
double-reduction units, ratios from 9.32 up to 71 to 1, capacities 
to 1100 horsepower; triple reduction units, ratios from 79 up 
to 360 to 1. capacities up to 420 horsepower. 


WORM-HELICAL GEAR DRIVES 

Heavy duty vertical drives with horizontal input shafts and 
vertical output shafts—up or down. Ratios from approximately 
25 to 285 to 1 and a capacity range up to 128 horsepower. 


Foote Bros. Gear and Machine Corporation 

Dept. LD, 4545 South Western Boulevard 

Chicago 9, Illinois 
(0 Bulletin HGA Hygrade Worm Gear Drives 
© Bulletin LPB Line-O-Power Straight Line Drives 
©) Bulletin MPB Maxi-Power Helical Gear Drives 
() Bulletin GMA Foote Bros.-Louis Allis Gearmotors 
0 Bulletin WHA Worm-Helical Gear Drives 


— > . I...cccsnunnnntiond 
Company 


Address 
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NOW. ~- in addition to n to Oil- Hardening... 
You/Can alse offe offer this 


NEW AIR-HARDENING 


SE gta Ca 


SIMONDS DIE STEEL 


For longer-lived punches and dies ... where greater production 
runs are needed between sharpenings . . you can now give your 
customers this new Air-Hardening type of Simonds Ground Die 
Steel, which produces up to 50° more pieces per sharpening. 


5°o chrome content makes this Air-Hardening Steel more wear- 
resistant and therefore better suited for punches and dies used on 
silicon or stainless steels, Monel, or other abrasive metals, and for 
gages and tools requiring top wear-resistance. What's more, this 
new non-deforming die steel is spheroidize-annealed for good 
machinability and consistently uniform hardenability. Wide hard- 
ening range of 1700 to 1800° F. makes it practically foolproof 

in heat-treating. 

Furnished in many stock sizes in 36” lengths, all sizes are ac- 
curately ground to a thickness limit of plus or minus .001” 

with an extra-smooth surface finish of 25 to 35 micro-inches. 

Each piece is individually packaged, ready for scribing, 

shaping and heat-treating. Get in touch with the nearest 

shaoate Factory Branch. 


SIMONDS 
SAW AND STEEL CO,| 


Factory Branches in Boston, Chicago, 
San Francisco and Portland, Ore. 
Canadian Factory in Montreal, Que. 
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BROWN EQUIPMENT & MA 


NUP AC Tt RING 
leading ™anufacture, of 


alumin 
ding 

demands too 
work, ro 


day. Oy 


Co., Westheld, Mass. 
UM ttailer truck bodies. 
'failer ruck bodies 
IS thar Wil take hard 
handling ati day every 


TO HELP YOU ‘sees SESE 
SELL MORE 


ugh 
i. ex 


Stanley Electric Tools 


istributors. Month after 

Stanley Electric Tools for pri eels 
Ads like this nee on haod binning sales — ae ae 
en eg : ne you sell through the pages 
factors in the indust ane 
eat distributor policy yo-sanrane i sagan 
aes 7 ; “a resentatives and you're = Shea mae 
a i sie inate Tools, 412 Myrtle St., 
sure-selling team. Stan 
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@ For every job, there are a number of 
possible choices of wire rope — but 
there is usually one best choice. The 


Our new book, “The Right Rope for 
the Job” gives a complete listing of the 
correct rope to use for each application 
in a wide variety of industries. This 
i ion, prepared by experienced 
wire rope engineers,can definitely help 
you reduce your wire rope costs. 

If your particular conditions are not 
covered, the Tiger Brand Wire Rope 
Specialist in your area will gladly help 
you determine the best ropes for your 
particular needs. It’s to your advantage 
and ours, too, that you get the Tiger 
Brand Rope that will give you the best 
service. Send the coupon for a copy of 
the book and check your choice of 


ropes. 

In the period ahead you will want the 
best rope you can get—and that’s Amer- 
ican Tiger Brand. 


Vi) Hii 


UNITED STATES STEEL COMPANY 
AMERICAN STEEL & WIRE DIVISION, GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO, PACIFIC COAST DISTRIBUTORS 
TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA. SOUTHERN DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 





American Steel & Wire Division 


US'S AMERICAN TIGER BRAND _ rad Gia iene ck, 
WIRE ROPE 


Excellly Pofprmed 
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There is a difference 
in fluorescent lamps 











7. ends of these fluorescent lamps are aluminum. Rough handling doesn’t crack them. 
Cold can’t shrink them enough to make them crack the glass tube. They can be heated 


hot enough to make a tighter seal. They eliminate one reason why fluorescent lamps some- 
times fail before they should. They’re on G-E lamps, of course. This is one of many basic 


differences that make General Electric your customers’ best buy in fluorescent lamps. 


You can put your confidence in— 


GENERAL @® ELECTRIC 
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PARE AI? 
IA i 1 


sc ial i ll 


interchangeable 
Standard Wheel 


j 


The *answer to this materials handling problem is 
found in the New FAULTLESS S-H Double Action 
Spring Caster. Already time-tested by leading in- 
dustrial engineers, this Caster is acclaimed for its 
use of standard, interchangeable wheels... absorp- 
tion of high impact shocks through use of a large, 
durable spring under constant tension ... spring and 
draw bar assembly a separate member. Here are 
exclusive features long sought by handlers of deli- 
cate equipment or finely adjusted products. Another 
way to cut your handling costs and man-hours. 
Write for descriptive literature, just off the press. 





NOELTING 


- 
“ [INDUSTRIAL 
S-H Casters take jolts out of water SH Casters cushion mechanisms of 


tanks for leading Air Line jet engines moved over rough floors. 


FAULTLESS CASTER CORPORATION eEvansvittt 





its EXTRAS like these 


that make IMPERIAL DISTRIBUTORS 
HEADQUARTERS for the finest 
in tube fittings 


Here are a few of the many Imperial 
EXTRAS in quality that make tubing con- 
nection work easier, faster and simpler for 
your customers, They’re EXTRAS that make 
your selling job easier, too. You become 
recognized as Headquarters for the Finest 
in Tube Fittings when you handle Imperial. 


TUBING SIZE MARKED ON NUT 
FITTINGS ARE FORGED * Identifies fittings quickly . . . speeds and 
Forged fittings have Greater Strength and —— ane — a. find 
Toughness. Ma : it much easier to needed fittings 
in a hurry. 
arden ee Fittings are easier to sort and check. 
Denser grain structure means no chance of Teaches men to recognize fitting sizes. 
seepage. 
Greater uniformity means quicker, easier 
assembly. ‘Elbow and Tee Bodies. 


LONG DRYSEAL PIPE THREADS 


A definite improvement in pipe threads. 
imperial Tubing Tools Longer on sizes 4” and over. 
- + @ complete service . Provide extra assurance of tighter, stronger 
to your customers . joints. 
With I al ffer . P on . 
semetets tee of ahha noel Especially valuable in providing for addi- 


for cutting, flaring, double tional takeup when reconnection is necessary. 
flaring, bending, reaming, 


swedging, and pinch-off of 
tubing. They are tools that 
help your customers get jobs 


done faster—better tools Ask for Catalog No. 350 
that are the leaders in design 


Y) and Tube Working Handbook No. 369 
and quality. 


THE IMPERIAL BRASS MANUFACTURING COMPANY, 511 S. Racine Ave., Chicago 7, Ill. 
In Canada: 33 Church St., Toronto, Ontario 


I M PE ee IAL Pioneers in Tube Fittings and Tube Working Tools 
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“The $444 line has increased our 
~ in just two years!” 


says JOHN S. LEA, general sales 
manager, F.W. HEITMANN COMPANY, 
Houston, Texas 


For the past two years, this organization has 
been a distributor of SKIL Tools. Mr. Lea 
says, “The quality of SKIL Tools and the 
policy of SKILSAW, Inc. in supplying ac- 
tive assistance through SKIL representatives 
have increased our volume 125%."’ He con- 
tinues, ‘The SKILSAW policy of selective 
distribution would have been reason enough 
for us to drop the other lines. But’’, Mr. 
Lea adds, ‘‘in addition, we are helped enor- 
mously by the sales assistance of local SKIL- 
SAW representatives, a local factory branch, 
and result-getting national advertising.” 


In the large display and demonstrating area 
of the Heitmann store, R. S. Arceneaux, sales- 
man (right) demonstrates a SKIL Radial Saw. 


w 





Left to right: J. R. Gold, industrial ; a ‘3 
salesman from the Heitmann Com- \ f » 
pany; H. E. Wallace, Houston car- ’ ) 54 


penter; Dal Goodman, SKILSAW ee iA i 
sales representative. Goodman ia i ae | , s 

and Gold are making a coopera- ’ 
tive call on Wallace. 


° 


" SKIL Products are made only 
\ by SKILSAW, Inc. 
Sh _ _ rh 5033 Elston Avenue, Chicago 30, Ill. 
7 
ilsow Foctory Br i 
SKIL Sow SKIL Belt Sonder SKIL Driver PORTABLE etnaw Severs Sasa peony nee 


T °o oO L Ss in Conada: Stitocks, ue. 


3601 Dundas Street West, Toronto 9, Ont. 


CALL YOUR SKIL DISTRIBUTOR FOR COMPLETE INFORMATION 
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SELF-LOCKING 


SOCKET 


SET SCREWS 


ORIGINATED BY 


SPS distributors’ salesmen, who sell a lot of 
UNBRAKO Self-Locking Set Screws, are smart. 
They're hard workers, too, who are taking advan- 
tage of an exclusive UNBRAKO feature to develop 
repeat business. Once they get a customer, they 
never lose him. This is dependable business which 
pays big dividends, and deliveries are good. Why 
’ Ask for an order. 
STANDARD PRESSED STEEL Co., Jenkintown 


don’t you try to get your share’ 


13, Pennsylvania. 


UNBRAKO SOCKET SCREW DIVISION 


JENKINTOWN PENNSYLVANIA 


You can get a prospect's attention quickly and 
create more desire for UNBRAKO by telling him 


these screws can be delivered from stock. 
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STRAND-LAID 


Made from right regular lay 


f 
e formed wii f 
gives your customers J eee we. 


For general sling use. 


CABLE-LAID 
Made by laying up seven 


individual preformed 
improved plow steel 


wire ropes all with |WRC. 
pay or \ J Gives extreme flexibility. 


--- and MORE! 


VACCO Registered Wire Rope Slings are 


built for safety. Safe for men to handle be- 
cause wire ends are permanently secured under 
a steel collar. Safe to use because the endings will 

not pull out. They will outlast the rope. 
STRENGTH, the full catalog strength of the rope is 
assured, because in making the DUALOC ending the 
rope is not damaged or distorted. Safety factor is 5 to 1. 


Proof-testing at twice rated capacity is further assurance 
of satisfactory service. 

EFFICIENCY of puALoc is high. By developing rope’s full 
strength, frequently sma___- diameter rope costing less can be 
used. The neat DUALOC ending snubs closely, is easy to rig, and 

is always “‘open’’ for inspection. 
How this helps You— Acco gives you a full line of stock and special 
wire rope slings guaranteed to give satisfactory service. You get repeat 
orders, build a fine volume with rapid turnover on a low-cost inventory. 


Write today for full information on acco Registered WIRE ROPE SLINGS. 
*7 le Mark Registered 


MEMBER THE NATIONAL SAFETY COUNCIL 


Wilkes-Barre, Pa., Chicago, Denver, Houston, Los Angeles, New York, 
Philadelphia, Pittsburgh, San Francisco, Bridgeport, Conn. 


AMERICAN CHAIN & CABLE 


WIRE ROPE SLING DEPARTMENT 
In Business for Your Safety 
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THIS YEAR See results ... from association with 


LOOK INTO vigorous Schaible Company . . . from new 


D.T. personnel - valve specialists ! 


Wee LLI A RAS Find evidence . . . of advanced engineering re- 
VA LV F § search ... of willingness to design valves 


that solve your flow control problem. 





re’ DIANS OF 


D. : THE PIPELI 
See your nearest jobber or write for literature. . i< ver Ss 


VALVES 





THE D. T. WILLIAMS VALVE CO. 


Division of The Schaible Company 
SUMMER STREET © CINCINNATI 4, OHIO 
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How are YOU doing on 
Johnson —s 


LREADY reports 
and orders are com- 
PURCHASING ' ing in from many Johnson Distributors 
AGENT |}; that indicate increased sales of GP Bearings. 
Are you joining them in the 1952 drive to 
push these economical, practical sleeve 
bearings to American manufacturers? You 
should—it will make money for you. And it 
will save dollars and time for your customers. 
You see, the line of over 850 stock sizes 
of Johnson GP Bearings will meet over 
90% of your customers’ present needs. You 
can call their attention to the great savings 
where they substitute them for “‘specials’’ 
in certain applications on equipment and 
machinery they make. Many leading manu- 
facturers have already learned the advan- 
tages of switching to Johnson GP’s. These 
bearings are cast in highest grade bronze 
alloy and are precision finished to standard 
tolerances. They are top quality sleeve 
bearings in every detail. Push them now— 
repeat orders are assured—and more 
income for you. 





JOHNSON BRONZE COMPANY 
535 South Mill St., New Castle, Pa. 





JOHNSON EARINGS 


ype 


ee eI 
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In 1952 ) 
We're POUNDING ON THE DOOR 
of 5,076,752 Customers for you 


LAUGHLIN'S STEADY, HARD-HITTING 
ADVERTISING HELPS YOU BECAUSE IT 


PRE-SELLS gets in there and tells your customers and 
prospects what Laughlin products are, why 
they are first choice wherever wire rope and 
chain are used. We ‘‘soften 'em up”’ before 
you call, 


by pointing out Laughlin’s advantages of 
sufety, a tomplete line, and exclusive prod- 
ucts available from no other manufacturer. 

We ‘‘tell "em why”’ so they'll call for you. 


KEEPS SOLD # doesn’t let your prospects ond customers 
forget for a minute that the name of Laugh- 
lin stands for the leader in its field — in 

» in quality, and in performance. 
We “tell "em again” so they won't forget. 


Laughlin advertisiag reaches a wide audience in business and 
industry. It is baek@d up by C ries and catelogs, 
dirett.mail pramotion, and our big new Catalog No. 450 
with a complete list , 





ighlin producfs, 
Wherever youl 64!!, you can be su ughlin advertising 


ison the job with you. THE THOMAS LAUGHLIN CO. 
212 FORE ST., PORTLAND, MAINE 


LAUGHLIN PROTECTS THE DISTRIBUTOR 


- [Aucmun 


7 


THE niet ere LINE OF DROP FORGED WIRE ROPE AND CHAIN FITTINGS 
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Selecting the “lay” 
of wire rope 


@ An important characteristic of a wire 
rope is its /ay—the relative directions in 
which wires in the strands, and strands 
in the rope are twisted. 


In regular lay rope, the wires in the 
strands are twisted in the opposite direc- 
tion to the strands in the rope. 

However lang lay rope—in which 
wires and strands are twisted in the same 
direction—offers several advantages: 

@ it flexes better 
@ it has more resistance to abrasion 
@ it has more resistance to bending fatigue 


i 
WY 
Wy, 


SSS 


When choosing Jang lay, be sure to 
specify that it be “preformed”. An extra 
operation in the manufacture of Upson- 
Walton’s LAYRITE preformed rope 
forms the wires and strands in a fixed 
spiral. This frees each part from internal 


Dl Par 


stress. Years of rugged service have 
shown that Upson-Walton’s LAYRITE 


wears longer, cuts maintenance costs. 


Specify it on your next tough job, 


THE UPSON-WALTON CO. 


CLEVELAND, OHIO 
NEW YORK e CHICAGO e PITTSBURGH 


wire rope « rope fittings 
¢ tackle blocks 


MATCH YOUR WIRE ROPE TO YOUR FITTINGS AND BLOCKS...ONLY UPSON WALTON OFFERS ALL THREE 


50 INDUSTRIAL DISTRIBUTION © FEBRUARY, 1952 





oe 


Cnecial delivery 


new Versatal “Tornado” Pump speeds, simplifies, 


cuts cost of material application! 


Now from Alemite—the Versatal “Tornado” —designed to help New Versatal 
you sell easier, faster in every plant where material handling is “Tornado, Jr.” 

4 problem. Whether applying paints or roofing . . . caulking com- 7) With famous factory. 
sealed air motor. Shut-off 
buttons give instant and 
separate control of pump 
maintenance costs. and atomizing air. Rug 
gedly built, yet light in 
weight 


pounds or adhesives or handling fluid and semi-solid foods 
the “Tornado” establishes new highs in production, new lows in 


Job-proved in a wide range of uses, this sensational Alemite “Tor- 
nado” actually delivers more material per pound of air consumed 
than any pump yet devised. Makes possible a delivery rate as high 
as 27 gallons per minute—direct from original containers! Self \4 New Versatal 
adjusting air piston requires no oiling whatever. Open frame de- 





Completely empties and 
cleans sides of 55 gal. 

Now — with “Tornado” — you can offer your customers the widest drum. Prevents “skin- 
range of material pumps on the market today! Versatal “Tornado” Sis tec eumme on 
Pumps are available in 22 models, with two sizes of air motors, five 


sures safe, positive 
types of pump tubes. SELL ONE FOR EVERY PLANT NEED! prime. 


sign separates pump from air motor. 








Here's The Secret of “Tornado” 


Nigh Eficiency »..txtra Output" ie WO FREE! new booklet 


Tornado” air outlet ports are oversize 
Exhaust valves are pilot-operated, timed 
with the stroke of the piston. Instantly 
they “explode” exhaust air into atmos 1 
phere. The result—piston has free re i coupon today 
turn action—no waste compression to Alemite, Dept. H-22 
work against. 


Get yours now! Coupon below brings you “Sales Power” with 


10 effective short cuts to more Alemite Sales. Clip and mail 


1850 Diversey Parkway, Chicago 14, Illinois 
Please rush my copy of ‘Sales Power’ to address below 


Name 
Address 


AUG. U.8. PAT. OFF. STEWART City Zone State 
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ATTENTION: 


CHAMPION 
DISTRIBUTORS 


WE’RE TELLING YOUR 
CUSTOMERS THAT... 


\ 
Cash in 
on this 
timely 
Service 
fo 
Business 
a Rewind trl 


nent 
er sa 
desceny lomps, “co 4PPlied t 


Saves an 


- Cuts th 
®Verage < SE Ce 
labor Peta Re of 602 Sts, 


| 
ts alone ” labor time. 


Cos 
t of © 
NC inca 
andes¢ 


'ncan. 





Industry CHAMPS Css re 


D tartan — 








Champion's “War on Waste" File Folder con- 
tains 3 basically sound Plans packed with data 


ordinarily difficult to obtain, and engineered to 





conserve power, Cut costs. It is not a “promo- 





tion” piece; it is designed to be wsed in factories, 
offices and stores, and kept as a permanent ref- 
erence in customers’ files. 

Offer this Folder as your service, to your custom- 


ers and prospects. 


And remember — they all buy Lamps, lots of 
them. Sell them CHAMPIONS... . the Lamps 


with the Performance to make these Plans 





means THE BEST 





successful . . . the Lamps with the Quality to 
keep this steady, profitable, repeat business 
coming your way. Ask your Champion 


Representative for details. 


CHAMPION LAMP WORKS 


; 
Lynn. Massachusetts 
A DIVISION OF CONSOLIDATED ELECTRIC LAMP CO 
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better-buil 


CARBON DIOXIDE 
FIRE EXTINGUISHERS 


Destructive fires originating from electrical or flammable liquid haz- 
ards can be stopped when they start by quick action with Buffalo CO2 
Extinguishers. ‘Quick action" is sure when Buffalo CO2 Extinguishers 
are close by because the Squeeze Grip Valve is so simple and easy 
to operate. Simply, pull the safety lock pin and squeeze! Clean, dry, 
odorless, inert gas under high pressure snuffs out flames in seconds! 

You know you sell the finest fire protection possible when you 
handle Buffalo's complete line. Find out now about Buffalo's ex- 
clusive distributor sales policy. Write today! 


UNDERWRITERS’ LABORATORIES AND FACTORY MUTUAL APPROVED 
BUFFALO FIRE APPLIANCE 
( ses & 88-4 ( N 
DBA YT O WR 1 Oo wT © 
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J. H. RUDDELL, President 


CENTRAL RUBBER & SUPPLY CO. 


Indianapolis, Indiana 
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“a profitable line 
for over 


Twenty Years!" 


Mr. Ruddell knows what he’s talking about—his 
Central Rubber & Supply Company is one of the 
largest and best known jobbing organizations in 
the Middlewest. Here’s what he says about his 
Dayton V-Belt Franchise: 

“I value the Dayton Line because of its wide 
consumer acceptance which is a direct result of 


intensive advertising, good service and a quality 
c c - 


belt. It has been a profitable line for us for over 
twenty years.” 

Mr. Ruddell knows what he’s talking about. And 
as further evidence, one of our representatives will 
be glad to show you facts and figures that will 
prove how much the Dayton V-Belt Franchise can 
do for you. Just write, wire or phone. 

DAYTON RUBBER COMPANY, DAYTON 1, OHIO 


Dayton ‘‘Twins’’ Cut V-Belt Costs! 


Dayton Thorobred, with patented 
three prime section design, is the universal 
belt for all normal applications. It has set 
completely new standards for long-life 
and trouble-free service at minimum cost 





as your finger 


by Daytom i 


sereereerenes 


Dayton Cog-Belt*—for unusually tough 
drive problems! Delivers 40% more power, 
size for size, than any other belt. Oper- 
ates over smaller pulleys, because it's 
scientifically designed to bend as easily 


a 


wil Io ie 


World’s largest manufacturer of V-Belts 
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of completely machined and finished 
Bunting Bronze Bearings for applica- 
tions in machine tools and industrial 
machinery of all kinds. 


of Bunting Bronze Bearings for all 
popular makes and sizes of electric 
motors. Completely finished, ready 
for installation. 


of Bunting Precision Bronze Bars fully 
machined I.D., O.D. and ends. 





Q 


BRONZE BEARINGS © PRECISION BRONZE BARS BUSHINGS 


K EVERYWHERE 


yproducts are instantly 


all markets, from the 


gree’ 
“et 


utors and distributors of special- 


»cks of leading industrial distrib- 


ized industrial items. Ask your 


distributor or write for catalog. 


As edvertised in Business Week + Factory M 9 and Mai * Steel « 
tron Age + Mill end Factory + Seuthern Power and industry « Industrial Distribution 





THE BUNTING BRASS & BRONZE COMPANY: TOLEDO 1, OHIO + BRANCH INCIPAL C 
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When new methods and processes create 
new flow control conditions, Powell is al- 
ways ready with valves of correct design 
and materials to meet them. 


That is why there are more kinds of Powell 
valves in service today than any other make. 


The Wm. Powell Co. 
Cincinnati 22, Ohio 


Sg 


Te 
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st 
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REASONS 
Why 


the CARBORUNDUM FRANCHISE ig 


...$0 highly prized by 
...$0 highly profitable for 


INDUSTRIAL DISTRIBUTORS 

















We enjoy complete-line selling ...not two or three abrasive product 
lines from two or three different sources, but a// lines from one source. 





We represent the world’s best known brand name in abrasives... 
customer acceptance so widespread that it amounts almost to demand. 





? 
We attract other top-quality lines... for CARBORUNDUM is an honored 
name among all manufacturers who sell to industry through distributors. 





We keep posted on the latest abrasive techniques...CARBORUNDUM 
keeps us abreast of every development, whether it originates in their 


laboratories or on the shop floor of a customer. 





We get practical answers to every technical question... continuous 
counsel from an engineering staff with the world’s widest experience 
on abrasive products, methods and applications. 





We save time and money with the simplified stock control and 
the reduced paper work that comes from doing business with a single 
source of supply on a// abrasive lines. 





We develop keener, more valuable salesmen... 
through intensive sales-training courses for our sales force 
at the CARBORUNDUM plant—plus a steady follow-up of 
application information all year round. 








We are well received by every prospect... our 
salesmen seldom meet a stranger, thanks to CARBORUNDUM’S 
pin-pointed sales promotion and saturation advertising. 


oo =! 6°39 Gl — Go Po = 














supply ALL abrasive products undet ONE brand name 
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Good Bolts to Sell 


You'll like Bethlehem Bolts, and so will your 
customers. For Bethlehem Bolts are good bolts 
in every way. Mad: from high-grade steel. 
Have well-formed heads for easy wrench grip. 
Clean, smooth-fitting threads. Straight shanks. 
And they come in a complete range of styles 
and sizes, to meet virtually every need. 

BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by Bethlehem Pacific Coast 
Steel Corporation. Export Distributor: Bethlehem Steel Export Corporation 


Jsledel slelale 
Ll lalelalels 


Ye be be fe be F 
bee 


aeeBaRe 
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Only a NUCUT 
gives you 
“‘two-barrel”’ 





LER 


FEL 


4 





1, CUTTING ACTION 


pA SMOOTHING ACTION 


HEN you hold a NUCUT at an angle, 

you can clearly see the unmistakable 
wavy pattern in which the teeth are scien- 
tifically positioned. An exclusive patented 
NUCUT feature, this notable development 
in file fabrication provides two sets of teeth 
— one coarse, the other fine. 

The coarse teeth cut clean, deep, true. 
The fine teeth leave a smooth surface. Both 
cutting actions take place simultaneously — 
as if you were employing two files instead 
of one. 


Use correct filing pressure 


File teeth cut only on the 
forward stroke. So, carry the 
file forward on a straight 
line, applying the pressure 
first with the left hand, then 
with both hands equally, 


At every stroke 





You'll find you can file more, faster, better 
with less effort when you insist on a NUCUT 
file. Your industrial distributor will gladly 
suggest the sizes, cuts and types that will 
meet your particular needs best. 


HELLER BROTHERS 
COMPANY 


America’s Oldest File Manufacturer 


Newcomerstown, Ohio 


and finally with the right 
hand at the end of the 
stroke. On the return stroke 
all pressure should be re- 
lieved. 


Wrong: Don’t exert too 
much pressure. It causes ex- 
cessive tooth clogging, heavy 
wear, stripped teeth and 
often a broken file. 


© 
Right: When the correct 
ressure is applied with 
con steady strokes, the file 
cuts efficiently. 


MR. DISTRIBUTOR: NUCUT advertising is appearing in publications that reach the impor- 
tant users and buyers of files in your territory. Please note that it directs these prospects to you. 
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WHITE TANG 





@ The Steel Wire Scratch Brushes shown 
here are of highest quality and are widely 
used. Each has a back of sound hardwood 
lumber free from defects. The tempered 
steel wire used is of highest grade made 
Each hole is generously filled with wire to 
insure maximum service life 


® Excellent painters’ tool for removing dirt 


and general cleaning preparatory 
painting flat surfaces. Also g i tool 


jenera! industrial cleanir purposes 


® Adaptable for cleaning narrow surfaces 
for shaped metal parts 
i cleaning jobs 


SH MANUFACTURING Co. 


ind { work on 


J j { 
se 


r small we 


The MILWAUKEE BRU 


2212-36 N. 30TH STREET 


He never changed from 


MILWAUKEE QUALITY . 


once he knew it 


Such a statement can be said 
about many an industrial 
executive who purchased 
MILWAUKEE Brush Tools 
years ago and never changed 
from MILWAUKEE quality. 
You'll find a large demand 
for MILWAUKEE Industrial 
Brushes—all types from this 
one source—and good replace- 
ment business. There is always 
the same high standard regard- 
less of the number of any one 
type ordered—no variance even 
in repeat orders. Custom-made 
industrial brushes to specific 
needs of your customers is one 
of our services. 


Heavily filled unit for extra-tough clean 
ing jobs on flat surfaces 


For cleaning small, difficult-to-get-at 
places, and pipe-threads. Shaped han 
ile gives easy grip. 


Ask for 
Bulletin No. 40-11 


MILWAUKEE 45, WISC. 
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THE LINE THAT GIVES 
YOUR CUSTOMERS THE 
RIGHT TOOL QUALITY FOR 


EVERY 
INDUSTRIAL 
NEED 


Power Driven Wire Wheel Brushes 

“Mono-Bilt” 

“Steel-Clad” 

“Dura-Bilt” 

“Di-Bilt” 

“Peerless” 

“Twis-Tuft” 

Fine Wire Polishing Wheel 
Brushes 

“Sturdi-Bilt” Wire Cup Brushes 

Fibre Wheel Brushes 

Wire Scratch Brushes 

Boiler & Furnace Brushes 

Foundry Brushes 

Platers Brushes 

Bench Brushes 

Floor Sweeping Brushes 

Push Brooms—wire and fibre 

Miscellaneous Maintenance 
Brushes 


YOUR MARKET 


Steam & Electric Railroads 
Marine Industry 

Aviation 

Power Companies 

Public Works 

Quarries 

Mines 

General Contractors 
Chemicals 

Ceramics 

Public Buildings 

Paper Mills 

Food Industries 

Packing Plants 

Dairies 

Textiles 

Metal Working Industries 
Wood Industries 

Glass 





WITHOUT LOSS OF 





SURFACE FINISH 





A series of tests on a template follower job, illustrated above, proved congfusively 
to the user that C@eeland End Mills have two outstanding features: 
1—They possess unusual chip clearing ability. 

2—They permit the use of higher speeds and feeds than other mills without loss 

of surface finish or tool life. 
More than two years ago the entire line of C@eceland End Mills was com- 
pletely redesigned. Since that time they have been tested repeatedly in 
customers’ plants—and always have been found superior in chip clearing 
accuracy, strength, durability, long life and cutting speed. oe If you have 


not experienced the many advantages of these tools, we urge you to. 


TELEPHONE YOUR INDUSTRIAL SUPPLY DISTRIBUTOR 


THE CLEVELAND TWIST DRILL CO. 
1242 East 49th Street Cleveland 14, Ohio 


Stockrooms: New York 7 + Detroit 2 + Chicago 6 + Dallas 2 + San Francisco 5 + Los Angeles 58 
E. P. Barrys, Ltd., London W. 3, England 
® 


ASK YOUR INDUSTRIAL SUPPLY DISTRIBUTOR FOR THESE AND OTHER Cleland roots 


oat oe i ae | 


ves 0 ae 5 etl oR BS ia ian . A MR OLS ae 


This advertisement reaches your customers who read the leading magazines in the a field. 
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i Roller Chain 
et 
Fort Worlk . enc’ 


ELIMINATE 
sini » REBORING! 


“QD” HUB 
ALSO FITS 


FORT WorITH 
“QD” V-BELT SHEAVE 


Your stock of QD hubs can serve a 
double purpose. The same hub fits in either 
the QD sprocket 
or the Fort Worth 


QD sheave. 


“OFF THE SHELF” SERVICE 
WILL SELL MORE SPROCKETS 


| 

| 

The “Stock-Bore” sprocket that must be carried to the | 

machine shop for reboring can be a thing of the past. Your | 

customers can immediately have the sprocket they want | 
WITH THE PROPER BORE AND KEYWAY. You can 

Rive service on sprockets that your competitors cannot | 

| 

| 

| 

| 


touch Investigate the 
cn. 


advantages of 

stocking the Fort 

Worth “QD” line 

. . » both sheaves and sprockets. Large fac- 
tory and warehouse stocks will make it 
especially attractive during present short- 
ages. 


This new sprocket is an item that has natural sales appeal. 
It’s easier to get on or off the shaft; it grips the shaft; it fits 
an undersize shaft. It has features you can SELL to your 
customer. Once he buys it, he will prefer it over any other 
sprocket, 


OTHER 
For Wor Details of QD Sprocket construction as well as the many other 
ORT ORTH edvantages are explained in catalog Section 300-8, Supplement 1. 
Address Department 12 and complete information will be sent 
V-BELT DRIVES te you immediately. 


SCREW CONVEYORS 


nd ACCESSORIES STEEL AND 
SCREW ELEVATORS FO RT W @) RIH MACHINERY CO 


INDUSTRIAL FANS 





Pe eCevers 


DEPT. 12 3600 McCART, FORT WORTH, TEXAS 
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60 LBS. OF BRONZE BAR STOCK SAVED 


Send for this free catalog on 
Asarco Continuous Cast Bronze 

It contains physical properties 
table of stock shapes and sizes 
photomicrographs, weights, and 
ther valuable information 


West Coast Sales Agent: 
KINGWELL BROS. LTD., 444 Natoma Street, San Francisco, Calif 


American Smelting and Refining Company 


OFFICES: Perth Amboy Plant, Barber, New Jersey 
Whiting, indiana 


A shop needed ten 7” lengths of 2” solid bronze rod... 

134 lbs. of bronze if bought in standard 13” lengths. 
BUT, by specifying Asarcon 773 rod (SAE 660), the 
shop was able to purchase exactly the length it needed . .. 
70” plus 2” for saw-cuts ... weighing only 74 lbs. 

The saving was 90 lbs... over 44%! This is coip- 
monplace in shops which use continuous cast bronze. 

With Asarcon 773 you pay only for the material you 
need. There are no rejects. 

216 sizes of Asarcon 773 Continuous Cast Bronze are 
stocked in 105” lengths . . . tubular or solid round in 
diameters from 14” to 5” .. . at distributors in all principal 
cities. This warehouse stock will be cut long or short to 
suit your requirements. 

Symmetrically shaped bars and tubes, special alloys 
and longer lengths can be made to order. 


POROSITY VIRTUALLY ELIMINATED 
WITH CONTINUOUS CAST BRONZES 


These photomicrographs demonstrate the su- 
perior dispersion of constituents in continuous 
cast alloys ...also their outstanding freedom 
from metal faults. (The particular alloy shown 
here is 75% Cu, 5% Sn, 20% Pb) 
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Look at this PLUS 
you get with the 
Brown & Sharpe Line! 


Every distributor knows the value of a broad line of 
“famous name” tools, to expand his market. 

Brown & Sharpe not only offers one of the best of such 
lines today, but im addition offers a “plus” available in 
no other line. With Brown & Sharpe you broaden your 
market with pumps, permanent magnet chucks, elec- 
tronic gaging equipment, screw machine tools and 
Johansson gage blocks —all items that frequently by- 
pass the distributor through manufacturers’ direct sales. 

Add to this the fact that the Brown & Sharpe line is 
promoted in 35 of the country’s leading Industrial, 
Machine Shop, Purchasing, Engineering and Manage- 
ment publications, and you can see how it pays to handle 
and push the complete Brown & Sharpe line. Brown & 
Sharpe Mfg. Co., Providence 1, R. I., U.S.A. 


WE URGE BUYING (BS THE DISTRIBUTOR 
Brown & Sharpe 


! ° Cutters . 
Block Electronic Measuring Equipment 
and Collets © Machine Tool Accessories 


Permanent Magnet Chucks 


INDUSTRIAL DISTRIBUTION © FEBRUARY, 1952 





Photographs taken in 1/20,000 
second on a Draper X2 Loom at 
175 picks per minute. 


PICKMASTER Leather Pickers ore 
available in the standard sizes re- 
quired for Draper and Crompton 
& Knowles Looms. 


PICKMASTER* Leather Pickers do not bounce the shuttle 


These “split-second” photographs prove that a Pickmaster 
CUT SHUTTLE COST ; . , 
inde het spurs) Leather Picker follows-thru in a long, sweeping throw that 


STOP KINKY FILLING sends the shuttle swiftly and smoothly into the other box. 
(No shuttle-bounce) There, another Pickmaster catches it without shuttle- 
REDUCE BANG-OFF bounce — moves back with it snug in the hole to the end 


(Perfect boxing) f the | 
INCREASE PROFITS . vate 


Pickmaster Leather Pickers do not retain and build up 
CATALOG presents the heat; do not catch fine filament. 


complete line of Textile 
Leathers for weaving — also 
aprons and tapes. Ask for a 

= copy — on your letterhead, 
please. 


Follow-thru with Orange Line Loom Leathers. More 
than 50 types are available to help loom tenders get more 


yardage with less waste and down-time. 
iy 2¢ : 
my 


ee ii . ® 
second centuty 8 Or Textile Leathers 


Me 


GRATON 4 
Pa tiet bs 
GRATON & KNIGHT COMPANY, Worcester 4, Mass." JUIE) DIXIE LEATHER CORPORATION, Affiliate, Albany, Ga. 
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Delivery rtain — and it must be 
ae 


That's why, when shipping these and 
other precision instruments, both shipper 
ind receiver stamp their orders: via Air 
I xpre ss! 

The world’s fastest shipping service 
brings this vital equipment safe, sound 
and soon to laboratories and defense pro- 
duction centers everywhere 


Whatever your business, you can profit 


Here's 


m regular use of Air Express 
why 


IT’S FASTEST — Air Express gets top 
rity of all commercial shipping ser 


Dr 


vices — gives the fastest, most complete 
‘ to-door pick-up-and - delivery ser- 
vice in all cities and principal towns at 
no extra cost 


IT’S DEPENDABLE — Air Express pro- 
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vides one-carrier responsibility all the way 
and gets a receipt upon delivery. 

IT’S PROFITABLE — Air Express service 
costs less than you think, gives you many 
profit-making opportunities 

For more facts, call Air Express Divi- 
sion of Railway Express Agency. 


OAR EXPRESS 


GETS THERE FIRST 





Jacking Up Sales 


Spring’s a-comin'! 
Another month 
and construction work 
starts to move out- 
doors. Now’s the time 
to sow the seeds of 
future sales. Check 
your customer list and 
start to bear down on 
those who will need 
Simplex Trench and 
Timber Braces. There will be many féundations to be 
dug, pipes to be laid and other operations that call for 
jacks. Drop-forged Simplex Stee! Trench Braces are a 
timely item. They’re a real economy for the contractor 
and profitable to the distributor 


<i) || 88% LESS FRICTION/ 
aur See 
It’s a smoothie! For heavy-duty lifting and lowering 
you can’t match a low-cost Simplex Screw Jack. Be- 
cause it operates on a single chrome-moly ball bearing, 
friction is reduced 88%. This large ball is nested in a 
hardened ball seat under the cap. This centers the load 
which cannot flatten the ball. Both 4-way and ratchet 
type heads are furnished with malleable bases. Each 
capacity is painted a different color for quick indentifi- 
cation. Quality material specifications and actual ability 
to lift twice the load with the same man-power are dis- 
tinctive advantages over ordinary old-fashioned friction- 
cap type screw ‘i sold by mail order stores 


SIMPLEX SACKS 
'ALi FOR EVERY NEED 


Construction? Oil Fields? Manufacturing? Mines? 
Whatever the job—there’s a Simplex Jack to do it bet- 
ter, safer and faster. Don’t forget there’s a big variety 
of models and sizes to pick from. Show your customers 
the Simplex Catalog No. 50. It’s a gold mine of ideas 
for them—and profits for you 


Equipment that lasts longer costs less in the long run. 
That’s why SIMPLEX JACKS are practical economy 
All Simplex Jacks are pre-tested to prove that they can 
be depended on to give longer lasting service. As part 
of final inspection, each Simplex Jack is subjected to a 
load in excess of its rated capacity to prove its stamina 
and life expectancy. 


“ACTION - 
CAMERA - Ws RE-Me-TROL/ 


in ught situations, Re-Mo-Trol Pumps and rams are 
the answer to the boss man’s prayer. Because of their 
compact design, they can be used in tight quarters 
where other jacks can't squeeze in. These hydraulic 
pumps and remote-controlled rams lift, pull or push 
hydraulically—from a safe distance In most cases this 
means extra safety. Re-Mo-Trol has the famous Sim- 
plex “center-hole” ram—a basic feature. Available in 
seven capacities from 10 to 100 tons. If you want action 
in your sales totals and profits, talk Re-Mo-Trol! 


47 HOME- OW LAND OR SFA 


No-—we'’re not talking 

about the Marines .. . 

but rather of Simplex 

Steamboat Ratchet 

Jacks. Like the Marines 

they know their way 

around at sea or ashore 

Steamboat and barge 

line owners depend on 

them for many marine 

uses. But some of their best performances 
are miles from blue water. Many con- 
tractors use them for concrete form and 
bridge work. 12 models—in 3 types of 
ends—range in capacities from 8 to 20 
tons. Jack up the bank account with sales 
of steamboat jacks 


LET EVERY POLE REMIND you! 


() ) st 


EP SY ee 
When vou see leaning telephone poles, ( ia 


promise yourself to call on the local 

phone company. Simplex pole pulling 

and straightening jacks are a live 

number for live wires (salesmen, that is). The No. 329 
Simplex is the standard pole jack of the Bell System 
and for hundreds of independents...now also an op- 
tional model is available with light-weight aluminum 
housing. Also, put in a word for Simplex cable and 
wire tensioning jacks and reel or drum jacks 


TEMPLETON, KENLY & CO. 


1036 $ Central Ave Chicege 44. tH 
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CONTINUOUS 
UNIFORM CURE 

CURED BELT ~ CONTINUOUS 

UNIFORM STRETCH 


Zant 
A A 








DIAGRAMMATIC SKETCH OF 
EXCLUSIVE ROTOCURE PROCESS 




















— that’s how ROTOCURE 


prevents OCS achittes Hee! of Conventional Belts! 


Start and stop” vulcanization (the nated automatically by the process If you're handling Bull Dog conveyor 
conventional flat press method) can itself. and a belts now ra more 
bump conveyor belt costs way out of power to you. If not, put them to 
line ine to short life and constant re- Why Rotocured Belts Should work for you. 
placements. Here's why: Press over- be on Your Jobs 
laps are unavoidable in this method of ie : 
belt manufacture. They resu/t in over- The weak segments you don’t get in 
cured segments that weaken the belt BWH conveyor belts mean you do get: 





1. Increased belt flex life — 
Why Rofocure-made Belts Are up to 40%. 
Superior to Flat Press 2. Elimination of mechanical distor- 

The BWH — pioneered method of tion at the press ends. 

ROTOCURE is a continuous, endless 3. Constant, uniform stretch. 

curing process of uniform belt ad- 4. Uniform, abrasion-resistant covers. 

vancement. Every inch of the belt is 

subjected to identical curing —in For years, it's been an established fact 

amount and in time. Thus weak seg- among users that BWH Rotocured * Overcured Sections-present every 30’ to 40 

ments due to overlapping are elimi- belts are “tonnage producers.” in all belts made by the flat press method 
Only Rotocuring (continuous, non-stop cur- 
ing) eliminates this major cause of belt failures. 





Another Quality Product of 


Boston Woven Hose & russer comPANY 


Warehouse Stock: 111 N. Canal St., Chicago, tilincis Distributors in all Principal Cities 
PLANT: CAMBRIDGE, MASS. - P.O. BOX 1071, BOSTON 3, MASS., U.S.A, 
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A good pair to hold 


HEN a distributor’s salesman pairs up with 
Red Shield you have a combination that wins 
business and builds profits. 

The Foremost Quality of Standard Red Shield 
Cutting Tools plus their 70-year record of per- 
formance throughout American Industry assure 
customer satisfaction. 


Red Shield Service Representatives are always 


available to help you and your customers solve 
_tough metal cutting problems. 





Our promotion program to Industry means you 
are selling a known brand and known quality. 
Branches with complete stocks are located to make 
it easy for you to keep your inventory of Red Shield 
Tools complete. 


Standard Red Shield Tools are a good line to hold. 


STANDARD [OOL ([0. mn 
New York + Detroit - Chicago + San Francisco 


STANDARDIZE AND SAVE WITH STANDARD RED SHIELD METAL CUTTING TOOLS. STANDARD ee 
DISTRIBUTORS IN MORE THAN 500 CITIES CAN SUPPLY YOUR REQUIREMENTS. 
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MARVEL" #4s 


Always HAD the edge 





MARVEL High-Speed Edge Blades assure Faster, more Accu- 
rate cutting with proven Economy and complete Safety. Only 
the MARVEL is a composite blade with a high speed steel cut- 
ting edge electrically welded to an exceptionally tough, strong 
alloy steel body. 


The High-Speed-Edge does the cutting while the alloy back, 
with hardened eyes, carries the load. Blade tensions up to 
300% higher than those possible with ordinary blades are 
recommended. This greater tension is confined to the cutting 
or leading edge by the location of pin holes (exclusive MARVEL 
design feature) and cannot be overcome by work resistance. 
Heavier feeds and greater speeds are practical without “run 
out.” 

High-Speed-Steel cut- 
With greater accuracy, higher production and lower costs per "ting edge. 
cut, come the extra dividend of Safety, for MARVEL High- 
Speed-Edge Hack Saw Blades are Positively Unbreakable — 


Tough unbreakable 
they will not shatter. 


alloy steel body with 


hardened eyes. 
MARVEL High-Speed-Edge Hack Saw Blades cost no more 


than ordinary blades. MARVEL High-Speed-Edge Holes Saws 
not only have the “edge” but the tough alloy steel bodies which 
give them the extra strength needed for deep work on drill 
presses and lathes. MARVEL Band Saw Blades come welded 
to size ready for use, packaged in individual boxes . . . these 
three lines of superior metal-cutting saws constitute the very 
finest blade service you can offer your customers. 


Integrally welded to 
make a fast - cutting 
long lasting composite 
blade that is positively 
unbreakable. 


ARMSTRONG-BLUM MFG. COMPANY 


“THE HACK SAW PEOPLE” 
5700 BLOOMINGDALE AVENUE CHICAGO 39, ILLINOIS 
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DEPENDABLE 


ob 


CONSTRUCTION ... Plus 


PROPER SELECTION MINIMIZE SHUTDOWNS 


sg 


Polyphase 
TYPE SC—Open Drip proof General 
Purpose Motor. Meets the needs of 
most installations where operating con- 
ditions are relatively clean and dry. 


TYPE SC—Splash proof. Supplies 
protection where plants must be 
washed down. Keeps out all falling 
or splashing liquids—rain, snow, 
sleet, etc. 


TYPE S$C—Totally Enclosed Fan 
Cooled. Protects against dusts, mist, 
oil, fog. Inner frame protects vital 
parts of the motor, seals out harm- 
ful matter. 


TYPE SC—Explosion proof. Protects 
life and property in atmospheres 
charged with explosive dusts or gases. 


TYPE SR—Wound Rotor. Open Con- 
struction. Ideal for applications re- 
quiring low starting current with high 
starting torque, reversing or adjust- 
able speed. 


TYPE SR—Wound Rotor Splash 
proof. Same electrical characteristics 
as motor shown above. In addition, 
gives adequate protection against 
falling and splashing liquids. 


Single Phase 
TYPE RS—Repulsion Start Induction, 
Open Construction, Single Phase Brush 
Lifting Motor. Combines high starting 
torque with low starting current. 


CENTURY ELECTRIC COMPANY, 1806 Pine Street, St. Louis 3, Missouri 


\ 


It's easy to select the proper electric motor for 


your job from Century's complete line —from 1/8 to 

400 horsepower. A wide range of types of kinds are available 

to satisfy all popular requirements. They are carefully designed, built 
and tested to assure maximum performance throughout their long life. 


Here are examples of Century’s line of INTEGRAL HORSEPOWER motors. 


a 
aN 
“e 
ie 
Go 
Ge 
me 


3 


eee eeoeenoeoeaoeeooCeeoe eee Coase easee eee egeeeeseeovoe oe Geer vy 


TYPE RS—Splash proof. Same ad- 
vantages as open construction, plus 
protection against splashing and 
falling liquids. 


TYPE CSH—Capacitor Start Induc- 
tion, Single Phase Motor. Suitable 
when high starting torque with nor- 


mal starting current is satisfactory. 


TYPE CSH—Splash proof. Same 
advantages as motor shown above, 
plus protection against falling and 


splashing liquids. 


Direct Current 
TYPE DN—Direct Current Motors. 
Suitable for use where direct current 


is available, or its use desirable. 


TYPE DN—Direct Current, Splash 
proof. 


TYPE SY—Synchronous. Suitable 
for continuous operation at a uniform 


load for power factor correction. 


in addition to acomplete line of integral horsepower mo- 
tors, Century offers fractional horsepower motors, gear 
motors, generators, AC and DC motor generator sets. 


For a long life of satisfactory perform- 


(@) ance, specify Century motors for all your 
electric power requirements. 


+ Offices and Stock Points in Principal Cities 
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# They give that extra sales appeal, that final 
finishing touch. 


Here's why... 


Hexagon heads —full finished —completely machined 
—top and bottom ... bearing surface washer faced. 


Top of head chamfered . . . sides parallel and smooth, 
mirror-finish. Clean-cut and precise. 


Threads uniform and accurate to close tolerance dimen- 
sions for perfect fit to standard gauges. 








More and more buyers simply specify Shinyheads. Justi- 
X fiably famous — Shinyheads have earned the reputation 
Shinyheads as “America’s best looking cap screw.” 
NC or NF Thread 


< 
SS 
SS Points machine turned — flat and chamfered. 
~ 

S 

SS 





The FERRY CAP & SET SCREW Co. 


2153 SCRANTON ROAD * ° CLEVELAND 13, OHIO 


CAP AND SET SCREWS + CONNECTING ROD BOLTS » MAIN BEARING BOLTS > SPRING BOLTS AND SHACKLE BOLTS +» HARDENED AND GROUND BOLTS + SPECIAL 
ALLOY STEEL SCREWS + VALVE TAPPET ADJUSTING SCREWS » AIRCRAFT ENGINE STUDS + ALLOY STEEL AND COMMERCIAL STUDS + FERRY PATENTED ACORN NUTS 
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Keep fhem within reach 


Substantially more money is going to be spent by Beall in 1952 to advertise 
Beall Spring Washers to your customers in the industrial field. This should 
aid you in your selling efforts by increasing the acceptance of and the de- 
mand for Beall Spring Washers. Keep them within reach. 


Beall Spring Washers are made to the exact dimensional standards of the 

A.S.A., the A.S.M.E., and the S.A.E. and are available in all sizes and metals. 
To make your job of stocking this item 
as easy as possible, they are convenient- 
ly packaged in attractive cartons—also 
in kegs and cases. 





Sprimg Washer Specialists for 30 Y ears 


TIGHT 


when assembled 


TIGHT 


m service 


TIGHT 


ofter long service 





BEALL 1001 bivis. 


OF HUBBARD & COMPANY + EAST ALTON, ILL. 
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A SALES POLICY 
IN THE MAKING 


* The Henry G. Thompson & Son Co. 
recently submitted a proposed revi- 
sion of their Statement of Sales Wmsureen Grevmevres Aovesay Goan 
Policy to their distributors for 
approval before this policy is adop- 
ted. The MILFORD Distributors them- 
selves, as represented by The 
Thompson Distributor Advisory 
Board, are now voting their approv- 
al of, or suggesting changes in this 
newly revised Thompson Sales 
Policy. 


"RETURNS ARE NOW. 
COMING IN_ 


“ 


Just as soon as all votes are received 
and tabulated, a full report will be 
issued. 


ali 
ual 


is one of the many MILFORD Distribu- 
tors appointed to membership on The 
Thompson Distributor Advisory Board, 
is the symbol of a great forward step 
in manufacturer-distributor co-opera- 
tion. By consulting a substantial cross- 
section of our distributors before 
making any changes in sales policy 
affecting them, we achieve a closer 
relationship with all our MILFORD 
distributors and—through pooled know- 
ledge and advice — can formulate polli- 
cies that will attain the greatest good 
for the greatest number. 


\) x 


. oat ( U hampson i$ This certificate, showing that the holder 
"G, 


Chis ae 


BE. Cowan, AL AME Aron Works 


THE HENRY G. THOMPSON & SON CO. 


SAW BLADE SPECIALISTS FOR OVER ZH YEARS 
NEW HAVEN 5, CONNECTICUT 





PROFILE AND BAND SAW BLADES HAND AND POWER HACK SAW BLADES 
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Talk of the Trade 


NEW STYLE: Elias Atkins, HI (Atkins Saw) created 
quite a stir among Garrett Supply salesmen in Los Angel 
when he arrived in a checkered cap It certainly was 
ittention getting Speaking of Garrett Supply reminds 
me that Henry Turner has just joined a new “I’ve quit 
moking pool’. . . Jerry Tone (Carborundum) was in th 
last one but, according to what I hear, didn’t last long 
Che way it works is that if vou join and fail then you 
have to contribute a specified amount to each of the 
other members’ favorite charity 


AIN'T GOT 


a. 
Cebit 


UNUSUAL: Even though it’s a bit late to quote holi 
day greetings, I can’t resist telling you about the message 
sent out by Bill Purtell (Holo-Krom On a plain 
white sheet of paper, in just this styl Bill expressed hi 


thoughts in this way 


tother nite lissenin tu a feller talk 

ibout condishuns here an in the wurld 

i got so down-in-the-mouth 

i figgered there was nuthin much tu du 

but wate around to kick the bucket 

becuzz he allowed we hummuins 

has about lost or give up everything wurthwhil 

now hes the kind of feller 

dont hav to take his shoes off tu count to twent 

he wares old hats 

hes got one of them there keys on his watch chain and 
evervthing. 

vu see hes edducated 

o i gess hees rite. 

incbbee my opinyun dont count 

ind mebbee i aint got no sens of values 

but i kinda think what we aint got 

dint compare with what we all have 


will only count our blessins 
ke the happiness you get from the trustin smile of : 
infunt 
r the frendly hart-warmin tale-wag of a lovin dog 
the lastin glow of plezzure in savin 
i frend like vou 


MERRY CHRISTMAS 
AND . 
HAPPY NEW YEAR 
Vu ind yures 
like im sayin 
ind meaning it too, 


bill purtell 


ON THE MEND: Bill Lombard (Southwest Supply, 
Glendale, Calif.), after months of wearing a cast on one 
of his legs is, according to latest reports, about to shed 
it Bill, by the way, is quite a Yankee rooter inasmuch 
is he attends the same service club as the Yankee pilot, 
Casey Stengel. However, during last year’s World 
Series, Bill was rooting for the Giants in the last game. . . 
Had the Series gone one more game, Bill would have been 
ble to attend 


SMALL WORLD: It always makes you feel good when 
you're miles away from home and you run into someone 
you know . While lunching with Jules Aubineau 
Minder Chain & Gear, Los Angeles) a few weeks ago, I 
did a double take when I looked up and saw Clyde Man- 
sur (Simonds Saw & Steel) sitting at the next tabk 


FHOUGHT FOR THE MONTH: What happened to 
those New Year 


resolutions? 


RWB 
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From U-Bolt to bonnet... 
o_ 2 
4 if Pertect-Grip Handwheel 
oO | Valve Index Plate 


Secure Wheel Nut 


Heavy Manganese Bronze 
Spindle 


Large Packing Nut 
Self-centering Packing Gland 
Deep Stuffing Box 

Heavy Duty Bonnet 


1 
\ 
“ < 
a. 


1 
2 
3 
4 
5 
6 
7 
8 
9 


Unique Renewable Bonnet- 
Saver Bushing 


10 Body-Bonnet Safety Joint 
11 


Extra-Wide Gauge Reversible 
Bronze Wedge 


12 Heavy Duty Body 

13 Bronze Seat Rings, Expanded in 
14 Full Length Pipe Threads 

15 Liberal Diaphragm Clearance 
16 Strong U-Bolt 


JENKINS 
U-Bolt Gate Valves 


Fig. 42-A, Bronze Mounted Fig. 40-A, All Iron 
Screwed: 150 Ibs. Steam — 225 Ibs. 0.W.G. 1/,” te 3” 


Fig. 43-A, Bronze Mounted Fig. 41-A, All Iron 
Flanged: 125 Ibs. Steam — 175 Ibs, O.W.G. 114" te 3” 





Look over that list of advanced features! Only 
the patented Jenkins U-Bolt Gate Valve has 
all these points of merit. And every one of 
them is a talking point to help Jenkins Distrib- 
utors clinch more U-Bolt valve sales. 

Take, for example, the “Bonnet-Saver Bush- 
ing”—an exclusive Jenkins development. A 
renewable bushing, it saves junking the bonnet. 
When operating threads become worn, just 
slip in a new “B.S.B.”" and restore the U- 
Bolt Gate to new valve efficiency. Lift out the 
bushing and you can clean out any deposits 
that form in bonnet chamber. 


md ~ 


A valve with the bull-necked endurance, 
ease of maintenance, and operating economy 
of Jenkins U-Bolt Gate is a “‘natural’’ for those 
plumbing-heating, mine, mill or other services 
where excessive sediment is tough on valves, 
and where freezing is a hazard. This kind of 
valve design, fighting wear, preventing trouble, 
and setting records for low maintenance, is 
another reason why Jenkins remains the pre- 
ferred valve franchise . . . why it pays, and 
pays well, to sell Jenkins Valves. 

Jenkins Bros., 100 Park Ave., New York 17. 
Jenkins Bros., Ltd., Montreal. 


BONNET-SAVER BUSHING — enables you EASY TO CLEAN— You can really get RUGGED CONSTRUCTION — Here's proof. 


to renew the bushing instead of junking the into the bonnet of this valve to clean out the 
bonnet. Just slip in a new “Bonnet-Saver chamber above the operating threads, to 
Bushing” and spindle threads have a new remove wear-accelerating sediment. 


full bearing in the same old bonnet. 


This U-Bolt Gate Valve circular, 
Form 179-B, is available as a 
selling aid to Jenkins Distribu- 
tors. Send in your order for a 
quantity, imprinted with your 
name, address and phone 
number. 


When the U-Bolt nut was tightened down 
with a 14” socket wrench until the high 
tensile steel bolt broke, the heavy duty 
body and bonnet did not crack! 








ONE MILLION 

BUSINESSMEN READERS 
WILL SEE THIS 

Republic Rubber Advertisement 
DURING 


! 
| 


ANOTHER HALF-MILLION READERS OF 
INDUSTRIAL TRADE JOURNALS WILL SEE 
ADDITIONAL REPUBLIC ADVERTISEMENTS 
DESIGNED FOR SPECIFIC INTEREST GROUPS 


| 
| 
| 


—Making a total of more than 
1,500,000 Sales Contacts made for 
Republic Distributors operating 


under the famous— 


REPUBLIC'S 5-POINT SALES POLICY 


@ A LINE of rubber items sufficiently complete 


to permit effectively supplying the require 
ments of the trade solicited 


A QUALITY of product uniformly good and 
capable of delivering service results that 
should reasonably be expected 

A PRICE basis inducing and making f 
sible aggressive competition with 
able profit return 


reason 


FREEDOM from competition from his source 
of supply. either direct or indirect, among 
the trade covered by his day to day so 
licitations 


Selling helps of reasonable amounts so that 
his sales force may be given the advantage 
of specialized training and a knowledge of 
the product sold 


*Appears in U. S. NEWS & WORLD REF 
BUSINESS WEEK, and many other Nat 


y 


Business Publicat s 


80 


CASE OF THE BROKEN 
SHRIMP NETS... 


The little shrimp were feeling gay, the fishermen perplexed 

It seems the mean old ocean floor was too tough for the nets. 

The nets, you see, were made of hemp. They couldn't stand the shock 
Of being dragged oe'r jagged shells, coral, sand and rock. 


And, despite the most laborious work to keep the nets in shape, 
The damage kept recurring and the shrimp — well, they escaped. 
The problem grew as loss increased, but nothing seemed to stop it. 


The nets were lost, the shrimp were lost and likewise so was profit. 


But fishermen are knowing folk and, strange as it may be, 
They called Republic Rubber in for combat with the sea. 

Republic took one look around (and, just as you'd expect!) 
They came up with the answer that saved the fishing nets. 


A rubber shield of Chute Lining, fastened ‘neath the hemp, 
Absorbed the bruises, cuts and shock yet showed no punishment. 
It's the fishermen who now are gay, the shrimp the one's perplexed 
And another problem has been solved by Republic's Specialists! 


REPUBLIC RUBBER SPECIALISTS can help you solve 
your industrial problems, too! Write today for full facts. 


Republic Chute Lining, 
an industrial rubber product 
. that can absorb more punishment than almost 
any other material, including metal, 
is called“ chafin gear” by East Coast shrimp 
fishermen. The lining, fastened to 
the nets’ lower surfaces, prevents damage 
caused from contact with 
the ocean bottom. 


INDUSTRIAL RUBBER PRODUCTS BY 


REPUBLIC RUBBER DIVISION 


Lee Rubber G Tire Corporation 


YOUNGSTOWN, OHIO 
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Industrial Distribution 





What Our Readers ‘Think 


ne of the problem areas in distributor opera 


ms in 1952 


ie ny editorial on this page last month, I suggested 


areas in which we would develop help 
ful solutions in our articles during the vear. At that 
time, | mentioned that my thinking was based on 
conversations by our editorial staff with scores of dis 
tributors and salesmen throughout the country, plus 
i continuing check on Washington developments that 


be affecting this industry 

But this type of advance planning of our editorial 
efforts is not the whole story. Just as I have suggested 
that distributors and salesmen do research work 
unong their own customers to find out if the services 
rendered are satisfactory, so we on the editorial staff 
of INpusrriAL Disrripurion do research work with 
istomers—our readers are our customers. We 


practice what we preach to improve ou 


Research 


| have before me the results of our most recent 
readership survey. It was conducted for us by the 
McGraw-Hill Research Department using the sam- 
pling technique. It was divided into two parts, a mail 
survey and personal interviews. ‘The opinions of more 
than three hundred readers were canvassed in this 
particular survey. In the course of our survey, we 
isked the general question, “What do you like or dis 
like about the magazine? Please be frank.” The 
responses make mighty worthwhile reading for an 
editor 

Let’s take a look at some of the comments: 

Although our trading area has a number of indus 

distributors, INpustriaAL Distripution has writ 

n articles on only two and we were not one of 
them 

You do not publish enough articles concerning 
the Southeast.” 

Most articles very helpful. However, majority 
deal with houses of considerable size. How about 
some more for the benefit of outfits in the ‘small’ or 
growing categories?” 

We feel you are doing a splendid job. 
complaint is 


My only 
that some of the articles are too long 
and could be condensed for quicker reading.” 
‘It would be to my liking if the material contained 
in the magazine were described in more detail.” 
‘I like the broad coverage it gives to items we 
handle as well as those our competitors carry.” 
loo much space wasted on personalities.’ 
Why not eliminate so many convention pictures 
and stories. These do not help us sell.” 
like the pictures of people I know and news of 
companies whose products we distribute.” 
“| like to keep up with what distributors are doing 
wer the country. I know a lot of them.” 


Would suggest informative articles giving in gen 
cral what salesmen should know about manufacture 
of basic materials such as steel, non-ferrous metals, 
concrete, various kinds of casting, plastics, etc. Such 
general knowledge helps a salesman understand the 
customers’ business and gives him a ‘talking’ knowl 
Even the terminology used in a 
particular industry is valuable for a salesman to 


KNOW 


edge of processes 


“I definitely like your concise, up-to<late interpre- 
tation of the latest NPA and CMP regulations. 1 
generally cut them out of INpusrRiAL Disrripution 
ind carry them with me on my calls. Crowder’s edi- 
torials are also very enlightening. I enjoved his 
Crowder as P. A.’”’ (f couldn't resist including this 
one. I wish I could do as well on every editorial 

While this was an editonal survey and we didn't 
isk about advertising specifically, there were lots of 
comments on our advertising pages 
Articles generally of value, very informative and 
helpful. A swell magazine if ads were cut 80%.” 

loo many ads. But then you have to live too!”’ 
I particularly like to read the advertisements.” 

“T always read the advertising. I can see what is 
new on lines we carry and I can also see what manu- 
facturers of competing lines are doing.” 


Yes and No 


Ihe few comments I have been able to give here 
and this is only a thin sample) suggest a diversity 

of reader opinion on almost every point. The point 
is we can get an idea of what is liked and what is dis 
liked. We can continue and enlarge the good and 
we will certainly take a long hard look at the adverse 
comments. Perhaps, we can modify our handling 
of material. We'll try to cover more houses in more 
That, however, will take a bit of doing. Our 
editorial travel now comes to more than 80,000 miles 
per year. We'll continue to play no favorites to the 
best of our ability. 

But please, love our advertising. Here's an eco 
nomic fact of life. Each single copy of the magazine 
you receive costs us 92 cents just for paper, printing, 
binding and mailing. This charge is for mechanical 
costs exclusively. No costs of any other kind are 
included in this calculation. Now during the course 
of a year, each subscriber gets 13 issues. Thus, in a 
year, the mechanical cost alone figures out like this 
for each subsc ription: 13 x .92 = $11.96. Think now 
of what you pay us for an annual subscription. What 
magic do we use? Advertising! Who said there 
wasn’t magic in advertising? 


pe a a 


regions 








INDUSTRIAL DISTRIBUTION © FEBRUARY, 1952 











PURCHASING AGENT Harn Grayson pours over a 
italog with Mr. Akin with whom he then tres to dovetail 


hor 
t rent delivery slat 


\ 


No Metal In Bricks—But Sales, Yes 


] 


ROLLER CHAIN d the shaper in 
f shapes. From 


\l l t , hi th ( Ip } ’ 
\ the bri | isan nized operation 


\k 


Nf 


CONVEYING SYSTEM t wndling MAINTENANCE SHOP is sore s called upon to doa 
wants cf nae f Ww t | bit of fabricating su s the c: t, the chain drive of 
br t t vhich is being u 
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Industrial supplies are needed to make and maintain the machinery which produces the bricks we use today. 


ONE OF LHE MOST ANCIENT INDUSTRIES in the world 


rick making—can and does use the products and 
services which the industrial distributor is particularly 
equipped to provide. Take it from W. F. Akin, sales 
engineer for Buford Bros., Nashville, ‘Venn., brick-making 
is well worth looking into for sales opportunities 

The very nature of brick-making, Mr. Akin points out 
indicates the sort of sales opportunities awaiting the alert 
salesman. Clay, the principal ingredient of bricks, has to 
be “mined”, then transported to the processing plant, 
mixed, pugged, shaped and baked. Clay is heavy; the 
quantities are larg re’s a materials handling job 
from the pit wher lav is y the stacks of 
finished products 

W. G. Bush & Co., in Nashville, manufactures brick 
and is one of Mr. Akin’s good customers. The operation 
is typical of some 700 others in the United States. Mr 
Akin pointed out that brick-making tends to remain 
ocalized industry ( y transportation costs fo 
yricks and the 


Under th« 


be found anvwher 


} 
t 


umstances, Mr. Akin said, brick-maker 
ire natural customers of industrial distributo 
] + 
t 


Arr } vyt r 
ippré ive of idvantage 


lime 
The pugged 
the compressor a1 haper 
comes out in brick shape 
inspect the shapes, pick uy 








Just Think Of It: 
Seventy percent ¢ ll construction in the 
nasonry building, a lot of 
There are 676 plants making 
in the U.S 
* There are more than 35 ther su I nts mak 
ing other clay products 


ind hollow til 


rhe industry’s annual volume of material h indling 
s estimated at 50 million tons 

The industry's product 1 ire closels 
related with ac construction 
ind with the st 

The industry 

new plant and « 

About 6 billi ic I il 

Ihe industry is a g t r materials han 


6 


dling and pow ransmission supplies and equip 
ment 








yn 
hich 
the 
efficiency 
n mnportan ( i msuitant 
m and conveyors are t the sole 
A nan taff is kept 
requir quite 
ind nuts, hand 
| hains, hoists, lubrication 
ent and lubricants, cl products, welding equip- 
ind supplic , Wheelbarrows, et sie 
No, there’s no metal in bricks; but to make them vou 
ed industrial supplies 
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AT SORTING DESK, 7 | lesmen’s territory AT CABINET DRAWER marked with his name, Sher- 
' k | nm NicMullen vood Vessey picks up orders and correspondence filed for 
( nu orrespond hin by Miss McMullen, secretary to Supplies Department 

t hands Manager Harold ‘Vorell. His next half-hour will be spent 


Sales Analysis Made Easy For Salesmen 


Sherwood Vessey’s four-step method at Syracuse Supply Co. puts him in 


touch with his sales standing among his customers at 30 minutes’ notice 





HAROLD TORELL: “Our salesmen don’t need to be ‘sold’ on 
the benefits of up-to-the-minute sales analysis. A salesman likes 
to get credit for his sales. He wants to know what customers the 
money comes from, so he can dig for more of it. He wants to know 
whether ‘actual’ measures up to ‘potential’. He wants to know 
which products go well in his territory, especially among his new 
customers. He wants, in short, to establish some pattern of buying, 
among his separate customers, that he can read rightly, and can 
depend upon.” 


SHERWOOD VESSEY: “You must remember what vou've been 
selling to them or you'll never get anywhere. I have a rotten mem- 
ory, so I must rely on my monthly sales analysis sheets to “‘remem- 
ber” for me. On occasion, I have even taken my monthly territory 
analysis book out with me to check places where sales have fallen 
off, to trv to learn the reasons “why”. 











his total sales during that period. This with his sales during the same period 

neans he can get to work immediately — the previous year. 
the salesman derives on “slow” accounts, or on those that Third, he knows the pattern of 
Suppl vster r how a falling off in volume. buying, seasonal or industrial, of each 
nd indirect Second, he knows from month to customer. (The total buying by all 


irse, he knows, within month how he is doing with each customers within an industrial class 


ifter the month closes, customer, and can compare the figure points up practices he might adapt to 
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AT OWN DESK, with al! sales analysis data |} 


It includes: Orders under $10 (no credit); 


$10; Special Accounts (no credit 
Budget; and his Salk nalvsis Book by 


good id intage ¢t WW" 


within that category 


Fourth, he 


other plants 


knows which lines 
the “big movers’, and can allot In 
time and effort according to the vol 
ime (and profit) realized from each 
hifth, he 
sales by lines to each cus 


He is given his sales by lines 


knows, or can ascertain 


ustomers; can stnke off a 
ich, based on this inf 


D 


Indirect Benefits 


The indirect benefits accrue in the 
uurse of following through on the 
tem itself. The salesman has the 
opportunity to review every sale; that’ 


one extra t 


green sheet 


the order MCs 


sman 4s m top t 
When the customer 
plains of delay, the salesman can pull 
ind check back to the factory 


salesman has the 


i yp 


chance to 
1 an error in distribution of the 


smen rreen sheets” and “back 


Ihe 
to] 
Cl 


He h sO, a 
quotation utstanding, and becaus 


me of them ar 


mnplete record 
extremely — larg¢ 
imounts, he wants to know their dis 
position; wants the quotation sheets 
pulled when filled or knocked down 

The specialty man (on _ grinding 
wheels, sav) has the chance to check 
whether the customer has 
the night product 

And finally, the system gives the 
salesman one last opportunity to re 
peat his ‘thanks’ when the order is 
filled 


ordered 


Back Orders; 1951 Sal hgur \ 
ears, 1948-1 


SESSION with Harold TVorel ev make 
t Budget 


arte! 


before hin AT 10-MINUTI 
Orders 01 t res t 


relation ¢ 


int 








[HE FORMS INVOLVED in Syracuse Supply Co's 
for its salesmen keeps paperwork at an 
Vessey’s analysis equipment includes 


} 
ALLAN SIS 


Sherwooc 


method of sal 


ibsolute minimum 


What He Gets: What It Contains: What It Does: 


1. Billing copies, cur- A bluc 


rent orders of 


sheet, carbon Gives him compl fil 
credits for rders 
territor Has 


| 
hance to che i 


order, (and 


uited as received 


orginal 


from his 


Back Order copi \ white shect, with Gives record t 
other- (most of busing 

billing b.o.) keeps “up” deliveric 

yp ind stock 

3. Territory Sales An- Can ask Miss M 

ilvsis Report Mullen for this at 


inv time, 


} } 
kev numbx todav is 


wise — like 


watlabrlits 


Shows, in 6 

urrent sak in 
ment 

sit monthly. sales 


icpart 
lines); tb 


same period last veat 


sf 
otherwise mayor 


sales current month 
d) sales to dat 

profit, current month 

t) gro proht on 

date 

Use iles in p 
to jump off for 
potential Set 
nsuing v« 
lerritor 

hou 


] 


pect 


Analysis Book Contains sales by cu months 


tomers by hows how \ x badh 


depart 
lines) for 


1948 thru 


salesman does on each at 
count and = department 
Gets chance to lift “slow” 
fellows, catch them before 
he loses out. Comparisons 
with other vears indicate 


purchasing trends, ct 
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Let Your Salesmen 
SELL 


This salesman-turned4purchasing agent 
tells how the industrial distributor can 


make use of his sales force to increase 


sales volume by new calls without slight- 


ing old accounts: 


STEWART, JR., manage t the purchasing depart 
the FE. L. B ( Memph lenn 
: ; 


' ing problems not only | 


, is qual 
CAUSE he ] 
ilso an ex-salesman who had 
rable suc in the selling field 
esman call on the big 
accounts Once a weck or so, just to pass the time of day,” 
Mr. Stewart sa Have them call only when they have 
some ré im tant business. If they've done a good 
sale ervice job, the purchasing agent will get in 
touch h them when he wants something 


i 
yur distributor sal 


rse, there needs to be an Oc’ 


‘ 


isional contact just 
Vhis could best be done 
man in the distributor firm about once 
nths or s involves a lunch, perhaps 
tr} BR ae 
istributor salesman time 
1 irgent ils.” 
rives at his theory 


keeping in touch 


g mill supplies 
whi hi 
f buvei 


] 
IPptic 


rement 


est iblished 


idded 


PURCHASING AGENT W. G. Stewart, Jr., (E. L. Bruce 
( tells the industrial distributor to do away with routine 
alls—and thus fre 


salesmen to work for new accounts 


‘Volume business is low margin business 

Selling costs must be carefully controlled 

With these concepts in mind, Mr. Stewart was able 
to phrase his question—how to service regular cus 
tomers while getting new accounts—without adding new 
salesmen? 

I'he sales program that he believes would best meet 
the needs of both buyer and seller rests on the concept 
that routine repeat items are given routine handling, in 
this manner 

Discontinue regular routine once-a-week calls by sales 
men for routine repeat items 

Give preferred service to mailed and call-in orders for 
outine items; that is, eliminate back orders; ship in one 
lay; maintain accurate current book inventory cards; 

nd augment the phone order desk with more and better 
rained men 

Establish a technical know-how department for cus 


engincering service; quick contact \ 


WIcrs Lise 
nanufacturers. 

Plan occasional policy calls on customers by men in 
nanagement level 

(his program would be satisfactory to both the buver 
nd seller, Mr. Stewart points out— 

“The purchas! ig agent would be pleased because it 
vould reduce the steady stream of industrial supply 
ilesmen who usually come to pick up orders, and take 
ip a minimum of 15 minutes. The program offers a 
etter guarantee of service because it is planned in 
dvance. It offers intelligent engineer service that is not 
mmediately available through salesmen. And it gives 
in Opportunity to know industrial distributors 
etter through contact with men in management level.” 

And here’s how the industrial distributor gains 

“Sales forces can be utilized as salesmen rather than 
is route operators thev can concentrate on new business 
ind prospect coverage. Management will get better ac 
quainted with the grass root operations of the business 
And more volume will be possible while there is less 
conflict with the law of diminishing returns.”’ 


the buver 
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MAN TO GREET on every call is p.a 
A. G. Ruediger. Bill McAvay of Onon 
daga Supply, Syracuse stops regularly 


MAN TO SELL is Terry Dundon, Su $1,250,000 WORTH OF TOOLS and supplies sometimes crowd shelves of the 
pervisor of Tools & Supplies, and inter master crib at Carrier Corp. manufacturer in peacetime of industrial air conditioning 
ested only in product ‘benefits.’ ystems. Today, jets and tanks are the order of business there 


How To Sell To Industry's “Big Berthas” 


The multi-million dollar Carrier Corp. can teach some distributors how to run 
“this supplies business.” Bill MeAvay of Onondaga Supply learns something 


every time he calls there. Maybe you might, too. Here’s how they do things 


ASK ANY SALESMAN who works for a distributor in « How would you sell the supervisor of tools and 0 4 


around Syracuse, N. Y. this question Who is the plies at a company that did $37,000,000 worth of Wor 

hardest man to sell in your area?”—and it’s ten t War II business, yet ended up with only $600 worth 

one he'll say: “Terry Dundon of the Carrier Corpora 1f excess tools on hand when Japan capitulated? 

tion And if the salesman you ask happens to be Mr. McAvay started to sell Mr. Dundon long be 

Bill McAvay, who calls on Mr. Dundon for Onondaga fore he made his first call at Carrier. He sold him first 

Supply Co., Syracuse, N. Y., he'll probably add: “But n his head, in ideas about the man and his plant, then 

brother, Terry's worth the effort. He’s got 18 tool eri 1e got out pad and pencil and noted down all he knew 

at Carrier that can hold a million-and-a-quarter a vea 1 had heard, or had read about the “Terry Dundons” 

in industrial supplies. I'd settle for half of that business.” f this world. 
Mr. Dundon, of ¢ ( t unique; vou vou os : 

must have met him before. For every corporation the What To Expect 

size of Carrier must have it’s “Terry Dundon’’—the one He wrote down the information under two headings: 

man with “the final word’’ on what’s to be bought What to Expect, and What Not to Expect” things 

to keep the plant’s massive production and mbl this were listed 

lines in operation. Such men, and such plants, are t 1) Don’t expect a handout order from him “just to be 

be found—and sold—in every major city in the natior friendly’. You'll need to earn every sale 

‘The onlv question is “How do vou sell them?” b): You can’t expect to sell him a “special”; Carrier’s 
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HOW TO SELL TO INDUSTRY'S BIG BERTHAS (CONTD.) 


probably standardized down the line. They'll order a 
pecial only after all standards in stock have been 
exhausted as possible substitutes. 

c) Don’t think you can go behind Dundon into the 
machining areas to talk to foremen who may think they 
need this or that. If thev need the stuff, let them g 
through “normal channels”. 

d) Expect to be told when a tool or piece of equip- 
ment isn't “up to the mark.” Performance records at 
Carner are probably down to a science 

( About breakage, they'll document it all the war 
If it was a product you sold to them, and it was fault 
by their own tests, expect a fast kickback 


The Advantages 


On the other hand, Mr. McAvay told himself, ther« 
were “advantages” to selling a guy like Terry Dundon 
ind a plant like Carrier, that far outweighed the other 
side 

MILLING CUTTERS arbi tipped and cach of them a Dundon and his men will be more receptive to 
' ' ; ee : ives. oF the: cuties new ideas and new products than are the smaller plants 
s at Carrier They are more technically “aware”. (You ought to learn 

plenty from them yourself 

b) Their requisitions will be specific, detailed, and 
iccurate to the last period. Dundon knows exactly what 
he wants 

c) Their tool control (inventory) system should Be 
1 help in sales analysis, and in quoting delivery dates 
They're not the type to be “caught short” 

d) Thev’ll buy qualitv first, consider “price” sec 
ondary. Carrier can’t afford downtime due to cheap 
tooling-up 

e) A plant that large should go big on safety equip 
ment and supplies in grinding, welding. other depart 
ments 

So Mr. AcAvav knew several things already about 
the Carrier Corp; about the abilitv and habits of thought 
Terry Dundon; and he knew how to conduct himself 
before the men under Mr. Dundon. Now he was “‘set 
up mentally” to make his first call 


The Critical ‘First’ 


Because that call might prove crucial, and aff ] 
subsequent sales relations with Carrier, he debated over 
it a long time. Should he call with something in hand? 
Vhen should it be a tool?—a piece of equipment?—a 
part from a machine?—a manufacturers’ leaflet on his 
product?—or should he carry in the distributor’ 
italog? Or should it be some small 
honing stone? 

In the end, he took the question 
ylv’s sales manager, Frank Grunder 
iewed all the possible approaches and « 
that Mr. MecAvav should gO In ¢ 


n his pockets and only one idea in 


CUTTERS ARE REGROUND under ¢ 
t mleGoskK Nir. Nic A 


friends 
Half an hour later Vir. MecAvay sat 
riers supervisor of tools and supplics 
had done the right thing: Mr. Dundon 
sociable J 
In the ensuing weeks, Mr. MeAvay 
about Mr. Dundon: learned, for instance, that hi 
hours off the job, Mr. Dundon sponsors a vs club 
in Syracuse; is an executive of the loca hapter of 
Lubrication Engineers; is active in other community 
and technical organizations. He loves the prize-fights: 
MILLING MACHINE ITSELF does four operations at he’d been an accomplished boxer himself 
ist 1 and fin Massive turntal idexe But “sociability” was one thing; sales another—and 
asily t t t it t ta button control Mr. McAvay soon learned that Mr. Dundon kept the 
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pu ly separate. It was not until the salesman 
led five or six times, and had established Onondaga 
mind as a rehable, steady, swift source 
ind service that Mr. McAvav really began t 
was making his way on this “Big Bertha” of in 
ry he had inherited at Onondaga 

ll this took place back in 1950, when Mr. MceAvay 
joined the distributor’s sales force. In the mtenm, 
salesman has learned, and carned, more and more data 

ts operations and its men 
inv one thing that taught him faster tl 
the “tool control system” at Carrer—a 
rigidly disciplined method of keeping track of 
performance and their repair or replacement 
money in the bank” for the salesmen who 
ve under it. Mr. Dundon himself describes 


ian 


} 


r that tools may be available at a moment's 
tice, and replacements may be obtained according to 


ge, a master and sub-crib system is used throughout 


yan 8 cmnpDs ina 


NEW MILLER SETUP at Carrier joins production line 


an that will turn out tanks. From Stanely Rhein, Supervisor of 
Ihe master cnb serves as the main source of supply Fenk Dis 


‘ and Al Fresel, foreman of perishable tools & sup 
the sub-cnbs, which are conveniently located onc plics, Mr. McAvay learns of his new potential 


each of the manufacturing divisions 
sub-cnb specializes in handling tools and sup 
plies normally needed for performing the work in that 
particular production group. There are also three extra 
ribs, one for special steels, one for jigs and fixtures 
ind a third for oil, lubricants, paints and cleaning material 
The master cnb, in addition to issuing replacements 
to all tool cribs, serves the maintenance division and the 

pre S shop 
Drills, milling cutters and other tools that need sharp 
ent to the proper department. All cutter grind 
ugh the cribs.” 


Check Every Other Month 


mths, a check is made of tools outstand 
ls must be accounted for. This periodic 
among other things, to reduce inventory 
nting hoarding. This helps hold the in 
1s to the minimum required for efficient 
It also enables getting worn tools back to the 
hev have gone too far for ec momical repall LONG VIEW OF MILLERS along produ tion line indi 
sential information for Mr. MeAvay s the ter machine tool supplies. John 
vithout it he wouldn't be half so useful to his multi ru the surfs being worked 
million-dollar customer; with it, he might well out-sell 
every other salesman who called in at Carrier 
And there were other things he learned: that Carrier 
had a product-saving system of salvage, with headquarters 
in the master cnb. Cemented carbide-tipped tools wer 
reconditioned there, as well as wrenches, reamers, hand 





ind rotary files, paint guns, electrode holders, even spark 
plugs. Worn sanding disks were cut down to smalle 
diameters. Old grinding wheels were sold to a nearby 
cutlery plant for use in tumbling. High speed tools 
broken or otherwise unsalvageable, were sold to a local 


steel compan\ 
And Now Jets and Tanks 


The full frmts of his long cultivation of the Carrier 
Corp. Mr. McAvay will probably gather in over the next 
several months. Carrier is neck-deep in defense; working 
out production kinks on a tank and a jet engine. The two 
ontracts spell “industrial supplies sales’’, more and more 
of them—$2,000,000 worth on the jet engine alone 
Mr. McAvay and Onondaga Supplv Co. hope to get a JET ENGINE CUTAWAY demonstrates end product 
fair proportion of that business. If they do, Terry Dun Salesman McAvay helped build. Frank Grunder, Onondaga 
don’s the man to sell. ales manager, learns where tool sales went 
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Help yourself to more salad as this diner is, says Bernard Gass, salesman for McConkey-Docker & Co., Phoenix. 


“Eat Plenty of Salad— 
It’s Good for Sales” 


FRESH FROM THE FARM, lettuce is rolled off trucks in it carries culls and discarded outer leaves and, naturally, 
the same carts that are loaded in the fields. The carts roll furnished original and replacement sales opportunities for 


Note th nvevor in the background the McConkey-Docker materials handling specialist 
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MOUNTAINS OF LETTUCE disappear rapidly when 
these “cutters” go to work. The carts, on foot-operated 
hydraulic lifts, tilt toward the girls as the lettuce pile dwin 


BERNARD Gass, industrial supply salesman in Phoenix, 
has a salad recipe that he’d like everyone to try. 

“First,” Mr. Gass says, “‘you take a big head of lettuce. 
You add any kind of dressing you like and then you take 
more lettuce and then more lettuce and then more. . .” 

So far as Mr. Gass is concerned everyone should keep 
eating more and more and more lettuce. Why? Well, 
it’s very simple: As a salesman for McConkey-Docker 
Co., Mr. Gass has become a specialist in servicing the 
fruit and vegetable packers in the Salad Bowl area. 

At first glance, the packing sheds might appear to be 
only friage prospects for an industrial distributor but Mr 


Gass knows better. Packers deal with perishable items 
and therefore, there’s a problem of moving the products 
with speed. Lettuce, broccoli, melons, citrus fruit are 


picked, packed and shipped in a matter of hours 


Products They Buy 


The packers do use some special products handled by 
McConkey-Docker such as ice crushing machinery but, 
in addition, they constitute a big market for conveyors of 
all types—bucket, chain, belt, roller—, casters, compres 
sors, motors, tubing, hose, hand tocls for maintenance 
work, cutters, and a host of other products all designed 
to keep the farmers’ products on the move 


INSPECTION of an ice chute leads Mr. Gass (left) to a 


ommendation for speeding ip the proces 


dles. The girls snip off stems and dirty outer leaves, drop- 
ping them through a floor chute to a conveyor belt that 
sarries them out of the shed 


Once lettuce arrives at the packing shed, it is moved 
ilmost completely by conveyors. “Cutters’” (see photos 
ibove) drop rejects, stems and bruised outer leaves to a 
floor conveyor; acceptable heads go to packers on roller 
conveyors; packed crates go by belt conveyors to a crew 
that puts tops on the crates and weighs them. Ready 
for shipment, the crates travel on still another belt con- 
eyor along a shipping platform and are diverted, accord- 
ing to size, onto reller conveyors that lead directly to 
refrigerated freight cars 


Big Ice Users 


Shaved ice is used extensively in the packing process. 
Hugh blocks of ice are fed into a shaving machine and 
blown through hose to packers who spray a layer of ice 
between each layer of lettuce. As the freight cars are 
stacked with crates, another hose is used to literally 
bury the crates in shaved ice. Even when the lettuce is 
being transported in mid-winter, it is as important to we 
the ice as it is in mid-summer. In hot weather, the ice 
keeps the lettuce from drying up; in cold weather the ice 
serves as insulation, keeping the lettuce from freezing. 

“Winter or summer,” Mr. Gass says, “you should eat 

ur salad, eat plenty of it—its good for sales” 


TECHNICAL DETAILS are checked by Mr. Gass in a 


atalog while the shed superintendent looks on 
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BOOSTING INDUSTRY © boost RECREATION ROOM was built by two Standard sales: 


Joseph J. Badal Standard rving counter. Dumb waiter connect 


nen, contains bar, tables, 
5 room with kitchen where employees pre 


Ia dol are food. Compan es this room to show industrial film 


HAMMOND DISTRIBUTOR HELPS HIMSELF, OTHER DISTRIBUTORS, BY KEEPING— 


ne Eye on Public Relations . . . 
_.. And One on Progress 


‘THE DISTRIBUTOR who promotes his 
branch of industry as a whole, benefits 
other distributors and himself as well,” 
according to Joseph J. Badalli, presi 
dent of the Standard Equipment & 
Supply Corp., Hammond, Ind. 

Mr. Badalh’s idea finds expression 
in two types of action: participation 
in all activities which promote dis 
tributors in gencral or Standard E.quip- 
ment in particular; and secondly, 
keeping abreast of modern trends in 
distribution so that service becomes 
linked, in industrv’s thinking, with 
the distributor 

‘The company’s work as a distrib- 
utor for nearly a third of a century,” 
Mr. Badalli feels, “has been a vital 
factor in keeping Hammond abreast 
of the leaders in the race for prom 
inence in industrial, commercial and 
civic life.” 

An example of the company’s co 
operation with civic activities, was its 
participation in the Hammond Cen 
tennial Program, held during the 
week of June 16, 1951. In connec- 
tion with the celebration, Mr. Badalli 
prepared a paper outlining Standard 

DISPLAY ROOM in warchouse building acquired by company a year ago pro Equipment’s place in Hammond m- 
vides idea cetting for largc tock mamtamed in Standard’s equipment-machinery dustrv, and defining the services of 


} 


d Frank Badall vecks d from company’s large stock of portable tools distributors in general. 
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IMPRINTED POSTCARDS bear pl MULTLCABLE RACK was deve loped bv Fred Badalli president 5] 
tur f nnpat facilities or deal rope is automatica ca d led) Aluminum reels hav 


SINCSS th 1 hanged 


ompany — holds 


ning civic hgures 
Lhe company 
| 
creation OM, 
tchen, m which it 


parties. In October 
ed an open house, 

ind distribu 
1 dinner sales 
rests from 30 


hek 54 


compan njoved tenderloin cooked 


by Standard Equipment employees in 
thei wn kitchen 


Lhe ympany also has been print 


ing mailing pieces which take the 
form of postcards, and feature on the 
reverse side some aspect of business 


uilosophy, sometimes beat 
ing a picture of modern facilities of 


the company These are mailed to HANDLIFT TRUCK ha ee pee 


customers and suppliers, and used as 


ethics or p 


eT ad 


mancuve»rs casil iW 
isl Stockman Art Licsenfelt and Pete Dickson find a 


nee ’ :, . ae 
barrels quickly, easi Company maintains eight stock-filled floors in 


1 arr 
bles t 
cn lope stuffers 

Chief among. the progressive steps 
taken by the companv is the floor 
space set aside for a machinery and 
equipment display and stockroom 
Heavy machinery and cutting tools 
are set out to their best advantage in 





1 large. well-lighted newly-decorated 
room 
Another modern development in 
the company is its multi-cable rack, 
used for rapid service in measuring, 
coiling and cutting wire-rope orders 
lhe device, which was developed by 
Fred Badalli, (Mr. Badalli’s brother 
uses gear-reduced aluminum reels, so 
that reels can be changed by one man 
using a hoist, while the wire is auto 
matically measured 
A motorized handlift truck is used 
in the stock room, allowing one or 
two men to do the work of many 
and quickly. The company maintains MANAGER of the equipment display room maintains stock, often sells machines 
eight floors of stock in four separate off the floor. Double inventory is kept on equipment; one in the display room 
buildings. office, and a second in the main office, kept up to date from shipping Memos 
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EVEN IN KOREA the hunt is on. These Koreans are un- 
loading shell cases at the 2nd Infantry Division Ordnance 
Salvage Dump so the metal can get back into the scrap 


YOU, DISTRIBUTORS AND SALESMEN, are being asked to 
help get metal scrap out of your customers’ plants and 
into the supply channels that lead to the mills. How 
corm 

In the first place, ferrous and non-ferrous scrap (iron, 
steel, copper, brass, bronze, aluminum, lead and zinc 
is in alarming short supply. ‘Take steel, for instance 
Around this tune the mills usually have a reserve of from 
six to cight week Instead, some are actually operating 
their furnaces by feeding them scrap right out of freight 
Cars ON arrival 

Commenting on the steel situation, Robert Warner, 
special assistant to the Administrator (DPA-NPA) for 
salvage operations, said, ““We must bring in an absolute 
minimum of 3 millions tons a month for the next 
several months. As collections normally drop off about 
30 p.c. from November to February, we must increase 
our efforts and develop hitherto untapped sources.” 

lhe situation in non-ferrous scrap is even more serious. 
Copper, bronze, brass, aluminum, lead and zinc are not 
being received in anything like the quantities needed. 
The Government now is doing everything in its power 
to bring in scrap from Korea, from the Far East and 
other overseas sources and from farms and auto grave- 
yards 

But, in spite of this, industry (and this means your 
customers) 1s still the principal source of supply. This 
is where you fit into the picture. You are being asked 
to convince your customers of the urgency of getting rid 
of all worn-out machinery and obsolete parts by selling 
to scrap dealers 

The industrial supply industry has never been found 
wanting in patriotism or willingness to serve in more 


DORMANT SCRAP like the above obsolete machinery and 
parts is what you should convince customers to sell te 
scrap dealers and start it on its way to the mill 


Metal Scrap Shortage Is Serious 
And You Can Help Find New Sources 


crucial times, and there is little reason to presume that 
it will not do its share in these times. The threat of 
lost production is an emergency now calling for patriotic 
service by all connected with industry. High production 
must be maintained 

What's This To You? 

But, as far as you individually are concerned, there 
is a more immediate self interest involved in a successful 
scrap drive. More scrap means more metal for every- 
body and that includes your customers and your sup- 
pliers. More scrap means you will have goods to sell to 
customers who can use them 

It works this way. CMP allotments of metals are 
made on the basis of 100 p.c. production. If production 
is curtailed because of lack of scrap, allotments for 
manufacturers of less essential items (many of whom 
are your customers and, im some cases, suppliers) will 
have to be curtailed more than they have been. NPA 
will not cut back on the defense program which is going 
to eat up more metal anyway. 

Perhaps a lot of your customers are operating now 
at levels too close to the break-even point for comfort. 
If there is any reduction in production of metals, some 
of them may have to close shop. This means less 
customers. 

To a lesser degree, the shortage of scrap might pos- 
sibly adversely affect your suppliers too. Although con- 
sidered defense-supporting, your suppliers come second 
in the matter of allotments, second to direct-defense 
manufacturers. They might have to take a new cut 
in allotments too. That would mean less deliveries to 
you. 
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Granted that you appreciate the senousness of the 
situation, what can you do about it? 

You can contribute substantially to the drive because 
of the intense coverage vou give to industry. You do 
net concentrate solely on metal-working plants, nor 
solely on the large ones 

And you are not alone The Steel Industry Scrap 
Mobilization Committee, which includes warehouses 
has some 8,000 steel salesmen enrolled on a program of 
ferreting out scrap from their customers. They try to 
make a “sale” of scrap riddance on every call; cooperate 
with local Scrap Mobilization Committees and keep in 
touch with latest developinents in the scrap situation 

Using this program as a_ basis here are some idea 
which you can try 


What To Look For 


here are two kinds of scrap in industry production 
and dormant 

Production scrap is the normal accumulation in metal 
working plants of turnings, borings, clippings, punchings 
chips, trimmings, plate ends, etc This scrap usually 
goes to scrap dealers regularly because it is a nuisance 
to have around About all you have to do with this 
sort of scrap is see that your customers arc selling it to 
dealers and not merely dumping it as refuse 

Dormant scrap is what you should look fot This is 
the stuff usually found in the “basements” and “attics” 
of industry—obsolete machinery, tools, jigs, dies, fixtures 
and other equipment, including items broken, worn 
beyond repair, abandoned, dismantled or in need of 
replacement parts no longer available 

Scrap mobilizers are convinced (as a result of pilot 
tests) that a huge amount of dormant scrap exists in 
industry. It’s scrap that doesn’t flow out to the mills 
normally. Here are some results of scrap hunts: 

A shirt manufacturer found 89 tons around his main 
plant. 

A small button works scrapped 20 tons of obsolete 
machinery. 

A meat packer located 125 tons of scrap iron in addi 
tion to other scr ip metals 

An_ agricultural limestone producer recovered and 
marketed almost 1,000 tons of heavy melting scraps 

4 bus line rounded up 200 tons of scrap in an “‘exhaus 
tive survey” of its shops, buildings and stores 

A lumber mill cleaned up its plant and sold five car 
loads of obsolete iron and steel equipment 

A subsidiary of a large dairy company uncovered about 
150 tons in its own and other subsidiary plants as the 
result of a letter. 

So, it’s not only the metal-working plants that accumu 
late dormant scrap 
Getting Rid of Scrap 

Recommend that your customer get in touch with a 
scrap dealer in whom he has confidence. But scrap dealers 
can be located in classified telephone directories and 
through local Chambers of Commerce or Boards of 
Trade. 

The scrap dealer knows best how to expedite the scrap 
transaction. He has the machinery to prepare it for 
the mills and frequently he is directed by NPA to send 
it where it is needed most. He is the normal channel 
through which scrap can reach its proper destination 
in the shortest time. 

Scrap prices vary throughout the country but a little 
local shopping for prices will reveal the average in your 
territory. 














As a Distributor, You Can: 


Organize your sales staff as a scrap mobiliza 
tion unit. 

Obtain literature from your local Scrap Mobi 
lization Committee and distribute it to your 
staff 

Sell your staff on the need for “‘selling’” scrap 
clean-up to customers. 

Introduce scrap information and advice into 
your mailing pieces 

Have your firm represented on Scrap Mobiliza 
tion Committee 

Speak to customers about scrap clean-up when 
you meet them personally 

Keep tabs of the results of your salesmen’s 
efforts and report them to your local Mobiliza 
tion Committee for promotional us¢ 


As a Salesman. You Can: 


Read over the literature on scrap carefully 
Know the story as to the need for scrap 

Sell the Story. It helps you to point out the 
advantages to your customer of selling dormant 
scrap: (a) it turns a dormant asset into cash; 
b) it cleans up the plant; (3) it makes a 
safer plant; (d) it increases working space; 
e) it assists the emergency effort 

Contact top executives among customers 
They make policy. They have the authority 
and responsibility for scrapping items 

Help your customers organize a scrap cam 
paign 

Make plant tours with executives. Try to get 
the executive to go through the plant with 
you for a survey of scrap possibilities. The 
right questions at the nght time can influ- 
ence the executive to make decisions. Steel 
salesmen found it a very effective way to 
uncover items easily overlooked by people 
who live with them daily. 

Follow-up your calls on scrap. Check to see 
if something is being done 


Your Customer Can: 


Appoint a salvage manager to plan and direct 
scrap removal. 

Take an inventory of all equipment, machines 
and parts, dies and fixtures and stores not in 
immediate use. Set a deadline for completion 
Have salvage manager confer with department 
heads and break down the list into three cate- 
gories: (a) material which can be scrapped 
immediately; (b) material which must be kept 
for repairs and maintenance or near future 
operations; (c) materials of questionable need 
Give break-down to chief engineer and to 
executive heads. 

Have salvage manager, department heads, chief 
engineer and other interested parties to review 
classifications (b) and (c). 

Set a deadline for breaking down the ques- 
tionable material into that which should be 
scrapped and that which should be retained. 

Have the salvage manager report tonnage 
moved to local scrap Mobilization Committee 
Alert salvage manager to possible news stories 
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THE ©. IBER CO.., 


CHICAGO, INVENTORY CONTROL 


SYSTEM IS NOTED FOR ITs 


Simplicity, Economy, Flexibility 
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SAMPLE INVENTORY or bin 


in this case for 








card shows how minimum 
cap screws) has been changed two times 
in two years. Sticker was made to fit on top of card, to 


allow more room for changed minimum figure 


% 





Dur O. [ner Co., Cuicaco, has a1 
requisition which 


erpetual inventor 


ipts and 
performs most of the tunctions of . 
vithout involving the expense and 
time it would require 
lirst started in 1946, the svstem invo 
1 requisition form, an 


! ] 
lip and analysis sheet 


, 
the use of 


} 


‘inventory’, « bin card”, short 


When the customer 
received by the stock man to be filled, he che 
ordered to determine if the minimum amount (written 
on the inventory card, commonly hung on the bin) has 
a reached vet. If stock is low, he sends the nventor 
down to purchasing. to notify that depa 
it is ; time to reorder 


Order 1s 


KS the item 


tment that 
If there is insufficient stock in the 
bin to fill the order, he attaches a “short 

This short slp serves two purposes 
danger signa! and calls for a re-analysis 
justment in the nunimum of the product 
It immediately calls the order filler’s attent 
orders on hand which must be filled befor 
received merchandise is put into the bin 

The company has been constantly improving the 
tem. When it was indicated that this method «¢ 
overstocking, an analysis sheet was added 
work. This sheet is used to determine whet 
to stock, and to establish a minimum of 
kept on hand 


slap” to the card 


ncouraged 


1¢ P Ipc I 


The minimum is established as one-tenth of the annual 
onsumption—except in instances where delivery from 
the factorv is three to six weeks, in whicl 
minimum is one-fifth the annual consumptior 

During the first half vear, the minimum 
the previous year's consumption 
second half vear, the current veat 
in computing the minimum 


based on 
Beginning with the 


s consumption is used 


An item is requisitioned and card sent to purchasing 
whenever stock on hand is reduced to the minimum 
shown on the bin card. The quantity to be purchased 
s determined in this case, by multiplying the minimum 
shown on the card bv two, and deducting the quantity on 
hand and on order. To this figure is added t] 
owed the customer 

When the stock man sees that he is coming close to 
the minimum on the card, he puts the date 
the number on hand in the column labeled 
The card also has appropriate spaces for 
quantity on hand, date and amount of ite 
P.O. number and vendor. 


mount 


down and 
equisition.”” 
maraing unit 
received, and 


Every time a card goes to the purchasing department, 
1 new analvsis is made. The inside salesman determines 
whether material is in stock by consulting the analvsis 
sheet or by physical check. 

Tags of three different colors were also added to the 
svstem. A green tag attached to the bin card indicates 
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FILLING ORDERS, Stock Man Fred Preuss 
tvs wd hung on bin. If ; 


CONFERENCE between Mr. Wetterhahn and William 
Iber, president, determines whether minimum on card will 
remain constant, be raised or lowered. They feel the system 
is cheaper and quicker than formal perpetual inventory 
system, and far more elastic than the other system 


that the item is discontinued or obsolete A red tag 


shows that it is a standard item and not regularly stocked 


I 
; : 
\ vellow tag shows merchandise procured on special put 
A 


The next change, according to the company, will 
illow for more space on the inventory cards for unit 
marking and minimum amount—since this is usually 
changed two or more times on each card over a period of 
time 

There is a column on the analysis sheet for remarks 
which also accumulates valuable information. A typical 
statement might be: “Red ticket removed on (date).” 
This, of course, would indicate a change in the mini 


PURCHASING AGENT, E. H. Wetterhahn, ands annual 


is well a wing) greatly aided by 
depre ating stock 1s indicated bv turno 
| 


W 


nad 


CHECKING STOCK of black bolts and nuts, Mark Lyng, 
assistant to the president, makes sure that the system works 
smoothly, and that the cards are kept accurately. Red, green 
n vellow tags are fastened to cards to indicate items not 
regularly stocked, obsolete or specially purchas 


mum. Or, “Pool reinstated,” or “Item tomarily put 
chased in lots of three by customer 

Ihe chief advantage of this system, according to the 
company, is its flexibility, as well as its simplicity and 
economy. ‘The annual inventory is expedited by the 
system in that aging or depreciating inventory is quickly 
indicated. It is a nearly-perfect system for the purchasing 
department—if buying is indicated as too frequent 
bigger lots are ordered. If date of requisition and date 
received show an increasing gap, a quantity is invoiced 
to shorten delivery. If a red ticket is attached to a card, 
the purchasing department knows immediately that the 
item is not to be reordered until necessary 
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LAYING A CABLE across this frozen river was a problem REPAIR SHOP for chain saws is maintained for customers 
intil Art Hanson right) Allen Supply Co by distributor. Mr. Hanson and I. L. McEvers, who is chain 
| 1 th a chain saw saw salesman for Allen Supply, work over saw in shop 


I Cedar Kapid 


Good Promotion Means Big Profits 


\ four point service program plus real selling effort boosted this lowa 


distributor’s chain saw sales 800 percent in two years. Here’s how he did it 


DEMONSTRATIONS can be held on logs behind the com FARMERS WATCH as young lady helps demonstrate chain 
pany building. If the customer doesn’t want to come there, saw’s efficiency. Mr. McEvers visits all gatherings of pros 
Mr. McEvers can go to him in the station wag pective customers, shows off saws on the spot 
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CHAIN SAW SALES at the Allen Sup ly Co., Inc., Cedar 
Rapids, Ia., have been rising steadily and rapidly since 
1948. 

This record is no accident; it is the result of a care 
fully planned, continued sales promotion campaign, based 
on maximum customer service. Further, according to 
the firm’s president, J. M. Allen, it is a plan which can 
be applied successfully to many other distributor lines. 

Alien Supply took over its line of chain saws and chain 
saw equipment in 1946. All general line salesmen were 
responsible for selling the new line. For two years, sales 
ambled along at a steady and seemingly satisfactory, if 
not pecan Ke rate. Then, in 1948, the company’s 
supplier of chain saws appointed Allen as its distributor 
for eastern Iowa, with authority to set up a dealer 
organization. 

At that time Mr. Allen examined his selling practices 
as they applied to chain saws, to see if his sales methods 
could get all the volume possible out of the line. After 
studying his market potentialities and sales record, he 
decided that they could not. He decided to launch an 
intensive chain saw promotion campaign. 


Prepares Program 


To make sure of its success, he took four vital pre- 
paratory steps: 


1. He used great care in choosing dealers for his 
eastern Iowa territory. These men were chosen for their 
demonstrated business ability, not necessarily in the 
hardware or implement field. Their function is to 
handle the sale of chain saws to farmers. Mr. Allen 
planned that sales to industry would be handled directly 
through his firm. 

2. He employed an expert mechanic to service every 
saw sold by Allen Supply or its dealers. The mechanic 
W. A. Hanson, received two weeks training and one week 
at a special training school in Fond du Lac, Wis. In 
addition, Mr. Hanson goes to Chicago for special train- 
ing whenever there are new technical developments in 
the chain saw line. 

3. Mr. Allen then set up a complete chain saw repair 
shop in his building, and supplied it with such equip 
ment as tools, gages, and testing equipment. A complete 
stock of repair parts was put into inventory. A vacant 
lot behind the company’s building was equipped with 
logs of various sizes for demonstrating the saws to 
prospective customers. 

All these physical improvements, of course, cost money 
But Mr. Allen figured that an investment in improving 
customer service was essential if he was to get the maxi 
mum amount of chain saw sales. 

4. The final step was to hire a specialty salesman, 
I. L. McEvers, to take care of all dain saw sales to 
industry, and to work with dealers in promoting the 
sale of the saws to farmers. For his use, Mr. Allen pur 
chased a station wagon in which Mr. McEvers carries 
all models of the chain saw line for demonstration. 


Attends To Details 


He also carries service tools and a few popular parts 
fo minor repairs in the field. All major repairs are made 
in Allen’s shop, whether the saws are sold by Mr. McEvers 
or through dealers. The station wagon is used for pick 
up and delivery of these saws. 

Once this four = service base was established, Mr. 

T 


Alien launched a broad sales oe campaign. 
One of the most successful phases of the campaign 
has been a dealer-distributor advertising campaign. Allen 


Supply encourages the dealers to advertise often in their 
leaal newspapers. Mr. Allen feels that the best type is 
the small town weekly paper. He takes a dim view 
of large city dailies, and confines advertising in this 
medium to the classified sections. Mr. Allen and his 
dealers also use farm journals and local radio stations for 
advertising purposes. 

In the first year ef association with a dealer, Mr. Allen 
pays half the cost of all the advertising the dealer uses 


Oversee Merchandising 


“Of course, you've got to pay close attention to what 
they do along these lines,” he says. “I had one dealer 
who was so enthusiastic about being an advertiser that 
he took full page ads in his a i every week, and adver 
tised constantly over the local radio station. 

“He sold a lot of saws, but as fast as the profits came 
in he spent them on advertising. Naturally, we couldn't 
help him pay for all that. On the whole, though, our 
dealers handle their advertising very well, and it pays off 
for all of us.” 

The chain saw salesman, Mr. McEvers, plays an im- 
portant part in the over all promotion plan. He works 
closely with the dealers in promoting sales, and because 
of the station wagon it is possible for him to give 
demonstrations practically anyplace. 

Whenever a dealer has a prospect whe is hard to 
convince, he calls on the salesman to visit the customer 
in the field, wherever the saw is likely to be used. Once 
the prospect has used the saw on his own farm or in his 
place of business, a sale usually follows: 

In addition to this, Mr. McEvers visits such events as 
county fairs, wherever farmers are likely to gather. Usually 
he sets up a tent and brings out several of the saws, with 
test logs for the prospective customers to experiment with 

Mr. McEvers is also available to give demonstrations 
it exhibitions held by the dealers, and to show a moving 
picture of the chain saw line’s uses 

Mr. Allen never misses a chance to publicize his line 
of saws. One example was the time he hteed a contrac- 
tor lay a cable across the frozen Cedar River. The con 
tractor had a deadline to meet, and could not figure out a 
way to get the cable under the foot thick layer of ice. 


Practical Demonstration 


The distributor suggested that the contractor use one 
of his chain saws. On the night before the deadline, 
a group under the direction of Art Hanson, Mr. Allen’s 
mechanic, sawed an 18 inch wide channel across the 
river without difficulty, and the cable was laid successfully 
Result: the contractor bought a two man chain saw for 
$750. 

Another similar feat earned Allen Supply Co. a great 
deal of publicity. When the ice breaks up in the river 
each spring, owners of boathouses in the river expect them 
to be torn away and lost. Last year, 15 were washed over 
a dam and destroyed below town 

This year, the Cedar Boat Club decided to see if a 
channel could be cut around its boathouses to protect 
them. A contractor was hired and, having heard of 
Allen Supply’s earlier success with ice cutting, he came to 
Mr. Allen for help. 

On a Sunday afternoon in early spring, Mr. McEvers 
took a chain saw to the site of the boathouses and cut a 
four foot channel for three quarters of a mile around the 
houses. When the ice went out that week, only two 
boathouses were lost and the Cedar Rapids newspaper ran 
a full page story on Allen Supply’s feat in its Sunday 
edition. 
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If you have a new product 


or a line on which sales 


have sagged, Elton Hey, 


sales manager at Union 
Hardware & Metal, Los 
Angeles. has the answer for 


you. He says... 


CONGRATULATIONS are extended te 
rou na f | Haridwar 


Contests Stimulate Salesmen and Sales 


WHETHER WE'RE IN \ BUYERS OF a 
scllers’ market, sales utests furnish 
in excellent means of keeping interest 
it a high level among industrial supph 
salesmen, according to Elton EF. Hey, 
sales manager, Union Hardware & 
Metal Co., Los Angele 

The theory that onl 1 limited 
number of products handled by indus 
trial distributors are good for contest 
purposes is refuted emphatically by 
Mr. Hev. “Any product,” savs Mr 
Hev, “can be the subjec ( 
contest.” 

Sales contests, as lu 
Union Hardware, brnng thi major 
benefits 


1. Contests stimulat ilesmen to 
carry samples 
ave just received our shipment of tne padlocks indic bove. + 4 
your samples NOw. Good items wh » have been 
receiving too little attention 
show a better turnover 


24" suitcase Ihe sales curve for the contest 
Value ) 


A beautiful oak leather 
with combination lock. products goes up sharply and 
+ hicgher | > 

A beautiful oak leather 21" suitcase then stays a higher level 
with cambination lock. Value 
Professional fly rod and reel Value Selecting the Product 
Thermaster de 1 ortahl c Lt ~ ] 

ester de luxe portale icebox § Value The first step Mr. Hey takes is to 
sclect the product or products to be 
used in a contest. Several factors are 
Prise: Gold Medal Folding table . 
taken into consideration in making 
the selection { new product, for 
example, is a natural for contest pur- 
worth while, salesmen will go all out to win poses. Other times a product will be 

chosen for a contest because it has 


Prise: 2 Qt. Stanley vacuum bottle Value 


san win all or amy combination of the above ; 





PRIZES * PRIZES—When they're 


them, according to Union's expenence 
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THE WINNERS of a recent Union Hardware & Metal Co 


+ 


are all smiles as they display 
Paul Satter] 


right, ¢ are 


pecn ving to slow! 


or sunply has 
been ignored by manv of the = sales 
men 
Once has been selected, the 
savs Mr. Hev, has more 
sit back and wait for 
High on the list of things te 
both to inform the 


contest and make c¢ 


sales manag 
to do than just 
results 
do are 


of the 


salesinen 
rtain that 
re enthused 
f the prime methods of build 
g interest in a contest, according to 
Mr. He make the prizes worth 
vhik [vpical of the prizes offered 
by Umion are recently awarded 
in a padlock contest and listed in the 
illustration 
went to the 
dollar volume of 
padlocks during the contest 
Second prize went to the man scll 
ing the largest number of new ke 
during the contest 
prize went to the salesman 
cond large st doll it 


those 


iccompanving 
Kirst | 
sclling th 


riZ¢ salesman 


largest 


SCTICS I aah cks 
Third 
selling the volun 

of padlock 
Fourth prize went to the salesman 


selling the largest number of 


indus 
trial acc nt regardless of dollar 
volume 

Fifth and sixth prizes went to the 
salesman selling the third largest dol 
lar volume of padlocks 

The first announcement of a 
test is made by Mr. Hev at 
meeting. This is followed up immedi 
itely by a memo to all salesmen, list 
ing the pnzes and specifying the rules 
and regulations of the specific contest 


con 
a sales 


their prizes 


first prize; Jack 
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Mattingly 





On Running Contests 


1. Select a product that is fa- 
miliar to all salesmen. 
Make the prizes worth win- 
ning. 
Keep salesmen informed as 
to their standing in the con- 
test. 
Make the awards at a sales 
meeting. 


second; Ed Stockton 
and Don Branstetter 


dinner party held by the 











It is important, according to Mr 
Hev, to select commodities that can 
be sold in all territories; otherwise, 
salesmen will be justified in 
believing that the contest 1s unfair 
to them. It also helps to kcep interest 
it a high pitch if all the prizes are 
not awarded on a doll: 
note that two of the five padlock 
prizes did not involve dollar 

Contests at Union 
for two months 
salesman 


some 


ir volume basis 
volume 
generally run 
In this period, every 
has a fair opportunity to 
cover his complete territory regardless 
of how extensive it is And, from 
both the company’s and the sales 
men’s standpoint, this is important; 
the salesmen are interested in having 
i fair chance to win one of the prizes 
the company is interested in selling t 
is many customers as possible 
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fifth and sixth; Wally 
third The 


ompany 


Smith, fourth 


prizes wer awarded at a 


In virtually all contests conducted 
by Umion there are three peak enthu 
| the first the 
contest, a week midway in the contest 
then in the final two weeks 
Ihe middle of the contest enthusiasm 
is generated by the issuance of bul 
letins to. the force, listing the 
ipproximate standings of the contest 
ints. In the closing stages of a con 
test it is just natural for the salesmen 
to put on a drive to wind up with onc 
of the Mr. Hlev said 
It is not at all unusual, according to 
Mr. Hev, for the standings to be 
changed completely in the last few 
davs of a contest 


Slasm penods week of 


ind 


salc s 


Or MOC prizes 


Salesmen are required to maintain 
their own records on sales Of products 
in a contest ire furnished by 
the sales department and cach man 


then lists the names of customers and 


I OTS 


Union's charge shect register numbers 
for checking by the sales department 

Once the salesmen’s final reports 
have been turned in, Mr. Hev’s assist 
ints tabulate them and determine the 
winners Announcement of the win 
ners is made at the first sales mect 
ing after the close of a contest. In 
iddition, a full written report on the 
standings is presented to all salesmen 

As to whether contests are really 
worth while, Mr. Hey estimates that 
the average contest will increase sales 
of the contest products by about 30 
percent. And these increases, accord 
ing to Mr. Hey are not at the expense 
of other line or products 














2 oa INDUSTRIAL MOBILIZATION for defense 
provided Strong, Carlisle & Hammond 


Co., Cleveland, with a unique oppor- 


tunity of expanding its services to its 
N WS p customers. The company is doing a 
job of institutional good-will buildin 


with an information service design 
to help customers make important de- 
cisions in these uncertain times. 

As Strong, Carlisle & Hammond 
officials view the situation, these are 
hectic days for all businessmen, in- 
cluding themselves. Everybody has to 
think, plan and order ahead to keep 
going. And no »ne knows how long 
the situation will last. 

Defense Mobilization Director 
Charles E. Wilson gave some hint of 
it in his last quarterly report to the 
President. The dominant theme of 
the 52-page document was that 195] 
was a year of spending and production 
on a colossal scale, but that this was 
only the groundwork for one, two or 
perhaps three more years of even 
greater spending and producing to 
fully restore the nation’s power. 

What does this mean to distribu- 
tors’ customers, many of whom are 
consumer goods producers? It means 
that things will be more uncertain than 
ever as regards their own production 
plans. It also points up the need for 
all possible information which may 
affect business in the future. 

Information about new legislation, 
controls, materials shortages, wage and 
“ewe policies, military planning at 
1ome and abroad, currents in the in- 
ternational situation, according to 
Strong, Carlisle & Hammond officials, 
is basic to determining future produc- 
tion planning. Some time ago, the 
company made arrangements to be 
supplied with a news-letter by Wash- 
ington observers and the letter was 
distributed to officials each month 

Having found the report helpful, the 


STRONG CARLISLE & HAMMOAND COMPAAY company officials decided to share it 


with customers. Arrangements were 
CLEVELAND, OHIO made with the observer in Washington 


to distribute the report as the “SCH 
News Report” to a select list of top 
MONTHLY NEWS LETTER distributed by Strong, Carlisle & Hammond, Cleve. | Management men among Strong, Car- 
it r mana t | sed. te lisle & Hammond’s larger customers, 
is “another service’’. 
The report is written in a news-letter 
style. The information is obtained 


from the observer ia Washington who 
p ustomers interviews officials and attends press 
conferences. 


The information is usually confined 
to a single mimeograph sheet, 84 by 


5 ee 134 in. A red border on the left side 

a p uisiness PCISIONS and bottom distinguishes its appear- 
ance and makes it easily indentifiable 

among the day’s mail. The Strong, 


e s Carlisle & Hammond Co. name ap- 
it | ormation pears in black on the red at the bottom 
of the sheet. 
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SMALL BUSINESSMAN, 
Tool & Die Co., regist 


DO YOUR CUSTOMERS KNOW HOW 


Small Plants Can Get 


Into Defense Business 





PRIME CONTRACTORS inspect the facilities of poten 
tial subcontractors. Small Businessman Paulus conducts 
Mr. Peterson through the Hoover Tool & Die plant 


\eronautical Corp 


omponent mant tacturers for part 


REPRESENTATIVI of Whght 
Wilham Petersé / 


Do yo HAVE ANY CUSTOMERS who want detense busi 
ness? You can do them a service by passing along 
information about the method instituted to bring 
together prime contractors and those businessmen inter 
ted in and able to produce component parts 

Armed Forces Regional Councils, located in strategic 
industrial areas, assist small business to participate in the 
nanufacture of military items by bringing the two 
together 

lo further this end, exhibits have been held in princi 
pal cities where prime contractors display the end products 
for which they have contracts, including small parts for 
vhich they are seeking subcontractors. The exhibits 
erve the purpose of bringing together the large con- 
trators and the smaller manufacturers who desire to effer 


: 
their ilities and services 


PRIVATE AGREEMENTS are made between the sub- 
ontractor and the prime contractor. Mr. Peterson and 
Mr. Paulus discuss blueprints of pasts he will make 
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SALES TRENDS at Ohio Belting & INVENTORY CONTROL receives al! KEY TO THE SYSTEM is this post 
Ira i ( Poled re spotted orders immediately they're filled. Don ing machine 


Each customer's master 
ident Hines codes the orders according to sheet 


is a carbon of the customers 


eight classifications sales statement used for billings 


“Less Thanking and More Selling” 


Toledo distributor finds some salesmen neglect competitive lines for easy-to- 


sell exclusives. But new machine puts finger on poorly balanced accounts 


By Clayton Cousino, President our customers’ activitv. We have been unsuccessful in 


The Ghie Geltian & Teansmiscien Co. Toledo ill our efforts until recently when we installed a new 
bookkeeping machine which gives every feature we have 
vanted. We have divided our products into eight classi- 
fications; then, when an order comes in, it 1s first filled 
ind entered on the inventory control card and coded 
according to classification of material. An invoice 1s 

\ transmission items and material then made up and mailed and a copy showing the code 
upment, we have had, like many other dis number goes to the posting machine. ‘Phe operator posts 


iserious problem. Our problem has the sales total onto a statement, used for monthly bill 
o the fact that we have been un 


ANALYZING OUI rs purchases has 


Ohio Belting and ‘Transmission Co. where 


ig 
due t ings. A carbon underneath also posts this figure to the 
without tremendous time and expense, customer's “master sheet” 
tion on just what material our customers Vhis is a large sheet with columns for date, reference 
number, total charge, credit, balance, sales tax, transport 
ve carry some material tation, and columns for the eight product classifications 
20 other distributors in After the operator posts the total and balance forward 
other items, we may simultaneously on the statement and the master sheet 
if material in our area the carriage moves over and she posts classification totals 
ur salesmen, being in the proper columns 

sctup on this tvpe of We run our most popular line in the first column, 
ve Carry, exert morc ind as the activitv decreases, we run to the higher num 
material and then soft pedal bers. In other words, our overall sales pattern shows that 
s handled by up to 20 competitors a larger percent of sales is made in columns one and two, 

tem which gives us a our exclusive lines, than in three, etc 
ich customer's purchases at a glance. It Vhis gives us, at a glance, information as to the activity 
es Manager an opportunity to be really helpful of the account, the class of material thev purchase. ‘The 
in. A glance at a particular customer card machine does not total each column. However, it is a 
ustomer is buying and he can help simple matter for a regular office girl at the end of the 

our salesman toward doing a best over-all vear to take totals on the accounts which we select 
exclusive” items are wonderful openers Two of the cards reproduced here show two differcnt 
accounts, but it is no great compliment tvpes of customers. Smith Company shows a verv nice 
ilesman’s ability when the customer only pur distribution of sales, buving some of all of our lines 

that class of material from us All of John Doe Companv’s purchases, however, have 
tned manv systems in an effort to obtain been in columns one and two. This gives our 
to uch time and expense, true pictures of manager a picture to take up with the salesman 


up i 


1 
} 
lave 


sales 
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0002 30008 30008 $s 
oo02 118600 41608 s 
ooos 12400 $4208 5s 
ooo¢ 9280 634885 
ooos 36900 100388 s 
oo06 61200 161588 s 
10007 12030 173618 s 
10008 71170 2447885 


2 
a 
1 
1 
i 
2 











BALANCE 


110008 
186620s 


54258 § 


4517858 

67178s 
LisiL78s 
4311785 








165750 1657505 41020 36750 21000 11000 16070 21060 7800 
96957 2627075 218660 19641 186616 9710 99.70 1620 4100 
1414630 377537 s 31060 47880 7600 4720 6880 4730 2200 
104310 4816475 21140 18860 12000 9050 13160 11060 9900 
411454 S93301s 386460 21080 30890 1620 4140 7aae 1820 


a eS 








Ee Se eee — 


ae 








1.18200 1162005 46020 68160 
MAY2S 113730 2319305 58100 488680 
may2s 2 153700 3856305 70080 76640 
Mayes i 122780 $0842.05 91000 21620 2620 4440 3100 
way25 ; 167430 6758405 80620 60660 6 8.00 5 110 4000 | 


— - eet ct, 
pi cig 


UNBALANCED SALES are easily spotted on these cards 


are exclusive (Cols, 1 and 2) indicating the ac« 
Columns 1 and 2 represent the exclusive lines; 3 to § balance. Salesman “‘A’s” record shows res 
products Smith” Company's master sheet ll pro ts, but Sales “B 
| 








—_—_ ——— 


et ee 


has concentrated on th 
divided in a fairly good ratio for all products, ive ln He sold less than $50 worth of competitis 
iN ire heaviest. For “John Dox ompany, 7 and “S”:; less than $100 worth of thr 


Jumn one and two. Sales 
in a good ratio on all lines 


It is our fecling that sales effort on the John Doe Com percentage of B’s sales is in « 
pany should exclude entirely all reference to the products man A has developed activity 
covered by classification one and two. He knows where of products 
he can buy that material. What we should really exert We plan on regularly analyzing each account and each 
mur efforts on are the products under classifications three salesman, and feel that the information and help we can 
to eight pass On to our salesmen will be worth many times the 

Review of these two hypothetical cases, in which both ipproximately $5,000 invested in the posting equipment 
accounts are the same tvpe of business and average the Our salesmen, as a whole, have not been analyzing 
same size, discloses that one salesman is selling the com their accounts themselves. When they see copies of in- 
plete company line and the other is putting his efforts on voices in large quantity going to a certain plant, the 
just the popular items principal thing they think of 1s going out and thanking 

We also total sales for the salesmen by lines, as shown the man 
by the other two cards. Salesman A is the type who This new bookkeeping system will show us how poor 
calls on Smith Company. Salesman B is the tvpe who some our our “good’’ customers really are, and that there 
calls on John Doe Company. You can see that a large should be less thanking and more selling 
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| 


Neil's skillful hands catch the salesman for Charleston Supply Co. in South Carolina 


# = 

PATTERN MOLDER Ed M 

respectful attention of | | 
t 

Rilev |} ndrv & Mach W ork nd kd 


vner of The John Section of circular grate bar waits (right) to be laid into 


Holcombe pla 1 another form 


Salesman at work: 


Spread The News And Help Your Customers 


Charleston, S. C. salesman, the Golden Rule in mind, carries the news from 
customer to customer; converts good rumors and facts into 4-way sales 


notes I \ lls on customers. 
t long befo e proved himself right. 
vere things happening in widely separated parts 
1 that, by all odds, should have been tied 
1 have been tied together. There were 
isinesses apparently remote 
were missing Out on some 
! . the other 
( \ir. Holcombe 
f both customers. he was 
news” that might bring 


Where To Begin? 
Ihe John F. Riley Foundry & Machine Works, he 
decided, was one good place to begin his campaign. 


this John Riley worked in cast iron and brass forms: had 
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tried to work in other materials and, for one reason 
or another, had backed off. But in cast, and in brass, 
he was tops; none better in Charleston. 

Mr. Riley had plenty of business on the books; but 
he had capacity greater than that business. Mr. Holcombe 
got the lion’s share of all tools and supplies sales to 
the firm, but that unused capacity bothered him. Get 
it into production and it could only add up to more 
sales for the Charleston Supply man. Somewhere, some 
one needed Mr. Riley’s know-how and craftsmanship in 
cast forms. Mr. Holcombe determined he’d find that 
“someone” 


How It Started 


For a while his intentions were pure goodwill. ‘Though 
he kept his eyes open, nothing came his way. Then one 
day, sitting in The Fork, his favorite quicklunch, he 
overhead two manufacturer’s men talking about a plant 
that needed a job done in split fittings. A light sud 
dently went on somewhere in his head. He got up and 
introduced himself to the men 

“I heard you mention split fittings. 

“We did.” 

“Who is it needs them again. . .?” 

“McCrary Piping and Heating. Need a lot of them, 
too. Hey! Where you going. . .?” 

“To see a man about an idea,” Mr. Holcombe flung 
over his shoulder, thinking all the while of John Riley’s 
Foundry & Machine Works. 

But he got a turndown from the man himself: “Don't 
think I can do it, Eddie.” 

“Why not?” 

I never did.” 

Then how do you"know you can’t? Look, Mr. Rilev, 
this could be just the beginning. McCrary gets some 
pretty heavy stuff.” 

| know that,”’ the foundry-owner nodded, but still 
he hung back: “I'd need patterns,” he told the salesman 

You could get them.” 

‘That’s so. Humph—could’ve made them myself if 
I didn’t give up my wood shop.” 

‘Then have them made for you. Listen, Mr. Riley, | 
know just the place to go—one of my accounts, too.” 

You thinking of General Woodworking 

“That’s the place. How about it?” 

General’s good, all right. Did some work for me 
before.” The foundry-owner scratched at his chin a 
while: “I don’t know, Eddie—mavybe we could do it at 
that. Worth a trv anvwav. Who do I see at McCrary?” 


Four Customers Involved 


That was how Mr. Holcombe began it—and it was 
only the beginning. Before he had finished calling 
around at different places he had involved four of his 
own good customers in the contract 

General Woodworking provided the patterns. The 
pipe, destined for South Carolina Electric & Gas, was 
rolled and fabricated in Mr. Riley’s shops. He also cast 
the split fittings and the flanges. And, McCrary Piping 
& Heating was glad for the cooperation all around. More 
over, success on the contract has meant “repeat business” 
for everyone concerned 

It would take a list longer than vour arm to enumerate 
all the products sold by Mr. Holcombe to his four 
customers before the job was labeled “Completed” 
Welding and grinding equipment and their accessories 
perishable tools; power transmission components, con 
veyor supplies—all these were sold bv the salesman, who 
proved to himself: It Pavs to Spread the News 


SAFELY BEHIND MASKS, Eddie Holcombe looks on as 
Joe Bustos welds sheave bracket on another job. The sales 
man sold welding equipment and the safety accessories 


DRILL JOB ON SPLIT FITTINGS look easy, actually is 
delicate stuff. J. M. Bell, who has forgotten more than most 
machinists know, does it free-hand on cradle 


EESSISS TES 


SMOOTH GRINDING FINISH, necessary to tight pi 
mnections, is laid down by William Vaden on 16-in rr 
ting for gas plant, another good Holcombe customer 


INDUSTRIAL DISTRIBUTION © FEBRUARY, 1952 








1949] gl < vel 5 years later, after practical experience applying 
t f LESSt ift I r B hesis « a supply firm, Messrs. McTeer and Slagle hit it 
own with The Tool Cnt 


Iwo years aco, J. Fk. Slagle, Jr., and J. A. Melcer were 


students at the University of l 


nness sca! or < 

—" " t versity of Tennessee in search of a 
thesis ther x a BS in business administration 

Loday, t same young men are industrial suppliers 1 


earch of supply sales in and around Knoxvill 
Their theme w \ Recommended Method of S t 


iw and raining Potential Outside Salesmen for an 


S Industrial Distributor INpustRIAL Disiripeiton, April 
US ractice or 1950). Then came on-the-job training at Tennessce Mil 
& Mine Supp 


Disillusioning? Not at all. On the cont 
mhdent cnough to t to go it alone. Smal 


For College Grads See ah in 


1} rdiimnit it 


OUTSIDE SALES < shown going over plans INSIDE SALES are Mr 
th Bob White, supcrintendent, and 


MecTeer's metier as it 
| ind Garland Davis, stock chance 
wn, at Grav Knox Mart 


to apply business administration idea 
maintam contact with customers 
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JANUARY: Your customers. manufacturers or repairmen, 


can order more with 


DO-MRO 


now. . 


Fowler. 


another lawver. relieves Fleischmann of NPA Administrator 


post... Renegotiation Board continues exemption 


of MRO supplies 


Henry H. Fowler 


Fowler Takes Over 
Fleischmann's NPA 
Administration Job 


Henry H 


trator since 


Fowler, deputy admin 
Sept. 10, 1951, suc 
ceeded Manly Fleischmann as NPA 
Administrator. Mr. Fleischmann re 
signed to give full time to the job of 
Administrator of DPA 

Mr. Fleischmann, Mr. Fowler 
lawver. During World War II 
he was assistant general counsel for 
the Office of Production Management 
and later for the War Production 
Board. In 1944 he became economic 
advisor of the U. S. Mission for Eco- 
nomic Affairs in London and special 
assistant to the Foreign Economic 
Administrator. 

Mr. Fowler was born in Roanoke, 
Va. in 1908 and was graduated from 
Roanoke College and the Yale Law 
School, where he served as editor 
of the Yale Law Journal 


Like 


is d 


in new regulation ay 


Review Ceilings 


NPA Loosens Rules 
On Use Of MRO Rating 


Your customers can do a lot more 
with their DO-MRO rating follow 
ing NPA’s amendment of CMP Reg 
ulations 5 and 7. Whether vour cus 
tomer is a manufacturer or a repair 
man, he can use the DO-MRO or 
the MRO allotment to ob 
tain matenals for “installation” of 
industrial equipment and houschold 
apphances 

The salient changes in CPM Reg 
5, which applies to your manufac 
turer customers, arc 

1. ‘Thev can now obtain materials 
they need for the “installation” of 
equipment in existing buildings on 
a pniority basis in the same way they 
now get their minor capital additions 
lhis means up to two tons of car 
bon 200 Ibs. of copper prod 
ucts and no aluminum, stainless stecl 
wx allov steel, for each installation, 
as far as controlled materials go 

The amendment 
length in defining “installation.” ‘The 
gencral idea is that “installation” as 
defined is not construction as defined 
in NPA Order M-4A. It 


setting up or relocating 


svmbol 


steel, 


gocs to some 


includes 
machinery, 
fixtures or equipment in a_ position 
for service and connection to exist 
ing service facilities. For example, 
a multiple drill is taken from stor 
age and set up on a production line 
But the installation has to be in a 
building, structure or project that al 
ready exists and the total cost of all 
the materials for the installation can 
not exceed $1,000 

2. Your customer can now estab 
lish separate minimum quarterly 
MRO quotas of $1,000 each—one for 
maintenance, repair and operating 
supplies; one for minor capital addi 
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installations.” 

The limitation on acquiring minor 
capital additions has been raised from 
$750 to $1,000. Or the customer can 
figure if 10 percent of MRO 
quota is more than $1,000, he can use 
that as his limitation for the quarter. 
There's no limitation on the amount 
of non-controlled materials 


tions, and one for 


his 


3. Your customer can now use the 
DO-MRO to get expendable 
jigs, dies and fixtures that he uses 
on production equipment which re 
eves you of a lot of hair-splitting 
It doesn’t matter whether he capi- 
talizes such items on his books or not 
Such procurement is chargeable to his 
MRO quota 

As far as Government agencies are 
concerned, operating supplics are now 
defined as any item which doesn't 
cost more than $50 or which is nor 
mally consumed within a year and 
is not carried as capital equipment 
on the agency’s books 

Steel, nails, wire and strapping 
used for packaging have been removed 
from the prohibited list. ‘This means 
your customer can now. use his 
DO-MRO for these items. 

Another change points out that if 
vour customer makes an “A” or “B” 
product for his own MRO use, say 
a jig, he must use the MRO symbol 
to get controlled materials and the 
DO-MRO to get non-controlled ma 
terials (threaded products, etc.) to 
make them rather than apply to NPA 
for an allotment or a rating 


tools, 


For Repairmen 


If any of vour customers install 
domestic appliances (television sets, 
refrigerators, stoves, washing ma 


109 
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chines, etc.) they ar 
repairmen for the 


now considered 
of CMP 
Reg This means they in get 
materials needed in their work on a 
priority basis 


purpose 


one vil vi ) ist 
thon tablishmen luring th ear 
bet t Ju hy ' ' 
them a parate units f ' pu 


pos of the regulati 


setting up or rel ition of appliance 
machine I juipm t 1 position f 
scrvi ' visting Hiding 
means that such imstallation 
curbed by Order \IE4A 
Adds Sched. 1 to ¢ VIP Reg 7 
listing the followimg materials and 
products for which DO-RE cannot be 
used—an hemical; nvlon 
fibers and van paint, lacquer and 
varnish; paper and paper products 
paperboard and paperboard products; 
and materials on List A, NPA Reg 


2 (for which no DO rating is valid 


You Self-Employed? 
Got To Report Pay 


If you'r 


basi 


1 sole owner or a partner 
in an orporated 
you have to report vour net self-em 
ployment income carned in 1951 on 
or before March 15 ] 
resented your first vear under. th 
amended Social Sccunty Act 
Unlike other workers 


the Act, the 


unin upply hou 


J Wary 


wered hb 
elfemploved don’t hay 
their carmings ported for them by 
someone cl Thev don’t share tax 
obligation with an empl r. If you's 
self emp! | ou will have to 
port u 7 


\ 


mings and pay von 
own tax tor Social Security purpos« 
Whi 1¢ when vou file vour 
mcom faux on befor Mar | 
All ep t 1 filed with th local 
Collector of Internal Revent 

Self-em) t ! vit] 
tain exception m ict 
derived { ; batetn ‘ 
a tax of 2} p t on all suct 
ing r S4 nd up to 
durin 

B f . \ fi] ur | | 
tax return (supposing vou qualify a 
self-cemploved) vou will need a S 
Security account number. You 
get a blank at vour Post Off 

Local Social Security offices } 
an explanatory booklet 
request explains vour right 
and obligations 


whi h 
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Renegotiation Board 
Retains MRO Exemption 


Ihe renegotiation picture, as far 
ou are concerned, hasn’t changed 

1 Lhe Renegotiation Board’s first 
ulation (Part 1455, Jan. 10) of the 
mtinues the exemption of sales 

f standard items such as nuts, bolts, 
ind other MRO supplies pro 


ded the items are customarily 
ught for “stock” and not “spe 
lly” for defense work. (See p. 110, 


January, INpustRiAL DistripuTion). 
\t the same time, the Board pub 


hed some proposed _ regulations 
which it expects to adopt as_per- 
manent this month after everybody 
has had a chance to look them over 
ind make suggestions for improve 
ments. The regulations, including 


Part 1455, were published in the Jan 
10 Vederal Register. Complete pub 
lication of the proposed regulations 


vill be made after the Board finally 
decides to adopt them sometime this 
month. Copies of Part 1455 may be 





DeMuth Relieves 
Marsilius At NPA 


Philip R. Marsilius, chief of the 
lools, Dies, Jigs & Fixtures section, 
Metalworking Equipment Division, 


NPA, has returned to Producto Ma 
hine Co., Bridgeport, Conn., after 
erving nine months with NPA. Mr 
Marsilius is vice-president of his 
ompan 

J. J. DeMuth, president of the 


American Society of Tool Engineers, 
taken over as section chief. Mr 


DeMuth 


was formerly a_ consulting 

neineer at Ehrhardt Tool & Mach’y 
ind plant superintendent for 

S] hh St. Louis industrial supph 


J. Hf. Butcher 
d Machin 


head of the Formed 
1 Products Branch, Gen 
t Components Division, has re 
ined Butcher Mfg. Co., after finish 


ic his term. His post was taken 
by Rav C. Waterman 
Other changes in the same branch 
\l A. Binkerd, Buffalo Bolt, 
Robert FE. Black, National Screw 
\ife. Co., as chief of the Bolt, 
ut and Solid Rivet section; L. S$ 
Iwell, Western Automatic Machine 
v ( for Malvern A. Mather 
llen Mie. Co., as chief of the Screw, 


\ 

S 

S 
\ 
I 


ubular Rivet & Washer section 


INDUSTRIAL DISTRIBUTION © FEBRUARY, 1952 


obtained from Superintendent of 
Documents, Government Printing Of- 
fice, Washington, D. C 

Part 1455 spells out how to de- 
termine whether sales (1952) 
of maintenance, repair and operating 
supplies to defense contractors or sub- 
contractors are renegotiable, and the 
instructions are similar to those pre- 
vailing for determining 1951 sales. 

Part 1470 of the proposed regu- 
lations should be studied carefully. 
The regulation describes the pro- 
cedure for filing financial statements 
with the Board. Evervone who has 
a Government prime or sub-contract 
subject to renegotiation (your rated 
MRO business may come under this 
requirement) must file a statement. 
Even if your gross renegotiable reve- 
nue is less than the $250,000 limita- 
tion, you still must file. 

The statement forms are being 
printed now and will come in two 
parts. If your fiscal year ended on 
or before Nov. 30, 1951, you must 
file the first part by March 1. If 
it ended on or before Dec. 31, 1951, 
the form has to be filed by April 1. 

The first part of the statement is 
primarily a preliminary report of your 
renegotiable business. You then can 
defer filing the second part of the 
form “until the first dav of the sixth 
calendar month” following the end 
of vour fiscal vear 

Che Board is establishing regional 
offices in New York, Washington, 
Chicago and Los Angeles to work di- 
rectly with contractors and subcon- 
tractors subject to the Act. An Office 
of Procurement Affairs has also been 
created to maintain liaison with af- 
fected so that procurement 
mav not be impeded bv renegotiation. 


your 


lencies 


Lockers & Shelving 

Q. Can I use a “DO” rating under 
sec. 5, Dir. 1 to CMP Reg. 6 to 
obtain lockers, shelving and partitions? 

A. As to lockers and shelving, no; 
they're not production equipment 
or building materials or equipment 
iccording to the regulation. As to 
the partitions, that depends For 
example, partitions installed in a 
building to create small rooms out 
of a large space may well fall within 
the “building materials” classification. 





Allotment, “DO” 
Symbols List Is 
Changed By DPA 


It’s time to bring vour list of allot 
ment and “DO” symbols up to date 
DPA just issued a revised list which 
must be used by government agencic 
in authorizing production 
struction schedules 
allotments of controlled materials 
The previous list sued Nov. ¢ 

Revisions include 

1. Addition — of ( 
Department) in 
programs for 
tions 

2. Addition of ““C-8” (Defense De 
partment) for Navy-controlled 
rial warehouse programs 

3. Addition of “7-2” 
working Machinery & Equipment 
Div., and Commerce Department 
field offices) regulated by Dir.3, NPA 
Order M-1; Dir. 1, NPA Order M-5 
and Dir. 2, NPA Order M-11. (See 
Washington Bulletin, January 

4. Addition of “W-5” for distri 
bution of controlled materials to r 
tailers. (NPA Order M-89) 

5. Clarification of ‘“7-8” 

“7-8” was listed originally as an 
allotment symbol which it is not. It 
is now changed to read “DO-Z-8” 
to emphasize that the svmbol is for 
use in basketing small orders for non 
controlled materials, but it is not for 
use in basketing controlled materials 
orders 


ind con 


, 
ind in’ making 


Vas 1 
Defense 


utilities 
and sta 


repair and 


posts, camps 


mate 


NPA Metal 


ACM Order Needed 
For Oil Tubular Goods 


Distribution 
country 
without an authe 
terial 
2, NPA Order 


cannot deliver oil 
tubing and drill pips 
ontrolled ma 
cording to Scheduk 
M-6A which be 


casing, 
rized 
order 1 
ame 
effective Jan. | 

The distributor's privilege of re 
fusing deliveries of these goods in 
excess of specified tonnages during 
any single week is canceled also. The 
tonnages were found to be too smafl 
to meet minimum 
drillers 

Canadian distributors 
fected by the order as they can make 
deliveries only under instructions 
from the Canadian Government. 


requirements of 


aren't af 


Check Your Ceilings; 
They Might Be Low 


If vou followed the 
Machinery & Mfd 


Goods 


to let situation 


WSB Health, Welfare 
Policy Outlined 


If you are planning to establish 
health and welfare plan, or 
iltering vour old one, you had better 
study over GWR 19 and Resolution 
7S issued by the WSB. The regu 
lation lists and defines the benefits 
covered and outlines the procedures 
by which they self-admin 
istered 

The benefits are: temporary dis 
ibility, hospital expense, surgical ex 
pense, im hospital medical expens¢ 
ind death benefits on a group term 
basis, including accidental death and 
dismemberment benefits. The reso 
lution tells you how vou can estab 
lish or improve a plan 

Generally, if the proposed plan 
onforms with the regulation and res 
olution’s need report it 
to WSB on a prescribed form, wait 
30 davs and, if you don’t hear from 
them, put it into effect. (The forms 
will be available at Wage-Hour Di 
visions but must be filed with the 
National WSB in Washington 

For example, to fall into the self 
idministered aréa, your proposed plan 
cannot provide: (1) under temporary 
disability. benefits, continuation of 
benefits bevond 26 weeks; (2) under 
hospital expenses, any unusual type 
special nursing, private room, 
blood plasma, tuberculosis, 
1 mental treatment for more 

each 

Th ire 


vou correct the 





cw 


can be 


rules, you 


uch as 
nervous 
than 30 
onfinement, or rest 
milv a fe 


ures 


w of the criteria 


What Rating? 

Q. A textile customer wants to buy 
1 lathe, cost about What 
rating can he use? 

A. He can use a “DO-MRO” 
A lathe is a minor capital addition 
under CMP Reg. 5 as amended 
Dec. 20 which boosted the limit of 
such additions from $750 to $1,000. 


$950 
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onginal text of CPR 67 
you mav have set your ceilings too low 
i possibility if you followed the letter of the original order 
if Price Stabilization just amended the regulation (Amend 


Retailers’ Ceiling Prices for 
That's 
But, the Office 
7, CPR 67, Jan 12) 


CPR 67 governs the setting of ceil- 
ings on virtually everything you sell, 
from augers to machine tools, at the 
distributors’ level. Originally, it stip- 
ulated that vou should use the dis- 
counts or percentage markups that 
you LAST realized during the period 

April | through June 24, 1950—in 
computing your ceiling prices 

Ihe amendment changes that to 
the HIGHEST percentage markup, or 
LOWEST discount, that you realized 
during the same period rather than 
the last 

If you prices fluctuated on the 
lower side during that period, it is 
to your advantage to make a study 
of Amendment C, CPR 67. If they 
didn’t, vou have little to do 

Since the issuance of CPR 67, back 
in Aug. 21, 1951, OPS learned that 
during the April-June period, some 
distributors used several different per- 
centage markups or discounts in set- 
ting selling prices for the same com- 
modity. As a result, in some cases, 
the percentage markup or discount 
on the last sale reflected unusual 
circumstances 

Another change was in the provi- 
sions permitting sellers to apply to 
OPS for a ceiling price. Instead, 
sellers are permitted to apply for a 
price determining method. This 
change will give new distributors the 

ime type of margin pricing as the 
regulation provides for distributars 
who were in business during April 
June 1950 

By the token, distributors 
seeking OPS approval of their price 
determining method won't have to 
file a report with the National OPS 
office. Thev can be filed with the 

district office servicing the 
Ihe change will remove the 
bother for distributors who may have 
had to file reports with two offices, 
let alone the relief it offers to the 
Washington OPS office 

If you handle accessories for sup- 
porting concrete reinforced bars and 
wire concrete reinforced mesh, it may 
be pertinent to know that these items 
are covered now bv the distributors’ 
ceiling price regulation—CPR 76. 


saTnic 


nearest 
irea 


WwW 
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Price Stability Of 
Industrial Diamonds 
Is Being Studied 


nporters and mal 
nimittes 
OPS in the deve 

ents pricing 

f krank I 

p.); L. HEM 
ind Will im | 
& Mullins Co 
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then many 
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level About 95 per 
the total world production of 
i] diamonds is marketed by a 
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Civil Defense Gets 
Priorities Assistance 


Lhe Federal Civil Defense Adminis 
tration may now permit local civil de 


tense organizations to use the 
ind DO)-1 


building 


DO-F-1 
construction of 
structures or projects to be 
used exclusively for its own purposes 
id to make allotments 
ratings under CMP 
struction 


ratings for 


and 


Reg 8) 


assign 
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Industrial Supplies 
Allotments Hold Up 


Second quartet 
trolled materials to 
mdustrial supphies arc 


illotments of 
manufacturers Of 
ibout the 
first 
table of 
Defense 


con 


Sallic 
1 they were in the 
cording to the 
issucd bv the 
Administration This happened in 
pite of the fact that DPA made a 
ittempt to keep allotments 
itive in view of the 


quarter, 
illotments 
Production 


realistic 
conser mtici 
pated supph 

In most 
ter allotments on an 
than in the first quarter 
even though the supply estimates arc 
higher. Officials explained that the 
goal is to make sure that every allot 
ment passed out by DPA or NPA can 
get on mill schedules 

Vhe important thing about second 
quarter allotments is not the greater 
take of the military, but in slight in 
creases for general components and 
gencral industrial equipment—indus 
trial supplies. Some think that these 
ire potential trouble spots not only 
for direct military goods but also for 
high priority industrial expansion pro 
grams and the machine tool industry 
is well 

Increase for the Marntime Admin 
istration’s shipbuilding program was 
ubstantial 

The cut in) consumer durables 
goods was 10 percent and the copper 
ind aluminum cuts to automobile 
manufacturers mav hold their pro 
duction down to $00,000 cars instead 
of the 930,000 indicated bv the 
illotment of steel 

Of interest to 


other cas¢ second quar 


over-all basis 


ire smaller 


you, as an indus 
trial distributor, is DPA’s comments 
on the allotments 

1. The real needs of the 
Department and Atomic 
Commission were met to the extent 
that they were related to available 
products and components; were ap 
propniately scheduled and _ reflected 
conservation of scarce materials 
wherever possible 


Defense 
Energ\ 


2. Increased allotments were made 
to assure an adequate production of 
common components to support a 
balanced production of end-items 
The demands for components of all 
tvpes 1s imcreasing so sharply that 
more material had to be provided to 
insure the completion of authorized 
construction projects and new indus 
trial plants as well as essential indus 


trial machiners 

The three 
lot) controlled) materials to 
facturers of industrial 
General Components, General Indus 
trial Equipment and Metalworking 
Machinery 


Marine MRO Order 
Limitation Relaxed 


Your water transportation custom 
now use the DO-R-9 rating 
to get minor capital additions up to 
$1,000 cach during the first quarter 
This was made possible by Amend 
ment 1 to NPA order M-70 effective 
Jan. | The previous limitation was 
$750 cach 

The DO-R-9 is used as an MRO 
rating by operators of any domes 
tically-owned American flag vessel on 
inland waterwavs, or Great Lakes, or 
in coastwise, intercoastal or 


divisions of NPA which 


Manu 


supplies are 


ers Can 


scagoing 
not mclude Coast 
Guard or Defense Department ves 
sels; or floating equipment owned by 
i railroad when the MRO is supplied 
or performed by the road; or vessels 
operated exclusively for pleasure 


Corporate Income 
Tax Interest Set 


Deliver Gal. to Ken Revnolds 


SCTVICE It does 


If your firm is a corporation and 
has any unpaid federal tax instalments 
due either Jan. 15 or Keb. 15, even 
though the return is filed later under 
the general extension granted by the 
Bureau of Internal Revenue, it has 
to pav 6 percent interest. Corpora 
tions with taxable vears ending after 
Mar. 31, 1951, but before Dec. 1, 
1951, were given until Mar. 15 to 
file returns. You can avoid interest 
charges by making advance payments 
to the nearest Collector 


Customer Wants Copper 


Q. A customer who installs appli 
ances wants to know how it can 
secure copper wire to install new 
appliances. 

A. He can apply a “DO-MRO” 
rating to his order or the “MRO” 
allotment symbol. 





A MESSAGE TO AMERICAN 


INDUSTRY @ 


one oF A SERVES 


HOW TO HELP BRITAIN 
...and Ourselves 


The purpose of this editorial is to help Win- 
ston Churchill obtain the aid Britain needs 


(1) to weather her present financial crisis, 
and 


(2) to avoid a chronic recurrence of such 
crises. 


This is not a philanthropic purpose. 


Britain is our staunchest ally in the free 
world’s continuing fight for survival. She can- 
not perform her role effectively if she is 
broke, or if she careens from one financial 
crisis to another. 


Then, too, a nation such as ours—commit- 
ted to private enterprise as a way of economic 
life—has a special interest in helping Winston 
Churchill to help Britain. His administration 
is relatively friendly toward private enter- 
prise. Should he fail, he would be replaced 
promptly by a Socialist government more 
hostile than ever. And that would weaken 
the standing of private enterprise in the free 
world. 


Cause of the Crisis 


It is the drive of the Western World under 
our leadership to rearm against Russian ag- 
gression that has precipitated Britain’s finan- 
cial crisis. It set off a scramble for raw mate- 
rials from which armaments could be made, 
and for many other materials that might be 


short in the event of war. So the prices of the 
things that Britain must import—mostly raw 
materials—have been boosted more than the 
prices of things she can export—mostly fin- 
ished products. That leaves Britain short of 
funds to pay for essential imports. This diffi- 
culty increases as the necessity becomes more 
urgent to divert industrial effort from produc- 
tion for export to production for security. 


The Basic Trouble 


Although Britain’s immediate crisis was 
touched off by the rearmament drive of the 
Western World, her basic affliction is one 
from which she has suffered since the end of 
World War II. Stated in its simplest terms, 
Britain does not produce enough goods to pay 
her own way as one of the family of free 
nations. 


For years this deficiency in home produc- 
tion was made up by income from shipping 
and overseas investment. But Britain had to 
sell a large part of her foreign investments to 
finance her heroic part in World War II. So 
her income from that source has been greatly 
reduced. And, in spite of an increase of about 
a third above prewar in her own production 
of goods and—thanks to a continued “auster- 
ity” program—a much larger increase in her 
exports, Britain still is not paying her own 
way. 











Two Ways to Solvency 


Britain has two ways to restore her sol- 
vency. One is to cut down on what is con- 
sumed—the belt-tightening process. The other 
is to step up British production. 


To surmount the present crisis, Mr. 
Churchill has asked for some cutting down. 
He probably must ask for more. 


Except as a stop-gap expedient, however, 
more cutting down of Britain’s consumption 
is clearly a dangerous course. That would 
further depress a British standard of living 
which, not more than half as high as ours, 
already is too low. Politically such a course 
would grease the skids for Winston Church- 
ill’s administration, even now governing by 
a wafer-thin parliamentary margin. Also, as 
The (London) Economist remarks, the “lazy 
expedient of cutting trade” would result in 
“hurting other people and forcing them to 
take similar action’ —by cutting the market 
for their products, 


The Only Cure 


The best and, in fact, the only way to help 
cure Britain’s economic ills is to help Britain 
produce more. Here the technical possibilities 
are encouraging. On the average, the British 
industrial worker produces only about 40 
percent as much a year as the American 
worker. That is a British estimate, made by 
Sir Ewart Smith. 

Wider use of better industrial methods and 
modern tools and an infusion of the compet- 
itive incentive into British industry — to re- 
place the cartel and other restrictive practices 
— would go a long way to narrow this wide 
gap in worker productivity. This is the con- 
sensus of experts on both sides of the At- 
lantic. 


Since 1948 the Anglo-American Council 
on Productivity has done much to encourage 
output per man-hour in Britain and to foster 
this doctrine with both labor and manage- 
ment. But much yet remains to be done. 


In the United States it is increasingly sug- 


gested that before we give Britain any more 
economic aid we should insist that everything 
possible be done to exploit the technical pos- 
sibilities of increased production. This em- 
phasis on production is needed. But if we 
Americans were to impose upon the hard- 
pressed British people conditions that could 
be construed as an affront to a friendly and 
sovereign nation, we might well put into the 
hands of a masterful rabble-rouser such as 
Aneurin Bevan, the anti-American leader of 
the Labor Party’s left wing, a campaign issue 
on which to maneuver himself into the Prime 
Ministership. 


Churchill Can Insist 


But Winston Churchill is not so handi- 
capped as we should be in imposing prereq- 
uisites of further aid. As Britain’s own, most 
honored leader he will raise no touchy ques- 
tions as to Anglo-American relations if he 


insists that Britain have firm plans to cure her 


economic ills, plans sharply focussed on ways 
and means of increasing Britain’s industrial 
efficiency. 


By presenting a convincing plan tocure 
Britain’s recurring crises through great- 
er production, Mr. Churchill will greatly 
facilitate the process of getting the aid 
his country must have. He will also re- 
move an increasingly dangerous element 
of dissension in Anglo-American rela- 
tions—the feeling of many Americans 
that more aid to Britain is more money 
down the drain. The way to counter that 
feeling is to come up with a prescription 
for an economic cure, not a request for 
another economic poultice. 


Technically, such a program is entirely 
feasible. It will perhaps be the supreme test 
of Winston Churchill’s statesmanship to make 
it politically feasible as well. 


In the interest of Britain, of the United 
States and of the whole free world, we wish 
him all success. 


McGraw-Hill Publishing Company, Inc. 








This ad appears in leading business papers 
TO HELP YOU SELL OSBORN BRUSHES 








Heard about these ways 


7 
to find manpower? 
blud cut costs | Every manufacturer should know about this brush 


.. the Osborn Master® Strip. In its more than a thousand forms, shapes and 


sizes, this power brush . at the push of a button 


skilled hands 


and slashing costs 


. is doing jobs formerly re- 


quiring many It is boosting output, improving product quality 
1 g g BR 1 


Master Strip can be used in special mountings—straight, curved or coiled ina 
helix. Its fill material can be wire, hair, fibre, textiles or synthetics in trim lengths 
from 1 to 10 inches. It comes in any length up to 120 inches. Name your problem 


—cleaning, scrubbing, finishing or many others. It can be matched to your job! 


The nearby Osborn Brushing Analyst will gladly study your manufacturing 
operations and explain how you can benefit with this versatile tool! Call today 
or write The Oshorn Manufacturing Company, Dept. 620. 5401 Hamilton Avenue. 
Cleveland 14, Ohio. 


Osbou Brus 


OSBORN POWER, MAINTENANCE AND PAINT BRUSHES AND FOUNDRY MOLDING MACHINES 


SCRUBS STEEL. Master Strip wound 
helically around a steel core becomes 
Brush. Here 
it scrubs strip steel preparatory to elec- 


an Osborn Heli- Masters 


trolytic tinning. In this mill, six of these 
Heli-Master Brushes clean the strip at 
1500 feet per minute, working around 
the clock. 


PREPARES GLASS. Here Heli-Master 
brushes clean glass and apply a uniform 
film of binder for silvering compeund. 
Replace hand operation. Steps up mirror 
production and cuts rejects. 


KILLS STATIC. These brass wire Strip 
Brushes are used in a tea-bagging ma- 
chine to remove static from the bag 
paper. Speeds filling and sealing of bags. 





WHAT'S YOUR PROBLEM? 
The Osborn Brushing Analyst 
nearby will gladly help. Call 
him today! 
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Supply Sales Trend 


Final Figures For November 1951 
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NEW ENGLAND 


Connecticut 


Maine +10% | +49% 


New Hampshire 
Rhode Island 


Vermont 


MIDDLE ATLANTIC 


New Jere +183% | +49% 
Pennsylvania 


SOUTH 
Delaware 
Florida 
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Maryland +4.% +) 2% 
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South Carolina 
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EAST NORTH CENTRAL 
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i -10% | +10% | +35% 
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Precision Results 
on Production Threading 


No. 902 “RAPIDUCTION’ BOLT MACHINE 


equipped with lead screw and semi-automatic revolving die-head 


@ Call this machine to the attention of your customers who thread production 
quantities of bolts in the standard range N.C. 12” to 2”... or 12 pitch and finer 
2" to 244". The machine also has a pipe or nipple range of 4” to 2”. 





You can assure your customer of precision results. The machine is equipped with 
a semi-automatic revolving die-head and lead screw.* Both are synchronized to 
trip automatically at the finish of the thread by electric solenoids. The machine 
—not the operator—controls the accuracy of the threads. 


It will pay you to get full facts on this ultra-modern threading machine. Write: 


THE OSTER MFG. CO. © 2041 East 61st Street, Cleveland 3, Ohio, U.S.A. 


View at left shows lead screw change 
pitch gears in the No. 902 “RAPI- 
DUCTION” Bolt Threading Machine. 
*(Machine can be furnished without 
lead screw if desired.) 
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EAST SOUTH CENTRAL 
Alabama 
Kentucky 
Mississippi 


-9% 


‘Tennessee 


WESI 

Nebraska 
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North Dakota 
south Dakota 
Utah 


Wyoming 


Arizona 
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Compared with 
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Compared with 
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November 1951 
Compared with 
November 1950 








-| 1% +13% 


+18% | +28% 


+( % +] 9% 
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The Year 
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pages next month you will find the Annual 
of Distributor Operations—1950-195] his 


of sales and operations of 
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r ty 
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ps, will give you 
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average 
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ige distributor 


Behind Us 


How many employees did the average distributor 
have in 1951? 

What are the most pressing problems of the 
industry? 

With these questions and others answered for you 
in the March issue, vou will be able to measure the 
performance of your own company in relation to firms 
icross the country lhe annual survey helps you to 
evaluate the vear behind us—to keep abreast of industrial 
supply trends—to see your own firm’s activities in the 
light of the average distributor's business for the past 


two vears. In March, in INpusrRiAl 


DISTRIBUTION. 
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Is higher production your aim? 


Then Yarway is your steam trap. Best steam 
trap performance requires condensate drainage p/us— 


PRODUCE 


ORE 


WITH 


YARWAY 


ee 
a * 


1. Air and gas removal. 


2. Velocity scrubbing of condensate from 
heat transfer surfaces. 


3. Keeping highest average temperature 
in the equipment. 


Yarway Impulse Steam Traps do all this, 
sending the most premium B.T.U.'s at top 
temperature into your process or product. 


That's why equipment drained with Yarways 

gets ‘hotter, sooner’’ . . . why better quality and higher 
production rates are so often reported, 

and at lower steam consumption per unit produced. 


The Yarway “Impulse’’ design makes this possible— 
also makes possible small size, only one moving part, 
straight-through piping, low cost, low maintenance, 

. . and it’s good for all pressures. 


Socenesoono ey 





_ Over 750,000 Yarway Impulse Steam Traps have 
| already been installed. You can buy them at a nearby 


| industrial distributor—216 sell Yarways. 


2. 





ago "YARNALL-WARING COMPANY 





T E* 11) Mermaid Avenue, Philadelphia 18, Pa. 
wa . 
orrn ear + - . 


™/~ 
Re eS aA SH Tth 
sea Sig oauguna } 
— 

J 


—— a ——__—_—}___—} 
FREE OFFER | 
Don't take our word for it. 
Test Yarway's production advantages in your 


Vv 
alate pn YARWAY the steam trap 
designed with production 
in mind 
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The Outlook For Business 





HEADED UPWARDS Here’s where business is headed in 1951: 


Business as a whole will carry on at high levels. Gross National Product (the 
sum total of everything produced in the country) will climb — — 4 or 5% this year. 


Manufacturing and mining output may go up as much as 7 or 8% during the year. 
Biggest rise will be in defense industries, and recently depressed soft goods lines. 


But that doesn’t mean soft going for everyone: 


Just as in '51, many companies will wonder where’s the boom they heard about. 
Textile and consumer goods industries ——last year’s inventory recession victims —— 
are digging themselves out. But — — Material shortages will hit harder this year —— 
particularly small companies in metalworking fields. Customer shortages may crop up 
for companies whose products are used in residential construction. 


COMPETITION’S ALIVE And competition may increase in many lines by year’s end. 


Business would be highly competitive right now except for the forced draft under 
business activity, both from government defense spending and business capital spend 
ing on new plant and equipment. 


Signs are that defense spending will run behind earlier expectations. And while 
capital expenditures will be record during the year’s first half, they may not be as 
strong at the end. If these two spenders ease off, business may find itself scrambling 
for customers. 


So let’s take a close look at defense and capital expenditures. 


Defense. Official guess is spending will increase about $1 billion a month. May- 
be spending will be more than $60 billion by year’s end. That’s a big drop from amounts 
talked about earlier ——then said to be up to $70 billion. 


Barring new war scares, the $60 billion may be the program’s peak. Cutbacks in 
the spending program could be effective by early '52. 


That means defense spending rise will not require as much buildup of plant, 
equipment and inventory as up to now. 


PEAK SPENDING DUE Capital expenditures. Business spending here will probably hit an all time high 
in the first half of '52. You’ll get McGraw-Hill’s full report on its capital expendi- 
tures’ study for 1952 soon. 


The Federal Government will buy plenty of capital goods for the first time since 
World War II — — new tools for defense plants and arsenals costing between $3-5 bil- 
lion. Atomic Energy Commission schedules spending of at least $1 billion on new 
plant and equipment. 


BUT even so, capital goods demand may peak out this year — — and there are no 
guarantees thereafter. 


Business Outlook’s quick roundup for rest of '52. 


Consumers may spend a little more freely this year. Now they’re buying more food, 
less apparel, homefurnishings and automobiles. 


General price level probably won’t rise more than 2 or 3%. Industrial prices, in 
particular, will rise more ——3 or 4%. 


Business inventory splurges are unlikely —— if customers stay choosey. Defense 
work in process may increase all business inventory gradually. 


Most construction’s basic demand is strong. When mobilization lets up a bit, look 
for rising activity here. 
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‘Nat always tries to be in tune 


With all your fastener needs 
And when it comes to packaging ** 
Most folks aqree: ‘Nat’ leads ! 








*“National’s” snappy black and red packages 
are tops in the fastener field from an 
appearance and merchandising standpoint. 
Colorful, color-coded labels .. . easy to 

read, easy to identify ... help you find the 
kind of fastener you want in a hurry. 


Other ‘National’ products include: HODELL CHAINS * CHESTER HOISTS 


THE NATIONAL SCREW & MFG. COMPANY J Vaden? ' 
Cleveland 4, Ohio 
Pacific Coast: National Screw & Mfg. Co. of Cal. 


3423 Sevth Garfield Ave., Los Angeles 22, Cal. 





INDUSTR'AL DISTRIBUTION © FEBRUARY, 1952 








“Selling Is My Business” 


sell heavy? . . . Plug inside and outside cooperation? .. . 


S-in. grinding whecl that had been 
gouged out. 
A balanced stock, in Mr. Davis 


9 
view, would be adequate to meet the 


market, depending on expected turn 
over; the shorter the period (30-days) 
the faster the anticipated turnover 





THOMAS W. DAVIS: 


Heavier You Stock, 
The More You Sell 


+ 


rding ¢ Phoma W 


ilesman at The Henry 





branch in Charlotte, N.C. ©, FRANK SPRINGMAN: 
lanced stock in help you in 
it th yarticular time 
nor 
1 it work time and again Don’t Sell 
ill you and begin to Cooperation Short 
t f item expecting to 
frequent ‘haven't ‘got it in \ successful salesman for Herr & 
titing to be told ‘deliveri c Inc., Lancaster, Pa., for many 
ite—anvwhere from six week profitable years, C. Frank Springman 
Imagine his surprise when ounts cooperation as his greatest asset 
t it,’ ‘got it,’ or ‘can n the selling gam« 
sum ou want’ birst,” he say vork in close co 
| the largest part ration with vour iles manager 
makes inquiries on There's a reason for the position he’ 
t the whole order—if you'r n and for the authority he hold I 
t that 1 regard mv sales manager, E.. J. Weber, 
1D nana to be “on hi highly, and we do our best to work 
t of the tim i keeps up together. It works out fine for me a 
heat different nam vell as for him.’ 
| } thev ar ompa The ond point of cooperation 
try t nvert a user of an tressed by Mr. Springman is in deal 
f to tl ne Walk ng with istome! Make every 
id st ffort to get merchandise to him a 
busing like wa ( kh iS possible 1 comeback an 
titutions possible with differ lers is usually the result.’ 
oduct ising end mills, f CX leamwork in dealing with spe ilt 
to d ' }, vhere + drill men ’ ko emphasized b \l 
quite make the grade Hle ha Springm n You do vour best work 
r knowledge. too. of machine for vo ustomer when vou'r | 
makedo nd emer ) t it crating th th pce ilt man—work 
himimin up a bearin I tl mid customer prob 
down t 1 smaller O. D. an ms ar lved sooner.” 





e ec e Dol stock heavy to 


Make use of stepping stones? 





™ 
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JAMES A. ATCHLEY, JR.: 


Hardware Salesmanship 
Is Stepping Stone 


James A. Atchley, Jr., prepped for 
his selling job at the Industrial Belt 
ing & Supply Co., Knoxville, ‘Tenn., 
in the wholesale hardware business 
ind believes it’s a good stepping stone 
to industrial supply selling. Once you 
get the idea that your customer is a 
consumer’ and not a reseller, vou be 
gin to know how to adapt your selling 
technique ; 

Industrial buvers, Mr. Atchlev savs, 


nerally know what thev need and 


vant; dealers are not so sure and, any 
vav, thi vant something thev can 
sell. It tak more personal equip 
ment—knowledge of products and ap 
plication t ll industrial supplies 
| ise industrial buvers expect ser 
Manufacturer’s field representa 

t literatu ind manual help 
Mr. Atchley studied business ad 
ministration t tl University of 
| n¢ pent 44 months in the 
Army and werked and sold for a 
] ] } 1 t n for two vears. 
i through mail, stock, claims and 
tments, insid | outside sales 
| if tioned background is 
ible for the industrial supplv sales 


man in dealing with customers and 
providing them with service and in 
formation. Once oriented to the in- 
dustrial supply firm’s policies on such 
matters, the salesman going over from 
vholesale hardware to industrial sup 
) in dispense with much of the 
nside training, getting out on the 
T vad qui ker 
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There are many types of couplings — 


CAPITOL 
makes them ALL 


As coupling specialists, we take pride 
in furnishing the right coupling for every 
need. That's why you can specify Capi- 
tol couplings for every job. 

























Capitol couplings are made to the speci- 
fications of the Association of American 
Railroads, the American Iron & Steel 
institute and the American Petroleum 
Institute. 





Save time. Have Capitol’s complete price | 
list No. 1250-C handy at all times. You'll 
always find the right type of couplings 
available, quickly. Shipment can be 
made promptly from stock. Whether it’s 
a special or a merchant, Capitol can sup- 
ply your emergency as well 
as regular stock require- 
ments. 


Capitol has served industry 
through recognized whole- 
salers for more than a 
quarter century. 





SAVE ON INVENTORY— 

order Standard Merchant Cou PROm 

plings cartoned at no extra cos!. SH IPm 
ENTs: 


TOL 


MFG. & SUPPLY CO. 
COLUMBUS, OHIO al 


‘ 


GET OUR NEW SPECIFICATION 
SHEET NO. 451-C 
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...Pleading 
your cause 


Bisives making a product of superlative quality and exceptional value, 
Nicholson goes “all out” with persistent advertising that keeps driving those 
advantages home to both industrial and individual file users. No other file 
brands in the world are given such high visibility through the printed word. 
Here is the scope of the Nicholson advertising program contemplated for 1952: 





Industrial Consumer No. of No. of Industrial Consumer No. of No. of 
Publications Insertions Ad Impressions Publications (Cont'd) Insertions Ad Impressions 


American Machinist .... . 13 368,000 Indus. Equip. News .... . 12 796,700 
Factory Mgt. & Maintenance . 6 317,500 
ee eae 257,500 General and Misc. Publications 
CO oc oc Se em 12 286,000 The Saturday Evening Post . . 1; 51,934,600 
Machine & Tool Blue Book . . 11 403,200 Popular Mechanics. ..... 14,258,600 
Mili @ Pactory ...2 see cee 6 242,300 Popular Science ....... 6,380,500 
Modern Machine Shop . . . . 12 459,200 Mechanix Illustrated ..... 5,720,900 
New Equipment Digest . . . . 12 783,900 RATE: 6. 0 es ea. 4 608 62,300 
Production Eng. & Mgt. ... 6 136,200 TO cae eee i eS 60,700 
i, ee ee | 155,900 Southern Lumberman .... 37,200 
Purchasing News ...... 6 73,600 American lronsmith .... . 28,300 
Mc aa2etanrek ee © 223,700 Indus. Arts & Voc. Education . 194,700 
Grand Tetal . ... 83,181,500 


sos, NICHOLSON FILE CO. « 42 ACORN STREET © PROVIDENCE 1, RHODE ISLAND Qe 
@. 8. a. In Port Hope, Ont "or 
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Utica Drop Forge Offers Distributors Meet With New York Belting 


Ten Annual Scholarships 


ids 


ntral States Distributors met in Chicago recently, under the sponeere hip of 
New York Belting & Packing Co., Passaic, N. J. Subjects for discussion wer 


} 


ely by distributor 


f Central States distrib- for 1952 by F. E. Tilley, manager of 
New York Belting & advertising and sales promotion. 
N. J., was held Following this, the meeting was 
Ihe meeting, under the chairmanship of Robert F. 
manufacture Jefferies, Allrubber Products & Supply 
meeting for the Co., Milwaukee, Wis« 
Discussion covered matters proposed 
r remarks and statement of olely by the distributors. Among 
made by B. F. Ruether, them: warehouse stocks and_ service 
This was followed by interchange of distributors stocks be 
manufacturer's tween themselves to avoid duplication; 
iles promotion plans — sales promotional ideas; methods for 
increasing rubber goods sales; instances 
e e + 7 . of o ry ( r SUCCESS I no \ : 
J. H. Williams & Co. Entertains Distributors =i..." en Pe Ps 
: ’ NYB & P products; factory shipments; 


and, getting maximum returns of 





sales of remnants 
Ihe following distributor orgam 
zations were represented: Allrubber 
Products & Supply Co., Milwaukee, 
Wis.; Fort Wayne Pipe & Supply Co 
Fort Wayne, Ind.; A. L. Holcomb 
Co., Grand Rapids, Mich.; Indian 
polis Belting & Supply Co., Indian 
apolis, Ind.; ‘The Midwestern Rubb 
-o., Cleveland, Ohio; The Northern 
»., Saginaw, Mich. W. S 
Minneapolis, Minn.; Or 
Evansville, Ind.; Semmel 
wre William C Harck I meyer 0 — Louis, Mo.; Shields 
ted, sales smmeer: and 1. S “sy yber Co., Chicago, I1.: Shields Rub 
eR wal les Tides ber Pittsburgh, Pa.; Uland Rubber 
& Co. Purpose of the & Suppl Co. Louisville, Ky.; and 
play the full Williams line Welton Rubber & Asbestos Co., De 
troit, Mich 
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Outline Sales Plans for Rust-Oleum Corp. 


re outlined at this s 


Ill. 


plans at its an 


Rust-Oleum Corp., Evanston, 
its 1952 sales 
nual sales 


Robert 


dent, explained sales 


utlined 
meeting in Evanston 
company presi 
objectives The 
three-day meeting included a tour of 
the company’s recently completed ad 
ditions to its Evanston plant. 

(hose in attendance were: John 
Winter, Albert Ahlff, A. H. Empson, 
Otis B. Casanova, J. Olin Jones Sr., 
Amold Hofftmever, manager, sales re 
search and development, H. Wallace 
Edwards, ‘Ted White, Warren Risk, 
and U. Stanley Ackles 

Also: Paul Moffit, Donald Fergus 


Fergusson, 


McGregor Succeeds Father 
As National Twist Head 


Newly-elected president of National 
Iwist Drill and ‘Tool Company of 
Rochester, Michigan is Howard I 
McGregor, Jr. He succeeds his father 
Howard L. McGregor, Sr., 
becomes Chairman of the 

The ce 1 49-year-old manu 
facturer of rotary metal cutting tools 
Products include twist drills, reamers, 
counterbores, mulling 
ind special tools, and a complete line 
of taps made by Winter Bros., a ‘sub 
sidiary Home plant and offices of 
the company are at Rochester, Michi- 
gan, with factory branches in New 
York, Chicago, Detroit, Cleveland, 
ind San Francisco 


who now 
Board 


Mmpany 1s 


cutters, hobs, 


McJunkin Changes Name 


Che name of the McJunkin Supply 
Co., Charleston, W. Va., has been 
changed to McJunkin Corp. The 
company stated that the former title 
was no longer indicative of the full 
cope of its business 


$s meeting oO 


son, vice president, L. J. Rumig, R. J 
Zobel, Phil Webb, James Boren, Lec 
Hull, Earl I and J. H. Moran 

Also: Harry Barth Randt, 
Charles McGee, J. R. Baker, Paul 
Harkonen, advertising agency, J. A. 
Larson, Walter Fenn, ‘T. R. Mum 
ford, J. H. Lund, and J. EF. Merritt. 

Also: R. D.  Repass, William 
O'Grady, advertising agency, W. A. 
Bellows, Thomas F. O'Malley, W. D. 
Home, Robert Gray, advertising 
igency, J. C. Simmons, C. N. John 
on, plant superintendent, Jack Cope 
land, Dale W. Kimmel, W. K. In 


galls, and President Fergusson 


yvons 


erwin 


Elifeldt Opens Branch 
To Serve Wichita Area 


The Ellfeldt Machinery & Supp! 
Co., Kansas City distributor, 
opened a branch in Wichita, Kan 

Lhe new branch is located outside 
the downtown business area on Laura 
dt 

Norman HI milton, ot W ichita, 1S 
manager. 

\ complete sales staff and adequate 
supplies inventory will be maintained, 
company officers stated. ‘Teletype has 
installed between the branch 
and Kansas City headquarters to speed 
delivery. 

Harold Vidwell, Fllfeldt sales mana 
the branch opening 
Ellfeldt is observing its fiftieth 
this month. William En 
right, general manager, said that in 
dustry growth in Wichita and south 
m Kansas prompted the move, in 
with the 


has 


been 


ger, assisted in 


mniVe4»rsary 


line company s expansion 
policy 

Ellfeldt carries a varied line of tools, 
machinery, and general industrial sup 
plies, some exclusive distributorships, 


under the slogan, “Ellfeldt Has Tt” 


Name Sales Manager 


E.. J. Henwood has been named 
iles manager of Standard-Shannon 
Supply Co., Philadelphia 





Sales 


enginecrs mect 


Ihe Flexible Steel Lacing Co., Chi 
cago, held its annual meeting recently 
office 
and the 
in Oak Park, 


for sales engineers and home 
staff at its Chic wo factory 
Oak Park Arms Hotel 
Ill 

Present were 


Asbridge, 


John Ramsey, Elmer 
Roger Beach, H. L. Coats, 


officers at Flexible 


Steel Lacing Co. in Chicago 


iles manager, H. J. Beach, president 
P. S. Rinaldo, Jr., treasurer, M. B 
Beach, vice president, R. H. Bacon, 
advertising, Harry Beach, Warren 
Paulson, Fred Benson, Granville 
Spragg, Newton Crum, Lester Cole 
man, George Gramer, Austin Webster 


ind George Podlesak, advertising 


FOR ADDITIONAL NEWS, SEE NEXT PAGE —e> 











Hansen & Yorke Entertains Suppliers At Party At Downtown A. C. 


a wey? 
*; ov Bi 
a 3 ai} 


Lin Murray (Nicholson) Henry McCar 
thy (Russell, Burdsall & Ward); Ken Yorke (host); Norman 
Good (Clipper Belt Lacer); Paul Roddy (Nicholson); Bob 
Richards (J). Hl. Wilhams), and Jack Hansen (host) 


Welcoming pair from Hansen & Yorke included Al 
Benzoni and Doug Yorke (center) with Merle Langel (Os 
born Mfg.) and Jack Stites (Cleveland Twist Drill) 


Sterling’s New Plant in Ohio Starting Production 


Van 


) plant 
tart 1 
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Queen City Supply Co. Fetes Veteran Employees 


The Queen City Supply Co., Cin 
cmnati, recently officers 
and emplovees the 


i) dinner 


entertained 
who have served 
company 25 years or more at 
at the Cincmnati Club. Jacob J 
Kauther, secretary of the ompany, 
who has completed 50 vears of 
vas guest of honor 

Those who attended were H. C. 
Lotterer, Mattie Poole, Edward Stefke, 
Earl Scheiblv, Mrs. A. J 
treasurer, W. E.. Butler, president, Mr 
Kauther, Hl. G. Burton, director of 
purchases, Paul G. Lucas, Mrs 
Thelma Bever, Fred Dieckmann, and 
R. E. Weifenbach Their combined 
service repres¢ 390 vears 

Mr. Burton has worked for th« 
company for over half a century 


service, 


Snodgrass, 


nts 


Fred K. Blanchard, Ine.. 


Carborundum, Hold Party 


(he managements of Fred K 
Blanchard, Inc., ‘Trov, N. Y., and the 
Carborundum Co. sponsored a party 
recently at the Troy Club recognizing 
$2 VCars ot close 

Approximately 


association 

50 representatives of 

both firms, including emplovees of 

the Blanchard (¢ 

tended 
Henry W 


Troy 


ind their wives, at 


Hudson, president of the 
Thomas Curtiss 
of the Carborundum Co. were speak 
Both told of the cordial relations 
between the 


concern, an 
CTS 
two business houses and 
continued reference to present 
and former emplovees who made this 
cordiality possible 

Sanford L. Cluett, Clark Cipperly 
and Charles P. Dauchv, members of 
the board of directors, and Giles P 
Bennett, vice president 
the 


made 


were among 
guests 

Ihe party began with a cocktail 
hour and followed with a dinner. Mu 


sical entertainment was provided 


Distributor Publishes 
Fifty-Year History 


The Capital City 
Charleston, W. Va., has issued a 
page booklet marking its 50th year of 
corporate existence 

Profusely illustrated with both his 
torical photographs and pictures of 
modern industry, the brochure traces 
the past half-century of industrial d 
velopment in the Kanahwa_ Valles 
Chapters are devoted to lumber, coal, 
oil, chemical and general industries 
and description of the modern dis 
tributor firm and its personnel 


Supply 


Half century of service of 
Cincinnati 


Jacob J 


is honored by other long-time 


Kauther 


secretary of Queen City Supply Co., 


emplovees 





ID Adds Two to Staff 
Farley, Henry Leave 


I'wo new members have been added 
to the editorial staff of INpustRiAI 
DisrripuTION to fill vacancies caused 
by the resignation of John F. Farley 
and the entrance of A. R. Henry, Jr., 
into the navy 

New associate editor is Donald A 
C. McGill, former editor of Distribu 
tion Age. Prior to New 
York, Mr. McGill editor of a 
Canadian warehousing magazine, Stor 
age © Distribution, published in Van 
couver, B. C. Born in Lethbridge, Al 
berta, he graduated in 1940 from the 
University of B. C. He entered the 
publishing field in 1944 as editor and 
eventually publisher of Enterprise, a 
monthly review of economics ind poh 
tics 

New assistant editor is J. Van Ness 
Philip, Jr., a graduate of Princeton 
Universitv, with an MBA degree from 
Harvard Business School. A former r 
porter on the Washington Times Her 
ald, Mr. Philip served as a first lieu 
tenant with the 5th Marine 
on Iwo Jima 

Former News 


coming to 
was 


Division 


Editor John F. Far 


ID PUBLISHER A. W. Mortis, pre 
sents Assistant Editor A. R. Henry, Jr., 
with a booklet made up by the staff 
to commemorate Mr. Henry time 
the magazine. Recalled to the 


Navy, he is now a lieutenant j.g., train 
ing at Bayonne, N. J 


with 


ley, has resigned to join the public 
relations staff of Kenyon & Eckhardt, 
Inc., New York advertising agency 

Assistant Editor A. R. Henry, Jr., 
has been called into active service with 
the Navy as a Licutenant 1.g 


Black & Decker Occupies Los Angeles Branch 


Black & Decker Mfg. Co., 


Towson, Md., has occupied a new building just com 


pleted for its sales and service branch in Los Angeles 


Located on South Broadway, th« 
and stock, a modern 
branch manager 


new 


howroom 


Structure pro 
ind a parking 


ides increased space for repair 
Waldo EF. Blair Los Angele 


FOR ADDITIONAL NEWS, SEE NEXT PAGE =D 








Salesmen, Executives Attend Sales Convention of L. H. Gilmer Co. 


attended th les con ited « he platform are Edwin F. Wood (L. H. Gilmer 
Philadelphia ld in tl onlon (U.S. Rubber Co.) and Wilbur E. Combs 





Among those attending the recent 
sales convention of the L. H. Gilmer 
Co., in Atlantic Citv were: Edwin I 
Wood, assistant sales manager, (L 
Hi. Gilmer), J. A. Conlon, manager, 
illied sales, mechanical division (U.$ 
Rubber) and Wilbur E.. Combs, sales 
manager (L.. H. Gilmer Co.) 


Others present were: Richard W 
Baker, timing belt engineer; Richard 
Y. Case, manager, timing belt div.; 
Robert L. Bentz, sales engineer; Henry 
B. Snyder, division manager; Daniel 
J. Ganley, salesman; and Gus C 
hritschmann, division manager. 


Also attending were: John kf 
Rooney, account executive; Robert P 
Freedlay, salesman; Kenneth W 
South, Milwaukee district manager 
Earl L. Freeman, sales engineer; Rich 
id J. Higham, chief sales engineer; 
Raymond M. Katzenberger, salesman; 
Richard C. King, sales engineer 

\lso. present were: George A 
Grone, sales engineer; Langdon D 
Strong, sales engineer; Clyde D. Lacey, 
iles engineer; John F. Masden, sales 
Bassett. & Wright, In President Bassett, past national presi engineer; John Boyle, sales corres 

N. HE, industnal distnbutor lent of the National Association ot pondent; and L. R. Schelling, sales 
marked the company’s fifth anniver Power Engineers, the company has ™an as 
ary at a Christmas-New Year's cele ecently taken up power plant engi Others were William W. Conard, 
bration recently at its headquarters neering division salesman; Nolan F. Arm 

Company officers at the celebration Other officers of the poration trong, sales trainee; John J. Oberly, 
stressed the growth of the new firm ire V. T. Bassett, assistant treasurer sales engineer; John E. Anderson, 
incorporated January 1, 1947, by I. E.. Vansaw, vice president in charge ilesman; Richard I Fleshman, assist- 
President E.lmer L. Bassett and two a of sales, and R. R. Butterworth, sec int to div. engineer; Paul M. Wright, 
ociates. It is now an organization of — retary and auditor. The directors com- Salesman; William E. Surgner, ac 
25 in a new 7200-sq. ft. store and isc the officers and S. FE. Brown, ount executive; Otto W. Leib, sales 
warehouse, with six salesman cov treasurer, Homestead and Dartmouth representative; Charles G. Butler, 
ing Maine, New Hampshire, Vermont Woolen Mills, G. A. Dorr, Jr., presi salesman; Herbert W. Trumpoldt, 
ind sections of Massachusetts and dent, Dorr Woolen Co. and John — timing belt engineer; Walter J. David, 
New York. Under the direction o Colony, Jr.. tre r, Cheshire Mill Continued on page 174) 
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CAPACITIES: 
4, 1, 1% and 
2 tons 


THE LOAD KING 
ALUMINUM HAND HOIST 


is light in weight, efficient in 
performance and truly port 
able. Half-ton model weighs 
only 36 lbs. Precision engineer- 
ing, and ball bearings in all 
rotating shafts minimize fric- 
tion, raise hoist efficiency up to 
95 per cent. The Load King’s 
many safety features include 
SYNCHRO-MATIC Load 
Brake, Alloy Steel Gears and 
fractureproof steel Safety 
Hooks. 


Only the YALE Load King 


gives you the safe, sure, effi- 
cient action of the SYNCHRO- 
MATIC Load Brake. 


YALE GAS AND ELECTRIC 


INDUSTRIAL TRUCKS 


YALE hoist for 


every 
lifting job ! 


. . . AND PLENTY of customers already are 
conditioned to order, on your reminder, 
that a YALE Hoist can solve their special 
lifting problems. 

They’ve read of YALE quality in their 
favorite magazines. They know of YALE 
leadership in the development of Hand, 


Electric, Wire Rope and Chain Hoists of 


every kind—with capacities from 500 lbs. 
to 40 tons. 

Many of your customers will find the right 
answer to their special lifting problems in 
the Load King Aluminum Hand Hoist. 
Mention it when you call again. Sell YALE 
on every call. Every YALE sale opens the 
door to MORE future business—from a 
growing list of satisfied customers. 


YALE is a registered trade mark of the Yale & Towne Mfg. Co. 


YALE & TOWNE 


The Yale & Towne Manufacturing Co., Philadelphia 15, Pa. 


* YALE WORKSAVERS + YALE HAND TRUCKS 
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, Door Openers To Sales 








Ever fumble for 


P.A.? 


something to say when you 


want to make small talk with the 
Here are a few random facts that will help fill in the conversational blanks. 


HOW HIGH IS UP? world’s highest chimney now towers 611 
hl Pa lexa \tt lecades of expe 


tt. Over 
ind expermmecntation, engineer 

polluti n of 
of this chimney 


Pa 0 ind 


ha i 
ur at ground level 
was arrived at after c 


operating conditions at 


1S 
Of 


the 


NOT KNOUGH HEROES? ‘Thc 


meda n hand 


Aron of left-over World War II 

of a million pounds of metal are ticd up in these 

lal Phev or quare feet of storage space im Philadelphia 
t of about SI7.000 a vear I 

+} 


v two million of the “Vict 
hermg dust 


I hree quarter 


upy 23,000 


OTN 
et | 


WHAT DOES ‘BILLION’ MEAN? rvone talks im 
i byeyt at t ty 1 


terms of bill 
LAC INC how n it 


lions these 
help if 
50 famihes with n 
10 left todav! 


really 1s This might 


} had been to cndow 


na 


PAPPY DROP THAT HOF! 


k otton cultur 


Although m 
c. the field hand 


Now 


ichines have taken over most of the 
\ with hus hoe has been needed to keep the 
1 new oil dispenses with this hand labor 
cotton fields without harming the produ 


1¢ ict—and it 
> five times a scason 


howe a 


WAGE CEILING PUNCTURED? Georgia Pov 0. won WSB appro 
ue shan for it - \ Kilowatt Agence, 


held 
onal obligations had been 
to take the for 


micat rat 


nh of 


OS 


CLOSE. COVER BEFORE 


United State 


STRIKING—A total of 124 billion match books arc 
I rv adult More than 


which explains wh 


s cach vear, an re of 143 for ¢ 
capita rate m_ the 
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\ IRON VALVES that give you 


Steel Valve Features 








NOW the workhorse of the family—OIC’s iron 
valve—offers you features formerly found only in 
steel valves. It’s a brand new valve built around 
more than a third of a century's experience in mak- 
ing iron valves. We kept only the old handwheel. 


ddA LL 


Examine these construction details: 

I Lubricated yoke bushing, renewable without re- 
moving bonnet. 

2 Deeper stuffing box; longer packing life. 


3 Inserted back seat bushing permits repacking 
under full pressure. 


4 Stronger body-bonnet joint; uniform gasket com- 
pression. 


5 Better metal distribution, reduced weight, increased 
strength. 


6 Sturdy tie-ribs; added resistance to pipeline stresses. 





7 End-seated bronze seat rings will not loosen in 
service. 


8 |-Beam type solid wedge, accurately guided. 





9 Straight-through port areas reduce flow resistance. 
10 Rolled-in seat facings on wedges give longer life. 
OIC’s new line of Iron Valves gives you longer 
service, lower upkeep and greater security. For 
Bulletin 805 telling you all about them, call your 


local OIC distributor or write The Ohio Injector 
Company, Wadsworth, Ohio. 


FORGED AND CAST STEEL- IRON - BRONZE 
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ON ‘THE MARKET.... 


HERE ARE THIS MONTH’S NEW AND IMPROVED PRODUCTS 

















Fewer Teeth, 
Heavier Weight 














Duplex Tank Bushing 


For Suction 
And Return Lines 


hing tor suction 
been developed 
il Tank Bushing 
ed that the bush 


Die Steel 


New Air-Hardening Type 
Designed to Resist Wear 


1On and 
thon and 
ning 


n the 











One Plumb, One 
Level, One Vial 


#319 Columbian “Anistocrat 


Level is fimshed in Inghly 


Lhe 
| orped ) 


lished 


} 
1 iWVCl 


ind ha 
ind one 45 degree \ 
inches long and shaped 
tvle which the manufact 
t ideal for 


\ 


valnut, one plumb 
ial. Iti 
Line na thin 


v numbers in the ‘Torpedo 


i lorped 
TiC plumb, once 


il; No. 209 
vel ind 


Line include #309 


which also has 


level ind aT $5 degree V1 
Porpedo Le cl with 
ind No. 109 
vith one level onh 
The Columbian Vise & \i fg. ¢ 
Cleveland, Ohio—Industrial Distr 
Feb, 1952 


plumb 


tion, 


Fire Extinguisher 


Will not Corrode, 
Ideal for Gas Fire 


has 


\ one-quart 


extinguisher 
been developed, th | 


ipo-liqn 
guisher, the 

tected by 
irrestor 


Called the 














INDUSTRIAL DISTRIBUTION © FEBRUARY, 1952 





“TODAY 


---PRODUCTS WITH SALES POSSIBILITIES FOR INDUSTRIAL DISTRIBUTORS 

















Industrial Sander 


Light and Compact 
For Long Hauls 


and light (74-lb 
s designed for 
lity and case of oper 


i 
the manufacture! 


This compact 
ndustrial sander 


wer and Capacity 
No 
Sander 


nated the 
rd Industrial 
r exceptional 


( iled and 
throughout; ind 
brushes which are 
. 
placement 


Weighs 10 Pounds, b 
400 Pound Capacity >" 


louble-pole, en 1 rocker-ty 
1 is provided for safety 

$500 Lhe 
ris designed f 
25-60 cvcle It ha ting of 


full load 110 


r-type 
No-load 


Universal-typ 


A.C 


( 
peed 


mot 


i lower 
unperes at volt 
urrent 
Phe No. $70 
rubber pad 
( Lite pad, and 
orted cl ith-backed 
Other acce 
wlud 


discs 
TIC mav | btained 
wire cup brushes fo 

cal ind paint, and th 

Ce laminated phenolic wheels and dis 

rial Distribu Millers Falls Co., Greenfield, Mass 
Industrial Distribution, Feb. 1952 


new 


ng standard = ci grinding 


moving 


Continuity Tester 


Pocket-Size, 
Battery-Powered 


\ new pocket-size continuity teste 


designed to determine continuity 
of circuits 


terminals o1 


wires between 
cable, 
witchboards and control panels 

It permits testing of circuits with 
out the wire connections, 
is it provides its own trom 
pen-lite batterie It 
nois\ 


ht 


ind identify 


in multiwire as mn 


necd ot ny ( 
power 
used in 
a signal 


mav be 


ircas because it uses 


indicator which illuminates the 
mitact 
hand, leaving the other hand free to 
hold circuit diagrams or blueprints 
Ideal Continuity 
than a pen-lite 
lashlight and comes equipped with 
four-ft ord ihigator 
Vhen not in use the test lead is de 
hed chminating in 
usting the batteric 
Ideal Industries Inc 
Industrial Distribution 


point of ce It requires only onc 


Known is the 
lester, it 1 
Alas} } 


no larget 
ind chip 
oft cx 


chance 


Sycamore, Ill 
Feb. 1952 














Speed Controller 


Automatic Control 

Now Available 

Mechanical aut 
now available in the S 
| ich mal hp \ il Spe | 


t unit 


mati 


M 


mpa manufacture 


ontinued on page 


FOR AN INDEX OF MANUFACTURERS’ PRODUCTS, SEE PAGE 137 





As 
¥ 


4" 


J 
ore 























. .. Ability to satisfy your customers’ needs is one of the plus values in the complete National 
line of rotary metal cutting tools. In addition to twist drills, available in a wide range of styles 
and sizes, you can also supply your customers with milling cutters, reamers, hobs, end mills, 
counterbores, and special tools—all bearing the famous National name. 


NATIONAL TWIST DRILL AND TOOL COMPANY ~ Rochester, Mich., U.S.A. 
Distributors in principal cities + Factory Branches: New York, Chicago, Cleveland, Detroit, San Francisco 





PRE-TESTING ELIMINATES 
CUSTOMER COMPLAINTS 











ounce of prevention” that eliminates customer 
before they develop. Prior to packaging, every 

» undergoes pressure and operating tests that far ex- 
ervice conditions. Spot checks are not trusted- 
ssted hydraulically for leaks in both open and 

Only those valves that pass this rigid test 

shelves to be eventually sold to your cus- 


nmend O-B industrial valves with confidence, 

have been thoroughly tested and will oper- 
nplete satisfaction 

; has manufactured precision-made 

r 60 years they have been sold solely 

Pre-testing O-B valves before we 

ther example of how we back you up 

and a sound distributor policy 
O-B No. 26 LINE GATE 
Ideal for general industrial service, 


OHIO BRASS COMPANY, MANSFIELD, OHIO gasoline, and steam service up to 550° F. 
Ohio 
BRONZE GLOBES ANGLES GATES AND CHECKS 
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On The Market Today 


Starts on page 132) 





only handwheel and electric remote 
ontrols were offered in this series 

The Motodrive, according to the 
manufacturer, is a complete variable 
speed power plant, consisting of the 
Reeves speed-varying mechanism and 
the user's choice of any standard 
motor, with a built-in helical gear 
speed reducer optional 

Ihe Motodrive is one of three 
Reeves units designed for variable 
speed control needs. The other units 
ire the Variable Speed Transmission, 
in capacities up to 87 hp and speed 
variation up to 10 to 1, and the Vari- 
Speed Motor Pulley, available in ca 
pacities up to 10 hp and a 4 to 1 
speed variation 

Reeves Pulley Co., Columbus, Ind 

Industrial Distribution, Feb. 1952 





— 











Soldering Iron 
For Higher Speed 
On Production Line 


For use on fast production lines, a 
soldering iron with a large<diameter tip 
and special construction features to 
withstand unusually high temperature 
has proven its worth after several 
years’ usage, according to its manufac 
turer. 


The iron is called the Model P-154. 





Saw Blade 
Henry Disston & Sons, In 


Die Steel 
Simmonds * el Ce 


Duplex | oa Dasisitag 
Universal Valve ( 


Level 
The Columbian Vise & 
Mfg. Co 


Fire Extinguisher 
The General Pacific Corp 
Bundle Truck 


The Hamilton 
Mfg. Co 


Caster & 
Industrial Sander 
Millers Falls Co 


Continuity Tester 
Ideal Industries, Inc 


Speed Controller 
Reeves Pulley Co 


Soldering Iron 
Hexacon Electric Co 


Hoist Accessory 
The Lug-All Co 





Index of Manufacturers’ Products 


Tractor Tools 
Owatonna Tool Co 


Line Type Purifier 
Anderson Co 

Hydraulic Jack 
Templeton, Kenly & Co 

Flexible Tubing 
Flexible Tubing Corp 


Hose Coupler 
Pyles Industries Inc 


Snow-Melter 
Speco, Inc. 


Barrel Cradle 
The American Pulley Co 


Two-Way Rule 
Stanlev ‘Tools 


Truck Lock 
Faultless Caster Corp 


Blade 
Stanley T ools 


Fabricating Wire 
The Cambridge Wire Cloth 
Co 


Clamp 
Hubbard & Co 
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WHEN YOUR CUSTOMER 
FOR THE BEST 


CHANNELLOCK 


Wade only by CHAMPION DeARMENT 


Channellock pliers are made by skilled 
craftsmen of a company known for nearly 

of a century for its highest quality pro- 
ducts. The outstanding features of Channel- 
lock pliers such as Longer Wearing, No Wear 
on the Joint Bolt, Closely Spaced Adjustments 
and Greater Strength make them the most 
desired pliers. 

Whenever your customers ask for pliers 
. help them select the Best Hand them 
Channellock. 

And remember, Only Champion DeAr- 
ment makes Channellock. Send for Catalog 
D5 today. 


CHAMPION DEARMENT TOOL CO, 
Meadville, Pa. 
Channellock pliers are listed in the 
Yellow Pages of most Telephone 
Directories under “‘Tools"* 





r 


\ 


Another 
‘ Year! 


WITT CANS keep time by the year . . . not by the month, 
week, or day! In every detail, in every inch of metal are 
the best in materials, workmanship and design that give 
WITT CANS that “wear forever” quality. This built-in 
protection against weather, wear, even deliberate abuse 
is the reason why WITT CANS are “Guaranteed to Out- 
last 3 to 5 Ordinary Cans.” 


COMPARE the WITT CAN with any other Can on 
these points... 

STRAIGHT SIDES—assure extra resistance to rough handling. 

DEEP ROLLING CORRUGATIONS—run full length of Can, 

adding further rigidity. 

HEAVY GAUGE STEEL—provides battleship ruggedness. 


STRUCTURAL STEEL BANDS—protect top and bottom of 
Can and act as shock absorbers. 


HOT DIP GALVANIZING—a hand process after fabrication, 
insuring heaviest possible rustproofing. 


PINCH-PROOF HANDLES—for easy handling. 
STURDY LID—snug fitting, yet easy to remove. 


WITT CANS HAVE THE “RIGHT" ANGLE 


THE WITT CORNICE COMPANY 
Cincinnati 14, Ohio 


“Originators of the Corrugated Can" 
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It is the plug-tip type, rated at 150 
watts, with a }-in. diameter tip, which 
reaches a soldering temperature con- 
siderably beyond that of the conven- 
tional soldering iron, it is claimed. 
Special provisions have been made in 
the element construction to withstand 
high temperature. It has replaceable 
elements and tips, as well as all other 
features of the Hexacon line of Indus- 
trial Soldering Irons 

It is said to have increased substan- 
tially the daily output of a number of 
the country’s larger production lines. 


Flexacon Electric Co., Roselle Park, 
Industrial Distribution, Feb. 
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ATTACH Sail 


Hoist Accessory 


Lifts 750 Ibs. 
To 30-ft. Height 





A lightweight hoist accessory, 
known as the “Longlift’”, has been 
designed to facilitate lifting of pipes, 
motors, ducting or other moderate- 
weight equipment to locations as high 
is 30 feet. 

Weighing 6 lbs, the new device can 
be set up fast, according to the manu- 
facturer, eliminating much of the lost 
time while maintenance men wait for 
rigging to be completed. Greater 
safety is also provided, it is claiméd, 
since Operation is normally from the 
ground and only the light accessory 
need to be taken up the ladder for 
overhead suspension 

The Longlift has a capactiy of 750 
lbs. Minimum distance between hooks 
is only 10 in 

It is normally used in conjunction 
with the 84-lb. “Lug-All’” Hoist, but 
can be attached also to any hoist with 
a minimum lift of 15 ft., it is claimed. 

The manufacturer describes it as 
ideal for pulling up broken overhead 











on 
B-RIGHT-ON 
SOCKET SCREW PRODUCTS 


You'll find Brighton is your kind 
of supplier . . . giving you the 
same prompt service and assist- 
ance you aim to give your Cus- 
tomers. A compact organiza- 
tion devoted exclusively to 
the manufacture of top-quality 
socket screw products, 
Brighton can readily give 

this kind of cooperation to 
dealers — cooperation that 
simplifies your sales job. 


Look to Brighton for... 
e@ Socket Set Screws 


e Socket Head Cap Screws 

e Socket Pipe Plugs 
Socket Head Stripper Bolts 
Socket Screw Specials 


Socket Screw Key Kits 


The BRIGHTON Screw & Manufacturing Co. 
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1827 Reading Road 
Cincinnati 2, Ohie 
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ALL AERO-SEALS 
HAVE 
STAINLESS STEEL BANDS 


™ 


ONE-HAND INSTALLATION 


Install an Aero-Seal any place you can 
reach with thumb and one finger. Self- 
feeding when band engages worm 
threads. Thumb-grip and screwdriver 
types available. Four sizes cover 90% 
of the automotive market—all with 
stainless steel bands. 


Ud 


er0-Seal’ 


WORM DRIVE 


: HOSE CLAMPS 
/ anorner (BREREE) rroouct 


Wherever you have to clamp a hose 
connection tight...or wherever you 
want to lock two objects of any shape 
together in an unshakeable bond . . . 
your best bet is AERO-SEAL. 


= 


Threads of steel worm engage deep into 
slots in stainless steel band — hold tight 
under extreme vibration in automotive, 
aircraft and industrial applications. 
CAN’T SHAKE LOOSE. 











RE-USE AGAIN AND AGAIN 


When hose is frayed and worn you 
RE-USE the same Aero-Seal again 
and again. RE-USE Aero-Seals 
scores of times on temporary clamp- 
ing jobs — they hold any shape ob- 
jects together, conform to any shape 
without damaging clamp band. 






——<—>" 


BREEZE CORPORATIONS, INC., 41 S$, Sixth St., Newark, N. J. 
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conveyor chains, as well as lifting of 
unit heaters or construction equip 
ment to ceilings or construction loca 
tions 
I'he Lug-All Co., Wynnewood, Pa 
Industrial Distribution, Feb. 1952 




















Tractor Tools 


To Facilitate Servicing 
Of Caterpillar Models 


\ new set of tractor service tools 
has been designed for use on Cater 
pillar ‘Tractor models D8, DW-20, 
and DW-21. 

The set will handle most of the 
pulling and installing operations in- 
volving gears, bearings, pulleys, shafts, 
sprockets, bearing outer races, bush 
ings, and other heavy parts. Desig- 
nated Set No. CT-6, the new tools 
were developed with the cooperation 
of Caterpillar service engineers 

Owatonna Tool Co., Owatonna, 
Minn.—Industrial Distribution, Feb 
1952 


Line Type Purifier 


To Install On 
Compressed Air Lines 


This unit, the Line Type Punfiet 
for installation on compressed air, gas, 
vapor and stcam lines, is the latest 
component im a senes of purihers 
designed for efficient removal of 
entrainment 

Chief applications are: to remove 
guck and entrain solids from exhaust 
steam installations; the removal of 
condensate from compressed air lines; 
the delivery of clean dry steam for 
food processing; to prevent process ail 
and gas lines from being contaminated 
with line scale and liquids; and, to 
remove entrainment from vapor lines 
following evaporation. 

The Anderson Hiek Line Type 


Purifier is guaranteed to remove 99 
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1. PRODUCTION-ENGINEERED 


BELTING 


Quaker offers a full line of conveyer, flat 
transmission and V-belts to fill every order. All 
developed and proved through the yeurs to 
give maximum, trouble-free service. 


plu 


2. PERFORMANCE-PROVED 


Proved for flexibility and strength . . . built 
te stand abrasion and resist wear . . . there's 
@ Quaker Hose for air, steam, welding, suc- 
tien, chemical, water or fire protection. 


3. LONGER LASTING 


PACKINGS 


Developed to assure positive, safer seals . . . to 
last longer . . . Quaker Sheet Packing is made 
to give the finest service on pumps, com- 
pressors, water, air, steam and chemical lines. 


MERCHANDISING THAT PAVES THE WAY 


10 PROFITS 


ADVERTISING .. . that paves the way for your sales with 
more than ten million contacts every month in leading mag- 
azines. Tens of thousands of goodwill-building messages to 


every prospect in your territory. 


PROMOTION ... that includes fact-filled catalogs, technical 
booklets and folders to help your men close the sale... 
prestige building literature to cement good relations with 


your customers. 


Get the full information on the Quaker Plan for profit. 


QUAKE 


PU LP eUELPHIA 24 


RUBBER CORPORATION 


DIVISION OF H. K. PORTER COMPANY 


PENNA 


BRA WIC HE S 


INC 
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SY TO HANDLE! 
one COMPLETE line of 

TORQUE TOOLS 
for INDUSTRY 


Yes, Apco Mossberg Torque Tools are 
easy to handle . . . for you as well as 
the man on the job. 

First, with Apco you sell the only 
complete line of torque tools made, 
thus enabling you to fill every order on 
the spot, right from stock. Secondly, 
with Apco you sell tools that are in 
demand, because all Apco Mossberg 
Tools are lighter, stronger and preci- 
sion-made for on-the-job accuracy. 
Even on fussy tightening jobs in hard- 
to-get-at places, Apco dial readings are 
instantaneous and exact, since there are 
no springs or complex parts to get out 
of kilter. Most important, Apco Moss- 
berg Torque Tools have the reputation 
of being unerringly accurate in the 
measurement of final tension on screws, 
studs and bolts that require a consist- 
ent, uniform pressure, from 280 inch 
grams to 2000 foot pounds. 

For more information on this com- 
plete line that is so easy to sell — so 
hard to sell against—write Apco Moss- 
berg Co., today! Descriptive litera- 
ture is also available on the Apco line 
of automotive wrenches and original 


equipment tools. 


APCO MOSSBERG CO. 


ATTLEBORO, MASS. 
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percent ot entrainment 
trifugal element within the 
gives the entrainment laden vaj 
rapid rotational motion his caus 

heavier entrainment to be thrown 
outward to the walls of the Purif 

where it is drained down and ejected 

Advantages claimed are no moving 
parts and self-cleaning action, good 
design to reduce pressure drop, large 
slug capacitics and broad of 
capacities. 

The unit is designed, built and 
stamped to ASME Code for unfired 
pressure vessels. All units have forged 
steel flanges with bodies of welded 
steel construction, both to suit pres 
sure specified 

Anderson Co., Cleveland, Ohio 
Industrial Distribution, Feb. 1952 














Hydraulic Jack 


600 Tons 
Capacity 


Ihe Simplex “Jenny” center-hole 
puller has a 600 ton capacity. Oper 
ated by a 10 hp motor, it is doubl 
icting for use in large electric plants 
I'wo hand pumps are incorporated in 
the ram, which weighs 1,750 Ibs 
Outside diameter, 22-in.; height, 21 
in.; and 64-in. travel is provided in 
the 73-in. center hok 

Ihe center-hole principle is said to 
eliminate torque, and the jack pushes 
or pulls in a straight line, vertically‘ or 
horizontally. 

Fempleton, Kenly & Co., Chicago 

Industrial Distribution, Feb. 1952 


Flexible Tubing 


Designed to Pipe 


Air and Fumes 


Flexibility and resistance to fume 
and solvents are stressed by the manu 
facturer of a new glass-fiber fabric tub 
ing adaptable to removal of noxiou 
fumes from plants or the piping of a 
for various purposc¢ 

Called “Flexfivte”’, the tubing can 
be connected directly to the exhausts 
of cars and trucks in buildings. In the 
air-conditioning field, it can be used to 

















@ Here at Lyon, we’re still producing 
our standard items of steel equipment. 
We aren’t producing as much as we’d 
like. Deliveries aren’t as fast as we'd like 
them, either. Whose are? But a lot of 
steel equipment will roll out of our two 
plants during 1952—and it will be sold, 
at a good profit, by dealers who aren’t 
waiting for ‘“‘normal’’ times. 


2 STRATEGIC PLANT LOCATIONS...AURORA, ILL, AND YORK, PA. 
LYON METAL PRODUCTS, INCORPORATED 


General Offices: 253 Monroe Avenue, Aurora, Illinois 
Sold Nationally through Factory Branches and Dealers 


Wo 


‘STEEL EQUIPMENT 


~ 
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BACKS YOU 
ALL THE WAY 


. . » With hard-hitting promotion 
through ads in 36 carefully selected 
publications as well as attractive cata- 
logs and direct mail. 


. . « With helpful cooperation before and after the sale. 


Cotfing engineers are always ready to work with your prospect . . . 
to help him choose the right hoist for his job, Prompt, efficient 
service with immediate shipment of replacement parts further as- 
sures customer satisfaction, 


PLUS —a complete portable hoist line that gets you in 


on every job — that’s quality built to bring repeat sales. 


Spur Geared 
Chain Hoists 
(%) to 5 tons) 


Hoist-Alls 
(2,000 & 


4,000 Ib.) Safety Load 


Quik-Lif’* 
Electric Hoists 
500 to 4,000 Ib.) 








*'Mighty Midget 
Pullers'’ 


($00 & 1,000 Ib.) 


Safety-Pull Ratchet 
Lever Hoists 
(24 to 15 tons) 





S 


Differential 
Chain Hoists 
2 and 1 ton) 


{ — also I-Beam 
Trolleys) { 


Stock and push Coffing lifting and pulling equipment. Find out 
for yourself that the hoist business can be good business. For com- 
plete information, write Dept. A2. 





COFFING HOIST COMPANY 


DANVILLE, ILLINOIS 
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| install ducting in existing structures 


without tearing down walls. 

The fabric is cemented to a con- 
tinuous steel spring wire helix, bound 
with glass fiber cord, and bonded to- 
gether with a special elastomeric 
binder. It can be provided with any 
one of a number of after-coatings for 
resistance to fumes and solvents. It 
will stand a temperature range of from 
minus 70 degrees F. to 625 degrees F’., 
and can take up to 100 Ibs. per sq. in. 
pressure and 6 Ib. per sq. in. vacuum. 
Continuous vibration does not weaken 
it, it is claimed. 

The tubing can be cut to any de 


| sired length for stocking, using a knife 


and wirecutters and cement and brush. 
Flexible Tubing Corp., Guilford, 
Industrial Distribution, Feb. 


1952 














Hose Coupler 


Produces Hose 
In 4 Minutes 


This hydraulic-hose-coupling ma- 
chine has been designed to enable 
manufacturers and distributors to 
make their own permanent hydraulic 
hose connections. 

An operator using the machine, 
according to the manufacturer, can 
produce a finished hose, coupled at 
both ends, in 4 minutes. It 1s desk- 
size, taking 67 in. by 29 in. of floor 
space. ; 

\ feature is the Aro two-piece steel 
coupling, which is said to take great 
pressure, prevent breathing, and resist 
corrosion. The machine has a cutting 
wheel to cut hose to length. A wire 
wheel attachment is used to skive each 
end of hose. The operator manually 
assembles sleeve on on end, inserts 
coupling with power spinner, and 
places coupling in the press, which 
swages it permanently with only one 
passage through the dies. 

The stem of the fitting is so 
designed that the tube stock is con- 
verted, during swaging, into a series 





NEW 
COMPLETE 
CATALOG 


you: 


Here is the new catalog of GEM’S complete 


line. 141 sales and profit producing, TOP 
QUALITY welded steel bench oilers, pump and 
pistol oilers, supply cans, torches, fillers, etc 
For every industry and craftsman, and for 
shop, home and hundreds of other uses. 


Into every GEM PRODUCT goes the “know- 
how” gained in over 54 YEARS of experience 
in this field. Into each product goes the finest 


FINEST QUALITY 
SINCE 1898 


for: - 





RATION 
cTURING conPo’ 
ANUFA URGH 33 


8 
er @ PITTS 
1229-43 GOEBEL STRE yeas 


ong Aileghery 


materials available. Thus long, 
service is built in and assured. 
BEST when you sell GEM! 


satisfactory 
You offer the 


If you are not already handling the complete 
GEM line, start now by mailing the coupon 
below for your copy of the new GEM Catalog, 
and for full information on GEM profit oppor- 
tunities. All necessary data will be rushed to 
you immediately. 


Sell the Gest... Sell Gem! 
GEM MANUFACTURING CORPORATION 


Since 1898 . . . Highest Quality Welded Steel Oilers and Supply Cans 
1229-43 GOEBEL STREET@ PITTSBURGH 33, PENNSYLVANIA 





SEND FOR THIS 
NEW CATALOG 


MAIL COUPON * 


SHOWS 141 GEM PRODUCTS... FULL 
DESCRIPTIONS, SIZES, SPECIFICATIONS 


GEM MANUFACTURING CORP., Dept. 1D-2. 
1229 GOEBEL ST., PITTSBURGH 33, PA. 


Please rush copies of new GEM Catalog No. 
also information on GEM LINE profit opportunities. 


100; 


NAME (PRINT) 





COMPANY 





ADDRESS 





city ZONE STATE 
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Easier tu tlandle 


hs RIBID 


Geared Pipe Threader 


AAAS 


iy 


No. 4P is 
easy to carry, 
easier to sell! 


@ Your customers go for the balanced loop handles that make it 
easy to swing the 4P around where they want it. Making it still 
more of a work-saver, mistake-proof workholder sets to size before 
you put it on pipe—only one screw to tighten, no bushings to fool 
with. 4 sets of 5 high-speed steel chaser dies give quick, clean 
threads on 2'2"’, 3’, 3!’ and 4” pipe. Ratchet handle furnished 

for power threading tell them to use RITA1D Universal Drive 
Shaft and Power Drive. It’s profitable! It pays off when you sell 


this easy-to-handle RIFAAID 4P. 


3 Ail 
» Work-Saver Pipe Tools 
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of chevron-type packing rings which 
give a positive seal. With the tube 
tock locked in place, “cold flow” is 
eliminated. Aro couplings are made in 
all popular sizes with drawing dies for 
each size provided a tandard equip 
ment 

lhe machine is furnished standard 
for 115 volts, with 60-cycle, single- 
phase motor. 

Pyles Industries, Inc., Detroit, 
Mich.—Industrial Distribution, Feb 


1952. 


Snow-Melter 
Chemical Crystals 
Remove Hazards 


Ice and snow-melting crystals said 
to possess 30 times the thawing ca 
pacity of salt have been introduced 

Called “Ice Rem’, the new chem- 
ical was developed to remove snow 
and ice on_ sidewalks, drivewavs, 
streets, loading docks, and other ex- 
posed areas, when distributed at the 
beginning of a sleet or snow storm. 
It is described as “self-spreading”’, 
leaving no messy residue. It will not 
harm tires, shoes, asphalt surfaces, or 
concrete, it is claimed 

“Ice Rem” was the subject of one 
of the Lewis and Conger Safety 
Awards of 195] 

Speco, Inc., Cleveland, Ohio 
Industrial Distribution, Feb. 1952. 














Barrel Cradle 


Designed for Shipping 
In Knocked-Down Package 


Pressed-steel barrel cradles have 
been designed that may be shipped 
in a knocked-down, semi-assembled 
package, then quickly assembled for 
USC 

The new package is said to result in 
easier handling, lower freight rates, 
and space-saving in storage. The pack- 
iges may be palletized if desired 

I'he barrel cradles are available in 





Proven in all types of industrial applications, 
PEORIA CHAIN helps maintain uninterrupted pro- 
duction, month after month, year after year. Plant- 
wide quality control puts dependability in every link 

whether made of PEORIA’S top quality malleable 
iron or the even stronger and longer lasting pearlitic 
iron, METAMAL. Sell your customer a chain of uni- 
form high quality — profit-winning PEORIA CHAIN! 


YOU OWE YOURSELF 


PEORIA CHAIN 
PROTECTION 


PEORIA CHAIN distributors are protected by a 
sensible factory sales policy that safeguards their 
investment, time and effort. Sell this complete line 
of malleable iron chain. Order now or write for 
the PEORIA CHAIN free catalog 


apie © 
a Wlatte : 


Peor! 


et. oF ALEXA 
AIN MAKERS 


RIA, 
NDER ST: en 


cH 


Checking molding sand 


H Class 
Drive Chain ZG 


astincs ©°- 


cor 45 YEARS 


Roof -Top 
Transfer 
Chain 


Roller-Top 
Transfer 
Chain 
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Detachable 
Chain 


H Class 
Refuse 
Chain 





CHICAGO 


SHELDON 


Precision Machine Tools 


More capacity for size 


Increased power to 
spindle 


Anyone can operate 
Save Floor Space 
High speed operation 
Timken Tapered Roller 
Bearings 


Extreme Accuracy 


Stamina for Continu- 
ous Production 


Moderate Price—will 
often pay out ina 
single run. 


Tailor Made for 


Defense Business: 


These are “packaged” units that 
come completely assembled, ready 
to plug in and operate. Capacities 
everyone needs—from 10”—1” (10” 
swing, 1” collet capacity), fo lathes 
that will swing 13” and have a 1%” 
hole through the spindle. Because 
of low initial cost, and minimum 
floor space and power requirements, 
SHELDON Precision Machine 
Tools offer double or triple produc- 
tive capacity for any given tool in- 
vestment. 


EASY TO SELL! 
Go after this priority defense busi- 
ness. Many of your customers can 
secure machine tool priorities. 


See that each salesman in your 
organization has his SHELDON Cata- 
log and shows it wherever possible. 


‘ 


18 and 24-in. sizes, 
wheels, and are 


with or withou 
equipped with a 
patented loading bar for one-man 
handling of drums 

The American Pulley Co., Fitch 
burg, Mass.—Industrial Distribution, 
Feb. 1952. 


Two-Way Rule 


Can Be Read 
From Either End 


For easier and quicker measuring, 
Zig Zag “‘Read-Rite” Rule, No. 156F, 
has been designed to read left to nght 
or right to left, by merely rolling the 
rule over in a natural manner. It 
eliminates end-over-end twisting 01 
flopping of the instrument. 

When the rule is opened, gradua 
tions always lie close to the work, 
from either end, the manufacturer 
claims. 

Ihe new tule is described as featur 
ing longer wearing nickel silver joints 
with ball-socket action, a plastic finish 
designed to protect graduations four 
times as long as on conventional rules, 
ind large, easy-to-read numbers. 

Stanley Tools, New Britain, Conn 

Industrial Distribution, Feb. 1952 








Truck Lock 


Lines Up Parallel 
With Side of Truck 


his truck lock of heavy gauge steel 
construction is said to be lightweight 
and to have no small parts to get out 
of order. The steel brake disc assem 
bly has a universial joint to assure the 
brake surface a firm, flat contact with 
the floor even when the floor surface 


is not level. To compensate for vari- 
| ations of floor conditions and overall 
| height, a compression spring keeps 


SHELDON MACHINE CO., INC. 


4232 North Knox Ave., Chicago 41, Illinois 
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Typical Fafnir “packaged” 
ball bearing units. 





PILLOW BLOCKS 
Medium and Heavy Series 











CARTRIDGES 
light and Heavy Series 











Through “Economy Packages", Fafnir distributors have 


been able to help their customers get all the advantages of é PILLOW BLOCKS 





Fixed and Floating Types 





ball-bearing-equipped machinery. The results . . . a plus sales 





appeal for products or extra operating economy for plants. 
These self-contained, ready-to-mount ball bearing units 
greatly simplify a changeover. No housings or lubricating 
systems to design or construct .. . and all units feature the 
Fafnir-developed Wide Inner Ring Bearing with self-locking 
Collar . . . easiest to install. + + + The extensive line of 


“Economy Package” plus a large number of successful 


installations and powerful national advertising give Fafnir ‘ 





RUBBER UNITS 


Distributors important selling advantages. The Fafnir 








Bearing Company, New Britain, Conn. 


FAFNIR 


BALL BEARINGS 








MOST COMPLETE LINE IN AMERICA < 
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7 as 


sales... because it’s 


ALL QUALITY and LOW-PRICED 


You don’t need “sales arguments” 
to sell the “Packet” Hand Chain Hoist — 
it sells itself! Once your prospect tries 
the “Packet’s” easy hand chain pull 
(easy, because of “lubricated-for-life” 
ball bearings; precision cut, 
heat-treated alloy steel spur gears) he’s sold! 
User-benefits include all-quality, 
all-steel construction from hook-to-hook; 
a compact design, light in weight for 
one man handling; and an electrically- 
welded, heat-treated load chain to 
protect both mari and load. 
For faster selling, 
keep the “Packet” on display and 
back it up with a stock of each size. 
They’re all low-priced — 12 ton, 
$73.70; 1 ton, $79.20; 2 ton, $121.00... 
by far the most hoist for the money. 


THE 


HARRINGTON 
COMPANY 


1640 W. CALLOWHILL ST. 
PHILADELPHIA 30, PA. 


Manufacturers of Hoists Since 1876 


‘ 


KET 


PAC 


Be sure to send for Bulletin 


P-5, which 


fully illustrates 


and describes the ““Packet’’. 


ELECTRIC HOISTS » HAND CHAIN HOISTS + LEVER PULLERS - TROLLEYS 
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the friction disc under a steady, pre 
determined locking pressure 

It is available with V-grooved fric- 
tion disc for use on angle iron track 
with Faultless V-grooved Industrial 
Casters. 

Faultless Caster Corp., 
Ind.—Industrial 
1952. 


Evansville, 
Distribution, Feb 


Blade 


Carbide Tipped For 
Builders, Roofers 


A new builders’ and roofers’ spe 
cialized tool, the No. 1995 Carbide 
lipped Blade for use with the Stanley 
No. 199 Knife, is said to offer fast, 
clean score-cutting of mineral surfaced 
roofing and siding materials. 

The blade is said to approach dia 
mond hardness for long-life cutting 
Used singly in a trimming knife, the 
blade scores mineral surfaced roofing 
ind siding, asbestos cement flat sheets 
and shingles, corrugated asbestos ce 
ment roofing and siding, and other 
abrasive composition siding and roof 
ing material 

When combined in the same knife 
handle with a trimming knife heavy 
duty blade (No. 1992 two-blad¢ 
action is provided. First, the carbidk 
tipped blade scores the mineral surfac 
on roofing and insulating siding: then 
by turning the knife over, the regular 
heavy duty blade cuts through the 
remainder of the material under the 
mineral surface. The carbide tipped 
blade stays sharp. It is individually 
packed in a_ plastic 
instructions 

Stanley Tools, New Britain, Conn 
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envelope with 


Fabricating Wire 


For Woven Wire 
Conveyor Belts 


\ material for fabri 1 voven 
ire convevor belts for ann | 
corating lehrs in glass m 
ing plants is being produced 
Cambniloy-Al is a 


oped aluminun-stcel 








WE HAVE 
THE ANSWER FOR 
EVERY ONE OF THEM 








GEARMOTORS 
Available from Stock 1 to 30 HP 
Drip-Proof, Enclosed, Explosion-Proof 


Sales Corner — 


Yes Str! When you have a motor 
problem, call on Mr. Motor. Take these Check your customer list for: 
Gearmotors for example — Mr. Motor 


builds a complete line from 1 to 150 HP 


in drip-proof, enclosed and explosion- 


proof enclosures for his Distributors. 


Mr. Motor tells us, “It’s easy to sell 


these Foote Bros.-Louis Allis Gear- 
TEXTILE MILLS where these self- BEVERAGE AND FOOD PLANTS 


motors, but remember men, you have deaning tentite eaters 60 Gn Wah. which need a Sanitary Motor. 


to tell your customers about them and 


ask for the order to get the business.” 


Bulletin 1000 describes these units, 
and the prices and dimensions for 
stock ratings are listed in the Con- 
solidated Catalog No. 103. PAPER MILLS where splash-proof CHEMICAL and REFINING PLANTS 


motors are required where Explosion-proof motors ore 
needed. 


MILWAUKEE 7, WISCONSIN 
*Trademork of The Louis Allis Co. Copyrighted, 1951. 
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FQ 


In BALTIMORE 


BILL HOLLAND says: 


\ 
* 


ar 
Ht “| 


— 


“The unlimited possibilities of ANGLgear make 
it a natural for our Power Transmission 


Department.” 


sales force recognize the unlimited indus- 

this pocket-sized powerhouse and have 

successtul in selling it. Among their customers 

jue, standardized right-angle bevel gear drive are: 

a concern making electrical switchboards e a paint 
brush machinery manufacturer e a glass bottle maker e¢ 
a venetian blind manufacturer e a producer of machinery 
for making electrical conduit e a food processor 


e a bottle capping and sealing machinery manufacturer 


ave similar manufacturers in 

ur area. Why not put an ANGLgear 
ur pocket and show it to them? 
u'll find the reception good and the 


dies excetient, 


ACCESSORIES CORPORATION 


1414 CHESTNUT AVENUE ¢ HILLSIDE 5, NEW JERSEY 
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wire which is said to offer an extremely 
high degree of resistance to oxidation 
ind heat scale, causes of deterioration 
if steel conveyor belts used in such 
lehrs 
When placed in operation, the heat 
if the lehr produces a hard coating of 
iluminum oxide on the surface of the 
wire. This oxide coating inhibits the 
formation of further and more pene 
trating layers of oxidation, it is 
laimed. The aluminum coating alloys 
the steel to form an alloy sur 
1 wire 
The Cambridge Wire Cloth Co., 
Cambndge, Md.—Industnal Distribu 


tion, Feb. 1952 


Clamp 


To Fasten 
Guy Strands 


\ small spring clamp designed to 
hold the loose end of the guy strand 
firmly to the guy is said to make it 
possible to complete guy attachments 
in a matter of seconds 

The clamp, called the “Servisleev”, 
climinates the time-consuming meth- 
ods of wrapping with a separate piece 
‘f wire or tape or with the strands of 
the loose end, it is claimed. The 
Servisleev is formed from heavy gal- 
vanized stcel, with a belled end. It 
is slipped over the guy with the belled 
end toward the clamp. It slips easily 
over the loose end of the strand and 
is tapped into position with any con- 
venient tool. 

Hubbard & Co., Pittsburgh, Pa. 

Industrial Distribution, Feb. 1952. 
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“Ot course, it’s against company policy 
to have our suppliers wine and dine us 
—but if you insist—” 




















& firth Sterling 











man’s lees, Mr. Lincoln —_ OBITUARIES 





Hugh Berger, V. P.. 


eee How long Smith Courtney Co. 


Hugh P. Berger, 52, vice presi 
— f the Smith-Courtn y 0., 
| l l t] ) ) l PD “4 nond Va., died Dex 2 is the result 
S Ou ( lé) IE 6 f a gunshot wound suffered Christ 
mas Eve. He shot himself accidentally 
vhile cleaning a shotgun in prepara 
tion for a hunting trip 

Honest Abe’s friends, of course, were Mr. Berger, who was a native of 
1icago, had long been prominent in 
hmond’s business and civic inter 
ts. He had been associated with the 

Smith-Courtnev Co. for 28 vears 
bination of humor and wisdom He was a member of the Manches 
‘Long enough to reach the ground.” ter Lions, the Elks, Morris Creek 
Hunting Club, and a former member 
of the Civil Air Patrol and the Rich 


: mond Flying Club 
Phis backwoods prescription is one we often think about in He is survived by his wife, threc 


. laughters, one son, one brother and 
building a catalog. How much space, used for words and ee eee ee : 


four sisters. 


twitting him when they asked this. ( 
| 


} 
} 


gut he could take a joke on himself, , 


and his reply was a splendid com- 


pictures, should a given product be allotted in your catalog in 
order to reach its market successfully? (Too much may not 
pay out. Too litthke may not be much better than none at all.) 
And just how should the space be used for best results? 

Finding the right answers to questions like these is a routine 
part of our service to catalog users. Is it about time to tackle 
some of them for your next catalog? Maybe we should talk 
it over—which we shall be glad to do without obligation to 


you. Just drop us a line today. 


R. R. Donnelley 
& Sons Company 


CATALOG COMPILING DEPARTMENT 


: James M. Thompson 
350 East Twenty-second Street, Chicago 16 


ed el ed ee 


James M. Thompson, 
National Supply Co. 


Printers * Binders * Engravers * Lithographers CATALOG Be 


Recently mpleted Donnelley-printed catat James M. Thompson, division man- 
ager of the Southwest Division of 
the National Supply Co., Pittsburgh, 
Pa., died December 26, three days 
before his fifty-third birthday. 

A native of Fort Worth, Texas, 
Mr. Thompson was a graduate of 
Virginia Military Institute. He was 
associated with the Norvell-Wilder 
Supply Co., Beaumont, Texas, indus- 
trial distributor, from 1934 until 1940, 
——— when he joined the National Supply 

agp Co. as tubular manager of the Texas 

a Division. In 1943 he became Texas 
Division manager. 
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z) 
Spang runs these ads regularly in 
leading trade journals to help your 
own sales efforts, and to remind your 
prospects of your products and ) 
friendly service 





SPANG CW 


keeps West Virginia’s 


skaters on their toes 


Figure skaters never worry about the weather in 
Huntington, West Virginia. In their new million dollar 
recreational center the ice stays hard and fast all during 
the season. And it’s kept that way day after day by a 
refrigerant flowing through a welded web of Spang CW 
Steel Pipe under the entire skating area. 

Wherever long time reliability ts a must--whether in 
skating rinks or the largest commercial buildings 
architects, contractors, owners consistently specify de- 
pendable Spang CW. They know from experience that 
the name Spang 1s a guarantee of year after year of 
maintenance-free service 

Quality-controlled from steel to finished form, Spang 
CW is always uniform in every dimension. Easy to cut, 
easy to weld, easy to bend, it’s the easy way to reduce 
installation time and costs 

Specify Spang CW Steel Pipe by name--you'll find 
leading distributors in every section of the country 


Owners. Cabell County Recreation Board Architect: Lewis E. Stettler 


Contractors: Frick Compan Waynesboro, Pa 


SPANG-CHALFANT 


DIVISION OF THE NATIONAL SUPPLY COMPANY 
Genera! Soa fice: Grant Building, Pittsbur 
Sales Offices: Atlanta 
Los Angeles, New York 
deiphia, Pittsburgh, St. Lowis 
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.you NEVER 
Lubricate 
[IFE-LUBE 


on —_ 


i. 


SPLIT JOURNAL 
BEARINGS 


fia. 


coness BRONTE BUSHED 
ELF LUBRICATING 
JOURNAL StaRines 





PILLOW 
BLOCKS 


The large illustration above shows 
the permanently lubricated Wood's 
“Life-Lube” Ball Bearing Pillow 
Block. This Pillow Block eliminates 
troublesome, time consuming, 
faulty and expensive lubrication. 
All are equipped with M RC series 
Ball Bearings. 

Write us for Bulletin 194. 

All other types of split or solid, 
Babbited or Porous Bronze-Bushed 
Pillow Blocks are made by Wood's. 
Send for literature 


wooo's PRODUCTS 

SHEAVES - FLAT BELT PULLEYS - HANGERS 
PILLOW BLOCKS + COUPLINGS + BEARINGS 
COLLARS + "’SURE-GRIP"’ SHEAVES AND PUL- 
LEYS « ““SURE-GRIP"’ STANDARD, SUPER AND 
STEEL CABLE V-BELTS COMPLETE DRIVES 


T.B. 
SONS CO. 
CHAMBERSBURG — PA. 


Mechanical Power Transmission Manufacturers—Since 1857 
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John K. Hough 


John K. Hough, 
Goodyear Executive 


John K. Hough, advertising director 
of Goodyear ‘Tire & Rubber Co., 
Akron, O., died Dec. 29 at Akron 
following a short illness 

\ native of Erie, Pa., Mr 
vas born March 12, 1891] 


been 


Hough 
He had 
advertising director for Good 
vear since 1937 

\ graduate of Amherst College, Mr 

Hough joined Goodyear in 1914, 
serving in the dealer sales department. 
Other assignments included sales man 
iger of Goodvear-California and as- 
sistant manager of tire sales at Akron 
In 1935 and 1936, he was managing 
director of Goodyear-Wolverhampton, 
Wolverhampton, England. 

Mr. Hough is survived bv his widow, 


1 son, two daughters, and two sisters 


C. G. Hardwicke, VP. 
Hardwicke-Etter Co. 


Clifford Gribble Hardwicke, vice 
president of Hardwicke-Etter Co., 
Sherman, ‘Texas, died December 
in Sherman after a long illness 

Mr. Hardwicke was born in Sher 
man June 16, 1885. His family had 
connected with Hardwicke-Etter 
since its origin, and Mr. Hardwicke 
joined the company in 1911. A gradu 
ite electrical engineer, he attended 
Virginia Militarv Institute and later 
studicd under Steinmetz at Schenec 
tadv, N. Y. He was connected with 
the New York Central Railroad until 
1911 

Mr. Hardwicke was a member of 
the board of the St. Louis-San Fran 
cisco Railway. He served on the board 
of the Jamestown Society of Virgitia 

He is survived bv his widow, two 
sisters, and a brother. His only son 


is killed on Bataan in 1942 


been 





IOS 


=) 


R. Barron Storms 


R. Barron Storms, Head, 
Tornado Supply Co. 


R. Barron Storms, 52, president of 
the ‘Tornado Supply Co., Anniston, 
\la., industrial distributors, was killed 
December 16 m an automobile acci 
dent when his car ran off the road 
near Anniston 


Oscar A. Knight, 
Norton Co. Manager 


Oscar A. Knight, 72, retired De 
troit district manager, Grinding Ma 
chine Division, of Norton Co., died 
recently at his home in Royal Oak, 
Michigan. He was born in Worces 
ter, Mass., October 1, 1879, and began 
work with Norton Company in Janu 
ary 1905, as a member of the lathe 
department 

Specially trained by Charles H 
Norton, father of cylindrical grinding, 
is a grinding demonstrator, he was 
later appointed foreman of the grind 
ing department. In June, 1908, he 
became a special representative work 
ing in the Middle West and operating 
through agents. In 1920, when the 
company adopted a direct selling 
policy for the machine division, Mr. 
Knight was appointed Detroit man 
iger, holding this position until his 
retirement December 31, 1945 


Richard A. Metcalf, 
Miller Electrie Co. 


Richard A. Metcalf, sales manager 
of Miller Electric Mfg. Co., Appleton, 
Wis., died after a heart attack, Decem 
ber 20, while shoveling snow at his 
home in Appleton 

Mr. Metcalf was appointed sales 
manager of Miller Electric last Octo 
ber, after 14 years in the welding in 
dustry. He was 42 


CHICAGO WHEEL 


a5? 
nee 


™ 


wis 


~ © 


Ste ———__— 


a8 


Ask any Industrial Distributor who sells Chicago Wheel products, and 
he'll tell you that, year-in year-out, it’s the top abrasive specialty 
line for him. His profit margin is larger and fully protected, and he's 
never stuck with stock obsolescence or slow turnover. The Chicago 
Wheel line, moreover, is non-competitive on many items. And it’s 
backed by hard hitting, consistent national advertising, helping to 
boost the fastest growing company in the abrasive industry. If you 


are not satisfied with your present connection . . 


. if you want to 


get aboard a real money-maker . . . don’t delay . . . find out today why 


CHICAGO WHEEL is a Peach of a Deal! 


First —Foremost—and 
Finest! The fastest 
turnover and the big- 
gest profit line in the 
abrasive field. Mini- 
mum space require- 
ments . . . low stock 
investment . .. higher 
profits. 


steady, repeat business. 
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Wide range of sizes, 
shapes and specifica- 
tions for every port- 
able tool operation. 
The outstanding line 
from both quality and 
profit factors. Tops in 
internal grinding. 


HANDEE—Tool of 1001 Uses. Top quality hand tools for shop and home use. Na- 
tionally advertised . . . nationally known. Ideal for pattern and die shop work. 
Complete range of models and styles . . . plus line of more than 500 accessories for 














Frofcrdfe REPENT ITEMS. Fire 


foundation of “bread-and-butter” 





Build your volume business on a sound ae : : 

items from 25 YEARS AGO 

the Fairbanks lines of Trucks, Casters, Valves Detroit supply houses were featured in 

and Dart Unions. Here are three outstanding the February 1927 edition of the 

, magazine The Ravl Co., The 

Chas. A. Strelinger Co., H. D. Ed 

wards & Co., The Boyer-Campbell 

Co., J. T. Wing & Co., and Buhl 

Sons Co., were pictured and d 

s ribed 

ness in thousands of plants—large and Ihe Flexible Steel Lacing Co., Chi 

small—the Fig. 0250 is standard wo, held a three-day sales conven 

equipment on all types of piping. - tion he company decided to 
tamp its trademark, an alligator, on 
ill future steel belt lacing 


examples of individual products that consist- 
ently build distributor volume—and profits. 


A “natural” for building repeat busi- 


Mills & Lupton Supply Co., Chat 
tanooga, was issuing a monthly 
house organ called Super Service 
to keep in touch with customers 
ind prospects 

Ihe American Pulley Co., Philadel 
phia, was awarded four prizes at the 


age Sesqui-Centennial Exposition — in 
Caster*® features Lock-Weld con- Philadelphia 


struction— eliminates the king-pin 


A “‘live’’ lead item— Fairbanks 
revolutionary Series 21" Swivel 


*Patented 
; he or Ihe February issue came up with a 
entirely. . . . Series “31” Rigid full page of jokes—most of them in 
Caster of girder-type design is this vein: “Johnson: “The idea of 
another “solid” repeat product. letting your wife go about telling 

the neighbors she has made a man 

ut of vou. You don’t hear my wife 


® 
rhanks saving that!’ Jackson: ‘No, but I 


heard her te ll mv wife she had done 


fal 


her best’ 


Ihe newly formed Midland Pipe & 
An easy seller—Dart is the best . Supply Co., Chicago, announced 
known quality union on the market. " 3 the opening of its offices and ware 
houses. J. E. Walsh was vice presi 


Sell ““PIC’’ Steel Union—a new Lent 
aen 





Dart product for standard pressures 
—in the industrial and original Iloward F. Mevers, sales manager for 


‘ = the Ohio Injector Co., Wadsworth 
equipme » 
quipment fields. Ohio, returned from the road after 


finding the majority of distributors 
vere confident they were im for a 
vear of stable prices and good busi 
ness, with a tendency to place orders 
in anticipation of needs 


The aspiring ilesman cannot be 
given his head in this day and age 
of high grade salesmanship, hence 
we sales executive must infuse 

Y scientific, procedure and knowledg¢ 
1 york 3, § into him iid Vance C. Boyd, sales 
manager of Standard Supply & 
Equipment Co., Philadelphia 


YETTE STREE 


Branches * Rome Ga 
* Boston 10 ” 


393 LAFA 


rgh 22 
ok 2° Pittsburg 
ee k. E. Schwalb was appointed manager 
and sales engineer of the Chicago 
Office of the Kent Machine Co., 


TRUCKS .vatves- dart & PIC UNIONS - CASTERS | — Kent, Ohio. 
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inch high prt 
using this DELTA 


ingtng Koom sales 


Il-Point Saw Program 


You've seen it happen, time and again—substan- 
tial savings, won by efficient production-line meth- 
ods, are frittered away by outmoded equipment 
and time-wasting practices in the Shipping Room. 

That’s your chance to get big-ticket sales of 
Delta Radial Saws for use in Shipping Rooms. 

Check over your list of customers and prospects 
with a special eye on shipping-room bottlenecks. 

Then put the 12 potent features of Delta Radial 
saws to work for you— making profitable multiple- 
machine sales. 


12 Ways That The Delta Radial Saw 
Eliminates Shipping Room Bottlenecks 


1. REDUCES EQUIPMENT INVESTMENT—one machine 
that does the work and saves the cost of many. 
SAVES FLOOR SPACE—saw is installed against a 
wall, so that material moves freely through the shop. 
OFFERS EXCEPTIONAL FLEXIBILITY —an all-purpose 
machine; you can keep it busy all the time. 
REDUCES SET-UP TIME—in a few seconds, change 
from cut-off to miter, to rip, etc. 
SAVES POWER THROUGH DIRECT DRIVE MOTOR 
—no gears, no belts, no pulleys to worry about. 
INCREASES OPERATOR SAFETY — extra safety 
guards; operators appreciate them. 


DELTA TOOLS 
Another Product 


7. REDUCES HANDLING COSTS—iumber always lies 
flat, moves on straight line to the saw. 
REDUCES LUMBER WASTE— minimum spoilage; 
work lay-out marks are always in plain view. 

9. OFFERS INCREASED MOBILITY—c mobile power- 
shop, easily shifted to any point in the shop for 
other emergency work. 


10, SIMPLIFIES OPERATING—cross-cut action is “down 
and back"—even women operators use the saw 
safely, confidently. 


1], CUTS MUCH FASTER—Saw moves in straight line 
at any angle, slashes stock in seconds. 

12, REDUCES MAINTENANCE—Delta advanced design 
keeps machine up to date, minimizes wear. 


Delta Radial Saws are made in four sizes—Y2HP to 7'2HP; 
with saw blades 8” to 20”. 
Also use and feature the Delta Radial Saw “Idea Book” 
it's packed with money-saving suggestions. 


Theres a Delta Power Tool for every customers jos- 
WOOD AND METAL WORKING POWER TOOLS FOR HOME AND INDUSTRY 
53 Machines * 246 Models « More Than 1300 Accessories 





DELTA POWER TOOL DIVISION 


Rockwell 


MANUFACTURING COMPANY 


625B E. VIENNA AVE. e MILWAUKEE 1, WISCONSIN 
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Is easy 


with 
STAR 
LADES 


You'll find sales are easier, 

time after time, when 

you can give your Customers 
STAR metal-cutting products. 
Over the years, you can’t beat the 
combination of the best-selling 
line plus consistent advertising 
to your Customers. 


The STAR line of hacksaw blades, 
frames and metal-cutting band 
saws is the easy line to sell. 


Sold 

only 
through 
recoguszed 
distributors 


a 
sa 


( 
— 


N BROS., inc Wd 


ETOWN, N.Y., U.S.A. 
Moker: of Hand and Pewer Hack Sow Blades 
Frames, Metol Cutting Bond Sow Biodes 
ond Clemson Lown Machines 
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he ability to talk is a valuable attri- 
bute in a salesman, but I have seen 
salesmen, who, I thought, would get 
along better if they were stricken 
dumb,” said Frank Farrington. 


10 YEARS AGO 


Safety of citizens on the western shore 
of Lake Michigan was in the hands 
of Sam Clark (Samuel Harris) who 
was a captain in the Coast Guard 
Auxiliary in charge of the Chicago 
area with about 175 civilian mem- 
bers under him. 


Creation of the “Distributor Section” 
within the Priorities Division 
marked the government's biggest 
step in getting the most effective 
use out of wholesale “hard goods” 
units. 7 


The Bronx Hardware & Supply Co. 
brought its customers, manufactur- 
ers and salesmen together in a three- 
day industrial show celebrating the 
occupation of its new and enlargec 
headquarters. 


Brown & Sharpe Mfg. Co. was pre 
sented with the Navy “E” pennant 
and the flag of the Bureau of Ord 
nance by Secretary of the Navy 


Frank Knox. 


Ihe Reynolds Machinery Co., Provi- 
dence, R. I., distributor of machine 
and hand tools, expanded its busi- 
ness to include a machine tool re- 
building shop capable of handling 
equipment up to four and one-half 
tons. 


Iwo distributors’ sales forces heard 
their bosses caution at year end 
meetings against resting on 1941's 
laurels and thus softening up their 
keen sales senses. §. D. Conant, 
Sligo Iron Store Co., St. Louis, and 
R. E. Kramer, H. Channon Co., 


Chicago, did the emphasizing. 


F. H. Cargen, mill supply manager of 
the Olmsted-Flint Corp., Cam- 
bridge, Mass., offered the following 
selling philosophy: “Before launch- 
ing into a sales message, let your 
prospect express his own thoughts. 
You can’t fill his mind with your 
own ideas till you have given him 
a chance to clear out his.” 





“The salesman who is a typical ex- 
trovert and loves being with people, 
while despising routine and detail du- 
ties, may find himself failing at his 
job because he is not strong enough 
to force himself to perform these inci- 
dental tasks.” 

“The Textbook of Salesmanship,” 
by Frederic A. Russell 
and Frank H. Beach 











Sales Helps From Manufacturers 








ROCKWOOD 


FIRE 
FIGHTING 
PRODUCTS 


re) 











Fire Fighting Catalog 
Published By Rockwood 


A new portable fire fighting catalog, 
has been published by Rockwood 
Sprinkler Co., Worcester, Mass. The 
12-page booklet is printed in three 
colors, and is well illustrated with 
technical data, describing all the com 
pany’s fire fighting products and 
chemicals. 

Known as Portable Catalog CP-7- 
50M-51, the booklet describes Rock- 
wood weapons for combating fires in 
highly volatile flammable liquids and 
ordinary combustibles. 


Chase Brass Develops 
New Packing Line 


A new line of packaging for all mis- 


cellaneous products has been devel- | 


oped by Chase Brass & Copper Co., 
Waterbury, Conn. Purpose of the 
new packaging line is to bring stand- 
ardization and uniformity to a widely 
varied group of products. With the 
new design, Chase has been able to 
reduce the number of separate pack- 
ages to 17. 

"In bringing a new marketing idea to 
the merchandising of these brass prod- 
ucts, the packages were designed so as 
to provide ready identification, maxi 
mum family resemblance, and mini 
mum number of separate packages 


Stewart-Warner Corp. 
Releases Pump List 


“Open the Door to Production,” a 
new catalog just released by the sales 
department of the Alemite Division 
of Stewart-Warner Corp., Chicago, 
Ill., will be of interest to dealers and 
manufacturers concerned with 
methods of materials handling 

The catalog features the 22 new 
models of Alemite Versatal “Tornado” 
material pumps and includes a selec- 
tion chart which enables the user to 
tell at a glance the type and size of 
pump adaptable to his particular prob 
lems. The new models range in capac 
ity from one-half gallon per minute to 
heavy volume units that are capable 
of pumping twenty gallons per min 
ute. 


new 


PLIERS—a complete merchandising, 
packaging and advertising program is 
behind the new “Rib-Lock”’ pliers 
just offered by Utica Drop Forge & 
Tool Corp., Utica, N. Y. A selling 
counter display comes with every 
three pairs of the pliers. Three-color 
envelope stuffers are available to deal- 
ers, as well as catalog sheets. 








Give ’em 
the BUM’S RUSH 


Don’t let Dirt, Dust, and Grit spoil 
the working efficiency of your 
machinery and equipment. Rush 
‘em out of every crack and 
crevice with a CLEMENTS- 
CADILLAC blower-suction 
cleaner. Easy to use, 
economical. Ask your 

mill supply dealer. 


Eligible under C.M.P. 
regulations. 


ADVERTISING 
LIKE THIS 


DESIGNED TO 
STIMULATE 
BUYING INTEREST 
IN THIS NEEDED 
AND MUCH IN DEMAND 
CLEANING TOOL 








D 


‘ 





\\ 


CLEMENTS MFG. CO. 


APPEARS MONTHLY 
IN LEADING 
INDUSTRIAL 
MAGAZINES 





IF YOU 
WANT A 


D. 
SELLER 


WRITE US 
FOR DETAILS 


6620 S. NARRAGANSETT AVE. CHICAGO 38 ILL. 


D 0 
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Bundling Chains with locks 


e The new AMERICAN Bundling Chains with automatic 
locks will hold bundles of bars, rods, or pipes together 
indefinitely. They hold the bundles snug, tight, neat. 
They make lifting and moving easy. They’re easy to 
hook up and they unlock with a flip of the fork. 

They will save your customers real money. That’s 
what satisfied users say. They make a fine entering 
wedge into plants for your salesmen. Write today for 
information on Bundle Locks* or the 1001 other items 


in the complete AMERICAN CHAIN Line. 
*Patent Pending 


__/{ American 


AMERICAN CHAIN DIVISION : 
AMERICAN CHAIN & CABLE gin 


rk, Pa. Atlanta Chicago. Denver. Detroit. t Angele 
New York Philadelphia, Pittsburgh, Portland 
an Francesco. Bridgeport, Cor 
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HEAT EXCHANGER~A new Heat 
Exchanger Bulletin has been issued 
by Corning Glass Works, Corning, 
N. Y. which contains a series of charts 
ind nomographs which simplify the 
calculation of heat transfer require- 
ments. Data is also given for a newly 
designed cascade type heat exchanger 
Known as Technical Bulletin PE-8, 
it deals with specially constructed 
Pyrex brand glass heat exchange tubes. 


EXPANSION JOINTS An_ illus- 
trated catalog describing all types of 
corrugated expansion joints has been 
released by Flexonics Corp., May- 
wood, Ill. The catalog gives complete 
specification and installation data for 
Flexonics-type free-flexing joints, for 
low pressure applications; controlled 
flexing joints, for greater amounts of 
traverse, and Flexoniflex joints for ex 
tremely high pressure applications 
Also covered are dual, hinged, bal 
inced and bulkhead units 





CATERPILLAR 
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FRACTOR TOOLS—A new 16-page 
bulletin by the Owatonna ‘Tool Co., 
Owatonna, Minn., illustrates and de 
scribes OTC tools designed for the 
servicing of Caterpillar ‘Tractors Hand 
ols and hydraulically operated pull 
g tools are presented, with attach 
ind accessories built especially 
for use with the OTC Power-Twin 
Hydraulic Puller. Included also are de 
tals of the new 30 ton Hydraulic 
Ram 


RIVETS lownsend Cold-Headed 
Parts for Military applications is a 
new 12-page illustrated pamphlet 
which describes special parts manu 
factured by ‘Townsend Co., New 
Brighton, Pa. It discusses how to de 
ign for cold-heading, and describes 
lownsend manufacturing facilities 


CONVEYOR BELTS—"9 Ways to 
Speed Production and Maintain Sani 





this sales policy 
*; more important today 
THAN EVER BEFORE! 


AN VISES 
IT GOVERNS ALL SALES OF COLUMBI 
AND COLUMBIAN-STEVENS LEVELS 








COLUMBIAN SALES POLICY 
COMPLETE LINE ONE SOURCE. Columbian’s complete line offers to 
the distributor the advantage of concentrating his entire vise purchases 
from one strong source. This line includes Machinists’, Hinged Pipe, 
Combination Pipe, Woodworkers’, Patternmakers’, and Homeshop Vises. 


DISTRIBUTION. We believe that selling thru established distributors is 
economical and efficient. We adhere rigidly to this principle. 


PRICES. List prices with discount are used. These are such as to insure 
a reasonable profit. Prices are guaranteed to date of shipment. 
RESALE. We believe in fair resale prices. Our distributors are urged 
to respect our suggested prices and every lawful method is used to 
protect this policy. 

INQUIRIES AND DIRECT SALES. We refer to our distributors all inquiries 
from their territories, either from users or non-stocking distributors. 
Quotations or sales made direct, where we may have no distributor, 
are at our resale prices. 


TERRITORY. Where an exclusive territory arrangement is made, a 
distributor is given every protection within that territory. Furthermore, 
we do not make direct shipments for one distributor into the territory 
assigned another distributor. 

STOCKS. We expect our distributors to maintain a stock sufficient to 
adequately service their trade. 


SERVICE, We ship all orders within 24 hours, unless otherwise specified. 
GUARANTEE. Our products are fully guaranteed against defects in 
material and workmanship. 

RETURNED GOODS. Returned goods are accepted only when authorized 
by our Cleveland office. 

COOPERATION. We actively cooperate with distributors in promoting 
sales, educating distributors’ salesmen, in furnishing sales literature, 
catalogs, etc., for distribution to their trade, and by advertising. 70 


1/1066 Tne Columbian Vise & Mfg. Co. 


CLEVELAND 4, OHIO 


MANUFACTURER OF COLUMBIAN-STEVENS LEVELS 
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tary Requirements in Fruit Processing 
Plants” is the title of a new technical 
folder recently prepared by The Cam 
bridge Wire Cloth Co., Cambridge 
Md. 

In flow sheet form the folder illus 
trates the sequences ot operations in 
processing canned fruit sections and 
sauces. The flow sheet indicates nine 
different stations where Cambridg« 
woven wire belts offer the dual advan 
tages of fast, sanitary production 


LAMPS—A series of ‘“Sce Better 

Work Better” publications are being 
put out by General Electric’s Lamp 
Division, Nela Park, Cleveland, Ohio, 
to further the cause of more effective 
lighting. Five numbers of the bulle- 
tins have already been printed, cover 
ing such subjects as Better Quality 
Control With New Lighting; Inspec 
tion Lighting Tips; Compare Three 
Distribution Systems; Rubber ‘Trim 





Because they are built to assure far 
greater resistance to all fatigue and 
failure factors than conventional 
hose can provide, MULCONROY 
Special Hose Constructions find a 
ready market in virtually every in- 
dustry. Their successful use under 
severest service conditions estab- 





“DYNAFLEX” Spray Hose is typi- 
cal of the entire MULCONROY 
line in the way it stands up 
longer on the toughest assign- 
ments. The special rubber com- 
pound tube, securely vulcanized 
to the strong duck carcass, will 
not swell, peel or buckle. The 
galvanized steel wire braid cover 
is surrounded by a _ half-round 
galvanized steel spiral to counter- 
act exterior wear and lend added 
strength to the ose 
to %" 


Sizes %" 
, inclusive 


Write for literature describing the 
MULCONROY line and its advan- 
tages to the user and to you. The 
market for these special hose con 
structions is growing! 


"MULCONROY Sard... 


MULCONROY 


lishes a sound basis for repeat 
business. 


\DYNAFLEX” 
SPRAY HOSE 


STYLE 904 


Designed to give greater efficiency, 
safety and economy in paint, white- 
wash, chemical and insecticide spray- 
ing. Combines light weight and ex- 
treme flexibility with armored resist- 
ance to high pressure and hard wear. 
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ming; and, Building Used as Lighting 
Fixture 











PRODUCTION CONTROL—“Pro 
duction Control Svstems and Proce 
dures”, a 56-page booklet written to 
help manufacturers, has been pub- 
lished by Remington Rand, Inc., New 
York. Graphically illustrated with 
typical forms and procedure charts, 
the bulletin outlines complete proce- 
dures for engineering, production plan- 
ning and progress, machine load, and 
material and tool procurement and 
control 

It details a unique method of ma 
terials control, and outlines a case his 
torv of a successful installation. 

Remington Rand has also released a 
6-page folder describing the company’s 
“Use-Purchase Plan” for Punched- 
Card Accounting Machines. It has 
tables showing charges for the ma- 
chines over a number of vears and 
how savings mav be effected 
TINNING—A 


miniature folder, 4 


| pages 2} by 4-in. just issued by All 





State Welding Alloys, Inc., White 
Plains, N. Y., describes a quick, easy 
way to tin hard-to-tin surfaces, rust 
proofing metal, and regalvanizing spots 
where damage has destroved original 
surface. Kev is All-State’s ““Kromover” 
touch-up pencil 


PLUG VALVES—A new catalog cov 
ering the entire line of Porter Lubri 
ited Plug Valves is now available 
from Porter Valve Div., H. K. Porter 
Co., Inc., Tulsa, Okla. By means of 
cross-section and cut-a-way illustra 
tions as well as line drawings the un 
usual features of this modern design 
valve are presented. Information on 
working pressures, materials of con 
struction, design and function, manu 
facturing methods, accessories, lubri 
cants, and pressure and temperature 
ratings is also included. 


PUNCHES AND DIES—‘“How To 
Save Money on Punches and Dies”, 
a 16-page bulletin published by the 
F. J. Stokes Machine Co., Philadel 
phia, Pa., gives a broad summary of 
ways to keep punches and dies in con 
dition for highest efficiency. 

The bulletin devotes sections to 
regular care, handling, mechanical 
contact, cleaning, storage, wear, lubri 
cation, and overloading. It also lists 
precautions for handling rotary 
punches, rotary dies, single punches, 
ind single-punch dies. 

Pocket-size, the new brochure is il 
lustrated by simple diagrams and car 
toon figures. 


BRONZE BARS-—A handy folder list 
ing bronze maintenance bars has been 
published by the Buckeye Brass and 
Manufacturing Co., Cleveland, Ohio 
I'he brochure carries a complete size 
catalog of the company’s line of 13-in 
bars 


SNOW MELTER-—Ice and snow 
melting crystals are described in a new 
technical bulletin by Speco, Inc., 
Cleveland, Ohio. The illustrated fol 
der explains various uses of the chemi 
cal crystals called “‘Ice Rem’, devel 
oped for combatting hazardous winter 
conditions. 


SCRAP—To aid companies’ scrap col 
lection drives, the International Nickel 
Co., Inc., New York, has published a 
brochure describing simple tests that 
will identify some nine wrought white 
metals and alloys in general use in 
fabricating shops. The tests, involving 
only four small bottles of liquids and 
a magnet, were evolved to help pre 
vent mixups in salvage yards. 

Entitled “First Aids in Scrap Sal 
vage”, the folder is a reprint of infor 
mation contained in Inco Magazine, 


ON THE JOB... 
in distributors’ profit ledgers 


The Vincent line of Dressers and Cutters is not a new and untried 
quantity. For over forty years, they have been giving customer satisfaction 
on the job . . . carrying their own weight in distributors’ profit ledgers. 


Exclusive Vincent dresser design, which incorporates a hex bushing to 
absorb dressing thrust, provides long, accurate service on the toughest 
applications. Vincent Cutters, made of special alloy steel, are heat treated 
to the exact deyree of hardness in Vincent’s own heat treating division— 
one of the three largest in the country. 





Added to this, a continuing advertising program, carried on in leading 
trade papers, has acquainted users with the Vincent name and develops 
prospects for distributors. 


Why not stock Vincent Dressers and Cutters yourselves . . . they're 
proved to be sure-fire profit producers. Vincent Steel Process Com- 
pany, 2424 Bellevue Avenue, Detroit 7, Michigan. 





SINCE 1909 
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RDER 


your bolts, nuts, rivets and other 
fasteners easier and faster... with- 
out confusion or error. Buffalo 
Bolt’s latest catalog NO. 51 

Rives you the information you 
need...in a hurry. It’s clear, con- 


cise ... and complete. 


STOCK 


top quality Circle ® Bolts in 
clearly-labeled, sturdy, corrugated 
board Handy-Pack containers. 
Simplify your handling problems. 
Write for folder explaining types 
of bolts, quantities and weights 


available in Handy-Pack cartons. 


SELL 


the high quality of the complete 
line of Buffalo Bolts which has 


never been surpassed. In com- 
bination with Handy-Pack car- 
tons, they offer a superior prod- 
uct at a price no " 
higher than that 


of ordinary bolts. 


BUFFALO 


BOLT COMPANY 


Division of Buffalo-Eclipse Corporation 
North Tonawanda, N. Y. 


Sales Offices in Principal Cities 


PRODUCERS OF CIRCLE @ PRODUCTS— BOLTS @ NUTS @ RIVETS AND SPECIAL FASTENERS 
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ompany publication 

The company has also completed a 
revised edition of its 50-page booklet, 
“Rapid Identification of Some Met 
ils and Alloys”, describing procedures 
for identifying more than 125 metals 
md alloys. It covers both wrought 
md cast materials, from alloy cast 
irons and nickel alloy steels to precious 
metals and their alloys. 


OILERS—Describing oilers, torches, 
ind other supply products, the new 
Catalog No. 100 of Gem Manutac 
turing Corp., Pittsburgh, Pa., is now 
wailable. Brightly and profusely illus 
trated, the 10-page booklet lists the 
company’s complete line of oilers of 
ill types, including pump, bench, and 
pistol oilers, pyramid and inspectors’ 
torches, gasoline and other supply 
cans, grease buckets and related prod 
ucts. 


ABRASIVES—Two new _ brochures, 
one describing abrasives and the other 
strapping tape, have been released by 
Behr-Manning, Troy, N. Y. Abrasives 
featured by the company are listed, 
ind a method for setting up a novel 
sanding arrangement for getting 
round irregular shaped work is ex 
plained. 

The illustrated leaflet also outlines 
features of the company’s “211” strap 
ping tape, described as a_pressure- 
sensitive tape that requires no wetting. 


VALVES—Forged steel valves are the 
subject of a new catalog recently pub 
lished by the Ohio Injector Co., 
Wadsworth, Ohio. The 24-page illus 
trated booklet shows the complete 
line of the company’s 600-Ib. pressure 
valves, gates, globes, angles, and 
checks, in the screwed, flanged, and 
socket weld types 





NEW LINES 
taken on by 
DISTRIBUTORS 
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Teague Hardware Co., Montgomery, 
Ala., has been named a distributor 
for power saws manufactured by 
Root Manufacturing Co., Baxter 
Springs, Kan. 


General Machinery & Supply Co., 
San Francisco, has been named a 
distributor in northern and central 
California for end mills of Putnam 
Tool Co., Detroit. 








Anticipate your need... 


for these ESSENTIAL CHUCKS! 








= 








Once again, as metal working industries 
pick up the load on military production, 
most orders for chucks are coming through 
stamped “urgently needed” . . . while prac- 


tical delivery dates extend further and fur- 





ther ahead. 





That being so, you can save your pur- 
chasing department a lot of chuck procure- 
ment worries later on by making a systematic 
check of essential chuck needs RIGHT NOW 


and then passing on your orders at once 








for indicated future delivery. We'll be in a 
much better position to schedule deliveries 
as you need them to meet your own tight 


schedules. For fast service buy through your 


Industrial Distributor. 








THE CUSHMAN CHUCK COMPANY 
HARTFORD 2, CONNECTICUT 











WRENCH OPERATED AIR OPERATED 


MR. DISTRIBUTOR 
Make this timely 
suggestion to your 
chuck customers 
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Aligning Machinery is one of the many uses for a 


———EIN-WERNER 
PUSH-~PUUL HYDRAULIC JACK 


(A man, using a Hein-Werner “Push and Pull” Jack 
ean quickly and easily move and align a big machine 


for floor placement. 


The photograph, reproduced above, shows a 
heavy milling machine being aligned through the use 
of a Hein-Werner 20-ton capacity Model H-785, 
two 8 foot chains and a H-785 chain attachments. 


If there's a job of pushing, pulling, bending or 
spreading to be done, a Hein-Werner “Push and 
Pull” Hydraulic Jack will prove to be a great time 


and labor saver. 


Available in models of 4, 10 and 20-tons capacity. 


Each consists of ram, six-foot hose, and pumping 
unit for remote control. Wide assortment of attach- 
ments for ram adds to utility of this jack. 


n- Werner 
faa AUS, 


The Hein-Werner line of hydraulic jocks is 
COMPLETE. It includes Under-Axie Jocks 
of 1%, 3, 5, 8, 12, 20, 30, 50 and 100-tons 
capacity “Bumper-Litt” 
for pessenger cars as 
Service Jocks for shop use. 


HEIN-WERNER CORPORATION 


WAUKESHA, WISCONSIN 
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The Buyer Looks 
at Business 


Composite opimon of pure hasing 
agents who comprise the N.A.P.A 
Business Survey Committee 





General Business Conditions 


December report; of purchasing 
executives, on general business condi 
tions, are not encouraging. The trend 
to lower industrial activity reported 
in November has continued, and the 
decline is much more pronounced. 
Production held up fairly well during 
the first half of the month, then tap- 
ered off, and the long holiday close 
downs will bring the year to an end on 
a low production rate. New orders 
have oe a sharp drop, 36 percent 
reporting lower backlogs, the largest 
number since July-August of this year. 
his decline in new business comes in 
the face of continued price strength, 
and the portent of more to come, 
from Capehart formula pricing and 
steel wage negotiations. Inventories 
are lower; the number of employed is 
holding up, but there are soft spots in 
several areas and more short time. 
Buying policy is predominantly within 
the 90-day range. 

Purchasing Agents are reluctant to 
make long-term New Year forecasts. 
Cutting through the hedges of possi- 
bilities and influences of war, peace, 
Administration policies and politics, 
the consensus is that civilian produc- 
tion, to which the industrial economy 
is still predominately geared, will be 
low for the first quarter of 1952—much 
lower than during the fourth quarter 
of 1951. Defense production will in- 
crease substantially, but the volume 
will not be large enough, nor can it 
be spread wide enough, to cover the 
bare spots now developing and which 
are expected to show up in early 1952. 


Commodity Prices 


Ihe general trend of industrial ma- 
terial prices is a sidewise movement in 
December, with a further show of 
strength being currently —— by 
advances that may be authorized by 
the revised control law. Many small 
increases justified under OPS pricing 
tules have not reached buyers and may 
be withheld, awaiting more favorable 
business conditions. Warehouse stocks 
of many maintenance, repair and op- 
erating supply items are heavy, com- 
pared to present slow sales. The out- 





SIMONDS| 


| ABRASIVE CoO. 
Lenin =— 


Abrasive Grains 


Borolon Tumbling Abrasive is fused 
crystalline aluminum oxide, scientifi- 
cally manufactured in Simonds own 
electric furnace plant at Arvida, Quebec, 
Canada. It removes flash and bead from 
stampings, puts a radius on small parts 
and gives a precision finish. Furnished 
graded to one size or run-of-mill sizes 
such as 6 to 12, 12 to 30, 30 to 60, etc. 
Also in lumps 14” to 14”, 14” to 34", 
34” to 1” and 1” to 114”. Write for 
inspection samples and prices. 


LADELPHIA 37 PA BRANCH WAREHOUSES 


DISTRIBUTORS IN PRINCIPAL CIT 


( Advertisement ) 


The Knights of Oki 
Had a Use For It 


WE ARE continually being reminded 
that techniques that we have always 
hazily thought of as of our own times 
or at the very furthest of our grand- 
fathers’ times have been in the public 
domain for many, many centuries. 
Take for example the modest tum- 
bling barrel which de-whiskers wire 
nails and takes the razor edges off our 
bits of sheared and stamped wares 


When Sir Cedric returned to King 
Arthur’s Court after a campaign, a 
foray, or merely a personal project 
of a chivalrous nature, his shirt of 
mail, thanks to blood, sweat, tears, 
rainwater and beer slops was likely 
in a parlous state of rust. His Squire 
eased it off his torso and passed it to 
a Groom of the Chamber who handed 
it to a Varlet who tossed it into the 
laundry chute and it wound up in the 
hands of some scurvy knave who 
tossed it into the tumbling barrel with 
water, sand and bears’ grease. 


When Sir Cedric got it back it 
looked like any other shirt that has 
been to the laundry pretty well 
beat up. That explains why so few 
really good specimens have come 
down to us. It is thought that the 
last one in active service belonged 
to a Comanche warrior about eighty 
years ago, known to the tribes as 
Chief Iron Shirt and reputed to have 
been invulnerable. Nobody ever got 
a look at it but it is surmised to have 
been all that was left of one of 
Coronado’s band that passed through 
our Southwest four hundred years ago. 


The abrasives industry has re- 
cently taken up the tumbling barrel 
and made a precision tool of it. With 
synthetic abrasives sized, shaped and 
graded and with collaboration from 
the designer it is now feasible not 
only to work to microinch finish but 
to control dimensions and produce pre- 
calculated external and internal radii. 


The advertisement shown here is 
typical of Simonds Abrasive Com- 
pany’s current campaign carrying 9 
million sales messages to users 
of Grinding Wheels and Abrasive 


Division of Simonds Saw and Steel Co., Fitchburg, Mass. Other Simonds Companies: Simonds Stee! Mills, Lock- 7 
port, N. Y., Simonds Canada Saw Co., Ltd., Montreal, Que. and Simonds Canada Abrasive Co., Ltd., Arvida, Que. products, 
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THE LINE OFFERING BOTH ORBITAL 
AND STRAIGHT-LINE ACTION SANDERS 


MODEL 400 























STRAIGHT-LINE ACTION 


National Models 300 and 300A are recipro- 
cating, straight-line action air sanders. With 
this action, lacquer may be applied directly on 
sanded surface as there are no patterns to con- 
ceal. Wood inthe white can be sanded without 
fear of swirls, circles or cross-graining. 





7 
i 














ORBITAL ACTION 


National Models 100 and 400 are orbital 
action, single pad, air sanders. Orbital action 
provides fast cutting and long abrasive life. 
Where rapid stock removal is desired, orbital 
action cannot be matched. Superior for sand- 
ing on wood or metal, and for finish sanding 
with opaque finishes. 


SELL YOUR CUSTOMERS 
NATIONAL’S COMPLETE LINE 


National offers both Orbital and Straight-Line 
action sanders. Whether your customers are 
working with metal, plastic, wood, leather, or 
other material there is a National Sander 
adapted to their needs. Write today for details 
on National's selective distribution system. 


NATIONAL AIR SANDER, INC. 
2818 AUBURN ST., ROCKFORD, 
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come of steel wage negotiations, and 
its effect on prices, will influence the 
price trend in the immediate future. 


Inventories 


Purchased material and parts in 
ventories took a decided drop this 
month, Inventory managers, cae 
ing to adjust and balance stocks to 
lower order books, Indian gift first 
quarter CMP allotments, and year-end 
inventory taking, are slowing down on 
intake. That policy is expected to con 
tinue well into the first quarter of 
1952. Some report inventory in 
creases, attributing them to reduced 
production schedules and an acceler 
ated delivery movement from vendors 
Policy on inventory is becoming very 
conservative 


Employment 


Despite cutbacks in civilian goods 
production, over-all industrial employ 
ment remains high. Many layoffs are 
being absorbed by defense plants. Sev- 
eral areas report a dearth in skilled 
workers, particularly in engineering 
and tooling make-ready for govern- 
ment contracts. Others have reduced 
working hours. Plant closedowns for 
the holidays and year-end inventory 
will be more numerous this year. 


Buying Policy 


Purchasing executives are still hold 
ing very conservative views on future 
commitments. 87 percent, the same 
number as last month, are continuing 
to keep within a 90-day range. Filling 
in current requirements from the more 
plentiful distributors’ stocks reduces 
the scheduling of longer-term mill 
shipments for many consumers. Un- 
certainty of future CMP allotments 
restricts the purchasing of other mate- 
rials. Back-order positions and new 
orders do not warrant a more optimis 
tic buying policy at this time. 


Specific Commodity Changes 


No major changes are reported this 
month. Over-all prices are strong. 
More OPS authorizations of price in- 
creases are noted—none very large per- 
centagewise. 

Up were: Aniline, bakelite, castings, 
cotton, new automobiles, electrical 
equipment, grains, glass, lithophone, 
machine tools, mica, linseed oil, sali- 
cvlates, cotton textiles. 

Reported down: Alcohol, glue, meat, 
raw sugar, leather, lower grades of 
lumber, plywood, mercury, wastepaper, 
rosin, SOap. 

Still hard to get: Sulphuric acid, 
aluminum, brass, steel castings, chlo- 
rine, copper, electric equipment, forg- 
ings, machinery, lead, nickel, steel, 





WATCH THESE ADS 


build your sales 
of American CROSBY 


REO 


WIRE ROPE BLOCKS! 


Here it is. . . the strongest advertising 
campaign ever launched to build your 
business on wire rope blocks! Backed 
by this promotion, your stock of Amer- 
ican CROSBY Blocks becomes one of 
the “hottest’’ lines in your catalog. 


The ad itself tells the story. The only 
safe block is a Load-Rated block... 
and the only Load-Rated block is 
the American CROSBY, with capacity 
embossed in the side plate. It's a safety 
feature that really builds demand. 

Month after month, ads like this one 
will hammer home the story, to great 
national audiences of buyers. So, if 
you don’t know the details of the Crosby 
Block-Crosby Clip plan . . . get them 
now! Blocks are Load-Rated, num- 
bered and packed in sealed cartons. 
Can be ordered with Crosby Clips. 
Prepaid freight offered on block ship- 
ments over 100 lbs. Everything is 

| planned to cut your work, speed your 
\\ handling, build your profits. 


i lca ON A AA ABI ALARM TE RIOE TR INT Ht 


TWO GREAT MARKETS... 
manufacturing and 
construction, are blanketed 
by ads like this, appearing in 
the four top magazines 
shown at left. 


& Derrick Company 
ST. PAUL 1, MINNESOTA 
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Reduce Floor Wear 
OM Muli tue 


Increase efficiency 
of employees. 


Eliminate wracking 
of equipment. 


WRITE FOR SPECIAL 
DEALER PROPOSITION 


DARNELL CORP LTD 


LONG BEACH 4 CALIFORNIA 


60 WALKER ST NEW YORK I3 NY 


36 N CLINTON CHICAGO 6 


| 
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office furniture, polyethylene, pipe, 
tin, wire, Zin¢ 

Becoming casy: Coal, paper packag- 
ing, wood products, kraft, plastics, 
rubber, gray iron castings, pig iron, 
niacin, paper products 


Canada 


Canadian general industrial busi- 
ness, ¢ ompared to the United States, is 
lower. Production has declined more. 
Order books are substantially off. Em 
ployment is down. Prices and inven- 
tories are higher. Buving policy is now 
down to the U.S. level. Consumer 
price resistance is growing. Defense 
orders are developing slowly. Cana- 
dian Purchasnig Agents expect a dull 
first quarter 





D-A-T-E-§ 
TO REMEMBER 





March 14—Sales Management Re- 
gional Meeting of American Supply 
& Machinery Mfrs. Association, 
Palmer House, Chicago. 

March 17-24—ASTE Industrial Ex- 
position, International Amphi- 
theatre, Chicago. 

April 6-10—The Southern Hardware 
Convention, Palm Beach Biltmore, 
Palm Beach, Fla. 

April 7-9—American Society of Lubri- 
cation Engineers, Statler Hotel, 
Cleveland. 

May 6-9—4th International Lighting 
Exposition and Conference, Cleve- 
land. 

May 19-21—Triple Industrial Supply 
Convention, Atlantic City. 

June 16-20—Industrial Finishing Ex- 
position of 1952, International 
Amphitheatre, Chicago, II. 





“One of the most remarkable phe- 
nomena of present-day selling is the 
negative attitude of some sales-people. 
They call on a prospective customer 
believing that he is not going to buy. 
When customers come into their store, 
they half expect them to look around 
and walk out. It is amazing! 


The Human Side of Selling 
By Robert E. Moore 








Which Distributor 
Handles 


Air Compressors 
up to 125 hp? 


You do, if you handle the Worthington line. 

Yes, Worthington is the only manufacturer who gives 
its distributors a complete line from 4 hp to 125 hp! 

We believe air compressors are a logical distributor 
item, and it’s our policy to do our best toward making 
air compressors a profitable item and a volume item for you. 

In fact, we devote a good share of our national ad- 
vertising to promoting the value of the distributor as a 
convenient, dependable source of air compressors. 

And we furnish our distributors with plenty of solid 
direct mail and point-of-sale material. 

The distributor who handles Worthington Air Com- 
pressors and Worthington Pumps is in the best possible 
position to capitalize upon demand in his territory. 

Worthington Pump and Machinery Corporation, 
Pump and Compressor Merchandising Division, Gen- 
eral Offices: Harrison, New Jersey. 


THE GOOD RIGHT BS HAND OF INDUSTRY 


POWER TRANSMISSION: PUMPS : AIR COMPRESSORS: 
he , V-belts, jable speed drives centrifugal, power, retery, steam water-cooled, air-cooled 
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NEWS 


(Continued from page 128) 





ales representative; Harry W. Wei 
henmayer, Jr., advertising and sales 
promotion manager. 

Also Leamon L. Miller, sales mana 


ger; L. V. Clifford, salesman; Wilbur 
BAND SAWS | L. McCloud, sales representative; 
Robert E:. Spoerl, timing belt engi- 
neer; John M. McCarthy, timing belt 
Will Bring You Repeat Orders engineer; Phillip H. Eckert, Pittsburgh 
sales representative; A. B. MacFarland, 
division manager; Merle J. DeValera, 
sales representative; Harry K. Reed, 
salesman; Theodore E. Smith, sales 
representative; Charles J. Loughrey, 
sales trainee and Monroe S. Esslinger 
Others were: Neil R. Chapman, di 
vision manager; Robert E. Bruce, di- 
vision manager; W. Harry Taylor, di 
vision manager; Edward L. Rynex, 
salesman; and Edward R. Evans, sales 
man. 





Quaker Rubber Corp. 


Elects Vice President 


The Quaker Rubber Corp., division 

of H. K. Porter Co., Inc., Philadel- 

, phia, has elected H. M. Sossaman vice 

Furnished in Die Cutting Skip Tooth, Flex- president in charge of commercial de- 


velopment. J. R. Lewis succeeds Mr 


ible Metal and Spring Temper Metal Cut- Sossaman as general sales manager 
ting and Wood Cutting “a Mr. Sossaman, who has been with 


the company 23 vears, became assis- 


tant general sales manager in 1943 


and general sales manager in 1950 
T | Mr. Lewis joined Quaker in 1940 and 
The wae was most recently assistant general 


sales manager 





Shown here is our new 
Kut double-strength package for 
we tht 


a Spar-Kut Flexible Band Saw 


Coil. Dealers and users have 


S 
< 


BAND SAW, Sil 


package greatly facilitates 


\ found this new reinforced 
7 4 | the handling of the coil. 


Spar-Kut Flexible Band Saw 


ann iu Beep apieertgetes 


one-half inch and under in 


\\\ it | ANNI 100-foot lengths for contour 


and die cutting. 





LAST TOUCHES to the Cameron & 
Sold Only Through Distributors Barkley Co.'s window display at 


Charleston, $. C. are made by W. E 


SPARTAN SAW WORKS SPRINGFIELD, MASS. Gilbert on this brick sawing machine. 


174 INDUSTRIAL DISTRIBUTION © FEBRUARY, 1952 





Engineers say that Hoover's starting switch is a jewel. 


And it is.‘ Thar's silver in that thar mounting, pardner!”’ Pure silver. 
Electric contacts are not only silver, but oversize—and on many 


models they are securely enclosed in a dirt-tight housing that shuts 
out trouble 


That means sure starts, smooth starts, fast starts. 
And with sure-fire starts for the motor itself, there’s ample starting 
torque for any machinery the motor operates. What you want in run- 


ning torque, too—a smooth flow of power from start to full rated load 
and beyond 


In each mile of precision wiring, in every working part, Hoover 
Motors are designed to run cooler, stay quieter, put out more usable 
power, and pile up proud records for long life on the job 


And service? When it’s needed, 


; ; ‘ 

where it's needed, Hoover's service 
facilities are world-wide—always ready to protect your Customers and 
to guard your good name. 


HOOVER. 
electric motors 


since 1934 
THE HOOVER COMPANY 


Kingston-Conley Division 
20 Brook Avenue North Plainfield, New Jersey 
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pecial-purpose motors. There are models in the Hoover line 


that will meet most of your customers’ specifications ‘as is 


General-purpose motors. There are Hoover models that give 


distributors and dealers a widely varied line of Capacitor-Start, 
and Poly-Phase Motors 


Write for descriptive literature and full information 
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Donald C. Hanson 


Roebling Names Area Man 


John <A. Roebling’s Sons Co., 
Roebling, N. J., has named Donakd C. 
Hansen district sales representative for 
the Woven Wire Fabrics Division in 
Ohio, Michigan, and western New 
York. Mr. Hansen, whose home is in 
Oberlin, Ohio, is a graduate of the 
University of Alabama 


National Transmission 
To Operate Pulley Co. 


National ‘Transmission Distributors, 
Inc., New York, has purchased the 
rights, title, interest, and goodwill of 
the Rockwood Mfg. Co., Indianapolis 

The 80-vear old Rockwood Co. is 
a producer of fibre motor pulleys and 
V-belt lines, as well as paper pulleys, 
sheaves, matched multi-belts, and re- 
lated power transmission equipment. 


DISPLAY is checked by Ralph P 
Hicks, inside salesman for Tennessee 
Mill & Mine Supply Co., Knoxville, 
Tenn., since 1937. Mr. Hicks is a 
former school teacher 








You can ... easily, too . .. by efficiently using 
the services of your industrial distributor. 

His stock (most of the things you need) can 
be your stock, almost as quick as a phone call. 
This handy source of supply makes large in- 
ventories needless . . . helps you convert a lot 
of storage space into extra production space. 
If anyone can get hard-to-get items, he can .. . 
through his close contacts with manufacturers 
and other wholesalers. 

His knowledge of products and engineering 


Like to add this storage space... far Lreg? 


techniques, both tried and new, is yours for the 
asking . . . from suggestions or substitutes for 
scarce items to emergency aid in supplying a 
vital part or piece of information to keep pro- 
duction running smoothly. 

You'll also save purchasing time and paper 
work by dealing with one, or a few, industrial 
distributors rather than scores of suppliers. 

Your industrial supply distributor is in busi- 
ness to serve your business. Use him . . . you'll 
find it profitable to do so. 


RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 


Plonts at: Port Chester, N.Y, Coroopolis, Po Rock Falls I! Los Angeles 
Col#. Additions! soles offices at Philedelphe, Detroit, Chicege, Dollos 
Ochlond Seles agents ot Portiend, Searle Distr butors from coos te coost 


106 YEARS MAKING STRONG THE THINGS THAT MAKE AMERICA STRONG 











We're selling your warehouse...for your profit! 


Read the ad above, and see what we mean. promotes your warehouse as industry’s best 
It’s part of Russell, Burdsall & Ward Bolt and souree of supply. 
Nut Company’s campaign in MILL & FACTORY, RB&W’s extensive national advertising will con- 
FACTORY, PURCHASING, IRON AGE, STEEL to em- tinue to stress your importance to industry, be- 
phasize your services to your customers. This ad _— cause you're mighty important to us. 


RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 


Plants at: Port Chester, N. Y., Coraopolis, Pa., Rock Falls, Ill., Los Angeles, 
Calif. Additional sales offices at: Philadelphia, Detroit, Chicago, Dallas, 
Oakland. Sales agents at: Portland, Seattle. Distributors from coast to coast. 


106 YEARS MAKING STRONG THE THINGS THAT MAKE AMERICA STRONG 
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© Sealed Against Grit 
or Dust 


© Operate in any Position J. W. Anderson 


© Low Height Whitney Chain Co. Holds 


—_ Coast-to-Coast Checku 
© Positive Safety Stop ° 
I'wo officers of Whitney Chain Co., 
oy Large Bearing Plate Hartford, Conn., recently made a 
coast-to-coast tour m one week, con 
S No Maintenance ducting on-the-job sales meetings in 


hive mayor cities 


ea? J. W. Anderson, company vice 
e Capacities to 50 Tons president, and H. W. Bedar, general 


sales manager, met cngineering per 
You'll find Buda Ball Bearing sonnel and district managers in San 
Journal jacks easier to sell in every type of industry because 


lrancisco, Dallas, Chicago, Atlanta, 
these compact “Jacks of all trades’’ handle heavy loads—-up or and Philadelphia to familiarize them 
down--in precise increments—are fast, smooth-operating and 


with the company’s plant expansion 
absolutely reliable. Users like their heavy duty, totally enclosed program and its new sales service plan. 
construction that means no maintenance compact design that ; 
permits close-quarter work, and the built-in ‘‘Postop” safety 
feature which prevents lifting beyond safe limits. Get complete 
details and illustrated Bulletins today. 
The Buda Company, Harvey, Illinois. 


Buda Gall Searing Journal Yacks 


. | Height 





Closed | Rise 


Capacity 
| Model Tons Inches | Inches 


1510 T 5 
[2510 
'2510-A*| 
[3510 
|5010 Be 
|5012 j ‘ _6% | 

5016 L T | 8 6% 

*No. 2510-A has Aluminum-Alloy Shell. Lever Bar furnished with each Jack. 


Base Head Weight 
Diameter| Diameter 
5% 
=" 

= & 
_5% 

6% 











eivie 
RSP 





> 





°o 














SSRGeee Loe 





Simplified design 
assures trouble-free ; ——" 
operation Laminated Shim Co. 
Names Field Man 
— 


H. W. Bedar 





The Laminated Shim Co., Glen 
brook, Conn., has appointed Robert 
I. Carr field representative for the 
territory of metropolitan N. Y., N. J., 
Penn., Md., Del., and Washington, 
D.C 

Mr. Carr, who joined the company 

10 years ago, served as New England 
Bell Bearing Standerd High held representative and later as esti 
Journal Type Ratchet 


Jacks Speed Hydrovili : : “ry ’ 
poeta Poel Wis dade mating department supervisor at the 
15 te 50 tons 15 to 75 tons 15-ton Cap factory 
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ARMSTRONG 


TOOL HOLDERS... 


for the toughest steels! 


The “Armstrong System” provides special ARMSTRONG TOOL HOLDERS 
for ARMALOY (cast alloy) and for ARMIDE (carbide-tipped) cutters. With 
these modern cutting tools, the toughest and hardest steels are easily ma- 
chined. Far heavier feeds and the extremely high cutting speeds become 
practical (300 f.p.m. with ARMALOY cutters; 600 f.p.m. with ARMIDE cutters). 
Delays for tool re-grinding are reduced to an absolute minimum—edges hold 
up to 100 times as long. 

Industrial Distributors can increase profits by selling the complete System 
of Tool Holders, not just individual tool holders . . . by selling the correct 
types for all operations, the correct sizes for each job . . . by selling the 
correct bits, blades and cutters for each material and cutting speed. 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 
5205 WEST ARMSTRONG AVENUE + CHICAGO 30, U.S.A. 


WRITE FOR CATALOG 





.E D, & ts © La a 
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UNIFORM 


KESTER 
—— 
Flux \ 7 T) core 


SOLDER 


KESTER 
Fiux-Core 
SOLDER 


UNIFORM Reduces Soldering Costs 


John W. Stacks 


Utica Drop Forge Corp. 

Appoints Representative 
Utica Drop Forge & ‘Tool Cor 

Utica, N.Y., has appointed John W 


Stacks, of Palmer 


factory pres 


lexas, to serve as 
ntative im the north 
lexas 
Nir 
ng 
the | 


hardware 


rea 

Stacks | 
xpe icnece 
S. Air For 
jobbers 


ind 


had 
ind is a veteran 

He will contact 
and distributors on 
idjustable wrenches and 
will do missionary work with plants 


several vears’ 
if 


4 


pliers 


Goodrich Chemical Elects 
J. R. Hoover President 


B. F. Goodrich Chemical Co., 
Cleveland, has elected John R. Hoover 
president, William §$ 
Richardson 

Vice president of sales since 1945, 
Mr. Hoover joined the chemical com 
pany when it was formed in 1944 as 
general sales manager 


succeeding 





In using Kester, labor per assembly 


is held at the lowest practical 


minimum Kester s uniformity 


also 


reduces waste of critical material to the 


diminishing point because Kester can give 


your customers Solder engineered to their own specific Operation 


Kester alone has that necessary flexibility of flux-content (d 


core-sizes) providing just the right amount of flux needed. 


Diameters ranging from 9 thousandths to one quarter 
inch available in Kester “44 


A. 


Acid, Knorust and others 


Resin, 


Resin-Five,” Plastic Rosin, Nosput, 


KESTER 
SOLDER 


KESTER SOLDER COMPANY 
4214 Wrightwood Ave., Chicago 39 


Newark 5, New Jersey * Brantford, Canada 
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ifferent 


SUPPLY BINS at Remco Supply, Inc 

Greensboro, N. C., are well stocked 
due to the purchasing policies of Buyer 
Lee Clement 
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FOR EXTRA WEAR...POSITIVE POWER 




















HAM tit UTA tee hae 


t’Em from Your Jobher! 


eS 
. recommend t : 
be sure your Py rene* jobber = eect - 
; an be P yer 7 
You tinguishers for your fire hazarc . Semes @ 
xtinguY 77 ze oO % 
right © ry fire hazard! Standard) aT 
a Pyrene for every 1. Ons. 0S , 


sality since 1907. 


o  )_ieeintied 
- —— 
el 7 ap 





symbol of q 


oo 





ee en 











AiR FOAM 


cs ine. Ceery 
Couple piavorwe to hone 
oo lot a 
CARTRIDGE-OPERATED : 10 oe eee oan ve HO 
esa * Pyeene 
passions stent eel “ pe" gas ttoom For Rammanie squids 
a eens pede ary combust DIOS 
dp 


ee Oe 





tomatic fire-fighting systems 





oe 
extinguishers Aho manval and 


There’s @ PYRENE 
for Every Fire Hazor 


And other 








i 


PANY Hie 
PYRENE MANUFACTURING COMt peated : 


Avenue 
581 Belmont eee with C-O-Two Fire Equipment Co. 





'¢ A BOOST FOR JOBBERS 


j Pyrene believes in distributing through jobbers—and tells the world about it. 
I Advertisements like this appeor regularly in Business Week and a 
long list of industrial and trade publications. Count on Pyrene for 
the kind of product and the kind of merchandising help that 


| \ make sales. Mention Pyrene on every call. It pays! 


Hi ff Wan rmauentditt? KN | 
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PARCEL POST EXPERT at Reilly 
Bros. & Raub, Lancaster, Pa., is Frank 
Raezer, who also doubles as an order 
picker 





Wright Heads Sales 
For Diamond Expansion 


John A. Wright has been appointed 
vice-president in charge of sales for 
Diamond Expansion Bolt Co., Inc., 
Garwood, N. J. 

Mr. Wright, who has been with 
Diamond Expansion Bolt for more 
than 40 years, started as an office boy 
in 1910. After holding various posi- 
tions with the company, he served for 
two years in the Navy in World War 
I, returning to the firm in 1919. At 
that time he started on the road as 
a salesman, covering New York state, 
western Pennsylvania, eastern Ohio 
and West Virginia. In 1947 he was 
appointed assistant sales manager, 
and in 1949 became sales manager, 
which position he held until his most 
recent appointment 





las 2 
\ 


ALL BUSINESS and bustle is the 
atmosphere in the office of General 
Manager Frank W. Lee, vice president 
of Hall & Co., Inc., Spartanburg, S. C., 
here dictating to secretary Jo Waldrep 





You know the sensational success of Du Pont Sponges 


Now Cash in on New 
Mops of Du Pont © 
Sponge Yarn 


~ 


easy to sell 
HERE’S WHY 


@ Sponge yorn mops clean floors better... absorb more 
water than ordinary mops. 
@ They leave no lint, do an all-round neater job... 
won't sour, snarl or tangle. 
@ They're easier to clean—dirt and grease 
wash right out. 
@And sponge yarn mops are 
tough . . . give service that 
means repeat sales. 


®£6.u.s. pat OFF 
BETTER THINGS FOR BETTER LIVING 
«.. THROUGH CHEMISTRY 


These wonderful mops are making just as big a hit with 
customers as famous Du Pont Sponges have made. 
They're ideal for all the industrial organizations you 
serve. And most important to you, every sale of a sponge- 
yarn mop brings you bigger profits! 

Now’s the time to cash in on the increasing demand 
for these new mops. Get in on the ground floor . . . order 
your supply of mops made of Du Pont Sponge Yarn. 
Send coupon today for the names of mop manufacturers 
whom you can contact. 


—————SEND for FREE BOOKLET ---- 


! 
al 


E. I. du Pont de Nemours & Co. (Inc.) 
Cellulose Sponge Sec. O, Wilmington 98, Del 


r 
1 

i Please send the names of manufacturers and free copy of 
| the booklet describing Du Pont cellulose sponge yarn's ad- 
| vantages for floor cleaning and maintenance. 
I 

| 

| 

| 

| 
| 
1 
L 


Name 





Firm 





Street. 





City State 





bo wee eesasererees 
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MAKE THIS TEST 
YOURSELF. WITH 
A FREET=#ySLING 


Patent No. 2,454,417 


Tie a knot in a Tuffy Sling, then 
pull it tight with both hands and 
feet. See how flexible it is — and 
how it straightens out without 
damage. The secret is in the 
braided fabric construction—a 
patented Tuffy feature! 


Scores of wires are stranded into 
9 parts, then machine woven into 
an interlaced wire fabric entirely 
unlike conventional wire rope 


slings. Even cutting one of the 9 
parts does not result in stranding. 
And eye splices develop up to 95% 
of the fabric strength. 


1 Types of Tuffy Slings If none of the 11 
factory packaged Tuffy Sling types exactly meet your 
needs, Union Wire Rope engineers will develop one that 
does. Tuffy Slings are proof-tested to twice safe working 
load. The safe working load is stamped on a metal band 
attached to each sling. If you have your own rigging 
loft, Tuffy braided fabric is available by the reel 


MAIL COUPON TODAY FOR YOUR FREE SLING 
This special 3-foot sample is yours without cost so. that 
you can prove to yourself the advantages of a Tuffy 
Sling. Just mail the coupon 


UNION WIRE ROPE CORPORATION 
Specialists in Wire Rope, Braided Wire Fabric and High Carbon Wire 
2236 Manchester Ave. Kansas City, Mo. 


Gentlemen: Please have my Union Wire Rope Fieldman 
deliver my free Tuffy sling sample 


NAME 





FIRM NAME 





More scrap means cl <x “renee 
re in today 
turn yours " te ZONE___STATE 


_ See 
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Jackson Kemper 


Kemper To Head Sales 
At Watson-Stillman Co. 


Jackson Kemper has been appointed 
general manager of sales, Distributor 
Products Division, of the Watson- 
Stillman Co., Roselle, N. J. 

Mr. Kemper joined the company 
in April, 1951, as assistant to the vice 
president. He had been formerly 
associated with Yarnall Waring Co., 
American Chain & Cable Co., and 
Birdsboro Steel Foundry & Machine 
Co. in various sales and engineering 
capacities, and had travelled widely 
in Latin American countries training 
foreign representatives. 


The Bassick Company 
Leases Space In Conn. 


The Bassick Company, a subsidiary 
of Stewart-Warner Corporation, Chi- 
cago, has leased manufacturing space 
in New Haven, Conn., to provide in- 
creased production of its heavy-duty 
industrial caster line. William Mas- 
ler will be supervisor of operations at 
the new plant. 

The Bassick Company has four 
plants in Bridgeport. Pressure of de- 
livery schedules for heavy and special- 
ized casters for trucks and production 
fixtures required in the rearmament 
program has made this latest expan- 
sion necessary. 

Approximately 200 persons will be 
employed in the New Haven plant, 
where screw machine, welding, grind- 
ing, finishing and assembly operations 
will be conducted. The plant has 
been set up, in the main, with newly 
purchased equipment. Casters to be 
produced in New Haven will range, 
in wheel diameter, from eight to six- 
teen inches. 








aii=> HACK SAW BLADES 
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Now=Tell Your Customers To 


for specifications to match products 
—and vice versa!... 








This new CAREY manual 


listing asphalt, asbestos and 
magnesia products and specifications 
is loaded with sought-for information! 














This manual will quickly show your customers what products fit a 
particular specification—and vice versa . . . help them select alter- 
Rates for scarce materials. It’s complete. Among specifications in- 
Cluded are Army, Navy, MIL, Federal, ASTM. Developed for the 
busy industrial designer, engineer, purchasing or maintenance execu- 
tive or architect, this manual will save hours every day, help speed 
production for defense. Copies of this booklet are yours FREE to 
give your customers. Look it over without obligation—Ask your Carey 
Industrial Sales Engineer for a copy, or mail coupon below, 


A Good Man to Know— 
Your Carey Industrial Sales Engineer * REFERENCE LIST 


His training and experience make him your valu- sects ASPHALT - ASBESTOS 


able ally in the solution of problems in building 
construction and maintenance—manufacturing 4 MAGNESIA PRODUCTS 


and process operations. Call him in to show you 
how Carey products can help you help your cus- 
tomers get the job done faster—for less! 


The Philip Carey Mfg. Company 
Lockland, Cincinnati 15, Ohio 
Department 10-2 


Gentlemen: Please rush me my free copy of the Carey Reference 
Manval for Asphalt, Asbestos and Magnesia Products 


NAME a 
The Philip Carey Mfg. Co., Lockland, Cincinnati 15, Ohio 

in Canada: The Philip Carey Co., Ltd., 277 Duke St., Montreal 3, P.Q. 
ASPHALT ASBESTOS » MAGNESIA PRODUCTS 
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Another Step Forward in 


DOUBLE SLIP CLUTCH 


Straight Attachment 
. ED12— 800 R. P. 
. ED11—1100 R. P. 
. EDI3— 500 R. P. 
25° Attachment 


. ED47— 800 R. P. 
sé ” 1 
ED SERIES Diheor 777A a. pe - 4 
i Angle Attachment 
. ED41— 880 R. P. M. 
No. ED42— 660 R. P. M. 


NO. 12 SCREWDRIVERS POSITIVE CLUTCH 


Straight Attachment 
No. ED17— 800 R. P. M. 
No. ED16—1100 R. P. M. 
No. ED18— 500 R. P. M. 

KICKOUT CLUTCH 

Right Angle Attachment 
No. ED51— 880 R. P. M. 
No. ED52— 660 R. P. M. 
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Here's The Secret Of 
Power-Grip Efficiency 


The molds used in making Medart V-Belts have 

@ slightly greater radius than the sheaves which 

the belts are designed to fit. There is a power- 

ful gripping pressure exerted by the bulging 

of the straight sides of the belt upon the walls 

of the grooves in the sheave. The greater the 

tension on the belt, the firmer becomes the com- 

pensating Power-Grip by the belt. The tendency 

of the straight side of the belt to bulge as it F 

bends results in o graduated gripping pressure a 4 \ . 


‘ 
with the greotest gripping pressure at the 


load-carrying tension cords. There can be no Available in Three Types 
slippage, no loss of power. As the belt leaves Standard V-Belt 


the turning sheave, wall pressure on the belt is 
decreased which automatically unlocks the grip 
in the groove 


Style 140 Super V-Belt 
Steel Cable V-Belt 


Here’s Why They Last Longer! 


A flexible belt doesn't indicate it is also tough and long lasting. For efficient month-after- 
month service Medart has engineered Power-Grip V-Belts so that all these important operating 
factors are held in correct balance: 
RUGGED COVER Tough, non-separating bias-cut multi-layer 
wrappings, that extend completely around the belt and overlap 
at the top, furnish the best possible resistance against 
grease, dirt, moisture and abrasion. 
GREATER FLEXIBILITY Specially developed 
compositions used in Power-Grip V-Belts won't 
deteriorate or crack under continuous flexing abuse 
and severe operating conditions. 
STRONGER & TOUGHER No finer processed cords 
and cables are made than are used in Medart 
belts. There is less stretch and greater tensile 
strength; increased ability to withstand shock. 
COOLER OPERATION Power-Grip V-Belts 
are made to reduce internal friction and 
generated heat that cause loss of 
flexibility and strength. 
_ ATTACH TO COMPANY LETTERHEAD === 
MEDART CO., 3535 DeKalb St., St. Louis 18, Mo. 
() Send information on Power-Grip V-Belts 
Also send the following catalogs 


' 

! 

' 

: | Power Transmission Equipment [) Geors 
THE MEDART co. : | | V-Belt Drives | Speed Reducers 
Most Complete Source For Mechanical 1 Nome ; ; 
7, ission Equip ’ ' 

3535 DeKalb St., St. Lovis 18, Mo. : 





Address 
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VISITOR to the Smith-Courtney Co 
branch in Greensboro, N. C. recently 
was Secretary George W Sydnor, 
whose home base is the main store m 
Richmond, Va 





Research Can Increase 
Distribution Efficiency 


Research can help business leaders 
increase distr.bution efficiency, just as 
engineering research has helped them 
develop new products and step up 
production, Charles W. Smith of 
McKinsey & Company, Management 
Consultants, said recently in a talk in 
Boston before the National Confer- 
ence of the American Marketing Asso- 
ciation 

“Sound solutions to distribution 
efficiency problems usually involve cut- 
ting across normal organization lines 
to get facts and require searching 
inalysis of fundamental company ob 
jectives and policies”, Mr. Smith 
pointed out. “Distribution research, 
therefore, is essentially a top manage- 
ment function—a fact often not 
clearly recognized up to this point in 
the development of the field.” He 
advises a preliminary check on distn- 
bution costs by identifying the func- 
tions for which separate costs are 
available. On the basis of this study, 
top management can decide which 
fields deserve more detailed investiga- 
tion. 

Mr. Smith outlined nine common 
symptoms of distribution inefficiency 
as promising areas for research: 

1. Unnecessarily complicated prod- 
uct lines may be streamlined in order 
to raise inventory turnover, simplify 
controls, reduce obsolescence and 
deterioration, and simplify sales pro 
motion. 

2. Finished goods inventory and 
control may be improved to lower in 
ventory investment, reduce back or- 
ders and partial shipments, and cut 





IT PAYS TO KNOW YOUR ie \INE OF... 


we) 404 
_ CUTTERS 


R SHARE 
SE SALES! 





THERE ARE PORTER METAL CUTTERS FOR ALL THESE MATERIALS 


Yon |) fo [Ons G om Om 


Y—7 


Also monufacturers of PORTER-FERGUSON Av! PORTER PRUNERS 
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CAC Highlights 














ETTCO TOOL CO., INC + 600 Johnson Avenue * Brooklyn 37, N. Y. 


Manufacturers 


of the famous Ettco-Emrick Drilling and Tapping Line 





ETTCO-EMRICK TAPPING and DRILLIN 


ig 
* 2 ee ” ot . 


, 


TOOLS TO BE SEEN AT ASTE SHOW 


Revolutionary New Tapping Development to be Featured 


The 80,000 visitors expected to be on hand at the ASTE Show in 
Chicago next month will get a preview of an outstanding new tap- 


STOCK UP ON YOUR 
ADVERTISING AIDS 


We have a large supply of advertis 
ing material available for your use 
These include cuts of products, ads 
and trademarks 
envelope stuffers, self-mailers 
many similar items. Be sure you 
have everything you need they'll 
make your advertising and selling 
job much easier. Just write us stat- 
ing your requirements 


as well as bulletins, 
and 


PLANT EXPANSION 
DOUBLES CAPACITY 


Keeping up with the tremendous de- 
mand for Ettco-Emrick has 
really kept our production and sales 
departments stepping in recent 
months. Things are looking brighter, 
though, because our new plant addi 
tion has been completed, giving our 
production capacity a substantial 
boost. We'll be able now to fill your 
orders more quickly—so don’t relax 
on the firing line. Always remind 
your customers that for drilling and 
tapping equipment at its best it will 
pay to specify Ettco-Emrick 


tools 
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ping attachment that puts mass 
production tapping on a new 
basis of speed, accuracy, and 
economy. This new Ettco-Emrick 
tool, along with the entire Ettco- 
Emrick tapping and drilling line, 
will be displayed and demon- 
strated in Booth No. 1243 

In keeping with our policy of 
full-scale cooperation with deal- 
ers, the Ettco display will prove 
to potential customers by actual 
demonstration that Ettco-Emrick 
equipment is the best investment 
there is for tapping and drilling 
small parts. 

If you’re planning to take in 
the show, be sure to look us up. 
But, even if you can’t attend, you 
can be sure of our continuing in- 
terest in recommending you to 
potential customers in your ter- 
ritory. 
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production costs by making longer 
production runs possible. 

3. Excessive warehousing and de- 
livery expense can be reduced by 
gearing these services to actual cus- 
tomer needs. 

4. Order processing and billing pro 
cedures can be streamlined to fill 
orders faster, and reduce errors, clerical 
expense, and time spent on adjusting 
accounts. 

5. Inefficient materials handling 
methods can be modernized to in- 
crease Capacity of existing warehouses, 
cut handling and storage costs, and fill 
orders fast. 

6. Packing and shipping methods 
can be made better and cheaper with 
a consequent reduction in damage 
claims and lower shipping weights 
and costs. 

7. Uneconomic distribution chan- 
nels can be spotted by analysis of trade 
and dealer outlets. 

8. Excessive solicitation expense 
can be cut by training salesmen to 
make better use of their time. 

9. Unsound allocation of advertis 
ing promotion, can be corrected by 
geographical analysis of product lines 
to point up markets where sales can 
be increased. 


Louisville Distributor 
Goes Out of Business 


One of the oldest industrial supply 
houses in Louisville, Ky., Andrew 
Cowan & Co., Inc., has closed its 
doors, according to a notice sent out 
by the company. 

The firm, which was 85 vears old, 
carried a complete line of cutting 
tools, steam specialties, power trans 
mission equipment and material 
handling goods. The business was 
located at 421-423 West Main Street. 





re. c 


VISITOR W. D. Boldt, representative 
for Templeton, Kenly & Co., shows 
Amold Roark of the Industrial Division 
of Allison-Erwin Co., Charlotte, 
N. C., the latest promotion piece put 
out by a manufacturer of jacks 





Fred E. Schuchman, Jr. 


Homestead Valve Mfg. Co. 
Appoints Sales Managers 


Fred E. Schuchman, Jr., and James 
E. Seifert have been named by Home 
stead Valve Mfg. Co., Coraopolis, Pa., 
as field sales managers for the com 
pany’s Hypressure Jenny Division. 

Mr. Schuchman, formerly national 
accounts representative, will be in 
charge of the eastern district sales 
Mr. Seifert, former sales promotion 
manager, will direct sales in the central 
district. 

Garrett E. Winner has been ap 
pointed sales promotion manager. 


Unusually clean sockets 
in double-extrusion-produced 
Cleveland Socket Screws 


Your customers are sure of faster-working, extra clean 
sockets in Cleveland Socket Head Screws. Made by the 
Kaufman Double Extrusion Process in closely controlled 
progressive operations in one machine, (see above) sock- 
ets are perfectly concentric, true hex with sharp corners, 
and clean—all the way to the bottom. It pays you to stock 
and sell Cleveland Socket Head Screws. 


THE CLEVELAND CaP SCREW COMPANY 
2917 East 79th Street Cleveland 4, Ohio 
James E. Seifert Warehouses: Chicago, Philadelphia, New York, Providence 


CLEVELAND ZZ FASTENERS 


Atlas Opens N. Y. Office 


Atlas Chain & Manufacturing Co., 
Philadelphia, has opened a new 
— office in New York Headed 
by J. R. Troup, Jr., district manager, 
the branch will be locate oa at 250 W. 
57th St 
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B«H LOCK WASHERS 


— 


ATTRACTIVELY 
PACKAGED 


| HELP TO BOOST 
oa DISTRIBUTORS SALES R. B. BLYTHE has been made execu 


@ First, their consistent quality and dependability has gained tive chief engineer of The Aro Equip 
world wide recognition. ment Corp. factory, in Bryan, Ohio, 


@ Second, the attractive package gains attention and is quickly while 


and easily identified which makes for ease of handling by dis- 
tributor. 


Te Hecepe Seciety of Automotive Engineers (S.A.E.) 
Tanda American Society of Mechanical Engineers (A.S.M.E.) 
al 


American Stenderd Association (A.S.A.) 


BUTCHER & HART MANUFACTURING CO. 


TOLEDO 6, GHIO 








Greater Industrial Production 
Means More Maintenance 
Equipment in Use... . 





J. R. MARKEY has been appointed 


Sales manager of the aircraft division 





NDUSTRIAL men leok for economy when purchas- 
ing int t to keep pace with 
growing ouslieation, Long ‘and dependable service is | .- Te > ° 
a must and they get this when they buy CAPITAL 51 Nickel Production 
Industrial Brushes and Brooms. You'll find demand Ten Percent Over Last Year 
is at a new high in your territory because the 
CAPITAL line has the right brush or broom for a job. Ihe free world’s production of 
We suggest to buyers that, for best service, they buy kel ins fall we f 195] will 
thru their local distributor. nickel for the ull year of 2 wi 
approximate 295,000,000 pounds, an 
MARKETS. Motes Werking | frente PIN increase of more than 10 per cent 
Paper Mills Road and Builging Contractors over 1950, — to a review of 
Mines Textile Mills Public Buildings 
Dairies Hotels Schools Garages the nickel industry by Dr. John F. 
Railroads Packing Plants Warehouses 5 
Thompson, Chairman and President 


Airports. ete 
of The International Nickel Company 


INDIANAPOLIS BRUSH & BROOM MFG. COMPANY | of Canada, Limited 


Corner Brush & Broom Streets Indianapolis 7, indiana Canadian produc ers, the review 
Est. 1890 states, were responsible for 275,000,- 


| 000 pounds, or more than 90 per cent, 
| of the free world’s total this year 
In 1950, Canada produced 247,000, 
000 pounds of nickel in all forms 
Reliable estimates of nickel produc 
| tion in Sovict Russia and sateltite 


INDUSTRIAL countries are not available, according 


to Dr. Thompson, but trade sources 


believe that the free world’s total is 
a n several times greater than that behind 


the Iron Curtain 
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Sell presold 





POWER TRANSMISSION PRODUCTS 


HEN you sell Morse power transmission prod- 

\\) ucts, you sell products that key industrial people 

—maintenance men, purchasing agents, and operating 

engineers—are ready to accept on reputation. They are 

presold on Morse quality. They are presold on Morse 
performance. 


OTHER ADVANTAGES @ Morse quality and Morse 
performance are powerful sales tools in your hands, but 
there are other important advantages. The Morse line 
is designed for your convenience. For instance, all 
single-width roller chains are packaged in easy-to- 
handle cartons. 

MORSE SALES SUPPORT e@ The story of Morse 
quality and performance is brought to your customers 
and potential customers by a heavy, aggressive adver- 


tising campaign designed to stimulate your sales. Sales 


FRsee2eae2 24 


Morse-Rockford Over-Center 
Friction Clutches 


MECHANICAL 


POWER TRANSMISS/ON 


are further supported locally by data-packed, easy-to- 
read Morse catalogs. Should the need for technical 
assistance arise, the application experience of Morse 
engineers, backed by Morse’s 54 years of specialization, 
is always at your beck and call. 


THE MORSE LINE @ Your customers can get direct 
delivery from your shelves of the Morse products shown 
below. In addition, Morse offers, through you, such 
custom-ordered products as Pullmore Clutches, Morse- 
Formsprag Over-Running Clutches, Morflex Drive 
Shafts, Cable Chain, Double Pitch Roller Chain, and the 
sensational Morse Hy-Vo Drive, most revolutionary 
development in the power transmission field. Sell your 
presold market the Morse line—favored, proved, profit- 
able. Write for detailed information. 
MORSE CHAIN COMPANY 
Dept. 274 « 7601 Central Ave. « Detroit 10, Michigan 


esse ee ee ew Se ee ew ee ey 


MORSE 


PropucTs 


Wise sa dik th tow Sn a Oe 0 





Silent Chains and Sprockets 


Roller Chains 
and Sprockets 


Morflex Couplings 








DSC Flexible 
Couplings 





DRC Flexible Couplings 


Morflex Radial Couplings 
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Reflecting 
Tue Quality 


wrr oS tay ap ee 

RADNIEEE I = 

mea ar ASELANTL » 
A 


TA 
4A £¢ +h AOI TON et 


“BOSS” 


Self-Woning 
\ir Valve 


(s superior in streneth 
and efheieney as in up 
pearance. Quic k-acting, 
self-adjusting. requires 


plug inside 


ne packing, 
anchored 
the valve body. Maximum 
flow in open position 


through streamlined 


y 


orthee. Sizes i lo 


STXON VALVE 3 


BOSS GJ-BOSS DIXON 








ites 





compressqrs, 
and similar 


MACHINERY PARTS and _ special 
diesel engine department at Morgans, 
Inc., Savannah, Ga. is handled by 
obert M. Poole and Robert E. Ket 





Mize Supply Cited 
By Waynesboro Paper 


Speaking in reference to a recent 
open house held by the Mize Supply 
Co., Waynesboro, Va., the Waynes 
boro News-Virginian, carried the fol 
lowing item on its editorial page 

“Surely the Mize Supply Co. is 
due the commendation of the com- 
munity -for its magnificent addition 
opened to the public last night with a 
gala ‘Open House.’ The company has 
grown until it is one of the sturdy 
business institutions of Waynesboro 
ind the Valley. 

But the commendation is merited 
not alone because of the growth Mize 
Supply Co. has enjoyed. It is offered 
also because of the inspiration pro 
vided by the ‘Open House.” The 
party was a good one. Everyone en 
joyed himself. It gave opportunity for 
the citizens of the community to bask 
in old fashioned hospitality and fo 
ming tle in fellowship and friendship. 

“We need more of these get-to 
gethers.” 


Borg-Warner Names Head 
Of Defense Sales Work 


James H. Ingersoll, vice president 
of the Ingersoll Products Division, 
Borg-Warner Corp., Chicago, has been 
designated to take charge of all con 
tract and defense sales at the com 
pany’s Chicago works 

Reporting to him will be A. J. 
Robertson, new manager of defense 
sales, and L. R. Miller, manager of 
contract sales. Mr. Robertson was 
formerly assistant to the president 
Mr. Miller was assistant manager of 
contract sales 
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CELFOR TOOL COMPANY 


DISTRIBUTOR POLICY 


The Industrial Supply Distributor has long 
been accepted by industry as the most eco- 
nomical and efficient source of supply for its 
cutting tool requirements. We fully recognize 
the importance of this function and being 
firmly convinced that our interests are best 
served by marketing our products through 
Industrial Distributors, we, Celfor Tool Com- 
pany, firmly pledge ourselves to the following 
Distributor Policy. 


We will advise our Authorized Distrib- 

utors of all inquiries and orders received 
directly from consumers in their territories 
and suggest to such prospects and customers 
that they order our products through our 
local Authorized Distributor. 


? We will not sell directly to consumers 

except in those few cases where the con- 
sumer insists upon buying directly from tool 
manufacturers. In all such instances, we 
will cooperate with our local Authorized 
Distributor in his efforts to obtain such 
business. * 


3 We will not authorize more than one 

Celfor Distributor in any given market 
unless more than one Distributor is required 
to adequately serve the consumers in the 
area. Furthermore, we will not add a new 
Celfor Distributor without consulting with 
the established Authorized Distributor in 
the area. 


4 We will at all times adequately support 
the sales and service efforts of our Dis- 

tributors with an ample staff of factory 

trained Sales and Service Engineers. 


Celfor catalogs, sales and engineering 
data, and other sales promotional aids 
will be supplied in generous quantity to 
Authorized Distributors and their customers. 


6 We will maintain three strategically lo- 

cated factories (New York-Chicago-Los 
Angeles) to enable our Authorized Distrib- 
utors to give better service to their customers. 


7 We will maintain adequate inventories of 
our tools in all important consuming 
centers. 


We will continue the extensive research 

program which has enabled us to intro- 
duce several industry “‘firsts,’’ including such 
exclusive items as Black Devil Type M 
(ground-from-the-solid), “‘All Flute” Shank- 
less Type and Roll-Forged Taper Shank 
drills. 


*In some creas our Industrial Distributor business represents 
90 to 100% of our volume. On a country-wide basis, 
81% of our civilian business is being done through 
industrial Supply Distributors. 


ae 


® 


black 


devil 


TRADE MARK 


DRILLS and REAMERS 


CELFOR TOOL COMPANY 
Division of Avildsen Tools and Machines, Inc. 
815 W. Jeckson Bivd., Chicago 7 + 90 White $t., New York 13 
1320 Sante Fe Ave., Los Angeles 21 
FACTORIES 
Chicego + New York + Los Angeles 
BRANCH OFFICES IN PRINCIPAL CITIES 


SHOULDN'T YOU BE THE CELFOR DISTRIBUTOR IN YOUR AREA? 
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Put cost-cutting teeth in your V-Belt drives 
wih DAYTON COG-BELTS 


Cee how = 
DAYTON Vim =<.....027 
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Take a whale of a bite | eapshammndalehyealhoatoen 
Take a'tall bite’out of high (SP ISS Sa mem “DANTON 606 BELTS 


bring them down with these paggeOonctn age. 


a ee et nee ~~ a ene ent un 


i : 
“felts by Dayton Rubber 


WOeLee Leneeet waweracteses OF v-esere 








A MeGRAW-HILE PUBLICATION 


330 WEST 42nd STREET, MEW YORK 36, MEW YORK 
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DISTRIBUTORS...who handle 


SUPREME srann CHUCKS 
are backed by ADVERTISING! 


—_ \ 

american — | 

machinist \ 
, ¥ 


yard 


@ 
Ralph C. Reece 


Fort Worth Steel & Mach. 
Opens Cincinnati Branch 


The Fort Worth Steel & Machinery 
Co. has opened a factory branch ware- 
house in Cincinnati, located at 2125 
Center Ave. The local distributor is 
Che Regel Belting Co. 

Ralph C. Reece, who has been made 
district manager of the new warehouse, 
has had many years’ experience in the 
power transmission field in general, 
and the V-drive field in particular. 
He was formerly connected with the 
Congress Pulley Co. and the Dayton 
Rubber Co. 

The firm is also expanding its dis 
tribution facilities with the opening of 
factory branch warehouse in Newark, 
New Jersey, in addition to branches 
already located in Atlanta, Chicago, 
St. Louis, Kansas City, Houston, 
Memphis, and Los Angeles. 


Carborundum Publishes 
Training Program Folder 


Ihe Carborundum Co., Niagara 
Falls, N. Y., has published a folder 
which describes the personalized train 
ing program the company has set up 
for its distributors. 

he training period is aimed at fur- 


Thousands of users are told about 
SUPREME brand chucks every 
month. Your prospects are informed 
to make the distributor selling job 
easier. There is no halfway sup- 
port.. 


¢ 


. all-out effort is placed 


Supreme Products, Inc., 2222 South Calumet Avenue, Chicago, lilinois 


behind the distributors we consider 
our major selling force. 

Write today regarding open 
territories and an outline of our 
distributor arrangement. 


THE CHUCK THAT LIVES UP TO ITS NAME...SUPREME 
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thering product knowledge, as well as 
keeping distributor-salesmen posted on 
new developments, new aids, new 
abrasive uses and new markets. 

The book illustrates, in order, the 
various stages of the weck’s training 


| period 


Norton Transfers Benn 


Frederick J. Benn, formerly grind 
ing engineer for the Worcester sales 
engineering department of the Nor- 
ton Co., Worcester, Mass., has been 
appointed field engineer in the Cleve 
land area. He will work jointly with 
Sherwood F. Prescott, abrasive engi 
neer for eastern Kentucky 





DUTCH 
BRAND 


Other 


Dutch Brand Products 
available to distributors 


ww 
DISTRIBUTORS... 


007" Plastic Electrical Tape 
010” Plastic Electrical Tape 
Friction Tape 
find that industrial Uses Rubber Insulating Tape 
for tape for masking, holding, Electro Coil Tape 
: : . : Gloss Fibre Tape 
sealing, protecting, insulating, Poshet tase 


> . : 
identifying, packaging and reinforcing offer ig ini” heth tape for indyetial wees) 
! ying, Pp ging 9 a Anti-Squeok Body Tape 
many chances to make sales on every call. Tapes are 


Cork and Rubber stripping with adhesive 
¢ensumed and steady repeat business results. Molded Rubber Products to specifications 


Die Cut Rubber Products to specifications 
DUTCH BRAND Masking Tape is a quality product sold through Sheet Sponge Rubber 
distributors. The distributor policy is an excellent Noaprene Sponge Rubber 
. 7 . Sponge Rubber (with adhesives) 
@ne. DUTCH BRAND Tapes are nationally advertised and the 


Sponge Rubber Weatherstripping 
name DUTCH BRAND has trade acceptance. Gasket Sealing Materials 
Rubber Bonding Cements 
it will pay you to inquire about distributor plan. 


Special Cements to specifications 
Rubber Aprons 


VAN CLEEF BROS. [NC 


Rubber Products 


orvision of Johns-Manville 
7800 WOODLAWN AVE . CHICAGO 19, ILLINOIS 
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WILLIAM L. BARMER FRANK A. DIEL JOSEPH F. SMITH 
Works Manager Vice Present and General Manager Plant Superintendent 
GEORGE J. LUCAS JAMES J. MAHER JOHN J. ZELLER 

Purchasing Agent Sales Manager Office Manager 


THE BRIDGEPORT CHAIN & MFG. CO. 


Founded in 1887. Pioneered in Triumph (Lockweave) Pattern 
and other types of weldless chain. Became associated with the 
Round group in 1928. Plant modernization program undertaken 
several years ago is now nearing completion. 


ONE OF THE COMPANIES THAT MAKE 


Konda 


The nationwide Round organization is made up of many MARK Ms LAIBE, a division manager 
men like Frank Diel and his associates . . . experienced, of Goodyear Tire & Rubber Co.’s put 
chasing department, has been named 
capable chain men who are respected throughout the ‘ ~ 
oO succee eee 
industry. Practical chain men have been at the head of 
each Round firm since the first of the companies was 
founded in 1869. Today there are ten Round Chain Com- 
panies, all eager to help you solve your chain problems. 


ROUND CALIFORNIA CHAIN CO 


. .. E. H. BROOKS, director of pur- 
chases for the firm, who recently re 
tired, after holding the position since 
1917. Another appointee 


Rid cain COMPANIES 
~y ke 


—— Com 


. ROLLIN D. CHITTENDEN, 
who has been made purchasing agent, 
a position that has been vacant in the 
company since 1947 
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Ap FOR TURNING « FACING « THREADING « BORING 


ol 


STANDARD 
TOOLS 


NOW IN STOCK 
CARBIDE TIPPED WITH 
CARBOLOY-KENNAMETAL 


and available with 
other leading carbides 


Get the benefit of Super’s tool 
making skill and still use the 
carbide you like. 








Send for Supplement No. 5 for 
net prices and full particulars. 


QUALITY CARBIDE TOOLS SINCE - 1927 


G1 4/0) 


5210 San Fernando Rd.,. Glendale 3, Californic 
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Ea die? to identify See how the label 
stands out? It's easy to read 
shelf. Different 


from the top-most 
colors identify different screws 


Saves time! 


? 
£a 4dée2 to handle Pheoll products are 


packed in sturdy boxes that won't bow ou 
when opened or stacked. ¢ 


bolts, nuts, metals, plating, et 


vers slip on and off 

with just the right friction grip. Easy to handle, 

pack and ship. No tearing, spilling or loss 
? 

La die to get Prompt, reliable 

ery through onvenient 

Your Pheoll stocks 


deliv 
factory warchouses 
over most needs. Depend 
on this one source for a broad range of “in 
demand” fasteners 


La 4éer to sell Pheoll products are 
money makers because they're casy to sell 
They're fast movers. They repeat because they're 
made to build your business. Our reput 


your guarantee 


‘ 


Reoll business builders 


t*™, 
towers ne Screws 
t 


Machine Boit 
1 Screw “arriage Bolts 
q sheet Metal Screw Lag Bolt 

Cap Screw Brass Washer 
square Head S 
Headiess Crews 


et 
crew 


Socket Set achine Screw Nuts 
Socket Set Screw Semmi-Finished his 
*Thumt ©8d Cap Screws “Wing Nuts , 
UMD Screws Cap Nuts Bra 
Knurled N 
ut 


M 


T*Stove Bolt wrens 
, "Threaded Ro 
| Slotted ond Pp, ne 

Steel and Bros, eessed Hood, 


a Write, 


wire or phone 
e« 


SCREWS e@ BOLTS e 


Alfred J. Fava 


American Machinery 
Appoints Sales Director 


The American Machinery and 
Foundry Co., New York, has ap- 
pointed Alfred J. Fava sales director 
of the General Products Division 

J. J. Cranmore has been named 
sales manager for the Lowerator de 
partment of the same division 

Mr. Fava has been sales manager 
of the Division, now a 
department in the General Products 
Division, since 1945 He is vice 
president and director of the National 
Association of Food Equipment Man 
ufacturers and a member of the Food 
Preparations and Service Machines 
ind Devices Industry Advisory Com 
mittee, Office of Price Stabilization 

Mr. Cranmore has been Lowerator 
iles manager of the Chicago area 
ince 1948. His former post has been 
taken over by J. B. Maloney 


I owcerator 


Mrs. Wahlig Now Heads 
C. H. Tiebout & Sons Co. 


Management changes in C. H. Tie 
bout & Sons Co., Brooklyn, N. Y., 
following the recent death of company 
president H. F. Wahlig include the 
ippointment of Mrs. Wahlig, widow 
of the late president, as the new head 
of the company, and of Leonard Boy 
lan as sales manager. 

\. J. Chartier is the new office 
manager. H. F. Specht, former gen 
eral manager, and Arthur Weber, 
sales representative, are no longer with 
the firm. Axel Hille and Frank Bur 
big recently joined the company as 

ilesmen 


Joins Fleming & Moore 


Jack White has joined the sales 
taff of Fleming & Moore Supply Co., 
Savannah, Ga. Mr. White was for- 
merly with Savannah Ship Chandlery 
& Supply Co 


NIGHT 
WATCH 


LANTERN 
aw 


Miniature 
Lighthouse 
Beacon 


For SAFETY — a WARNING 
LIGHT, seen from any angle near- 
by or from long distances, the 
NIGHT WATCH is without equal. 
Optically correct prisms concen- 
trate the light into a vertical “Pen- 
cil Beam” of great intensity. Many 
exclusive features. Very economical 
to buy and to operate. Burns 100 
hours on a pint of kerosene. 


By the makers of Dietz Lanterns 
and Highway Torches 


R. E. DIETZ COMPANY 
SYRACUSE 1, N. Y. 


OVER A CENTURY AND A DECADE OF WORLD WIDE LEADERSHIP 
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co-6p ‘er-a'tion (ko-op ér-a shin), n. 


(LL. cooperatio.) The association of a 
number of persons for their common 
benefit, as in the case of Raybestos- 
Manhattan factory and field folks 
and their distributors; collective 
action of manufacturer and dis- 
tributor to provide better service 
and better products for the. user. 
(We mean, of course, Manhattan 
Industrial Rubber products.) 


MANHATTAN RUBBER DIVISION —~ PASSAIC, NEW JERSEY 
RAYBESTOS- MANHATTAN, INC. 


_— . 
Flot Belts V-Belts Air, Water, Steam Hose Industrial Fire Hose 
Belts © Radiator Hos e linings ¢ Broke Blocks 








Conveyor Belts 





Oil, Suction Hose 
Other 8/M products include: Industricl Rubber © Fan e @ Pockings © Brok 
ling Bal! 


Clutch Facings © Asbestos Textiles @ Sintered Metal Parts © Bow Is 
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ANOTHER REED EXCLUSIVE 


The “heart” of any machinists’ 
vise is the main vise nut. 


Yet only in a Reed is this vital 
part machined from high carbon alloy 
steel... heat treated for perma- 
nence and maximum strength. 
Threads are cut to closest toler- 
ances to assure a perfect bearing 
for the heat treated alloy steel 
screw. And they stay close, for 
there is none of the wear found 
with the obsolete malleable nut. 


Even the base of the Reed nut 
is milled to a limit gauge to insure 
correct alignment, less stress and 
more power. 


Important though it is, the vise nut 
is only one of the many exclusive 
REED features... for every work- 
ing part is designed and built to 
these same high standards. 


That’s why Reed Vises out-last and 
out-perform all others. 


The exclusive features of Reed Vises will help 
you build volume, loyalty and good-will. 


Remember, In a vise or pipe tool, 
if it’s a REED . . . it’s RIGHT! 


TRADEMARK 


MANUFACTURING COMPANY 


PENNSYLVANIA, 


U.S.A. 
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ACTING SALES MANAGER, W. W 
Wolfe, demonstrates tool features to 
J. E. Stuck at Georgia Supply Co., 
Savannah, Ga 





Simpler Machine Controls 
Needed, Engineers Say 


Simpler machine controls are 
needed urgently today because of the 
declining skill of industrial workers, 
iccording to the American Society of 
lool Engineers. ‘The technical group 
composed of some 20,000 executives 
and engineers, recently completed a 
survey of key industrial plants, results 
of which were announced by Harry E. 
Conrad, executive secretary 

Judging from the demand for 
simpler machine controls and acces 
sories indicated by our study,’’ Mr. 
Conrad said, “industry is up against 
1 serious problem. Economists ar¢ 
igreed that 94 percent of the physi 
cal effort in producing goods is now 
performed by machine What is 
needed for that other six percent is 
either a high degree of training o1 
skill or machine controls so simple 
ind foolproof that even the most un 
skilled workers can operate them. 

“Our survey reveals that of the re 
plying industrialists, fully one-half 
particularly those in the larger and 
medium sized plants—are looking for 
simpler and more foolproof controls.” 

“Greater versatility of machine con 
trols to permit their being applied to 
1 greater variety of operations is the 
desire of over 30 percent. In ever 
case, these three factors—simplicitv, 
foolproofing, and versatilitv—are placed 
ihead of cost of controls, indicating 
just how important these characters 
tics are to the men responsible for 
tooling for security’ either military or 
economic 

“As a matter of fact. less than one 
third of the companies replying ac 
tuallv said thev would like to be able 
to obtain lower cost controls. In con 
trast, 25 percent specifically stated 











Free your hands 


GOOD DEALERS like to sell the best. 
The Zip-Lift is easier to sell . . . easier to 
keep sold — without service headaches. Ask 
for literature and discounts on the quality 
built wire rope hoist 


with 2 Zi 
3 


HANDLE IT “THRU-THE-AIR”— FASTER—FOR LESS 
Skilled hands shouldn't be load-lifters. There’s more im- 
portant work for them to do — more profitably! 

Take the hands out of handling — make your man-hours 
more productive by using Zip-Lifts wherever loads must 
be handled frequently — along assembly lines, beside ma- 
chine tools, etc. Make it a push button job. 


There's nothing like the Zip-Lift for all-round service and 
quality — America’s favorite wire rope electric hoist. 


You pay so little more for ADDED VALUES like these— 

SAFER — Full magnetic control with current reduced to 
110 volts at push button. Plugging crane type limit 
switch. Large double brakes. P&H has never stretched a 
motor rating. That's your protection. 

LIFETIME CONSTRUCTION — Precision built — shaved 
gears run in oil — grease-sealed bearings — fully enclosed. 


ELECTRIC HOISTS 


4538 W. Nations! Avenue 
Milwaukee 14, Wisconsin 


EXCAVATORS » OVERMEAD CRANES © HOISTS » ARC WELDERS & ELECTRODES » SOIL STABILIZERS » CRAWLER & TRUCK CRANES » DIESEL ENGINES » CANE LOADERS - PRE-ASSEMBLED wOMeES 





Here’s NEW BEDFORD’S 
triple play -for profits 


Pre-measured rope —in three 


sizes of self-dispensing cartons 


At no extra cost! 


You handle all of your customers’ requirements from 
three space-saving sizes of cartons. Each carton con- 
tains full or half-coils, thus saving valuable floor space. 
You don’t need double inventory to service accounts. 
You save money too! 
Distinctive self-dispensing carton acts as its own sales- 
man. Easy-to-read specifications are displayed on the 
sides; manila is packed in red cartons—sisal in green. 
Factory red markings at ten-foot intervals cut han- 
dling time in half, let customers know they are getting 
the exact length of rope they ordered. Rope stays fac- 
tory fresh, free from snarls. No trouble with collapsed 
coils—no straps, bands or coverings to cut. 
Full unit coils eliminate remnants. Each customer’s 
requirements start where the last one stopped . . . and 
so it goes until the last inch of New Bedford has been 
sold 
Get in there NOW to cash in on New Bedford’s 
Triple Play for Profits. Take advantage of this bet- 
ter way to sell—better rope. You'll find forceful— 
convincing consumer advertising backing every 
New Bedford dealer . . . Fill out the coupon Get set 
for your share of bigger rope profits. 


NEW BEDFORD CORDAGE CO. 
NEW BEDFORD, MASS. 
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NEW BEDFORD CORDAGE COMPANY 
NEW BEDFORD, MASS 

() Rush me full details on New Bedford's ‘Better Way.” 
(1) Please send me introductory trial order: Manila [J Sisal TF 


Rope Size | 
My Jobber is 





My Nome 





Company 
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they wanted more automatic controls 
types which inevitably are more 
costly. 

“Sixteen percent of the companies 
placed emphasis on ease of operation 
and 19 percent on centralized location 
of machine tool controls. Thev 
seemed to be quite satisfied with the 
smoothness of action of the controls 
as only 7 percent indicated this as a 
factor. Smaller and medium sized 
companies placed greater emphasis on 
versatility and simplicity; and lesser 
emphasis on smoothness than the 
large companies. 

“As far as the A. S. T. E. is con 
cerned, we are going to do our best to 
help our members in industry. We 
have invited the major manufacturers 
of controls to exhibit the best they 
have developed to date at the giant 
A. S. T. E. “Tooling for Security’ In- 
dustrial Exposition and gathering in 
Chicago, March 17 to 21st. We are 
quite happy that so many have ac 
cepted the invitation. Perhaps out 
of this meeting may come the solu 
tions to some of the control problems 
in industry 

“We consider this so important an 
objective that an entire day (Friday, 
March 21st) of the 20th annual meet 
ing of the A. S. T. FE. in Chicago will 
be set aside for discussions of ma 
chine controls and accessories prob 
lems.” 


Additional Findings 


\dditional findings of the A. S. T 
E.. industry study already revealed in 
dicate that industry rates programs 
of improvement in machine tools just 
as important if not more important 
right now as all out production of 
existing models 

The necessity of cutting down idle 
time during which machines are not 
producing is also a major finding of 
the study. The belief seems to be 
prevalent that if “downtime” of ma 
chine tools can be decreased pressure 
for more machine tools can be at least 
partially relieved, according to A. S. 
I. FE. officials 

Ihe society also conducted a sur- 
vey on materials handling, results of 
which, according to Mr. Conrad, re 
vealed that 53 percent of companies 
canvassed need more versatile equip 
ment 

“Apparently the companies feel 
that they have to invest too much 
money and floor space in a variety 
of specialized types of materials han- 
dling equipment, and think that 
more versatile types could be created 
by the equipment suppliers,” Mr 
Conrad said 

“This was the most important criti- 
cism of materials handling equip- 
ment shown by the survey. Twenty 
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KING OF THE MONTH 


Every industrial 
plant is your 
prospect for... 


eM -D- 
SERVICE 
SHEET 
PACKING 


STYLE #60 


Where to sell it: Because it does such an out- 
standing job in so many services, Service Sheet 
is the favorite packing of thousands of plant 
engineers and maintenance men. Both versatile 
and dependable, Service Sheet makes a tight, 
long-lasting seal against superheated steam, 
air, gas, water, hot oil and ammonia, as well as 
many acids and chemicals. 


What its selling points are: J-M Service Sheet is 
a quality packing, made of selected long-fiber 
asbestos bonded with heat-resisting compounds. 
It is graphited on one side to permit breaking 
a joint without destroying the gasket. The un- 
graphited side is ruled into one-inch squares to 
speed cutting and reduce waste. And ...a very 


important selling point . . . you can go after 


Note  Solomanagors- 


quantity orders, because J-M Service Sheet will 
not dry out in stock! 


How it is furnished: Service Sheet is supplied in 
sheets 54” x 63", 36” x 126", 36” x 63", and 
54” x 126” in thicknesses of 1 32” to 4%" and 
108” x 126” sheets in thicknesses of 1/32” to 
¥,". It is also furnished as cut gaskets in stand- 
ard and special shapes. See the J-M catalog for 
further details. 


Backed by national advertising: Johns-Manville 
Packing advertising regularly reaches packing 
users in every important industrial area—refers 
them to their local J-M Packing Distributor as 
the place to buy. Your selling job is easier 
when you push Johns-Manville Packings! 


For copies of this advertisement for distribu- 


tion to your sales organization, write Johns- Manville, Box 290, New York 16, N.Y. 
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ALLENCO firth mn wrenoe 


OFFERS Mig fe) Lamesa ss 3 
WIDE SELECTION 
TOP QUALITY 


Fi RE EXTINGUISHERS and SU PPLIES Approved for fires of Ciass A, 


Al,B,81,C, Cl —seda-acid, 
foam, V/L, pump, gas— 
several sizes and finishes, 
also cabinets 


*Voted Ist by engineers, 
architects, contractors, 
distributors; most widely 
used. Also complete line of 
hose fittings for all 
purposes. Write for 
catalog or consulting service. 


Established 1887 


W.D. ALLEN 


MANUFACTURING CO. 
CHICAGO 6 - NEW YORK 7 





give your customers 


FASTER 


deliveries 








KECKLEy 


pressure 
regulators 


When your customers need pres- 
sure regulators in a hurry, you can 
give them both the best regulator 
and the best delivery available. You 
can get prompt shipment of your 
orders direct from the Keckley 
plant. Most sizes available from 

stock—others assembled, tested and shipped 
in a few days. Screwed or flanged in sizes 
from 4” to 6”. Pressure and temperature 
combinations available. 

Check with Keckley for better valves and 
better delivery 





Pressure & T t Regulat 
SEND FOR YOUR COPY OF 


Float Valves. 
CATALOG NO. 51-C Pop Safety and Relief Valves 


O.C. KECKLEY COMPANY 


400 W. MADISON STREET CHICAGO 6, ILLINOIS 
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eight percent of the companies want 
more automatic materials handling 
equipment and 2+ percent want types 
that are easicr to operate. Medium 
sized and small companies place lesser 
emphasis on more automatic equip 
ment than large companies. 

“Only 13 percent of the companies 
indicated need for more specialized 
equipment. Because of the impor- 
tant role played by materials han 
dling equipment in promoting the 
productivity of our current combi- 
nation defense and peacetime produc- 
tion program, and the vital interest 
of tool engineers in the selection of 
equipment for their ange we have 
accepted applications for exhibit space 
from materials handling equipment 
suppliers at the big Industrial Ex- 
position to be held in the Chicago 
Amphitheatre from March 17th to 
21st. Our Society feels that by bring 
ing the suppliers of materials handling 
equipment and their customers to- 
gether at the Exposition, they may 
compare notes and provide or develop 
equipment that will more nearly ful 
fill the needs of industry right now.” 


H. D. Taylor Co. 
Awards 33 Watches 


Thirty-three executives and em- 
ployes of the H. D. Taylor Co., 
Buffalo, received wrist watches in 
recognition of 25 years or more of 
service, at the annual Christmas party 
in Buffalo. More than 250 attended 
and each employee was given a turkey 
and cash gift. 

Among those present were Dr. Con 
rad E. Wettlaufer, treasurer and 
chairman of the board of the com 
pany; Conrad E. Wettlaufer, vice 
president and secretary, and C. Tay 
lor Wettlaufer, president. 





FRANK W. SMITH, vice president in 
charge of Norton Co.'s Grinding 
Machine Division, has retired. He has 
been with the company 33 years, and 
will remain as a consultant 





You can count on 


SIX ACRES OF PRODUCTION 

Continentai has more than six acres of plant 
production for making HOLTITE and other screw 
fasteners. Equipment and facilities are unsur- 
passed. Products consist of a complete line of 
commercial and industrial fasteners in all stand- 
ard sizes, types, styles, metals and finishes with 
slotted or Holtite-Phillips recessed heads. Special 
fasteners can be made to your exact specifications. 

HOLTITE Screws are the kind of fasteners that 
make America strong. They bind our nation to- 
gether and keep it from splitting out at the seams. 


€Eopyright 1951, Continental Screw Co 


They hold our automobiles and aircraft, our ships 
and trucks and trains together. Without them we 
would have no radios, refrigerators, dishwashers 
or appliances. They are an integral part of the 
machine tools that make the machines that mul- 
tiply the productivity of our labor. They even 
fasten the doors to our homes. In peace or war 
they are sinews of strength. 

Whenever you need to put things together bet- 
ter, faster or stronger you can count on HOLTITE 
fasteners and the Continental Screw Company, New 
Bedford, Massachusetts. 
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AN IMPORTANT 
MESSAGE TO SALESMEN 


: 
GLEXIBLE SHAFT 


Q 
“SMALL WORK” Jobs of 
CUT COSTS eka 
producing EXTRA , 
EVERY DA you can uncover instances where Foredoms 


y can ettect important savings i” pre ow Se 
m 
M of your customers are actively interested in 
an 
ne ; “small-work 


f grinding and finishing which 
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h on the increase now that the rearmament progre ' 
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high gear With ™ 
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in industry, the fatique-eliminating ee 
ities of Foredom s teather-weight, sma 

IN THE \ 
appreciative audience | 


reducing costs on 


as-a-pencil handpieces are finding an 
SIZE | 


HANDPIECE! 


AN BE CUT TO 
‘ me tasks where an ex 
hee et of a pro 
pens.’ ’ 
tion set-up 's elimina 
— handpieces trequently render this 
8 This 1s powertul sales ammu 
Remember too that, in : 
contrast to conventional types © 
grinders Foredom’s motor size 
does not have to be dented * 
fit the hand, hence you CO OWER 
pur customers M 
on LONGER MOTOR LIFE 


possible 
nition for you 


kes your selling job compara- 

ana which sells ig = 
heavy-duty models of both the sag Pang eS oe 
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-—" — tg Most models have the quick- a. Aemeoe 
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to Foredom’s outstanding versatility. 


MPLETE RANGE OF MODELS 
tively simple Besides Model 100 


through year-round 
advertising in leading 
publications reduces sales resistance to a minimum. If your 
firm is not already distributing Foredoms, it should be to 
your advantage to ask your sales manager to get our 
sales plan. We may have a distributorship 
open in your area. 


FOREDOM ELECTRIC CO., Dept. F-2250, 27 Park Place, New York 7, N. Y. 


Name 


Send your catalog No. F-2250, 
Address 


City & Zone State 
OO 
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J. HENRY ANTHONY has been ap- 
pointed plant superintendent of Whut- 
ney Chain Co., Hartford, Conn., in 
addition to his duties as manager of 
the industrial engineering division 


Whitney Chain Building 


| Nearing Completion 


Construction is progressing rapidly 


| on the modern, one story plant addi 


tion of Whitney Chain Co., Hart 
ford, Conn. 

The new building, which is ex 
pected to be in use in several weeks, 
contains approximately 10,000 square 
feet of additional floor space. This 
area will be devoted to the manufac- 
ture of fabricated steel sprockets and 
the large pitch roller and conveyor 
chains now greatly needed by both 
civilian and military users. The 
equipment for sprocket manufacture 
will be moved from other departments 
to permit re-organizing and expansion 
in the new building. 

In addition, new press capacity will 
be installed, including heavy presses 
ranging from 280 to 400 tons. These 
massive presses are required for pro 
ducing the links for large pitch roller 
and conveyor chain 

The new wing will also provide 
space for maintaining the large inven 
torv of steels necessarv to assure top 
production from the expanded facili 
ties 


Minder Spends $250,000 
On Los Angeles Plant 


A $250,000 
has been 
Minder 
Angeles. 

The firm announced recently the 
purchase of a 52,000 sq. ft. facility 
in Los Angeles to house offices, ware 
house, and manufacturing 
panv has also a branch 
Ore 


improvement project 
launched by the J. W 
Chain & Gear Co., Los 


The com 
in Portland, 
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NEW 
WALKER-TURNER 
PRODUCTION 
DRILL PRESSES 


lath features ther: 


Weal F00GU 
SHES Tola 





Industrial expansion . . . mounting defense orders 

. changes in your customers’ operations. Isn't 
that the situation in your area today? Now see how 
Walker-Turner’s new 15” Production Drill Press 
fits into that picture . . . enables you to offer pros- 
pects what they want—more production, faster 
speeds, and greater machine flexibility. 


72 Different Models 

A production tool with the specifications of this 
one means plus sales for Walker-Turner Distrib- 
utors. With 72 different models, moreover, and 
drill heads adaptable to hundreds of diversified uses, 
you'll be adding to your customer list . . . building 
new sales opportunities while you build profits. 
Send for full details. 





WALKER-TURNER 


oDIVISION: 
SOLD ONLY THROUGH AUTHORIZED DISTRIBUTORS KEARNEY ANB TRECKER) CORPORATION 
PLAINFIELD, WN. J 


DRILL PRESSES RADIAL DRILLS TILTING ARBOR SAWS BELT and DISC SURFACERS METAL-CUTTING BAND SAWS LATHES SPINDLE SHAPERS JOINTERS 
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@® SurerDuty 


PORTABLE ELECTRIC DRILLS 


For Production—Maintenance—Construction Work 


(WE, also Superduty 34” and 34” Drills 


An Opportunity for Easier Sales— 
MORE PROFITS 


Advertisements in leading industry and business magazines are now 
telling the SUPERDUTY story to your customers and prospects. Get 
details NOW! Ask about SupPeRDuTY’s attractive distributor pro- 
posal. Be set for your share of easier sales . . . more profits. 


PORTABLE ELectric Too.s, INC. 


341 West 83rd Street, Chicago 20, Illinois 
in Canada: 369 Danforth Road, Toronto 13, Ontario 





SupEeRDuTY Portable Electric 0 


fer Production * Maintenance * Constrection Work — 


ite. 
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PHONE SALES MANAGER, Ear! 
Wirth, of Barrett-Christie Co., Chi 
cago, hands a call over to Robert D 
Christie, general sales manager 





Brown Buford, 92, Keeps 
Active At Buford Bros. 


K.very week-day morning, approxi 
mately at 8 o'clock, a tall slender, 
grayhaired gentleman can be seen en 
tering the one-storied brick building 
at the corner of Demonbreau Avenue 
ind 10th St. in Nashville, Tenn. 
I'he gentleman is Brown Buford, vice 
president, of the company that bears 
his name and which was founded by 
the family 114 years ago. Mr. Bu 
ford’s own career in the hardware 
and industrial supply business covers 
1 span of more than 70 years and 
there is no indication that it is draw 
ing near a close. 

It was natural, then, that the Na 
tional Fifty Years in Business Club 
group in Nashville last July should 
have gathered at a special luncheon at 
the Noel Hotel to pay tribute to Mr 
Buford on the approach of his 92nd 
year 

For Mr. Buford is the dean of busi 
nessmen in Nashville, widely respected 
for the influence he has exerted in 
civic affairs, his high standards of 
useful citizenship and business ethics 
So it was a fancy lunch on July 9th 
it the hotel instead of the customary 
snack at the Ninth Avenue Dog 
Wagon. FE. B. Stahlman, executive 
director of the Nashville Banner, pre- 
sided and the invocation was given By 
Dr. A. L.. Currie, paster, Westminster 
Presbyterian Church Later, after 
an address given by Dr. Walter R 
Courtanav, paster of the First Presby 
terian Church, C. S. Mitchell pre 
sented a gift 

Dr. Courtenay reviewed the maior 
events of the 92 vears which Mr 
Buford experienced, leaving an indel 
ible impression that there was con 





Thermo 


Industrial 
Rubber Products 





Be 
— 


«. Power—at Lowest Cost Per Hour 
- with Thermoid Multi-V Belts 


Thermoid Multi-V Belts are pre-stretched to insure maximum power transmission without 

adjustment. They are constructed for flexibility and abiliy to absorb repeated shock loads 
. thoroughly impregnated with special rubber compounds to withstand moisture and 

abrasion, resulting in longer belt life. 

Thermoid Multi-V Belts are available in matched scts—uniform in size and cross section. 

Their longer life and non-slip performance add up (o “Power—at the lowest cost per hour.” 

Thermoid is recognized as one of the leading suppliers of industrial rubber products. And 


Thermoid backs its distributors with competent field and factory service. That’s why more 
and more distributors are learning that it pays to specify Thermoid. 














hermo 


Thermoid Company « Offices & Factories: Trenton, N Nephi. Utah 
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New Profit Manual 


FOR INDUSTRIAL DISTRIBUTORS 


Rockwell 


CIRCULAR SAW 
BLADES 


PAGE 
CATALOG 





INDUSTRIAL LINE 


It's here! Rockwell's complete new line of circular saw blades 
products sure to win for you more satisfied customers . . . more profits. 
Here’s why 


1. Famous Rockwell quality and dependability throughout. 


2. Extremely interesting list prices . . . with a profit margin that will 
make Rockwell circular saw blades a top dollar producer for you. 


3. A complete line in every detail: Six blade types to cover all wood- 
working requirements . . . available in standard diameters from 
6" to 36”. Special sizes and tooth styles made to order. 


Don’t wait act today. Mail the handy coupon for complete distrib- 
utor information 


Rockwell Tools, Inc. 
Subsidiary of ROCKWELL MANUFACTURING COMPANY 
1314 KINNEAR ROAD, COLUMBUS 8, OHIO 





Hand Sows | ROCKWELL TOOLS INC., 1314 Kinnear Road, Columbus 8, Ohio 
Panel Saws Please rush me copies of the new Rockwell Circular Sow Blade Catalog 
Please have your Rockwell representative call and tel] me about new profit 
Compass Saws opportunities with Rockwell's quality lines of Circular Saw Blodes and 
Keyhole Saws Hond Sows 
Buck Saws Nome 
Cress-cut Saws Company 
Special-Purpese Hand Saws | city 
Circular Sew Blades 
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iderable history made. In the year 
Mr. Buford was born, 1559, James 
Buchanan was in the White House 
and the secessionist pot was boiling, 
John Brown fought it out with U. S. 
troops under Robert E. Lee at Har 
per’s Ferry and there was a big argu- 
ment going on as to where the first 
transcontinental railroad should be 
located. 

In the following year, South Caro- 
lina seceded. Mr. Buford wasn’t two 
vet when Florida, Georgia, Alabama, 
Mississippi, Louisiana and ‘Texas fol 
lowed suit. Soon after Mr. Buford’s 
father read in the Banner that Fort 
Sumpter fell and that Virginia, A:- 
kansas, North Carolina and, lastly, 
lennessee, the home state, were no 
longer in the Union, 

When Mr. Buford was three, his 
father was worrying about inflation: 
tea, $5 per pound; flour, $300 per 
barrel; boots, $25, per pair; shoes, 
$150 a pair and $22 in Confederati 
money worth only a gold Union dollar 
By the time Mr. Buford was six, the 
situation had changed: flour went up 
to $1,000 per barrel. Talk of infla 
tion doesn’t worry Mr. Buford today 

A lot of water has passed under the 
bridges over the Cumberland River 
at the “Athens of the South” since 
then, but Mr. Buford keeps going 
strong. He thinks the industrial sup 
ply business a pretty good one to re- 
main in 


Portable Electric Tools 
Promotes R. E. Bigelow 


R. E. Bigelow has been appointed 
manager of defense contracts, spe 
cializing in rotary and electronic prod- 
ucts for Portable Electric Tools, Inc., 
Chicago. 

Mr. Bigelow has been assistant sales 
manager, and, before joining the com- 
pany in 1946, was with Jos. T. Ryer- 
son & Son, Inc. 


R. E. Bigelow 








CHANCES are, every one of your customers 
uses chain. For nothing takes the place of chain 
in hundreds of jobs of holding . . . hauling . . . 
hoisting. 


You can get a big share of this profitable repeat 
business if you will just do two things: First, on 


every call, check the uses to which your customer 
puts chain. Second, sell him Campbell Chain. 


Campbell makes chain for every need. And a 
Campbell Sales Representative will be glad to 
work with you to develop prospects into steady 


customers for chain. 


CAMPBELL CHAIN Company 


La CAMPBELL S MAIN OFFICE: YORK, PA. 


CHAIN . Factories: York, Pa., and West Burlington, lowa 


Ze Chain for every need... INDUSTRIAL... MARINE... FARM... AUTOMOTIVE 
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‘I like 
to save 


that’s why | buy 


BUFFALO Conveyor BELTS 


“Saving money on an item like a conveyor belt is a 
mighty tricky stunt and one that can backfire on ya’ 
if you're not careful. I've been buying conveyor belts 


» for over 22 years now and I guess I've tried ‘em all. 


This Buffalo Belt costs me less because it /asts me longer!” 

This is typical of comments we get from repeat cus- 
comers all the time. The reason for this enthusiasm 
is that Buftalo Conveyor Belts are MADE TOUGH- 
ER with a stronger, sturdier cotton yarn that is 
WOVEN TIGHTER by our exclusive WOV-IN- 
WEAR process on a new kind of loom that permits 
us to weave under HIGHER TENSION. Stronger 
yarn and tighter weaving means a tougher belt that 
LASTS LONGER and, naturally, spells big opera- 
tional savings for you. And . . . you don’t pay a cent 
extra for Buffalo's premium quality. Over 200 sizes, 
35 widths and 7 thicknesses available, as well as, 
seven specially treated belts for exacting applications 


14 illustrated pages of sizes, types and prices 


BUFFALO WEAVING & BELTING COMPANY 


209 CHANDLER STREET 


RK PHILADELPHIA 


Ato 7 


SAN FRANCISCO 


NEW YORK 


CHICAGO PY a olT 
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Moody S. Jackson, Jr. 


Jackson Heads Division 
Of Fort Worth Steel & Mach. 


Moody Jackson, Jr., has been 
named manager of the industrial divi 
sion of the Fort Worth Steel & Ma 
chinery Co., manufacturers of power 
transmission equipment, and special- 
ized elevating and conveying ma 
chinery. 

Mr. Jackson has been connected 
with the firm since 1942, serving as 
manager of the South Texas and West 
Coast districts before coming to the 
main plant located in Forth Worth, 
Texas. 

In his new position, he supervises 
the nine district offices, and acts as 
manager of distributor sales. All 
advertising and promotional activities 
are also directed from his office. 

Mr. Jackson is a native of Houston, 
Texas, and is a graduate of Rice Insti- 
tute. He served three years in the 
U. S. Army Air Corps as a navigator. 


Sees Monopoly Trend 
Threatening Freedom 


Dr. Emerson P. Schmidt, economic 
research director of the U. S. Chamber 
of Commerce, warned that American 
industry is drifting toward conditions 
similar to Mussolini’s fascism in a 
speech recently before the annual 
meeting of the American Marketing 
Association in Boston. 

He charged that the CIO is seeking 
to reorganize the economic system by 
“codetermination”, under which there 
would be permanent price control, 
output rates, and regulation of policy 
through equal labor and stockholder 
representation. He said industrial and 
market research “can greatly mitigate 
this subversive tendency . . . toward 
monopoly and the destruction of com 
petition” 











Attention 
Distributors: 


This ad in the leading 
trade papers creates 
business for you—if 
you stock CARMET. 
Stocks at 15 ware- 
houses from coast to 
coast, plus stocks at 
Detroit plant, back 
you up. What you 
don’t have in stock, we rush to you. 


WRITE FOR CATALOG C-2 also for price 
list... great helps when you need tools fast. 


ADDRESS DEPT. ID-26 








CARBIDE METAL 


STANDARD TOOLS AND BLANKS 


Need cutting tools in a hurry? Just name the standard styles 
and carbide grades desired ... get prompt shipment from a 
big stock mear you. 

Our line of carbide “standards” is complete. It covers 90% 
of all single-point operations. CARMET standard tools 
come ready to use . . . easy to modify for special purposes, 
by grinding. Style C, illustrated, is designed particularly for 
conversion into various shapes for numerous applications. 

Other standard CARMET styles also are immediately 
available from local stocks. 

Order CARMET tools and blanks for better, faster, cheaper 
cutting. There is a grade to take care of every need. 

@ Allegheny Ludlum Steel Corporation, Carmet Division, 
Wanda and Jarvis Avenues, Detroit 20, Michigan. 


For complete MODERN Tooling, call 


Allegheny Ludlum 


weo s4e6 
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OUR STOCK OF PUMPS 
IS GETTING LOW— 
BETTER RE-ORDER 
FROM GOULDS TODAY 


SALES PITCH by Robert H. Clark of 
Curtis Pneumatic Machinery Div., 

ems to find Russell FE. Bray, manager 
of Matthews-Morse Sales Co., Chat 
lotte, N. C. skeptical but still attentive 





Miller-Charles Branch 


lo serve industrial plants in Nassau 
ind Suffolk Counties, Long Island, 
Miller-Charles & Co., New York, has 
opened a branch warehouse and office 
in Westbury, L.I The firm special 
izes in industrial supplies and hard- 


This distributor is building a 
PROFITABLE pump business 


When a customer wants a pump, he usually wants it right ° 
. ° — irc 

away. All factory shipments under present conditions are 

apt to be extended. The distributor with “pumps in 


stock”? makes the sale! Here’s one sure way you can win 
new customers and please old ones. Keep a good supply 
of Goulds pumps in stock. 


Place your order for Goulds pumps today. Then, as your 
stock gets low, re-order immediately ... and be prepared 
to deliver on short notice. 


Goulds are always ready and anxious to help you with 
your merchandising problems or advise you as to the 
most saleable items to stock. For this information, call 
your nearest Goulds Branch or write Pump Headquarters. 


Joins Parker-Kalon 


E. Wayne Spaulding has been ap 
pointed by Parker-Kalon Corp., New 
York, to the company’s field engineers 
staff, with an assignment to cover the 
middle Atlantic states. Mr. Spaulding, 
a former World War II sergeant, won 
the Bronze Star and Purple Heart 
while serving with the 101st Airborne 
Division. 


STOCK THESE “ALL AROUND” GOULDS PUMPS 


Fig. 1815 Reciprocating Piston Pump Portable Self-priming Centrifugal 





Goulds branches in 
all principal cities. 


as : PUMPS INC. 
@uias"=- 


4 


Fig. 3650 Close-cupld Centrifugal 





E. Wayne Spaulding 
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"..ight up the. ley ; 


every MORSE-Franchised Distributor 


. . that’s the way Morse rolls ’em, every time... with every effort of 





engineering, manufacturing and sales promotion co-ordinated to help 
score a clean strike for you...the Morse-Franchised Distributor. Morse 
Twist Drill & Machine Co., New Bedford, Mass. Warehouses in 


New York, Chicago, Detroit, Houston, San Francisco. 


MORSE MEANS 100% DISTRIBUTOR-PROTECTION f? x », lt 
4-4 4 
a” 
cA 
MORSE Cutting Tools 
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QUALITY 


that is proving 


VALUABLE 


in today's high 
production - - - 


PLANER TYPE 


CHICAGO 
SAWS ......... 


top performance in these days when 
production is at a peak and dependa 
bility so important Such service is 
building business for the future because 
users naturally will continue in normal 
times with the quality that serves them 
best when, as now, speed, durability 
and low costs are vital considerations. 
Full particulars regarding CHICAGO 
SAWS will be sent upon request. 


CHICAGO SAW WORKS, INC. 


5042 S. WENTWORTH AVE 
CHICAGO 9, ILLINOIS 


PRODUCT KNOWLEDGE  h Ips 
promote sales and stomer service in 
ypinion of Marion G. Walters, Jr 
manager and | i} p ialist, and 

bert E.. Dent, assistant sales man 

of Morgans, In Savannah, Ga 





U. S. Electrical Motors 
To poten $3,500,000 Plant 


\ $3,500,000 manutacturing plant 
f S. Electrical Motors, Inc., 
Los Angeles, will be under construc 
irly this year in Orange County, 
Calif 
The site is an S5-acre tract midway 
between Anaheim and Buena Park, 20 
niles from Los Angeles The new 
plant, first of several planned by 
Electrical Motors, will employ 1,500 
It will include a 50,000 sq. ft. admin 
tration building and 250,000 sq. ft. 
f manufacturing area 
mmpany now has two plants 


in Los Angeles and Mid 














L.. J. CARSON has resigned from his 
sition with OPS. and has been 
of Link-Belt's 


iamed general manager 
ww Colmar, Pa. plant 
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A Message 
of IMPORTANCE to 
~ PALMETTO, PACKING 


Distetiatows 


Greene, Tweed recognizes, as it 
always has, the wisdom and 
strength in satisfying demand 
through the industrial distribu- 
tor! Together we are more effec- 
tive in beating down shortages 
— speeding vitals for America’s 
defenses — smashing production 
bottlenecks before they prove 
serious. 

Here’s just one example of many 
where our system of distribution 
demonstrates its might: 


Heavy capital outlays for new 
plants and equipment have 
created a new need for me- 
chanical packings of all types. 
Chemical processing and 
steam power plants... refin- 
eries...and a host of more 
important muscles in America 
must have efficient sealing in 
pumps, valves, presses and 
other producing equipment. 
In some cases the markets 
are completely new—and in 
others the need is one of 
healthy revival. 


Many users of mechanical pack- 
ing are resigned to long delivery 
or inferior substitutes. Move in 
with prompt delive ry of respected 
Palmetto Self-Lubricating Pack- 
ings. Our production in accord- 
ance with your needs guarantees 
speedy handling...proves 
further your important position 
in industry. 


For helpful hinta — 
useful literature — 
write today. Depend 
on us to work with 
you to strengthen cua- 
| tomer service help 
}) you start sales for 
other less critical 
products in your line. 


GREENE, TWEED ¢ Co. 


NORTH WALES PENNSYLVANIA 





for VALVE and FITTING MATERIALS 


Here, steam up to 1500 pounds pressure 
and 1000° F. gives Vogt the answer to any 
question of materials or construction for 
valves and fittings in just a few days... 
facts that would take years to obtain under 
normal operating conditions! 


We set up our own Torture Chamber to 
determine the durability of valve packings 
and gaskets; the resistance of various steels to 
corrosion and erosion; and how hard and how 
smooth surfaces of seats, discs and stems must 
be to withstand steam at high pressures and 
high temperatures. We tested and found an 
ideal yoke nut material, and we uncovered 
facts on joint design that could be found in 
no other way. 


HENRY VOGT MACHINE CO.., Louisville 10, Ky. 


BRANCH OFFICES: NEW YORK @ CHICAGO e@ CLEVELAND 
PHILADELPHIA © ST. LOUIS © DALLAS @ CHARLESTON, W. VA 


Thus, by constant and accelerated testing, 
we quickly and definitely prove or disprove 
the claims that are made for many newly 
developed materials. And thereby we make 
sure that only the best goes into valves and 
fittings that bear the name Vogt. 

Consult Catalog F-9 for the complete Vogt line of 


drop forged steel valves, fittings and flanges for 
steam, water, oil, gas, air and refrigeration services. 


DROP FORGED STEEL 
VALVES and FITTINGS 
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Arnos Erarrode 
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ARRO 


= 
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DRILLING DEVICES 
When making Fas 


C=rtrrrererrsS 


FLEXO-FLUTE SPIN DRILL 


Sees, 


LAG SCREW EXPANSION SHIELD 


eect 


A-C-E EXPANSION SHIELD 


Ress tg) 


DOUBLE EXPANSION SHIELD 


O-E EXPANSION SHIELD 


ARRO 


MACHINE SCREW ANCHOR 
— fr 


STUD BOLT ANCHOR 


LEAD SCREW ANCHOR 


ar 


MAL-LEAD BOLT ANCHOR 


Sold Through Distributors only 





arrose Erarrod— 


OuuvG 


<Ouver <% 


TWO WING 


SPRING.-TYPE 


TOGGLE BOLT 


= 


SPRING HEAD 
STEEL TOGGLE BOLT 


- RIVETED HEAD 


TOGGLE BOLT 


Omang 


LITTLE MAJOR TURNBUCKLE 


FOUR-POINT HAND STAR DRILL 


- 


/ 


Ouw 


THREE-POINT ORILL POINT 


a —__}} 


FOUR-POINT DRILL POINT 


SS 


TWIST DRILL POINT 


RUBBERGRIP 
DRILL POINT HOLDER 


Gq <sOuver <Ouver <ouver << 


ws 


v 


Oo) 
ARRO EXPANSION BOLT CO. © Marion, Ohio. V 
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TRANSMISSION DEPT. of Herr & 
Co., Inc., Lancaster, Pa., is under the 
direction of John T. Canan, who at- 
tended schools at Boston Gear Works, 
and Dodge Mfg. Corp 





Shingle & Gibb Co. 
Opens New Warehouse 


Shingle & Gibb Co., a 
has opened a new warehouse in Cam- 
den, N. J., and is constructing another 
in Wilmington, Del. 

I'he Camden branch, built for mod- 
em materials handling procedures at 
1300 Walnut St., is equipped with 
railroad siding, truck Me eal and 
an overhead rail system. It houses a 
fabrication shop for design and assem- 
bly of conveyors, including screw con- 
vevors, and bucket elevators. 

The Wilmington warehouse, at 
30th St. and Governor Printz Blvd., 
is expected to be in operation in April. 

I'he company specializes in power 
transmission and materials handling 
equipment and tools 





SECRETARY to the president of 
Sterling Products Co., Inc., Chicago, 
is Lillian Moriaty, who has been with 
the company 15 years. She is known to 
the trade as “L. Morey.” 





SPILLED v= woe 


TO SHOW YOU WHY IT’S EASIER 
TO SELL BALDWIN-REX°® 


ROLLER CHAIN 


Most roller chains may look alike, but actually there are 
important differences between various makes. That's why 
you have a big advantage when you sell Baldwin-Rex. 
We've “spilled the works” to try to show some of these 
advantages to you. 

The photograph can’t show you the high quality mate- 
rials that go into these parts. BUT, it does illustrate some 
of the manufacturing “extras” that make good talking 
points when you sell Baldwin-Rex. 


1 NOTE THE BEVEL on side plate edges... 
this assures better and smoother engagement of 
the chain with sprocket teeth in case of misalign- 
ment... no danger of cuts from sharp edges. 


2 NOTE THE BUSHINGS .. . . they're pre- 


cision-made of low carbon alloy steel with 
surfaces case-hardened inside and out. It means 
longer life of bearing surfaces . . . longer life 
and lower operating costs to your customers. 


3 NOTE THE ROLLERS . .. precision made 
from medium carbon alloy steel, heat treated 
and drawn for toughness to withstand impact 
at high speeds and the great pressure when 
engaging sprocket teeth. 

4 NOTE THE PINS... particularly the color 
difference at the ends. That's because they're 
copper plated to assure a softer end for proper, 
secure riveting while retaining a file-hard, heat- 
treated bearing surface for long life. 


STERNAL a i Li ht aca ace 


oF 


5 TREE 


These are but a few of the many points that make Baldwin- 
Rex Roller Chains easier to sell. Your Baldwin-Rex Field 
Sales Engineer will be happy to discuss the complete story 
with you, or if you prefer, write for your copy of Bulletin 
No. 51-1. Chain Belt Company, 378 Plainfield St., Spring- 
field 2, Mass. 


378 Plainfield St. OF MILWAUKEE 
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30,000 dozens available 


for immediate delivery 


INVENTORY in the industrial sup 
plies section of Fulton, Mehring & 
Hauser Co., York, Pa., is checked by 
Mary Ann Ruby (foreground) as Grace 
C. Frey, secretary to the general man 
iger, stops by 








LASS “_s 
GAUGE © Chicago Metal Hose 
CATALOG 


Now Flexonics Corp. 


SWIF Stn :S anew ween: Chicago Metal Hose Corp., May 
COMPANY, INC. wood, Ill., has changed its name to 


Flexonics Corp. 


330 TENTH ST., SAN FRANCISCO 3 
36 OLIVER ST., BOSTON 10 ELMIRA, N_Y. Announced on the occasion of the 


. rhe Ph A aE : company’s fiftieth anniversary recent- 
ly, the new name better represents 
the varied product lines now manufac- 
tured, according to J. F. P. Farrar, 

a et b Flexonics president The company 
Toh Ze) a = y produces 150 products, including air- 


craft parts, pipeline points, and ther 


@ mostats, in addition to flexible metal 
machine tool i 


The company also announced that 

* a new plant for aircraft assemblies, 
bu { Iders now being built at Memphis, Tenn., 
is scheduled to be completed early 


this vear. It will be the firm’s sixth 
manufacturing plant. 


Ry) | SERIES 20 Name Cincinnati Man 


REVERSIBLE RATCHET WRENCHES ee 
The Baker-Raulang Co., Cleveland, 
These wrenches may be quickly reversed has named Maynard W. McMillan 
:i cele Mla Metals Mie) ME lal Male late it keeping representative for the Baker line of in- 
hands from hazardous positions. This dustrial trucks in the southwestern 
safety feature, the wrenches SS id-ale blame) Ohio area 
desigh® (oTale Molale Bhod te lalale ME igele] ol (= free Mr. McMillan’s headquarters will 
qualities have made the Series 20° the i? be 2820 Jessup Road, Cincinnati. The 
preferred wrench in its field. Send for ‘ territory includes also Hamilton, Mid 
catalog #60 which also shows other dletown, Dayton, Springfield, and 
Lowell Reversible Ratchet Wrenches Portsmouth in Ohio, Covington and 
Newport, in Kentucky, and Lawrence- 
burg, Ind 
Mr. McMillan, a member of the 
LOWELL WRENCH ¢o. Baker ag administration staff since 
: 1940, has recently headed advertis- 
WORCESTER 8, MASS ing and public relations and also 
served as export manager. 
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F There's a RELTOOL Cutter 


Whether it’s milling or drilling, slotting or reaming 
... Or perhaps some special operation . . . chances 
are there's a Reltool Cutter to do the job efficient- 
ly. If special cutting tools are needed, Reltool 
can supply them to your exact specifications. 

For fine workmanship . . . at low cost... rely 


on Reltool for your metal cutting-tool needs. 


The RELTOOL Line Includes... 


Arbors * Center Drills * Counterbores * Die 
Sinking Cutters * Dovetail Cutters * End 
Mills * Form Tools * Gear Cutters * Hol- 
low Mills * Keller Cutters * Key Seat 
Cutters * Lathe Mandrels * Metal Slit- 





ting Saws * Milling Cutters—all types 

* Reamers * Spotfacers * Step Drills 
* Taps * Tool Bits * Specials. 
Write for Catalog 50. 


RelLtoot corporation 


RELIABLE METAL CUTTING TOOLS 
4540 WEST BURNHAM STREET . MILWAUKEE 46, WISCONSIN 
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AIN'T IT AMAZING 
THE WAY TWO 
THINGS BUILT FOR 
THE SAME SERVICE 
CAN LOOK SO 


DIFFERENT. 


Which reminds us that there's quite a 
difference between competitive stainless 
steel gate valves designed for 150#service. 
Just in case you haven't had the time to make 
this comparison for yourself, we'd like you 
to spend a few moments to see why the Cooper 
Alloy valve line has been giving its competi- 
tors a chronic sales headache. These are some 
of the features which add up to a superior 
product 


Ball and socket rotating type disc. 
Centerless ground stock for stems. 
Deep stuffing box designed to deliver 
uniform square compression on packing. 
Large lightweight handwheel tosimplify 
hand closing 
Lubricating fitting to reduce friction. 
Bowed bonnet design so that the valve 
can "breathe" with temperature changes. 
Drop us a line if you would like some 
copies of our comparison chart There's 
one good thing about quality products like 
Cooper Alloy Valves you never have to worry 
about comparisons because you always come 
out on top 


¢ : 


OPER ALLOY Foundry Co., Hillside, N. 


PAP, 


ee 
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Worthington Names Firm 
For Sales in India 


\ contract to act as sole distributor 
of Worthington air conditioning and 
refrigeration equipment throughout 
the Republic of India has been signed 
by the Blue Star Engineering Co., 
Ltd., of Bombay, with Worthington 
Pump and Machinery Corp., Har- 
rison, N. Y. 

The Indian distributor is affliated 


| with Blue Star Industries, Ltd., 


founded in 1943 to manufacture air 
conditioning and water cooling sys- 
tems for the factories and institutions 
of India 


| Hajoca Corp. Opens 


Charlotte Display Room 


Hajoca Corp: has formally opened 
a new supply room in its Charlotte, 
N. C.., office. 

Company officials greeted several 
thousand guests at the opening cere- 
monies. Present were W. A. Brecht, 
company president; C. C. Lowry, vice 
president, — sales; H. E. Tippett, 
vice president, branch house opera- 
tions; John T. Brown, Jr., treasurer; 
S. M. Stroh, sales manager, plumbing 
and heating division; and E. W. 
Breese, sales manager, industrial divi- 
sion 


Raybestos-Manhattan 
Names Sales Manager 


Raybestos-Manhattan, Inc., Packing 
Division, Manheim, Pa., has  ap- 
pointed R. B. Hazard sales manager. 

With the company since 1945, Mr 
Hazard was lately Western division 
manager of distributor sales for the 
Manhattan Rubber Division of the 
company. Headquarters for his new 
duties will be in Manheim 





























TO HELP YOU IN YOUR HANDLING 
AND PROCESSING OPERATIONS 


Check these items... 
likely you need one or 
more right now. We 
build a complete line 
of equipment for han- 


al 


BUCKET ELEVATORS 
reducing all kinds of 


material. We cannot show everything 
Jeffrey builds to speed production and 
cut costs, but send for Booklet No. 832 
for a quick picture of our extensive 
line. Jeffrey's engineering facilities 
are available for laying out complete 
handling and processing systems or the 
application of individual units. 


BELT CONVEYORS — IDLERS SPIRAL 


CONVEYORS - 


Ran ate RACER AO 


SCRAPER CONVEYORS 

For handling bulk material 

horizontally or on incline, dis- 
charging at fixed 
point through valves , 
in trough bottom. 
Also wood or steel 
Apron Conveyors. 


FEEDERS — CONVEYORS 
A wide range of sizes and types 
in electric vibrating feeders, 
conveyors, screens, packers, ete 
Absolute control over tonnag@ 
handled. 


CHAINS 
SPROCKETS 
ATTACHMENTS 


4 
| 
4 
] 
g 
‘ 
he 
| 
‘ 
: 


M-V MECHANICAL 
VIBRATING CONVEYORS 


For conveying abrasive, lumpy 


BARREL PACKERS 


or rough materials, hot or cold, 
dry or wet, as well as fine 
materials. Up to 80° can be 


For economy in packing operas 
tions—reduce size of container, 
increase its capacity and cut 





operated by one drive unit. Also 
electric vibrating conveyors, 
feeders, screens and packers. 


shipping costs. Also conveyor- 
type packers and packing 
tables. 


CRUSHERS — SHREDDERS 
GRINDERS — PULVERIZERS 


More detailed 
information on request. 


Uy) _#§ 4 Z Complete line of 

Ly yp WY, Z| Materia} Handling, 
Processing ond 
Mining Equipment 








G Cc o MP A N Y Established 1877 
930 North Fourth St., Columbus 16, Ohio 


Detroit 13 New York 7 
Forty Fort, Po Jacksonville 2 Philadelphia 3 
Harlan, Ky Milwaukee 2 Pittsburgh 22 
The Galion Iron Works & Mfg. Co., Galion and Bucyrus, Ohio 
British Jettrey-Diamond Ltd., Wakefield, England Galion (Greot Britain Ltd.), Waketield, England. 
Jeftrey-Galion (Pty.) Ltd., Johannesburg, S. A The Ohio Maileable iron Co., Columbus, Ohio. 
The Kilbourne & Jacobs Mfg. Co., Columbus, Ohio 


Baltimore 2 Boston 16 
Beckley, W. Vo. Buffalo 2 Cleveland 15 
Birmingham 3 = Chicago 1 Denver 2 
Jetfrey Mfg. Co. Ltd., Montreal, Canada. 


Cincinnati 2 Houston 2 St. Louis 1 


Salt Loke City 1 
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Keystoners Assemble For Annual Celebration 








X ANNUAL CHRISTMAS PARTY of the Keystoners, a group of manufacturers 


orking out of Philadelphia, was held recently Three guests fr 


a, : 


taddock ¢ vere Wa S. Weidn Wm. H. Remer and R. John Graham 


from STEEL 
to STEERS! 


Regardless of your need, there is a spe 
cial “Old Faithful” marker just for YOU. 

- ~ mee of crayon heegereer OFFICERS and committee heads attending were: E. T. McGlynn (Corbin Cabinet 
ee now-how goes into the making Lock Div.) secretary; R. P. Noyes (Union Steel Chest Co.) vice-president; E. J 
_ <— aecaaen dae “alee ice Ramsdell (Spartan Saw Works Inc.) president; T. W. Hissey (The Eagle Lock Co 
eeiies Canate—Voe enn Count on C4 treasurer; L. L. Wilson (Manufacturers Representative ) 
FAITHFUL.” ind H. L. Pruner (American Saw & Mfg. Co 
There's a special AMERICAN MARKER 

to fit your need! 























chairman entertainment; 
chairman publicity 


Arndé oe 


industrial 
Crayon Guide 
Dept. ML-61 


IN MY OPINION says Col. Allan M POST-MEAL SMOKE is enjoyed by 

linker (American Chain Div.) to E. K Russell Hehl (Russell, Burdsall & 

te American Crayon pring ois Laird (Fd. K. Tryon Co.) “this is the Ward) as John L. Mather Jr. (John L. 
> alae best party we've had yet”. Affair was Mather) engages Hansen Thomas (Rus 
held in ballroom of Penn Sheraton sell, Burdsall & Ward) in conversation 
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Leaf from a top 


salesman’s notebook: 


N the hospital boiler room above you see 

an example of a capital investment ir 
“‘Featherweight’’® 85% Magnesia Insulation 
that will return dividends in dollar savings 
for many years to come. 


Just consider: Hospital hot water and steam 
service demands must be met twenty-four 
hours a day. And, with the large total area 
of heated surfaces in this system, possibili- 
ties of heat loss and consequent fuel waste 
are tremendous. 


At an assumed heating cost of 
seventy cents per million Btu the 
heat loss from one foot of 4’’ unin- 
sulated pipe at 225°F. costs about 
$2.60 a year. If insulation life 
were as short as 10 years, an initial 
investment of $26.00 would still 
be justified. 


Hot water converters, medium pressure steam, hot water 


flow and return piping; new East wing, St. Joseph's Hos- 


pital, Omaha, Neb. Insulot s “Featherweight” 85% 


Magnesia. Insulation Contractor: Midwest Asbestos and 


Insulation Company, Omaha, Neb. 


Yet for all applications up to 600°F., 
“Featherweight” 85% Magnesia provides 
efficient, durable insulation at a cost that’s 
but a small part of what it saves each year. 
And not just for ten years—but for the life 
of the heating system! 


“Featherweight” 85% Magnesia is struc- 
turally strong; permanently efficient. It can 
withstand intermittent vibration and rea- 
sonable amounts of compression. Even alter- 
nate heating and cooling, wetting and drying 
do not affect its insulating properties. 


You can supply your customers with 
“Featherweight”’ 85% Magnesia Insulation 
in block form for flat, curved, and irregular 
surfaces; in sections and sets of segments 
for standard pipe sizes. Keasbey & Mattison 
also makes a variety of other insulations 
covering all low-pressure applications. 

fe’ll gladly send complete information 
upon request. 


Nature made Ahisbestos... 


Keasbey & Mattison has made it serve mankind since 1873 


KEASBEY & MATTISON 


COMPANY - 





AMBLER + PENNSYLVANIA 
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TESTED ee 
Me EFINED RECESSED 
MALLEABLE IROM BRASS SEAT 


DISTRIBUTORS AS WELL AS USERS 
cash in on their better performance 


The exclusive Jefferson Recessed Brass Seat is a wdely recognized and 


accepted means of assuring drop-tight joints with minimum wrench pres- 
sure. Its loca.ion in the fitting provides free-flow and abso- 
lute protection against pipe ends screwed in too far. 


All these features mean better performance for users which 
in turn mean greater satisfaction, good will and increased 
sales. 


The fact that there's a “Jefferson” for every piping job 
means that you can provide the maximum in over-all per 
formance of piping systems when you make Jefferson your 
source of supply. 


Jefferson can also furnish unions with all-iron seats in all 
types. 


& @ ¢ 


Ask for 
full details 


oy SOF UNION CO. 


671 W.26thST..NEW YORK 1,N.Y. 


9 Green St.,Lockport,N.Y. 49 FletcherAve.,lexington 73,Mass 
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STEAM TRAPS are inspected at ware 
house of Moore Drv Kiln ¢ Jackson 
ville, Fla.. Gene King, Jr.. im charge 





Sawyer Cites Rise 
Of Southern Industry 


he per capita income of the South 
has grown faster than the national 
average, Secretary of Commerce 
Charles Sawyer told a meeting of the 
Atlanta Retail Clinic in Atlanta, Ga., 
recently. 

Citing the growth of Southern in 
dustry, Mr. Sawver said that by 1949 
agriculture had become second to 
manufacturing, which in the past 20 
years has expanded faster than the rate 
of increase for the country as a whole 

Mr. Sawver said his figures were 
from a booklet published recently by 
the Department of Commerce, 
“Regional Trends in the United States 
Economy’. The survey reveals that 
in 1947 the South had 48 percent 
of the textile industry cmployment 
of the nation, 45 percent of the lum 
ber employment, and 60 percent of 
the tobacco products industr 


American Brake Shoe Co. 
Names New Division Head 


Ihe American Brake Shoe Co., 
New York, has named Edward R 
Anderson president of its American 
Forge Division Wilham E. Cro 
combe, retiring division president, will 
be assistant to the chairman of the 
co npany 

\ir. Anderson, who joined the com 
pany in 1930, was a vice president of 
the Brake Shoe and Castings and 
Kellogg Divisions. He has been located 
in San Francisco since 194] 

Mr. Crocombe, president of the 
American Forge Division for 2S vears, 
will carry out special assignments for 
the board of directors. He is now in 
charge of building a new forging plant 
on the West Coast. 





“Blue Heart’’ Display Coil cartons colored blue and silver; 
“Red Heart’ cartons, red and silver. Hold plenty of foatage 
1/4 inch, 1000 ft. 5/16 inch, 700 ft. 3/8 inch, 500 ft. 7/16 
inch, 380 ft. 1/2 inch, 260 ft. Rope larger than 1/2 inch, not 
available in Display Coils. 


Complete information on request. 


THE HOOVEN & ALLISON 
COMPANY 


“Spinners of Fine Cordage since 1869” 


XENIA, OHIO 


BRANCHES: KANSAS CITY, MO. * OMAHA, NEB. * MINNEAPOLIS, MINN. 


measure -marked 
DISPLAY COILS 


welcomed by both 
sellers and users 


First quality rope, pre-measured and accurately marked 
every five feet, combined with protective packaging and 
vivid display value! When the customer says “Give me 

so many) feet”—just count the marks and cut it off 
Experienced dealers certainly appreciate rope that’s 
easy to handle, sell and measure out. They just natu- 
rally welcome H & A measure-marked Display Coils 
with enthusiasm. 


Customers too, like rope they can see and take hold of 
before buying. They also like the speed and accuracy 
with which the footage they ask for is obtained—no 
slow measuring with yard stick or other clumsy fumble- 
some makeshifts. Stock keepers in industrial plants also 
find the five foot measure-marks a real time-saver when 
filling requisitions; while the sturdy hexagonal carton 
protects coils until the last foot has been withdrawn. 


In addition to “Blue Heart’ Manila and “Red Heart" Sisal 
Rope, H & A produces cordage of all standard commercial 
grades, including Transmission Rope, Drilling Cable, Lariat 
Rope, Yacht Rope, Twisted and Braided Jute Packing, Jute and 
Hemp Twines, Hard Fibre Twines, Lath Yarn, Tarred Marlines, 
Plumbers and Marine Oakum. 
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THE DISTRIBUTORS COMPLETE V-DRIVE LINE 
A SURE 
BUSINESS BUILDER 


SHEAVES 


BROWNING STEEL CABLE 
GRIPBELTS 


MORE STRENGTH * LESS STRETCH 


More sales for you 


Much stronger than ordinary 
belts Browning Steel Cable 
Gripbelts will safely carry 
heavier loads with fewer belts. 
They have exceptionally long 
life without loss of power and 
efficency. Here’s your an- 
swer to increased belt sales. 


The entire Browning V-Drive 
line is packed full of talking 
points. Each item in the line 
will deliver the kind of service 
for your customers that means 
repeat business. Make Brown- 
ing your source of supply. 
You'll find it the line with 
every profit-making advan- 
tage. 


WRITE 


Be 











FOR 


| 


SHIPPING HEAD J. D. Hawfield of 
The Textile Mill Supply Co., Char- 
lotte, N. C., writes up a bill of lading 





Donald C. Howard 
Joins N. Y. Belting 


Appointment of Donald C. How- 
ard as factory representative for the 
New York Belting and Packing Co. in 
California, Nevada and southern Ore- 
gon, was announced by W. A. Lind- 
fors, sales manager of the company. 

A native of Denver, Colo., Mr. 
Howard is a graduate of Colorado 
College, Colorado Springs. He has 
had more than 11 years experience in 
both production and sales work with 
such companies as Alexander Film 
Co. of Colorado Springs, Aircraft 
Mechanics, Inc., of Colorado Springs, 
Engineering. Laboratories, Inc., of 
Tulsa, Okla., and the Gates Rubber 
Co. in Denver, Colo. 


Elect New Vice President 
Round California Chain Co., South 
San Francisco, Calif., has elected 
Arthur H. Luchs, a vice president. Mr. 
Luchs is the firm’s general manager. 





FULL PARTICULARS : ae 
EXPANSION project occupies Wil- 
BROWNING MANUFACTURING CO. 


lam Sherman, Sherman Bros. Mill 
1951 BROWNING DRIVE Supply Co., these days. He recently 
MAYSVILLE, KENTUCKY 


acquired more buildings now being 


SOHHHHSESSSEHEOSOOEOESE remodeled 
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Ta Lon to gusto 04" 


WOODWORKING 
MACHINES 


12” Lathe 


MORE SALES — MORE PROFITS 


J-180 
Because: They're specially designed for schools and 18"x6" Surfacer 


light industry you'll just naturally sell more. You 


profit—your customers profit when they buy these 
131 


quality Yates-American machines. 8" Jointer 


Recaude: They are sold complete—ready to install and f 
Combination Disc 


go to work. They are rugged, safe, dependable. rr) Belt Sander 


Because: They are nationally advertised—and backed 


with a wealth of merchandising and sales help — 


everyone knows the YA J-LINE! 








-140 
ortiser 
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You've got more 
features to sell with 


the DRIVER 








simplicity Two basic 
parts—barrel and firing 
unit. Integral cartridge and 
stud units eliminate match- 
ing and fitting, come ready 
to use. Load—position— 
fire. Stud embedded, job 
done. One-hand operation. 





versatility torer- 
changeable barrels permit 
driving of either 4% or % 
inch studs from same firing 
unit. Drives studs into con- 
crete and steel, fits the 
needs of any fastening job. 
Wide range of studs avail- 
able—solid head, internal 





or external threaded types. 








safety Accidental dis- 
charge impossible—spring- 
loaded satety arm must be 
rotated 180 degrees and 
held before stud can be 
fired. All cartridges are 
center-fire type, completely 
poe and color- 
tipped to assure right load for the job. 
Barrel design and long bearing area of 
piston avoids ricochet, flash and recoil. 








Act WOW 


Some dealerships are still open! 
Broad market waiting. Ideal 
item for maintenance, repair, 
construction. Cartridge-studs 
bring repeat business. Send 
new for product and price 
information. 





VELOCITY POWER TOOL CO 


15 THOMAS LEVARE 
PITTSBURGH 8 PA 








To Direct Georgia Supply Co. 


Recently elected, Walter S. Blun, board 
map policy of Savannah distributor 


Walter S. Blun, president and 
treasurer Of Georgia Supply Co., has 
been named chairman of the board of 
the Savannah, Ga., distributor firm 

Hi. Mulherin, vice president and 
secretary, was clected president 

Both Mr. Blun and Mr. Mutherin 
retain posts as treasurer and 
re spectively I’. M. Brooks 
president. W. S 
named as 
B Weeks, 
welding department, 
issistant vice president. 

1 World War I veteran, 


their 
ecretary, 
remains as vice 
Walters, manager, was 
istant vice president, W 
manager of the 
became an 


Mr. Blun 


chairman, and J. H 


Mulherin, president, 


started with the company in 1907 as 
a $7.50-a-week warchouse employee. 
He became president in 1926. Mr. 
Mulherin has been with the company 
15 vears. 

W. W. Wolfe, formerly salesman 
for the Carolinas territory, has been 
appointed sales manager @f the Sa 
vannah division. W. H. Linder will 
the Carolinas. R. E. Briscoe 
has been shifted from inside salesman 
to cover the Georgia territory. Rudy 
Weldv, back from active duty with 
the Marine Corps, has been assigned 
duties in the sales department 


cover 


Connecticut Distributor Holds Annual Party 


ANNUAL PARTY for employees of Hawley Hardward Co., Bridgeport, Conn., was 
held at the Barnum Hotel in Bridgeport recently. 
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If you are a P-K DISTRIBUTOR, watch P-K Advertising in 
1952. You'll find yourself starred as one of the two-man 
team so useful to industry's assembly planners today . . . 
the P-K Assembly Engineer and the P-K Distributor. More 
proof that “You're O.K. with P-K” . . . for persistent promo- 
ion, for prestige, for profits. 
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PRENTISS 


“Butt Doc” VISsEs 


BACKED BY 83 YEARS OF TIME PROVEN ACCEPTANCE. 
The Sales Policy is Machinist @ Top Swivel Jaw @ 


_ ; Combination Pipe @ Hinge Pipe @ 
100% through Distributors woodworkers © Utility @ 


PRENTISS VISE DIVISION, MERIDEN, CONN., U.S.A. 


OF THE CHARLES PARKER CO. 








POSITIVE-ACTION 


BOB FLOAT 
_, VALVES 


WON'T CHATTER 
LEAK OR DRIP 


SOLID BRASS 
CONSTRUCTION 


Guaranteed to Accurately 
Maintain Liquid Levels. 


Increase sales and customer satisfaction by 
stocking the complete line of Bob Float Valves 
and assemblies. Unequaled performance 

under the toughest service conditions has 
convinced leading manufacturers and piping 

| fabricators that there are no better float valves. 
of Bob Float Valves 1 \i They are competitively priced and available 

in sizes from 4” to 1”. 


Write for detasls 


{ the complete line 





ROBERT Manufacturing Company 


236 


9035 Venice Boulevard, Los Angeles 34, California 
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BETWEEN-TIMES task for Far! 
Fluke, store manager at Maddock & 
Co., Philadelphia, Pa., is checking 
mall drill stock 





Stop Giving The Salesman 
An Inferiority Complex 


Bill Ginder, in his column “Over 
the Iransom,” in the October issue 
of Coal Age News, says the following 
in reference to critical stories on sales- 
men 
I'm getting fed up with articles and 
surveys which can be gencrally classi 
fied as “Pet Peeves About Salesmen.”’ 
hese articles must necessarily reflect 
the worst traits of men who apparently 
do not belong in the sales profession. 
Some time it would be refreshing to 
read “What I Like About Salesmen” 
or “How Salesmen Helped Me Be- 
come Mr. Big.” 

Practically every industrial salesman 
worth the name shares these qualities: 
1. He has a pleasing appearance; is 
well groomed; and looks like a sub- 
stantial citizen. 

2. He has good personality; is a pleas- 
ant and interesting conversationalist; 
and is considerate. He isn’t neces- 
sarily a “ball of fire,” though many 
ire; but you’re glad to see him. He 
apparently never has any troubles 


| domestic, financial or with his em- 


plover. If he has, they are never 
mentioned, even confidentially. He’s 
good company. 

3. He has all of the social graces and 
is, therefore, at ease in any company 
under any circumstances. 

4. He is intelligent. He is reasonably 
well informed on national events, 
local events, sports, and the theater 
He generally buys a local paper the 
minute he arrives in town so that he 
is up to date on any local happenings 
of importance. He is rarely drawn into 


| an argumentative discussion because 


he knows that no one wins an argu- 
ment 

5. He is helpful. He tries to under- 
stand your problems and how his 





THE BEST IN GAUGES 
AND THERMOMETERS 


— ss +4 . 
Hho Ss hanilerd s) if 7 SLeuracy 
~ 
= 


x Write for catalog covering quality indicating instruments for every need 


MARSH INSTRUMENT COMPANY Seles offilicte of Jas. P. Morsh Corporation Dept C, Skokie, Ill. 
Export Dep?., 155 E. 44th St., New York 17, N. Y. 
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GREATER PROFITS 
CLIPPER 


¥ Constant Consumer Demand 
WNo Factory Sales to Users 
WNationally Advertised 
7 Firm Resale Price Policy 
V Highest Uniform Quality 


Sold ONLY 
Through Authorized Distributors 








TUNGSTEN CARBIDE 


TOOLS 


CARBIDE TIPPED 
WORK SUPPORT BLADES 
for CENTERLESS GRINDERS 


Standard thrufeed and in- 
feed work support blades 
available from stock. Prices 
on special blades quoted on 
receipt of prints. We also 
regrind worn blades — and 
salvage all standard blades 
by retipping and regrinding. 
WRITE FOR CATALOG 


WILLEY’S CARBIDE TOOL CO. 


MAKERS F WILLEY S METAL 


1342 W. Vernor Highway Detroit 1, Michigan 
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product can help you. He also, sur- 
prisingly enough, knows a great deal 
about many other products and serv- 
ices which could help you. 

There is probably no other profession 
where so much is expected of an in- 
dividual, day in and day out, or on 
whom so much depends. And no 
other profession that receives so much 
criticism. 

Seldom is the salesmen’s importance 
recognized publicly. Once in a while, 
often at the conclusion of a sales meet- 
ing, the “brass’’ emotionally tells the 
salesmen that the company depends 
on “you men in the firing line for its 
success. Without your continued ef- 
forts and whole-hearted support, the 
wheels of these plants would grind to 
1 stop.” And that statement is true. 
Let’s begin a campaign to judge sales- 
men fairly by the average rather than 
the least worthy of the name. 
Speaking of judgment, a country 
school board was visiting a school and 
the principal was putting his pupils 
through their paces. Principal (turn- 
ing to one boy): “John, who signed 
the Magna Charta?” 

John: “It wasn’t me.” 

Ihe teacher, in disgust, told him to 
take his seat; but an old, tobacco- 
chewing countryman on the board was 
not satisfied, so after a well-directed 
aim at the cuspidor, he said: “Call 
that boy back! I don’t like his atti- 
tude. I believe he did do it.” 


Schirmer New President 
Of Truck Association 


Walter E. Schirmer, vice president 
of the Clark Equipment Co., Bu- 
chanan, Mich., was elected president 
of the Industrial Truck Association 
at the organization’s annual meeting 
held recently in New York. 

Prentice Borden, general manager 
of the Crescent Truck Co., Lebanon, 
Pa., was chosen vice president. 





4 GOOD CUSTOMER is waited on 
by William M. Corson, store manager 
of Theo C. Ulmer Co., Philadelphia 





REPUBLIC UPSON SEMI-FINISHED 
AND COLD-PUNCHED NUTS 


Wrenches fit Republic Upson Nuts squarely, snugly. 
There’s less chance for slipping, less chance for deformation 
and rounding-off of nut corners. 


Accurate, clean threads speed-up assembly, 
assure full thread area to grip uniformly and tightly. 


More than 20,000 types, sizes, and shapes of 
Republic Upson Nuts and Bolts let you provide 
your product with the long-lasting advantages 
of these top-quality fasteners. 


REPUBLIC STEEL CORPORATION 
Bolt and Nut Division 

CLEVELAND 13, CH1IO e GADSDEN, ALABAMA 

Export Dept.: Chrysler Building, New York 17, N.Y. 


; 
; 
: 
} 
: 
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SALES 
BUILDER 





L 





Opportunities unlimited! That's your 
sales outlook for the new ‘Budgit' 
Chain Block in these days when the 
production curve is spiralling upward. 


Take those spot-lifting jobs on receiv- 
ing docks where raw moterials and 
other products must be lifted and 
moved into the plant, or the dis- 
mantiling of old machinery and the in- 
stallation of new by maintenance 
gangs. Look at loading docks and see 
how many times a ‘Budgit’ Chain Block 
would save time, money, and men in 
the loading of finished products onto 
trucks or into freight cars. 


These are but a few of the many op- 
portunities you have for the sale of 
the light-weight, portable ‘Budgit’ 
Chain Block. There are others waiting 
you in stores, garages, foundries, 
boatyards, scrapyards, monumental 
works; on farms; in schools, libraries, 
and hospitals —every place where 
loads must be lifted manually. You'll 
find Bulletin No. 398 a good ally in 
helping you sell ‘Budgit’ Chain Blocks. 


“5 Budgit' I-Beam Trolleys 
moke it possible to travel 
the load as well as lift it 
with the ‘Budgit’ Choin Block 


4 
MAnweK e 


ile vt 
CHAIN BLOCKS 


MANNING, MAXWELL & MOORE, INC. 
MUSKEGON, MICHIGAN 

shaw Box Cranes 

and other 


Budgit 

fting spe 
>auges. ‘Han ‘ 

fety and Relief Valv 


5 astruments 





DeWalt Completes Demonstration Program 


TOP OFFICIALS of DeWalt—Paul Gardner, president, and W 


Ross Stevens, sales 


manager, open the Indianapolis session of a 5-meeting demonstration program for 


distributors and district managers 
Indiana Manufacturing Supply Co. 


\ series of five demonstration clin- 
ics held all over the country has just 
been completed by DeWalt, Inc. The 
clinics served to introduce the variety 
of products to be marketed by De 
Walt during 1952 and were attended 
by distributors and district managers 

Ihe meetings started on Nov. 7 and 
§ at the DeWalt Demonstration 
Room at Lancaster, Pa. Others were 
held at the Antlers Hotel, Indianapo 
lis on Nov. 19 and 20; at the Town 
House, Kansas City on Dec. 5 and 6; 
it the Biltmore Hotel, Atlanta, on 
Dec. 18 and 19 and at the Whitcomb 
Hotel, San Francisco, Jan. 8-9 

Planers, band jointers, mor 
tisers and undertable saws were among 
the wood-cutting machinery shown 
ind demonstrated Metal cutting 
equipment included foundry machin 
ery, sheet cutter, automatic cutoff 
machine for bar stock. 

Paul Gardner, president of DeWalt, 
was the principal speaker at the pro- 
grams which were directed by W. Ross 


Saws, 


The picture was taken by Frank Cruger of the 


Stevens, advertising and sales promo- 
tion manage! 
Ihe first day program was: 1 p. m. 
Demonstration of hobby shop 
equipment; 3:45 p. m.—Demonstra- 
tion of standard machinery with power 
feed and tabletop; 4:30 p. m.—Mon- 
arch line, discussion of policy, delivery 
and prices; 5 p. m.—Demonstration 
of timber cutter machine; 6 to 6:30 
p. m.—Discussion of competitive ma- 
chinery; 6 to 7:30 p. m.—Dinner; 
7:30 p. m.—Discussion of Govern- 
ment controls; 8 p. m.—Discussion 
of markets, current and potential. 
Second Day: 9 a. m.—Motors; 9:15 
to 11 a. m.——-Demonstration of stand- 
ird machinery adapted for metal cut- 
ting; 11 to 11:15 a. m.—Recess; 
11:15 to 12 N.—Demonstration of 
uitomatic bar cutting machine; 12 
to 1 p. m—Lunch; 1 to 2 p. m— 
Demonstration of other foundry, 
sheet-cutting machinery; 2 to 3 p. m. 
Discussion of franchises and sales 
policies 





19 Speakers Participate 
In Management Conference 


The recent general management 
conference held in Los Angeles under 
the sponsorship of the American Man- 
agement Association, featured 14 ses 
sions with 49 speakers and session 
leaders 

Some of the participants were Don 
G. Mitchell, (Sylvania Electric Prod- 
ucts, Inc Morris B. Pendleton 
Plomb Tool Co.), and Charles F 
Ducommun (Ducommun Metals & 
Supply Co The West Coast area 
was represented by 37 of the speakers. 
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Lockheed Sells Aerol 
To Group for $425,000 


Aerol Co. Inc., subsidiary of Lock- 
heed Aircraft Corp., has been sold to 
a group of Southern California busi- 
ness men for about $425,000 

Aerol will continue to manufacture 
casters, wheels, and matcrials-handling 
equipment. The new management 
plans to expand facilities and develop 
additional aluminum products. New 
president and treasurer is Harry L. 
Oppenheimer, formerly in the ac- 
counting business in Chicago and St. 
Louis. 





MAUREY now orrers pistrigurors 


A COMPLETE V-DRIVE SERVICE 
WITH SIX VITAL ADVANTAGES 


Oe 


, rs let 2 Line of et su 


mutT L 


1, A COMPLETE LINE... 


In addition to the complete FHP V-Drive 
line Maurey now offers a complete Multi-V- 
Drive line to meet every V-drive need from 
fractional to 600 horsepower . . . PLUS facili- 
ties to produce non-stock sheaves for any 
commercial requirements. 


2. A QUALITY LINE... 


Maurey V-Drives are precision built to meet 
exacting OEM standards and are backed by 
the Maurey Quality Guarantee. 


3. FUL-GRIP "Q-D’’ SHEAVES... 


With rim and hub mated in a perfect cone fit they grip the shaft 
over their entire length to assure a full, positive press-fit grip. Easy 
to put on, easy to take off, always tight on the shaft. 


4, MOR-GRIP V-BELTS... 


Built for long life by one of the world’s largest rubber manufac- 
turers. Full sidewall contact assures maximum pull power. 
MOR-GRIP combines stamina, flexibility and low stretch assur- 
ing long service life. 


5. SERVICE FROM COMPLETE STOCKS... 
For FHP V-DRIVES . . . Cast Iron Single and Two Groove, 
Pressed Steel, and Variable Pitch V-Pulleys, bored-to-suit and 
bushed type, MOR-GRIP FHP V-Belts. 1,736 V-Pulley sizes 
and 190 V-Belt sizes carried in stock, a size for every need. 
For MULTI V-DRIVES . . . 740 FUL-GRIP Q-D Sheave sizes 
available in A, B, C and D sections. 133 MOR-GRIP Multi-V- 
Belt sizes stocked in A, B, C, D and E sections from 26” to 360" 
long, available from stock. 2 HP to 600 HP... a size for 
every need ... PLUS a Maurey service-minded personnel 
geared to give fast and prompt service. 


6G, A PRACTICAL, WORKABLE DISTRIBUTOR POLICY... 
That guarantees fair treatment, protection and factory sup- 
port to authorized Maurey Distributors and assures perma- 4 Complete Line of 
nent, friendly and profitable distributor-manufacturer 


relations. FHP V-DRIVES 


PROFITABLE TRADING AREAS OPEN — WRITE FOR HQ Cast Iron Single Groove and pig Pee ¥ 

DETAILS ON THE MAUREY V-DRIVE FRANCHISE gg Tg "es terchange- 
Write for Bulletin No. MVD-1000 MOR-GRIP FHP V-Belts .. . Complete FHP V-Drive 
describing Maurey Multi V-Drives Accessories 


MAU REY ‘unesczunts, conronarion 





World's Largest Manufacturer of Pressed Steel and Cast Iron V-Pulleys 
: +.» Serving Industry Since 1917 
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CALDER ... the Dresser Line 


for Bigger Profits... Easier Sales 


BUILT RIGHT—Best materials throughout tool 
steel cutters . . . Right and Left hand Threaded Bushings 


for Automatic Tightening. 


\ 


EASY TO HOLD— Extra 
Weight well distributed 


aN . . ‘ 
hy \ or smooth handling. 
MQ | 


~ Also CALDER Fine Diamond Dressing heels 


\SSOLD ONLY THROUGH DISTRIBUTORS 


\ 


CALDER MANUFACTURING CO. 


2049 North Prince Street . Lancaster, Pennsylvania 


PARKER'S POLICY... 


A Short Cut to elas Profits 


oe 


Parker Distributors not only been proved repeatedly by the 
handle America’s oldest and steady demand that Parker 
most popular line of vises... Vises have enjoyed from dis- 
they also do business with a tributors and consumersalike. 
manufacturer whose estab- The Charles Parker Company, 
lished policies look to profit Meriden, Connecticut. 
protection every step of the 
way. 

This is because Parker fol- 
lows a policy of selective dis- 
tribution and considers every 
Parker distributor a vitally 
important part of the Parker 
sales-service organization. 


Down through the years the 
soundness of this policy has 


PARKER VISES 


America's First Vise Maker 
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BUSY IN FRONT are M. R. Draper, 
assistant p.a., and Bill Hackney, coun 
terman, at Nashville Machinery & Sup 
ply Co., Nashville, Tenn 





Distributor Aids 
Oil Producers 


The Oil and Gas Journal is now 
running a series of articles on the sub 
ject of oil-equipment and supply, in 
which it deals with the importance of 
the “supply store” and the “service 
company man.” Following are excerpts 
from the first article of the series, 
showing the importance of the dis 
tributor to drilling contractors and 
oil producers 

Every drilling contractor and oil 
producer has a partner without whom 
he could scarcely run his business, a 
partner whom he usually takes for 
granted because he is always right 
there on the job 

his partner is the supply-store and 
service-company man. 

Ihe supply-store and service-com 
pany man could hardly be called a 
silent partner, because he is very much 
in evidence, but he acts as a partner, 
because he gives advice and assistance 
on every tough drilling job, every 
completion and production question, 
and every problem of procurement 
and maintenance of oil-field equip 
ment. 

When the supply-store man or the 
service-company man calls at the run 
ning rig of a drilling contractor or 
the producing lease of an independent 
producer he brings the latest infor- 
mation on the tools and methods 
developed by the research organiza 
tions of the equipment manufactur 
ers and the well-service companies. 
And very often this information is 
just as valuable as the supply store’s 
more visible service of stocking every 
thing the operator needs from a screw 
driver to a complete drilling rig. 

It is the supply store’s lack of si- 
lence which makes it a good partner. 
It sends its men out to the jobs, not 
just to “take orders” but to help with 





How Can America Produce All the Steel It Needs 
... for Military... and Civilian Purposes ? 


FREE BOOKLET Tells How to 
Conduct Scrap Salvage Program 
in Your Business. 

Address Advertising Council, 25 
W. 45th St., New York 19, N. Y 


One way is to feed more pig iron into 
the furnaces. But. . . 

That will require more supplies of ore, 
limestone, coal, etc.*—to say nothing 
of more new ore boats and rail cars to 
transport the additional supplies. 

A better way—the only practical way 
—is to use the dormant iron and steel 
scrap lying around in the form of old 
machines, equipment, tools and metal 
structures. 

Your business must have available 
scrap—in some form. That scrap is 
needed to keep the furnaces going in the 


steel mills . . . to keep our fighting 
forces and our allies well armed . . . to 
sustain our civilian life at home. 
Think how many ways you use iron 
and steel. Think what would happen if 
it became extremely scarce. Put your 
iron and steel scrap to good use—now 
—by selling it to your local scrap dealer. 
Don’t delay—the emergency is be- 
coming more severe every day. 


*For every ton of scrap fed into the furnaces, 
we save approximately 2 tons of iron ore, 
1 ton of coal, nearly 4% ton of limestone and 
many other critical materials. Also, scrap helps 
make steel faster, shortens the refining process. 


NON-FERROUS SCRAP IS NEEDED, TOO! 
This advertisement is a contribution, in the national interest, by 


McGRAW-HILL PUBLISHING COMPANY, INC. 


330 WEST 42nd STREET 
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NEW YORK 18, N.Y 


PRL IRE RIA 


TIME. 





PROFITS for You 
... Savings for 
Your Customers 


Winnen Incinerators are designed 
to meet the average commercial 
refuse problem. They're 
shipped complete and can be in 
stalled by most maintenance men 


disposal 


That's why Winnen Incinerators are 
making new sales history. They're 
big enough and tough enough to do 
the job. Yet they're priced to pay 
your customers a profit in less than 
a year. You make a handsome profit 
besides 


Winnen Incinerators completely con 
sume wet or dry refuse of all types 
at the rate of 400 Ibs. per hour, with- 
out disagree ible odors. New electric 
gas, pressurized burners practically 
eliminate al! smoke. Available in 
natural, manufactured or bottled gas, 
and oil models 


Write Today 


for all the profit-building facts 
on Winnen Commercial Incin 


erators 


WINNEN 
INCINERATOR 
COMPANY 


BEDFORD, OHIO 





problems, give technical advice, and 
pass on the latest information on new 
methods and equipment. 

lo find out how this partnership is 
working, The Oil and Gas Journal 
intervie wed representative people on 
both ends of the deal. First we asked 
everal drilling contractors how they 
like the arrangement 

T'ake me, for instance,”’ replied one 
contractor. “I’m a 100 percent supply 
store man. I depend on the supply 
company for all my equipment, eng) 
neering services, and much advice. I 
think the petroleum industry as a 
whole more or less depends on the 
supply companies in Carrying out its 
work 

When I move into a new area I’m 
ilways anxious to see a supply-store 
fellow. I guess you could say that the 
drilling contractor is the biggest ‘over 
the-counter’ buyer from the supply 
store.” 


Thought Echoed 


The same thought was echoed by 
inother driller, who said 

“Most drilling contractors and in 
dependent operators depend entirely 
upon the supply companies for out 
equipment and materials problems. 
We take our needs to the drilling 
equipment sales engineer, and as an 
other of his many services he offers 
us the proper 
our problems 

“Our supply-store representative 
alls on us at each rig every day. In 
fact, many of the representatives of 
these stores drive as much as 3,000 to 
+,000 miles every month calling on us 
ind other contractors. 

“They make regular service calls 
ind inspect our equipment and keep 
it in good running order without any 
charge to us for routine checks. Even 
when we have rigs in remote loca 
tions, 100 miles or more away from 
the supply store, the supply repre 
sentative makes our rigs at least twice 
i week.’ 

Are there any real advantages in 
dealing through a supply store?’” one 
typical drilling contractor was asked. 

“Well,” he said, “most of us think 
there are tremendous advantages in 
dealing with our supply stores 

In the first place, we don’t have 
to have a lot of capital tied up in 
stock. The supply company saves us 
this money, which we can put to bet 
ter advantage 


issistance in solving 


Ihe supply man gives 
offers us cngineet 
ing and technical advice, is always on 
the job ready with help, and even 
handles our claims.” 

“What about those claims?” 

Well, we drilling contractors al- 
Ways contact our supply store when 
we find a piece of equipment defec- 


better service, 
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FOR STANDARD AS WELL 
AS SPECIAL PULLEYS 


Purteys can be divided 
into two general classi- 
fications, STANDARD 
PULLEYS which serve 
the majority of power 
transmission needs and 
2GA Liaat 
TYPE SPECIAL PULLEYS de- 
signed for some particu- 
lar duty. Pyott makes 
both with a casting range 
from 2” to 144” using 
stock pattern equipment. 


In the Pyott STAND.- 
ARD LINE are fixed bore 
and interchangeable hub 
types, the latter being 
carried in stock simpli- 
fying the inventory prob- 
lem. Quick change hubs 
used with Pyott Pulleys 
are interchangeable with 
hubs used on Pyott 
Sheaves. ~ 


ULLEY WITH 

AUXILIARY HUB 

POWER TAKE 
OFF 


In the Pyott SPECIAL 
LINE are pulleys having 
flywheel effect—also, ta- 
per cone pulleys, step 
cone and conveyor pul- 


CONVEYOR 
ROLL 


leys, flanged pulleys, ring 
type pulleys, clutch ring 
pulleys, brake pulleys, 
ball bearing pulleys and 
practically any variation 
of special pulleys—all can 

STANDARD be made at low cost from 

age stock patterns. 

If you need SPECIAL 
PULLEYS only — call 
Pyot, or, if you need 
STOCK PULLEYS, call 
Pyott—you will find it 
advantageous to be a 
Pyott distributor. 
Write for Details 
Q-D PULLEY 
WiTH 


INTERCHANGE 
ABLE HUB 


PYOTT 


FOUNDRY @& 
MACHINE CO. 
310 N. Sangamon St., Chicago 7, Illinois 





YOUR PROFITABLE SERVICE-MESSAGE TO CUSTOMERS: 


Why take the HIGH road ? 
Qy - i Sy 


ew oe 


shortest tine between two points: — -Brightbhoy 7 


Ve ON See ee ee 


.. take the LOW road to lowest finighing ¢ costs! 


Are your customers making STOPs at any or all of the 
separate, costly operations—BURRING, CLEANING, 
FINISHING, POLISHING between the rough grind 
and the buff —operations which modern methods and 
materials can eliminate? 


Brightboy, which often combines burring, finishing, 
cleaning and polishing into one time-saving operation, 
is frequently a cost-cutting solution—with savings of 
as much as fifty percent! Reason: Brightboy’s com- 
pound, which utilizes the acknowledged advantages of 
both abrasive and rubber for cleaning, finishing and 
polishing. Not until your customers have compared 
the unique, speedy, surfacing action of Brightboy 
which cleans and polishes as it burrs and finishes— 
with usual abrasive finishing, can they conceive of the 
results Brightboy will achieve in working parts, as- 
semblies and products in lightweight and semi-prec- 
ious metals, plastics, laminated materials, wood and 
glass. 


PROFITABLE, VOLUME-SELLING TIME-SAVER 

FOR PRODUCTION AND MAINTENANCE 
Brightboy gives a wide variety of finishing effects, the 
desired surface being obtained by speed and/or pres- 
sure of the Brightboy wheels, sticks, rods or blocks 
used in the machine or manual operation. Brightboy 
will work to close precision-tolerances, can be shaped 
to curved surfaces and contours. Requires no before- 


BRIGHTBOY INDUSTRIAL DIVISION 
Weldon Roberts Rubber Co. 
6th Ave. & No. 13th St. Newark 7, N. J. 


America’s Pioneer Manufacturers of Rubber-Bonded Abrasives 


Brightboy 


R08. v.56. Par. Ove, 


use dressing or preparation. Even unskilled labor can 
handle it. A Brightboy finish often constitutes the 
final polish. 


Wide general uses include removing light digs, tool 
and heat marks, cleaning welded and soldered joints, 
finishing and burring dies, molds, stampings, mas 
chined parts. 


Brightboy will widen your customers’ concepts of 
abrasives use, gratify with new savings, splendid sur- 
facing. It is also sold and used extensively for equip- 
ment maintenance, It is a sales natural for you-—and a 
profitable tie-up item also, to related products: cut- 
ting tools, coarse abrasives. It is a “must” to complete 
your abrasives service. 


Inviting dealer franchises 
are available in good in- 
dustrial territories. Write 
for details. 


WHEELS, STICKS, 
RODS, BLOCKS 

for machine and 
manual operations 


FOR YOUR DEFENSE-CONTRACT CUSTOMERS: 

Tell them to investigate the wide adaptability of Brightboy, 
already proved in the manufacture and maintenance of Ordnance, 
Internal Combustion and Jet Engines, Airplane Parts, Electrical 
and Electronic Equipment, Transportation Equipment—and for 
the production of basic tools, dies, molds, jigs, patterns, etc. 
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“ALLIED“RCA@ 


z\ Electron Tubes for Industry 
Ns 


\ Quick, Expert Service on RCA Tubes 


ains in stock for quick oenrh 
the world's largest distributor ree paver 
P f all types. 
-jal-purpose tubes—0 ‘ = 
cK fee in cegigtts the needs of industrial, Ore 
4 € 
= wre - - pens governmental and other use «7 —— 
nam py p, wire © 
oteneres time, effort and money ee 












ALLIED maint 













. dis qui 
trons »p. Fill all your neec ‘ ‘ ~, 
; aaa & Gas. Rect. complete dependable electronic supply soure 
@ ignitrons 
© Cold-Cothode See Your 1952 ALLIED Catalog 
@ Phototubes atalog for 







Cc 
fer to your ALLIED 
—_— pr electronic supplies—parts, 


@ Camera Tubes tubes, test instruments, tools, 
@ Monescopes audio amplifiers, accessories 


i ’s largest 
hat Type aad ble from the world’s 
oma ovale Write today for your FREE 


519. 
Interchangeability copy of the complete 212-page a: t 
Directory ALLIED Catalog. | od Rodis 
Valuable guide to selection of FREE! Send for it now 
proper RCA tube type replace- ED RADIO 
ments. Lists 1600 tube types- ALLI 


m. 
Write tor FREE RCA Guide 833 W. Jackson Blvd., Dept. 61-B-2, Chicoge 7, 
No. 37-046. 
























Everything in Electronics from ONE Source 


FomAVvaAVVS = © 
wot 


_ 2 a 


IS BACK! 


Distributors! The time proven products of Rockwood Pulley 
Mfg. Co. are back again—available through National. Paper 
Pulleys, FHP Belts and Sheaves, Multiple Groove Sheaves and 
Matched Multi-Belts and other Rockwood profit-makers can 


be shipped pronto. 





PAPER 
MOTOR PULLEYS 
Rockwood Paper Pulleys grip 
hardest pull best Available 
NOW in over 1000 sizes  Diame- 
ters from 1 in, to 14 in 


VEE BELTS 


Rockwood quality and long life 
in every belt. FHP Belts in O, 
A and B sises—Muilti-Belts, all 
matched in A, B, C, D and F 


section 





Write today! Request attractive discount schedule 
and descriptive literature 


©@ HEADQUARTERS, TOO, FOR BRAMMER VEE LINK BELTING @ CROFTS SPEED REDUCERS 





NATIONAL TRANSMISSION DISTRIBUTORS, Inc. 


684 BROADWAY @ NEW YORK 12, N. Y. 
CAnal 6-7764 
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tive. The supply companies are al- 
ways willing and anxious to expedite 
these claims for us. They want us 
satished, and they know that the 
manufacturer wants to have a satis- 
factory transaction. ‘The supply man 
processes our claims as a part of his 
regular service.” 

Every time we talked with one 
of the supply-store companies we 
asked the representatives about cus 
tomer relations in the business. 

“We don’t have any gripes; we like 
our customers and like to serve them.” 
That was always the first response. 
But then some of them modified it a 
little bit. 


Too Much Service? 


“Sometimes,” one of them said 
sadly, “we feel that we ‘spoil’ our 
customers by giving them just a lit- 
tle too much service. We give so 
much free advice, assistance, and 
maintenance that some operators 
come to expect even more from us. 

“For instance, we don’t make any 
charge for minor maintenance ad- 
justments made in the course of a 
routine call, but when a customer 
sends for one of our maintenance 
engineers for a major job we have 
to make a charge and sometimes we 
suspect that the customer thinks he 
ought to get that service free, too.” 

“Here’s something our customers 
could do that would help us a lot 
and result in better service to them,” 
one man volunteered. “Don’t make 
out small, trivial orders. Wait until 
you have a substantial order, or ac- 
cumulate the little odds and ends 
and combine them in one respectable 
order. Also, don’t ask for free deliv- 
ery on little items like a wrench or 
a couple of pipe nipples. 

“Another thing—throw away those 
little claims against equipment sup- 
pliers. We try to adjust all claims in 
order to keep the customers happy, 
but the expense involved in handling 
a trivial claim is usually worth more 
than the amount involved, both to 
the customer and to us. 

The oil industry was built on com- 
petition. Its history indicates that 
the competition of supply houses to 
get new methods and equipment into 
widespread use has been an impor- 
tant factor in the industry’s growth. 

Without the supply man, it is evi- 
dent, oil-well drilling and production 
practices would be quite different to- 
day, and considerably more expen- 
sive. If every driller and producer 
had to rustle his own materials, carry 
large inventories in the field, ar- 
range his own credit, and discover 
new techniques for himself, costs and 
risks of going into business would be 
much higher than at present. 


ore 


In fact, if the supply business were 


so competitive, and therefore so When Worn Drills and Under-Size Holes Add to Your Anchoring Problems 


iggressive and efficient, it is con 


é 
ceivable that small operators could 
not exist and that today the oil in on 


dustry would consist of only a few 


very large companies. Viewed from e 

this angle, it is probably not too OVw A} 

much to conclude that the competi ¢ 
{ -—_. 


tive supply business is in large part 
responsible for the competitive na 
ture of the oil industry 


oft 


Allegheny Ludlum Steel alarmingly smaller than expected because of any 


Buys Site Near Pittsburgh change in dimension as the drill wears down. 


Allegheny Ludlum Steel Corp. has 
purchased a 160-acre industrial site WI - 
near Pittsburgh for future expansion 
Known as “Murphy's Flats’, the 
tract is located on the west bank of 
the Allegheny River three miles north 
of Freeport, Pa. It was bought from The eshte gg oe = a — screw — 
' rm s Co. 3 comprised of a lead sleeve with a series of progressively 
~ oe “4 a R - diminishing tapers. The base of the sleeve becoming gradu- 
_ ippoetecaagsis: ie. ally smaller than the top permits the RAWL-TAPER easy 
entry into such under-size holes as long as they are large 
enough for the hard conical nut to enter. The distributed 
force of caulking throughout the entire length of the lead 
sleeve is accomplished through the partial collapse of each 
pletely occupied of the diminishing tapers, causing them to fold under each 
other and maintain full compression between the threaded 
nut and the masonry for the maximum in holding power. 


The steel company said space for ex 
pansion was needed because company 
properties at Brackenridge, Pa., and 
West Leechburg are almost com 


American Steel & Wire 
Promotes Chicago Men It’s the TAPER in RAWL-TAPERS that does it! 
The American Steel & Wire Co. Remember... RAWL-TAPERS were Designed... 


has promoted three officers to posts 
in its Chicago district sales office 
Fred L. Nonnenmacher has been 
named manager of Chicago district 
sales, succeeding FE. A. Murray, 
resigned. S. W. Goodenough will a a. ...to insure a uniform expansion of the lead for 
take Mr. Nonnenmacher’s place as Le the length of the nut... supplying maximum area 


manager, manufacturers products sales in engagement with the masonry. 
department. R. H. Hauger succeeds 


Mr. Goodenough as assistant man- ...to overcome the tendency of lead to cling to 
ager of manufacturers products sales. UML CMMATCMUL a tasiiige che surface of the hole and mushroom, which 


~ builds up resistance and limits the depth of caulk- 
= Gs ing between the nut and masonry. 
j ...to avoid increasing the diameter of the lead 
~ which would require a larger diameter hole and 
t J 


...tO meet any variation in the diameter of the 
hole caused by changes in dimension of the drill 
as it wears down, thus saving the cost of new drills. 











in turn would reach the minimum limit when 
too small to receive the nut. 


ORDINARY ACTION RAWL-TAPER 


...to eliminate the poor practice of increasing 
the thickness of the lead sleeve beyond a certain ratio in proportion to the base 


diameter of the nut, which would be drawn up through the lead as soon as the anchor 
received any strains beyond the normal elastic limit of the lead. 


For further information write Dept. I 12-4-2 


THE RAWLPLUG COMPANY, INC. 
271 CHURCH STREET «© NEW YORK 13,N. Y 


QUIZZICAL glance up from her work 
as stenographer at Charleston Supply 
Co., S. C., is Joyce Newton's reaction 
to the cameraman 
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MEANS SALES! ik 
ROUND POINT 3 
PLAIN BACK 
SHOVEL... % 





sells 


FAST...) E 
gariSFles 3 


CUSTOMERS... ij 


Available in three well-known Magor 
brands, Master — Power — Digwell 
Each priced right for the right mar- 
ket means you've got what they want 

Built-in bonus features mean re- 
peat sales for you. Stock Magor's 
simplified line and eliminate inven- 
tory confusion. Write today for illus- 
trated price list 





MAGOR 
CAR CORPORATION 
SHOVEL DIVISION 
$0 CHURCH ST., NEW YORK 7, N.Y. 


Fast 
SELLING 
MAGOR 
BRANDS 


MASTER + POWER + DIGWELL 
BULLS EYE GOLD TARGET 


ARROW 


_f 


Stanley Tools Holds Annual Sales Conference 


Salesmen from Stanley Tools territories in the United States, and sales representa 
tives from Canada, attended the recent four-day conference held at the home office 


in New Britain, Conn 


About 40 salesmen of Stanley Tools, 
New Bmritain, Conn., as well as sales 
representatives from Canada attended 
the company’s annual sales conferenc« 
held recently 

C. Kenneth Freedell, general sales 
manager, and Charles L. Lohmever, 
assistant sales manager, presided 

Phe program included opening ad 
dresses by John C. Cairns, president, 
W. R. Morse, executive vice president, 
R. W. Chamberlain, vice president in 


charge of sales, and Hoyt C. Pease, 
gencral manager of Stanley Tools. 

Other high points of the conference 
were talks by Walter W. Bronson, III, 
president, The Bronson & Townsend 
Co., and Russell R. Mueller, execu 
tive secretary of the New England 
Hardware Dealers Association. 

The showing of a new color film, 
followed by a visual aid presentation, 
were some of the new selling tools 
introduced to the salesmen 


Distributor Meets Manufacturer 


Starting exclusive line, sales staff of C. W. 


Mfg. Co. plant in Portland, Ore 


Officers and sales staff of C. W 
Marwedel, San Francisco distributor, 
recently visited manufacturers’ plants, 
two of whom had just designated Mar 
wedel their exclusive distributor. 

The company’s most recent linc 
taken on exclusively is the major por 
tion of the products of Hanchett Mfg 
Co., Portland, Ore. The Marwedcel 
delegation visited, besides the Han 
chett factory, the Irvington Machine 
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Marwedel, San Francisco, visits Hanchett 


Works, Portland, for whom Marwedel 
also distributes exclusively. They also 
visited Henry Disston & Sons’ Seattle 
branch. 

Those at Hanchett were George 
McClaskey, Marvin Patton, Leonard 
Peterson, Norman Dorries, Don Cave, 
Lawrence Semper, Calvin Copsey, 
Ivan Nelson, Hugh Miller, H. E. 
Darling, manager of Hanchett’s Port 
land branch, and Walter Noack. 





HOT ARGUMENT between R. G. 
Fussel (standing) and Arthur F. Laney 
right), salesmen at the Henry Walke 
Co., Charlotte, N. C. branch about a 
grease gun fitting was soon settled by 
Russell J Gabnielson of Lincoln Eng 
Co 





Bell New Detroit Manager 
For Mid-West Abrasive 


The Mid-West Abrasive Co., 
Owosso, Mich., has promoted J. T. 
Bell to the position of Detroit district 
manager. 

\ sales representative for the past 
seven years, Mr. Bell will direct sales 
in the district which includes Eastern 
Michigan and Northwestern Ohio. 

[he company has also appointed 
James J. Corcoran as head of the cus- 
tomer service division and G. Reagh 
Atkinson and D. F. McDonald as 
service engineers. Mr. Atkinson will 
specialize in honing stones and abra- 
sive specialties and Mr. McDonald in 
coated abrasives. 


Allen Supply Booklet 


Cites Customer Service 


Allen Supply Co., Cedar Rapids, 
Iowa, has published a 16-page, illus- 
trated booklet describing the com- 
pany and its services at the end of its 
sixth year. 


he staff, branch buildings, ware- | 


house interiors and machine service 
operations are pictured in the colorful 
brochure, designed to illustrate the 
company’s motto, “Service is our 
Business’. Cartons and text stress 
elimination of red tape and quick de- 
livery, and list ten reasons for patron- 
izing local industrial distributors. 


Joins Greenville Firm 


W. Homer Jordan has joined 
Greenville Textile Supply Co., Green- 
ville, S. C. making his headquarters 
at Monticello, Ga., Mr. Jordan will 
travel in south Georgia and south 
Alabama. 





&S 


23A Series —Double Ball 
Race Swivel Caster 


a 


14A Series —Tongue 
Swivel Caster 


% 


Spring Action Swivel 


36A Series —Double Ball 


% 


40-AH-VG—V-Grooved 
Wheel Swivel Caster 
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3A Series—Single Ball 
Race Swivel Caster 


41A Series —Structural 
Race Swivel Caster Steel 


1640A —Structural Steel 
Caster with Wheel Brake 


1A Series —Stationary 
Caster 


Uneven Floors... Narrow 
Aisles... Sharp Turns... 
Heavy Loads... Long Hauls 
... Rough Handling... 
there's a 


\ 


Built-for-the-job 


CASTER 


designed especially for 
your service needs. 


Send for catalog K-38 illustrating 
and describing the 
of Bond 


complete line 


Industrial Truck Casters 


BOND FOUNDRY & MACHINE CO 


308 PENN ST MANHEIM, PENNA 


Dual Wheel S wivel Caster 
Stationary Caster 


40A Series — Double Boll Race 
Structural Stee! Swivel Caster 
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a CAR MOVERS 


and Advance SLIP-PROOF SAFETY SPURS .. 


the Need for them Means 
Good Business for YOU... 


% Production keeps mounting and must be kept moving—BADGER 
Car Movers are what your customers need to keep loading and unload- 
ing platforms clear and produce on the move. Car Movers, to give 
proper service should be equipped with good sharp SPURS. The No. 22 
Double Spur shown fits most standard makes of Car Movers—in fact 
there is a BADGER SPUR for every Car Mover and this is a good sales 
item for you. 


We urge users 
to buy thru 
their local dis- 
tributor and we 
sell only thru 
authorized dis- 
tributors. 


POWER KING 





ADVANCE CAR MOVER CO. APPLETON, WISCONSIN 








When a Rope— 
<—" LET THE 


a 
Sects le 
ES 
— "3 


BLUE 
& 
YELLOW 
MARKER 
BE YOUR 
GUIDE 


Found on the outside 
of 59” diameter and 
larger sizes and on 
the inside of all 
smaller sizes 


THE EDWIN H. FITLER CO. 
PHILADELPHIA, PA. 


Sold by Dealers Everywhere 
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PRESIDENT C. J. Cate, of Columbia 
Supply Co., Columbia, S. C., still likes 
to keep up on new products that come 
on the market for use among his cus 
tomers 





Skilsaw Expands Branch 
In Seattle Move 


Latest move in the factory branch 
expansion program of Skilsaw, Inc., 
Chicago, was marked recently by the 
opening of new quarters for the com 
pany’s Seattle branch at a 4,000 sq. 
ft. location on John St., Seattle. 

Managed by Henry Linder, the 
Seattle branch serves most of Wash- 
ington, all of Montana, and part of 
Nevada, offering full service facilities 
and stock of parts. 


Marsh Names Ad Assistant 


James P. Marsh Corp., Skokie, IIl., 
has appointed Ferdinand Pauls as- 
sistant advertising manager. A North- 
western University graduate, Mr. 
Pauls has been connected with the 
Marsh sales department for 10 years 





TELEPHONE MEN at Reilly Bros. & 
Raub, Lancaster, Pa. are Ed. Mourer 
and Ray Lehman—they become familiar 
with every phase of the business by 
assembling their own orders 





a> 


oe “®& a folding — rule 


Check every one of the features below before 
buying a folding rule. Then, compare a Stanley 
“Green End” with any other folding rule. 
See how much more real rule value there is 
: see 2 in a rule that has “Green Ends”. Famous Stanley 
CONCENTRATION is _ personified “Zig-Zae”.“Pull-Push” and Boxwood rules are 
by Stenographer Julia Bolasky and Clerk 1g-4ag o Slr Use 5 ome Caweoe FUles are 
Tistets Miketies ac ther Chait in available in a wide variety of styles, sizes and 
voices in the industrial supplies division markings for every industrial need. 


of Fulton Mehrnng & Hauser Co., Call your distributor. 
York, Pa 


Easier Reading 

Large black numerals and mark- 

Sundberg and Smith ray Sige + ig nea 

Promoted at Norton Greater Accuracy all edges for convenience. 

“Ball-socket” action locks joints, on 

prevents “stretching or jack-knifing”. ~ 
&N 





Norton Co., Worcester, Mass., has , 
promoted two members of its sales Becoods Ui, S, Govt. tend: aay tryrerw™ M 


A mas’ Ts) 
division. C. John Sundberg has been ards for securacy. “Ye Aaaniads ye 
x Aw 
named assistant to the vice president Austad eetsd 
AN 


. . vs 
in charge of sales for the abrasives MP nn 


fe )\) 
' a hs 
division and Stephen Smith has been en rete . Handy 
appointed supervisor of the Worcester p eS 7 Pocket-size. Opens as 
sales office 7 : 


needed, up to 6’. 
Mr. Sundberg has been manager 
of the Worcester sales office since 
1934 He joined the company 40 . 
years ago. Mr. Smith has hea in the Longer Wearing 
sales department since 1949. Rust-resistant nickel silver joints — longest wearing 
of any folding rule. 
Protective plates on outside sticks. 
Permite Awards Territory New plastic coating on all sticks — wears 
. four times longer. 
E. E. Miles of the N. B. Spurgeon Select rock maple sticks — tough 
Co., Chicago manufacturers’ agents, and flexible. 
will represent Aluminum Industries, 
Inc., Cincinnati, on its line of Permite Stanley Tools 
aluminum paints and varnishes in New Britain, Conn. 
Kentucky and northern Ohio. This 
territory has been added to the eleven 
states previously covered by Spurgeon 


for Permite ©; > Distributors! 


2 A ee ee eer ee ee ns eens oe Ieee 








Month after month Stanley 
Tool advertisements reach 
your best customers and 
prospects through the pages 
of Factory, Mitt & Fac- 
TORY, PLANT ENGINEERING, 
INDUSTRIAL EQUIPMENT 
News and New EquipMENt 
Dicest. 

This advertisement, like 
all Stanley Tool advertise- 
THE TOOL BOX OF THE WORLD ments works hand-in-hand 
with your own sales efforts 


—_ tells readers to see YOU, 
STAN LEY their distributor, for real 
—_ tool value. 
ANSWERS to selling problems are ob 


tained by Rufus T. Wilson, salesman, Reg. U.S. Pat. Off. 
Buford Bros., Nashville, Tenn., from 


visiting K. F. Ebberson (Norton Co HARDWARE + TOOLS + ELECTRIC TOOLS * STEEL STRAPPING + STEEL 


Look for the famous “Green Ends” 
— your assurance of 
finest quality. 
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‘Tops 


“Since 1857°’ Klein 
Pliers have been the 
standard of quality with 
men who know good 
tools. Today, Klein 
offers the most complete 
line of quality pliers for 
standard or specialized 
service. Keep a repre- 
sentative stock on hand 
for your customers who 
want the best. 


Write for your free copy 
of the Klein Pocket Tool 


Guide today 


DISTRIBUTED 
THROUGH 
JOBBERS 


Foreign Distributor: 
International Stand- 
ard Electric Corp., 
New York 


Mathias 


3200 BELMONT AVE CHICAGO 18 ILL 


| Looking Ahead to a New Year 


Prospects for 1952 are discussed at Lewis Supply Co., Memphis, Tenn., in four-day 


mecting with 12 manufacturers. 


The Lewis Supply Co., Memphis, 
Ienn., held its annual sales meeting 
recently at the King Cotton Hotel, 
Memphis, with 12 manufacturers tak- 
ing part 

lhe company presented each out 
side salesman with a new selling tool 
in the form of an IBM report on each 
of his accounts, showing actual sales 
figures by products on a quarterly 
basis. Beginning with 1949, the list 
gives comparative figures for the cor 
responding quarter of the preceding 
vear, so that progress in each of 97 
product groupings can be charted 

lhe management reported enthusi 
astic comments from salesmen on the 
new system 

The manufacturers taking part wer 
Stanley Electric Tool Co., Manning, 
Maxwell & Moore, Inc., Manhattan 
Rubber Division of Raybestos-Man 
hattan, Inc., Pyrene Mfg. Co., Graton 
& Knight Co., Bystate Abrasive Prod 
ucts Co., the Themec Co., E. C 
Atkins & Co., Minnesota Mining & 
Mfg. Co., Dodge Mfg. Co., and the 
Paasche Airbrush Co. 

From 4 to 14-hours were allotted 
each manufacturer, with 4-hour breaks 
for informal discussion twice a dav, 
according to a schedule planned by 
John West, Lewis Supply Co. vice 
president. Time allotments for formal 
discussion were strictly observed to 
prevent men from becoming tired 
and restless during the four-day ses 
sion 

The company set its new sales 
quotas for 1952 at approximately 18 
percent above sales figures for 1951. 

The company’s annual banquet and 
dance was held the third night of the 
sales meeting. Some 160 employees 
ind their families and guests attended, 
with employees with 15 or more years 
of service as honor guests 
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Long-time employees honored were 
I’. Walker Lewis, president, with 32 
vears of service, Claude French, 31 
vears, L. E. Johnson, 22, Floyd Sim- 
mons, 21, Morris Tucker, 21, George 
Frank, 19, John West, 17, W. R. 
McDonald, 17, Mrs. Vivian Paul, 16, 
Christine Danley, 15, and M. H. Sto 
vall, 15 

At another ceremony, the company 
presented bonus checks to 47 em- 
ploy ees with a year or more of service. 

The company recently announced 
several new personnel assignments. 

Guy H. Petry, assistant sales man- 
ger, will be in charge of the IBM 
sales report system recently inaugu- 
rated, with responsibility for increas- 
ing sales of expandable items, which 
will be used as a yardstick for the new 
system. Officers said they expected 
better planning in this department to 
increase sales 18 percent. 

Don F. Davis, mechanical engineer 
ind University of Tennessee graduate, 
has joined the company’s power trans- 
mission and materials handling depart- 
ment after a training course with the 
Boston Gear Works. Harry W. Hodges 
has returned to the company after a 
year in the Air Force. Other recent 
additions to the sales force are John T. 
Moore and Thomas Wilkerson, city 
salesmen, Emil Svoboda, Government 
iccounts salesman, and Lee Walker, 
agricultural salesman 


Addresses Chicago P.A.’s 


Dr. Walter P. Schuck, Argentine 
economist, addressed the regular meet- 
ing of the Purchasing Agents Associa- 
tion of Chicago recently at the Hote? 
Sherman, Chicago. He described the 
transition of South America from a 
“Continent of the Future” to a “Con- 
tinent of the Present”. 





Business Outlook 
Bright For 1952 


The new year promises to be a good 
one for the industrial distributor’s 
customers and suppliers—with ma- 
terial shortages, in many cases, the 
only deterrent to expansion and in- 
creased production. 

This outlook for 1952 was forecast 
in The Pulsebeat of Industry, annual 
digest report of the McGraw-Hill 
Publishing Company, and is reprinted 
here for distributors whose customers 
are engaged in those activities covered 


Atomic Power 


Indications are that the atomic in 
dustry will increase 300-500 percent 
in the next few years, according to 
Nucleonics. Basis for this prediction 
is the excellent reception received by 
the Joint Congressional Committee's 
request that atomic expenditures be 
increased from $1 billion to $6 billion 
a VCal 

Pressure of international politics 
has caused expansion all along the 
line in the industry during the past 
year. The exploration program has 
been so intensive during 1951 that 
uranium no longer is a_ problem. 
This country now is second only to 
the Belgian Congo in the mining and 
processing of uranium ore. 

Getting manpower, materials of 
construction, and electric power prob- 
ably will not be a serious problem in 
the coming year because atomic energy 
holds top priority. Rather, the ex- 
panding industry is likely to cause a 
serious drain on the rest of our econ- 
omy. For example, by mid-1953 
power requirements for the presently 
planned program will amount to 24 
percent of the total installed electric 
capacity of the country. 

We should have a clear picture of 
the future of industrial nuclear power 
by mid-1952, the magazine says. 
Fight major industrial companies now 
ire carrving out nuclear reactor feas- 
ibility studies to determine whether 
they can build nuclear power plants 
to produce usable power and by 
product. plutonium 


Coal Mining 


\ bigger industry is the future 
outlook for coal mining, according 
to Coal Age. This is based on the 
steadily rising use of energy in the 
United States, and the assumption, 
which present developments bear out, 
that coal’s percentage of the total will 
not decrease. It might increase as a 
result of perfection of the coal fired 


PACKINGS BY 


Next time you order FLAX packings, 
make sure you get, finely engineered, 
carefully controlled Belmont—the Bet- 
ter Quality Flax Packings . . . all but 
the reels, come in the blue box with 
the orange colored trade mark. 
Dependable uniformity of materials, 
designs and constructions provide BET- 
TER SEALING . . . LONGER PACKING 
LIFE. It keeps equipment on the job— 
producing. It enables you to schedule 
replacement—control production flow. 
It reduces maintenance time . . . costs. 
In reels, spirals, coils and rings, you 
can get Belmont flax, square braided, 
channel style, rubber backed and a 
variety of constructions for all standard 
and special services. And, it’s always 
uniform, because from raw materials 
to finished product, all Belmont Flax 
Packings are scientifically formulated 
—manufacturing operations are rigidly 
controlled to give you the utmost in 
long trouble-free, low-cost-per-year 
packing service., 

Distributors in every large industrial 
center are AT YOUR SERVICE. 

Where problems require technical and 
engineering help, write direct. 


There’s a Belmont 
Packing for Every Service. 


ONT 


Lower Equipment Maintenance Costs 


BELMONT 401X (Coil or Reel) — 
Best quality Line Flax Fibre of 
selected length and strength. 


BELMONT 404 (Coil)—Pure flax 
fibre of next fibre length to Line 
Flax. 


BELMONT 9 (Coil)—Long line best 
quality flax stitched with strong 
linen thread into a moulded rub- 
ber and duck channel. 


Write for catalog #40. 


RINGS © SPIRALS © COILS © REELS 
SPOOLS * SHEETS * GASKETS 


FOR STEAM * WATER © OIL © GAS © AIR * ACIDS * ALKALIES * AMMONIA 
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MERCURY CLUTCHES 
4 Profitable Line for Distributors 


* Reasonably Priced 
¢ Generous Discounts 


Wherever you find an electric motor at u ork in 
the Re plac ement, Maintenance, or Service markets 
there 1s an opportunity to sell a Mercury Auto- 
matic Clutch. 


Installed on an electric motor, a Mercury Automatic 
Clutch cuts starting current demand one half to two- 
thirds, provides full protection against burned-out 
windings, blown fuses, and fire hazards. Available 
for 1/6 HP to 15 HP motors plus a choice of de- 
mountable pulleys 


A recent Mercury development is the Series E 
Mercury Clutch Coupling. This is a complete unit 
consisting of a Series “E’’ Mercury Clutch with pro- 
vision for mounting a standard flexible coupling be 
tween it and the driven load. Designed for installa- 
tion on the shafts of integral horsepower electric 
motors up to 15 H.P. rating. See below. 

Write for the Mercury Dis- 

tributor Discount Schedule 

and copy of Catalog A-8 





) AUTOMATIC” STEEL PRODUCTS. INC. 
- CANTON 6, OHIO 


CAL 
‘SP 





it jus! 


the original 
hot forged steel! 


Ss 


GROUND & 
POLISHED 
SEATS 
REQUIRE 
NO 
PACKING! 


are made by 
union specialists! 


see the complete line... write for Catalog I! 


a type for every use 


. all temperatures, all pressures! 


CATAWISSA VALVE & FITTINGS CO. 





300 MILL ST. 
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CATAWISSA, PENNA. 


gas turbine, and changes in the oil 
picture which would bring in synthetic 
fucls, the magazine says 

Current and expected levels of de- 
mand both here and for export indi 
cate a further rise in production. 
For bituminous, the increase in 1952 
should exceed 5 percent. 

Meanwhile coal mining companies 
are improving both their operating and 
merchandising methods. If materials 
are available, the level of capital ex- 
penditures should show a rise in 1952, 
as it did in 1951. 


Construction 


I'here is more money for construc- 
tion than ever before, but the rate 
of spending is held back by critical 
shortages of essential materials, accord- 
ing to Engineering News-Record. 

In 1952 supplies of steel, copper 
and aluminum will continue to put 
the ceiling on construction, which will 
be at. about the 1950 rate. ‘Though 
more steel is due in the second half 
of 1952 most of it will go for military 
needs. Until more steel is available, 
the outlook for 1952 for heavy con 
struction is a volume of $12.5 billion 
in the U.S. and up to another $1 
billion overseas Total construction 
of all types and sizes should reach 
$26.5 billion 


Electrical Products 


Distributors of electrical products 
are more optimistic now than they 
have been for the past six months, 
according to Electrical Wholesaling. 
Che effort to reduce inventories has 
been successful and the year will end 
with sales and inventones more nearly 
balanced. Prospective spending by gov 
ernment, business, and consumers in 
dicates a continuance of sales slightly 
1951’s volume. Although the 
estimated total construction — vol 
ume anticipated for 1952 is 10 per- 
cent below the 1951 level, electrical 
wholesale distributors should not ex- 
perience any great dip in salse, the 
magazine It is expected that 
increased activity in the industrial 
construction field will more than offset 
reduced commercial and _ residential 
building 


above 


SaVS. 


Electric Appliance and 
Radio-Television 


Feast or famine, boom or bust seem 
to be the order of the day in the 
appliance and radio-television indus 
tries, at least as far as the distributing 
trades are concerned, says Electrical 
Merchandising. 

Barring all-out war and a death 
sentence on consumer durable goods, 





the outlook is bight for the appliance 
and radio industry 

There are many favorable factors 
ahead in the first half of 1952. 
Swollen inventories are being reduced 
gradually. On the other hand, some 
surplus of inventory by Spring may 
prove beneficial in view of anticipated 
cuts in production, which will be 
heaviest during the first half of the 
year 

The virtual end of the FCC freez« 
on new TV stations creates a bright 
sales potential in that industry. 
Also relatively new devices such as 
automatic washers, electric dish wash- 
ers, garbage disposal units and home 
freezers are assuming an important 
role in the distributing picture 
Total volume in these devices in 1950 
roughly compared with the volume 
done on standard items such,as re 
frigerators, washers and electric ranges, 


er 


Electric Industry 


\ sharp cutback in electrical in- 
dustry expansion plans is taking place, 
but capital additions in 1952 still will 
top 1951 by $200 million, reaching 
a record high, according to Electrical 
World. Key to the expansion and 
equipment deliveries will be the sup 
plies of steel, copper and aluminum. 

The Far West is the nation’s pre- 
eminent electrical market, according 
to Electrical West. Power develop- 
ment for 1951 added up to more 
than 20 percent of the U‘S. total. 
In addition, consumer expenditures 
for things clectrical are running at a 
rate of $500 million a year. 


Electrical Construction 
and Maintenance 


Gearing to a mobilization economy 
is just about complete in the electrical 
construction industry and few im- 
portant changes are expected next 
year, according to Electrical Construc 
tion and Maintenance. ‘The outlook 
for next year’s construction volume is 
still as high, or higher, than previous 
vears 

In the opening months of 1952 
commercial and institutional wiring 
will drop to a new low. Allocations 
of critical materials are sufficient to 
meet the needs of work underway, but 
verv little will be available for new 
requirements. Effects of the construc 
tion ban on commercial buildings 
will become apparent during the third 
quarter of 1952 


Electronics 


Business prospects are good for 
1952 but some inequities will be due 


Whatever the 
size 





Whatever the 
purpose 


CHICAGO 


“Safety. Plus.” 
SCREWS 
are 


PRECISION made 


for 


RECISION use 


Standardize on 
Standard Sizes for 


© Faster Deliveries 

© Greater Savings over 
“Special Sizes” 

© Less down time 


FLAT HEAD SQUARE HEAD 


SET SCREW 


ae @ Service-Conscious Industrial 
WEAD CAP 


~<- Supply Distributors EVERYWHERE 
~ © carry complete stocks of Chicago 
“Safety Plus” Screws. 
Ask for “Chicago”— 


and get “Safety Plus.” 


7ze CHICAGO 
SCREW COMPANY 


2503 WASHINGTON BOULEVARD 
BELLWOOD ILLINOIS 


All Chicage “Safety Plus” 
Screws come pocked in 
this strong, easier-te-see 
carton. Color identified 
labels mean fester selec- 
tien —greater saving of 
time in stock rooms. 


HEXAGON HEAD |} 


CAP SCREWS | 


Hi, (2, 


Hexagon Heed Cop Screws, Stee! and Brass » Square Heed and Headless (up Point Set Screws » Semi-Finished Hexagon Nuts, Steel and 
Brass » Hexegon Costellated Huts » Fillister and Flat Heed Cop Screws © Taper Pins Milled Studs « Socket Heed Cop Screws » Socket 
Set Screws » Socket Pipe Plugs o Stripper Bolts or Shoulde: Screws » Square Head Dog Point Set Screws » Keys, Assortments ond Kits 
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PRIMING SPEED 





@ “NEVER FAIL” 
FLOAT SWITCH 
@ ASSURES Unmotched self-prim . 
ing speed. Advanced Centrifu * * m7 @ NON—CORROSIVE 


gol Design Exclusive CMC dual FLOAT AND STRAINER 
jet construction ond open thrash 


type impeller mean peck per- - 4s 
formance ond dependobility . @ FLOAT CONTROL 


EASILY ADJUSTABLE 
@ GIVES top performance even 


under odverse conditions. Extra 


“ea hey = @ SIMPLE TO CLEAN 
air handling ability permits de- 
®@ pendoble performance when JUST UNSCREW PIPE 
ordinory centrifugal pumps 
become air bound @ AVAILABLE IN 
@ YOUR BEST BUY! WIDE RANGE 
Easily installed Readily port- OF SIZES 
able. May be plocedaway from 
pit. Suction lifts of ot least 25 ft. inns 


Write for full details of CMC DUAL PRIME PUMPS 


ONSTRUCTION ACHINERY 


WATERLOO 








“ALLIGATOR” “CARSON”-“NEWTON” 


VISS PATTERN AMERICAN PATTERNS 


FOR YOUR FILE ORDERS 


Carson Newton Distributors can be sure that they have 
the right file for any job their trade may have, that it will 
give satisfaction and bring repeat business. 


Today our plant is at top speed serving AMERICA. 
Perhaps we can serve you. 


YOU CAN’T BUY OR SELL A BETTER FILE 


CARSON-NEWTON CO. BELLEVILLE, N. J. 
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to a half war, half peace economy, 
says Electronics. Substantial increase 
in government orders for electronic 
equipment is promised during the 
year. Despite materials shortages, it is 
felt electronic equipment for the essen- 
tial civilian marget will not be much 
below 1951, the magazine says. 
Though the field is dependent on 
certain critical metals, the tonnage 
necd is relatively small. 

Electric test apparatus has been 
enjoying a fine market for over a 
year, and the need for such apparatus 
is increasing with the eotibin of 
hush-hush government programs and 
the growing complexity of technical 
equipment. Industry also is quitely 
installing more automatic controls 
to avoid possible future bottlenecks. 
Mechanization by industry still isn’t 
spectacular in terms of the electronic 
equipment involved, but it does seem 
due for one of its periodic spurts. 


Food Processing 


Circumstances point to a greater 
output in 1952, according to Food 
Engineering. Food surpluses are 
down 50 percent since pre-Korea; 
military demands are growing; pop- 
ulation is increasing; there has been 
a 13 percent per capita increase in 
food consumption since pre-war; a 
higher percentage of food consump- 
tion is in processed foods; exports 
have improved, and consumer buying 
remains high. 

Equally significant is the engineer- 
ing trend in food industries. Mate- 
rials handling continues to be 
mechanized, continuous processing 
is gaining rapidly, automatic controls 
and automatization are being devel- 
oped and the high cost of sanitation 
is being reduced. Spurred by high 
costs and a profit margin too slim 
to meet capital requirements, the 
engineering trend will make far-reach- 
ing changes in food manufacturing 
and processing in the next decade, the 
magazine says. 


Metal Mining 


Metal mining industry faces rising 
or at least steady demand for the next 
four or five years. With the peak mil- 
itary demand for metal likely to come 
late in 1952, metal production will 
probably lag behind demand well into 
1953, says Engineering and Mining 
Journal. Until new mining projects 
get into operation there will be no sub- 
stantial increase in domestic output of 
metals. Demands can probably be 
completely met only by adding im- 
ports to all possible demestic produc- 
tion. 

Labor troubles and manpower 
shortages will hamper domestic output 





more and more. The industry seems 
headed for the kind of industry-wide 
or company-wide bargaining that 
marks the coal and steel industries 
Taxes and rising costs will take a big- 
ger bite out of earnings but balance 
sheets will make good reading for 
years 


Metalworking Industries 


Metalworking is about to go into a 
lush year, the biggest since the feverish 
days of 1943-1944. Even a cessation 
of fighting in Korea is not likely to 
alter this, says American Machinist 
The upsurge is easy to account for 
since the industry feels the brunt of 
the defense program, production of 
planes, tanks, and guns. Metalwork- 
ing’s capacity for making products is 
being expanded by thumping expendi- 
tures for new plant and equipment. 
Manpower and materials will be the 
chief headaches during the coming 
year. There will be much substitution 
of one metal or alloy for another, and 
subcontracts will be one of the main 
outs to help solve manpower problems. 


Motor Bus Industries FOR HEAVY DUTY SPROCKETS 


There is nothing wrong with the and and 
bus industry that more nders won't 


cure, says Bus Transportation. Drop LONGER SERVICE ROLLER CHAIN 
in patronage since World War II is 
attributed to higher fares and increase | High production demands rugged components that can “take 
in use of private autos. However, in- it."" Cullman Sprockets and Roller Chain best meet today’s 
dustry leaders are confident the pic- demands because they are far beyond minimum standard of 


ture will change with the increased precision. Strict adherence to specifications insures Cullman 
defense effort, as workers need trans- : : 
uniformity. 


portation to and from defense plants. 


Intercity transport has been bigger Hardened s k 
t gg procket teeth engag- 
since the war than city operations. CULLMAN ing double-strand chain make 


Riding in the first seven months of | FLEXIBLE Cullman Flexible Couplings out- 
1951 was ahead of a year ago. Opera- 


ting and maintenance expenditures in | COUPLINGS Gentgy weg a 
the bus industry are at an all-time They insure long service in a 
high large variety of applications—represent a very efficient method 
The answer to the rising fare prob- of connecting two shafts of equal or different diameters. 
lem seems to be zone fares, although 
this is an unpopular subject with pe CULLMAN Interchangeable Hub 
executives. But in 1951 many surveys Sprockets for Quick 
on the feasibility of zone fares were GRIP-MASTER Replacement 


made. 
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This new time-saving hub sprocket is already in great de- 

mand. Installs easily without alterations. Ratio changes 

quickly made at minimum cost. Sprockets can be inter- 
Spectacular upward trend of truck changed and mounted without removing hubs from shaft. 

transportation in 1951 will continue Hubs available with bores for most requirements. 

next year with trucks carrying the | 

largest portion of tonnage (civilian 

and defense materials) moving in the 

nation’s commerce, says Fleet Owner. DISTRIBUTORS @ U L L M A N 

Deep cuts in essential and other mate- IN MANY 

rials could adversely affect truck and PRINCIPAL CITIES ower Crandimitsdtou 


trailer production and slow the upward 
trend of truck usage in the latter half 
of 1952. , SPROCKETS and ROLLER CHAIN 


End of 1951 sees more than 9 ——a 


million commercial vehicles serving | CULLMAN WHEEL COMPANY ¢ 1347M Altgeld St., Chicago 14, Ill, 


Motor Truck Transportation 
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agciculture, industry and trade. The 
past year also saw the industry organ- 
ized to focus attention on the nation’s 
obsolete highway system 


Power Field 


The colossal construction program 
of the electrical industry would have 
insured adequate power reserves in 
1952 and 1953. However, curtailed 
by shortages of copper, steel and al- 
loys, actual new capacity in 1952 may 
“The distributor policy of Laminated —— ; fall short of plans by as much as four 
million kilowatts, according to Power. 
By the end of 1953 cumulative deficit 
obliged to consider its packaged ; could total seven million kilowatts, if 
metal shortages continue. 


Thus the national capacity margin 
Good lines are not necessarily just for 1952 might be cut as low as three 


One of our distributors writes us, 
Shim is so excellent that we feel 
shim stock as a major line.” 


: percent from the 12 percent predicted 
Handy rolls in cartons, flat packets a few months back and 1953 to five 


quality merchandise have built our of heavier gauges, and sturdy percent from the expected 16 percent. 
distributor organization since 1913. metal racks combine to make up The end of 1951 finds America’s 
a well-rounded line of shim stock. central stations with a margin of gen- 

Arbor spacers also available. erating capacity only eight percent 

above peak load. All regions will have 


LAMINATED SHIM COMPANY, Inc some margin at the end of this month, 
€ . 


except the western division of the 


4102 UNION STREET GLENBROOK, CONN. Pacific Northwest and parts of the 
(oma sroes | cose Southeast 


Product Engineering 


the very largest. Fair policy and 


With both military equipment and 

consumer products on their drawing 

e boards, design engineers had a hectic 

Are You Getting Your Share? vear in 1951. Much of the military 
' work has been done now. Last year 

was the engineering phase; next year 


Commander production tools will be the production phase, Product 


are the big demand line of Engineering says. 


drilling and tapping tools es pals Many of the year's developments 
this means more sales—more hee were centered about materials because 
profits! Advertised to 1,000,000 ts i; Mae | | «(Of the shortages there. For instance, 
prospects each month. Ae ay developments have been made in plas 
i tics, molybdenum and titanium. 

In the field of electrical and elec- 

. ’ tronic components, major emphasis 
share of the profits ta ; . has been on aircraft control and servo- 
. mechanisms, while in the hydraulic 

field the move has been toward higher 
operating speeds for equipment for air- 
craft with gradual leveling off of 


; } pressures at around 3,000 psi 
DRILL CHIP I 
BREAKER 


Stock, talk and sell the Com- 
mander line and get your 


Textile Industry 


Ihe textile industry looks for a 

& MORE SHALLOW OR DEEP HOLES return to normalcy in 1952, Fextile 

PER HOUR =i World says. The past year wasn’t 

* MORE HOLES PER GRIND bad, but it was confusing. Cotton, 

*% MORE ACCURATE HOLES } woolen and worsted mills withheld 

ADD up = ) | almost as much goods from the market 

To REDUCED DRILLING COSTS # | as they offered because of fluctuations 
in fiber prices. 


di : Fiber shortages did not develop 
a MFG, co. last vear and thev should not in 1952. 
Write for descriptive literature on the 


One trend sure to continue is research 
Commander Line of Production Tools 4217 W. KINZIE ST., CHICAGO 24, ILL. and development work on use of svn- 


Products ot Commander...Builder of Production Tools _ thictic fibers. 
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cl the textile mills look for 
a good vear in "52, better business, 
steadier conditions, continued mod 


ernization and good gross if not net For 

pront 

vy - . 

Wing HTRA - ordinary 


There is every reason to believe 





1952 will be the greatest year the 


welding industry has known, even 
though shortages of materials will a %y * FLOMmmMme 
affect everyone, says Welding Engi 


neer For example, welding wire 
production is running 50 percent be- 
hind demand even though production 
for the first ten months of this vear 
was 40 percent ahead of 1950 

The industry's growth has been 
amazing; more than one percent of the 
population now derives its living from 
the use of welding and its related 
processes. Welding has become ac- 
cepted as a fabrication and mainte 
nance process and primary outlet for 
its products is for production and 
repall welding 


Raw Materials Level 
Seen Generally Stable 


Most raw materials, with the excep 
tion of certain metals, continue at a 
gencrally stabilized level of supply, the 
Defense Production Administration 
reported recently 

Metals in tighter supply are copper, 
nickel, cobalt, tin, lead, and zinc 
Cold rolled steel strip is mn fair to-good 
supply, according to DPA 

Issue No. 4 of the DPA bulletin, 
“List of Basic Materials and Alter 
natives’, reports that steel produc 
tion has reached new heights, with 
even some open facilities in iron alloy 
castings, though the alloy is short. 

The report adds: “However, dur 
ing the next three or four months steel 
will face its most serious scrap short 


ee ee ee ae te 


When the ordinary barrow can’t carry the 


age in history. Only greatly stepped load, tell your customers about the MILL 
up scrap collections can prevent a BARROW-1-240. It’s built to take real pun- 





scrious loss of steel production. ishment. What is more, the 4-ply pneumatic 
Among non ferrous metals, copper! 


continues to be the most critical, with tires and roller bearings make it easy to 
little relief expected. For tin, indus handle over any kind of surface. Additional 
trys ope rating inventory has been 


nearly exhausted Zinc, nearly as reasons for its steady growth in popularity. 
short as copper, and lead, slightly (Also available with steel wheels, MILL 
better, still suffer as a result of trick BARROW-1-5W) 


ling imports due to world prices.” 
The report adds that cadmium is 
easing. Rubber shows vigorous im 
provement. Six chemicals have cased, 
while eight others have tightened 
Che bulletin classifies some 400 Products 
ry in three groups, according to ; Since 1876 
the critical nature of their supply. 
Additions to the recent issue, heted * JACKSON MANUFACTURING CO. 
for the first time, are the following : 
chromite, in the Group 1, or “most 
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Meet Industry’s VISE 
NEEDS with this 
profitable line. . . 


Vises are a very important part of 
production and that’s why plant men 
are particular to Vise Quality, 
Morgan Vises pass ALL tests for 
strength, rigidity, dependability and 
long service life. This is your line for @ 
profit results—this is the line that | 
sells, Sold only thru authorized dis- | 
tributors. | 
@ We urge users to buy thru their | 
local distributor. ! 
| 
| 


MORGAN VISE CO. 


IND. DISTR. 


MORGAN 
SEMI-STEEL VW } % ¢ 


MACHINISTS’ BENCH VISE 
Solid Jaw and Stationary Base 


MACHINISTS’ BENCH 
COMBINATION PIPE 
WOODWORKING 

STEEL METAL WORKERS 
QUICK ACTION 

GARAGE VISE 

SOLID NUT CONTINUOUS 
SCREW 
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KEY GRAPHITE PASTE 


...the ideal sealer for all lines carry- 
ing oil, gasoline, kerosene, and high- 
pressure steam. Listed by Underwriters’ 
Laboratory. 


Z FAST-SELLING 
SEALING COMPOUNDS 
Your KEY to Added 


taste or odor of potable liquids. 


Pipe joints sealed with Key positively will not leak, yet are easily opened, for Key 
will not freeze in the joints. Nationally advertised. Attractively packaged in litho- 


graphed containers. Immediate delivery 


A few territories for distributors are still 
available — write for free samples and 
full information. 


KEY COMPANY 


2621 McCasland Ave., East St. Louis, lil. 
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...for sealing pipe joints on lines carry- 
ing water, gas, low-pressure steam, 
compressed air, etc. Does not affect the 


critical” list; high alumina, magnesite, 
silicon, carbide, and silimanite, in the 
Group II list for materials “in ap- 
proximate balance for defense and 
civilian demand, expanded use of 
which should be avoided’’; dolamite, 
fire clay, and silica, in the Group III 
list, for materials ‘‘in fairly good sup- 
ply” which should be used as alterna- 
tives for the other two groups when 
possible. 

DPA listed the following latest 
reported use of alternatives for critical 
materials: 

For chrome and nickel plate: bright- 


| zine plating, extra-fine aluminum lin- 


ing pigment, synthetic enamel, alumi- 
num base baking enamel; 

For copper: steel and plastics in 
non-functional, non-electrical uses, 
print circuits for wire in electrical 
devices; 

For brass: coated steel or plastics; 

For nameplate on machinery: in- 
creased use of decalmanias; 

For titanium dioxide: zirconium sili- 
cate, as a whitener for toilet powders 
and creams; 

For steel shipping cans: fibre, lined 
with polyethylene. 


1951 Output 8 Percent 
Over 1950, Sawyer Reports 


The United States produced 8 per- 
cent more in 1951 than in 1950, 
Charles Sawyer, Secretary of Com- 
merce, stated in his year-end report. 

However, during the course of the 
year, advance in output slackened, and 
the fourth quarter volume was about 
5 percent above the fourth quarter of 
1950. 

The past year marked a peak in al- 
most everything, the report stated, 
except in corporate profits, residential 
construction, personal consumption 
expenditures, and volume in a few 
consumer industries. Defense expen- 
ditures doubled in dollar velume, to 
$34 billion, representing the most 
dynamic element in business expan- 
sion. Industrial production in general 
was up 10 percent, outlays for capital 
expansion were up one-sixth for the 
fourth quarter over the same period 
of 1950, and disposable personal in- 
come, even after taxes, increased 9 
percent. 

Businessmen accumulated a record 
volume of inventories during the year. 
These leveled off in the consumer 
field, but continued to rise in defense 
areas, though at a much lower rate as 
the vear drew to a close 

Higher taxes accounted for a sharp 
drop in corporate profits in 1951, 
since profits before taxes were higher 
than in 1950. 

Though prices were considerably 





higher than 1950, up 12 percent in 
the case of wholesale prices, the report 
stated that inflationary pressures had 
eased off as the year progressed. Con 
sumer purchasing slackened, resulting 
in a high ratio of saving to disposable 
income, 10 percent compared with a 
4 percent average for 1947-1950. 

The actual gross national product 
for 1951 totaled $327 billion, 15 per- 
cent over 1950, but price rises ac- 
counted for half this increase 

In contrast to defense products, 
most civilian durable goods saw pro 
gressive curtailment beginning with 
the second quarter, notably automo 
biles and major appliances. Some 
non-durables, particularly textiles were 
cut 

Unemplovment was reduced from 
about 3 millon in 1950 to 2 million 
in 195] 

The report pointed out that while 
the rise in personal income was “very 
general’, not all workers participated 
in it since some groups continued on 
a fixed income scale 


‘ 


Certificates of Necessity 
Show Ohio Industry Leads 


Ohio had the largest number of 
new defense plants qualifying for 
rapid tax write-off, according to the 
latest detailed report from the Defense 
Production Administration. Pennsvl- 
mania was next, and California third. 

The report, covering projects author- 
ized through October 19, lists “‘certif- 
icates of necessity’, issued by DPA 
to permit new plants or plant expan- 
sions considered necessary to national 
defense, to amortize capital expense 
over shorter periods than the 25 years 
normally allowed. Tax savings vary 
for different projects, but the write 
off period can be as short as 5 years. 

The DPA approved 421 projects in 
Ohio involving an investment of $727,- 
062,000. Pennsylvania firms received 
405 certificates, amounting to $1,246,- 
328,000, while 375 certificates went to 
California industries, representing a 
$366,176,000 outlay 

Texas received 182 certificates, but 
the proposed investment _ totalled 
$998,749,000, second only to Penn- 
sylvania in dollar amount. 

The DPA’s industry-by-industry sur- 
vey, also through October 19, showed 
that producers of basic materials still 
lead in value of certificates issued, with 
a $6,870,000 proposed investment, or 
64.7 percent of the total. ‘Transpor- 
tation and storage facilities comprise 
the second largest group, with 14.7 
percent, and finished products, with 
14.1 per cent, are third. 

As of December 10, some 4,732 cer- 
tificates had been issued to applicants 


You can depend on 


Flexible Shaft Equipment 


{0 mee 
customer demand! 


There is a Strand flexible shaft machine to 
meet practically every industrial need 
floor models, bench models, overhead models, 
variable speeds and power. This is quality 
equipment that stands up under hard usage 

.. the kind distributors like to sell because 
of its dependability 


Review the three Strand models shown here, 
then write regarding our distributor arrange- 
ment. 


FLOOR MODEL—the floor-mounted flexible 
shaft machine is one of the most popular. It 
can be moved from place to place. Amply pow- 
ered, the standard is out of the way while the 
head is light and easy to work with. Model 
shown is three-speed mounted on swivel yoke 
adjustable floor type tripod. Available in % 
H. P. to 1% H. P., inclusive 


BENCH MODEL—here is convenient flexible shaft 
equipment that can be mounted on bench right 
near the work. Portable to the extent that it can 
be taken from place to place. For steady, fast 
production, consider the bench-mounted flex- 
ible shaft machine as part of your production 
setup. Model shown is three-speed mounted 
on swivel type adjustable bench column. Avail- 
able in “4% H 


OVERHEAD MODEL—for production line work, 
overhead-mounted flexible shaft machines are a 
real convenience. Motor and mechanism are 
out of the way and flexible shaft conveniently 
located. To meet your requirements, review all 
models of STRAND flexible shaft machines. 
Model shown is three-speed vertical type for 
overhead mounting... it is available in % 
H. P. to 1% H. P., inclusive. 


A complete selection 
to meet every need! 


EASTERN SALES 
Woodberry, Baltimore !1, 
Maryland 
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The ) male 


Corporation 


N. A. STRAND DIVISION 


WESTERN SALES 
5001 North Wolcott Ave., 
Chicago 40, Mlinois 








Wolo Golly y 


SABOTAGE: 


As America girds for the ‘Battle of 
Production,” industrial facilities as- 
sume greater importance . . . must 
be better protected against loss, 
carelessness and even sabotage. 
Tool cribs, material bins, paint 
booths, employee lockers, factory 
doors and gates must be locked— 
SECURELY. You do your customers 
a favor when you remind them 
of these security measures and 
recommend 


Built Like a Bank Vault Door! 4 
lLominated steel case for powerful 


protection 
struction 


worlds strongest con 
pin tumbler security 
Precision brass cylinders for 
long life and easy action 
Master [ock Company 
Milwaukee 45, Wis. 
Special s e 


on master 
keyed and 








World's Leading Padlock Manufacturers y, 


262 





throughout the nation totalling $10,- 
490,497,793 in value. 

Following is a selected listing of 
certificates issued between September 
23 and November 30 

Company: C. O 
Cranston, R. 1.—Product: Machine 
tools—Amount certified: $126,891— 
Percentage allowed: 75 percent 

he United Tool & Die Co., West 
Hartford, Conn.—Machine tool parts 

$64.395—R5. 

American Brake Shoe Co., 

N. } 


Hoffacker Co., 


Roches 
Military items—$82,365 
American Brake Shoe Co., Medina, 
Y \ircratt parts $1,369,410 
U.S. Wire & Cable C orp., Newark, 
N. J.—Military items—$153,334—60 
Sylvania Electric Products, Inc., 
Altoona, Pa Radio tubes—75 
Michigan Tool Co., Traverse City, 
Mich.—Machine tools—S$235,117 


Cummins Engine Co., Inc., Colum 
bus, Ind.—Diesel engines—$1,100, 
000—60 

Union Carbide & Carbon Corp., 
Whiting, Ind—Ethvlene oxide—60. 

Buffalo Bolt Co., North Tona 
wanda, N. Y.—Ordnance parts 
$340,550—50 

Hewitt-Robins, Inc., Buffalo, N. Y. 
—Fuel tanks—$53,244—65. 

Buffalo Bolt Co., North 
wanda, N. Y.—Ordnance 
$324,500—50. 

Ihe Colorado Fuel & Iron Corp. 
(Wickwire-Spencer Div.), Denver, 
Colo.—Perforated sheet metal—$27,- 
226—60; Structural steel—$8,841 
60 

Union Carbide & Carbon Corp., 
South Charleston, W. Va.—Tn-2 
ethylhexyl phosphate—$686,000—70. 

B. F. Goodrich Co., Akron, Ohio 
Aircraft parts—$76,615—65. 

Clark Equipment Co., Buchanan, 
Mich.—Ordnance axle housing— 
$700,000—65. 

The Lufkin Rule Co., Saginaw, 
Mich.—Machine tools—$16,686—70. 

Jenkins Bros., Bridgeport, Conn.— 
Engine parts—$94,651—75 

Raybestos—Manhattan, Inc., 
ford, Conn.—Ordnance 
70 

Universal Tool & Die Works, Inc., 
Chicago—Ordnance—$7 1,246—80. 

The Cushman Chuck Co., Hart- 
ford, Conn.—Machine tool parts 

The Skinner Chuck Co., New 
Britain, Conn.—Machine — tools— 
$750,000—65. 

Greenfield Tap & Die Corp., Green- 
field, Mass.—Machine tools—$1 37,- 
000—6S. 

Wendt-Sonis Co., Hannibal, Mo. 
—Machine tools—$19,106—70. 


Tona 
parts 


Strat- 
$89,373— 


SODERING 
BRAZING 
WELDING 


Sold thru Distributors 
Send for Catalog 


L. B. ALLEN CO. inc. 


6731 BRYN MAWR AVE. 
CHICAGO 31 ILLINOIS 








THE COLLIS 
MAGIC-TYPE 


CHUCKS 


Reduce production costs with 
Collis Magic Chucks. Now 
tools can be changed without 
stopping or slewing down the 
spindle. Boring, counter boring, 
drilling, reaming, tapping, etc., 
can be performed practically 
continuously. 


Let our 40 years of manufac- 
turing experience help your 
customers select the proper 
equipment for the job. 


“Call Collis For Service” 


THE COLLIS CO. 


Clinton, lowa 
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Copper Cutbacks 
To Affect Electrodes 


The resistance welder electrode 
manufacturers industry committee an- 
ticipates a shortage of electrodes due 
to cut-backs in allotments of copper. 
Ihe forecast is based on the fact that 
the stepped-up jet engine program will 
take an increasingly larger quantity 
f electrodes this year 

The committee reported that pro 
duction, on a dollar basis, has more 
than doubled since 1946; military or- 
ders for the jet engine program are 
beginning to arrive in substantial quan 
tities; the full impact and magnitude 
of the jet program has not yet hit the 
industry which is still manufacturing 
for civilian needs; that the military 
should advise its contractors to place 
orders for electrodes six months in 
idvance so the industry could obtain 
its materials; that standardization has 
proceeded as far as possible and only 
welding engineers could carry the mat 
ter further 

The industry was told by NPA not 
to expect more, but less copper in the 
second and third quarters due to the 
critical shortage. 


Wood Machinery Makers 
Can Take Subcontracts 


About half the plant capacity of 
woodworking machinery manufac 
turers is available for subcontract 
production of machine tools, the in- 
dustry’s advisory committee reported 
recently at a meeting with the 
National Production Authority. 

The manufacturers said they are 
already doing a large amount of sub 
contracting for machine tool builders, 
producing complete shapers, lathes, 
and horizontal boring machines and 
machine tool sub-assemblies and parts. 

NPA officials stressed the need for 
machine tool work using idle metal 
working equipment. The machine 
tool backlog of orders averages two 
years, and shortages are most severe 
for planers, milling machines, cylindri- 
cal grinders, radial drills, and horizon 
tal boring machines. 

Manufacturers seeking machine tool 
subcontracts were instructed to submit 
a list of their shop equipment, show- 
ing make, type, and size of machine 
tools and foundry capacity, to R. M. 
Husband, Chief, Subcontract Section, 
Metalworking Equipment Division, 
NPA, Washington. The data will be 
given to machine tool builders who 
need subcontracting done for them. 
The NPA has a list of some 60 build- 
ers seeking subcontractors. 

An industry representative criticized 
military agencies for making alleged 


WENDT-SOnis 


sells you 
to your 
customers! 





e 
nationwide network 
of distributors 

Whether you re # Fort Wayae of 

Worth Seattle of yt 

there's a Wendt Sone 4 

at head to give you prompt ethic rent 

cartade (ovt wervue Your W disci 


tor is always ceady to help yo 


discributor family 
and the 


The Wendt Sons 
reaching from coast to coast 
WS family of carbide cutting 100" 
are your amurance of increased produc 
tion and grester accuracy ay les tool 


cost plus better service 


wenot son 


N 


1s 


fe 
ARBIDE 


INQUIRIES MEAN BUSINESS! Your customers and prospective cus- 
tomers send for the variety of W-S sales helps, including the complete 
catalog offered in this ad. Bigger business for you! 


IT’S UP TO YOU TO FOLLOW THROUGH! Wendt-Sonis provides 
consistent national advertising . . . plus sales and merchandising helps. You 
can profit by giving your customers first class tool service with W-S tools. 
Write Wendt-Sonis for information on complete promotion package, furnish- 
ed free to distributors. WrNpt-Sonis Company, Hannibal, Missouri. 


TITS Tb A) 


CARBIDE TIPPED CUTTING TOOLS 
BORING TOOLS © CENTERS © COUNTERBORES: © SPOTFACER: 
DRILLS © END MILLS © FLY CUTTERS © TOOL BITS « 
ROLLER TURNING TOOLS « 


© CUT-OFF T 


TTERS © -REAMERS 
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~ The old reliable 
Wm. H. Ofttemiller Co., of course 


«< ~ 


: ' HY A Precision, milled-from-the-bar Cap Screws 


Set Screws, Milled Studs and Coupling Bolts 


Some numbers we can ship imme- 
EN diately—others—well, you know 
WH. how it is—they'll take a little time 
To build customer satis- 
faction and those profit- 
able repeat sales—or 


der from Ottemiller— 


the WHO of Who's Who in the precision screw 
machine products field 


W. 


ROYERSFORD 


—— 


21 tn, V-Beit 
Power Drill 
t', Grill capacity 


at. 


ee 
M2B Power Hack 

Saw, Wet Cut 
6 x @ Capacity 
® 


M2A Power Hack 
. Dry Cut 
x 6 Capacity 


Since 1882 





MODERATELY PRICED 


Arber Press, 


3) | MACHINE TOOLS 


The moderately priced sturdy tools 
you see illustrated can be had from 
Royersford. Many of your custom- 
ers need service tools for mainte- 
nance and intermittent use and Roy- 
ersford will help you take care of 
their needs. Be competitive! Bring 
your customers needed tools that are 
serviceable and moderately priced 
and you can depend, as other dis- 
tributors do, on Royersford Prod- 
ucts and tools to live up to your cus- 
tomers needs. 


WE ALSO MANUFACTURE 
Power transmission items such as 
hangers, pillow blocks, couplings, 
collars, roller bearings, etc. 





ROYERSFORD Foundry & Machine Co,,Inc. 
ROYERSFORD, PA_U.S.A. Coble Address: ROYMACHINE 
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| excessive demands for scarce metals in 


their specifications. He charged that 
in one machine, the identification 


on contained ten times as much 


rass as needed, and enough copper 
to wire the machine. 

NPA officials reported that lumber 
product industries los no equipment 
problems. They said military require- 
ments for lumber this year will be 
the same as in 1951, and that wood 
container production will be about 10 
percent higher. Production of wood 
furniture is expected to increase sub- 
stantially. 

The use of lumber products as sub- 
stitutes for scarce metals is being 
encouraged by NPA. 


Lack of Copper, Steel 
To Cut Power Expansion 


Shortages of copper, steel and steel 
alloys threaten to hinder the gigantic 
construction program of the nation’s 
electric power and light industry, a 
survey just completed indicates. The 
survey shows, however, that generat- 


| ing capacity will provide a reserve 


margin of about 8 percent for the rest 
of 1951. 

Estimated increases in power de- 
mands in the next three years show 
little change from those indicated. 


| There will be virtually no change in 


the previously estimated peak power 


| load for 1951, but the estimated peak 
| for 1952 was raised about 2 percent 
| and for 1953 and 1954 about 3 per- 


cent. 
All regions of the country will have 


| some reserve margins in December 


of this year, except the western divi- 
sion of the Pacific Northwest and 
parts of the Southeast, where severe 
drought up to now has eut down the 
output of hydro-electric plants. Re- 


| cent heavy rains in the Pacific North- 
| west have alleviated the situation in 


that region. 

“Experience has indicated the de- 
sirability of keeping generating capac- 
ity about 15 percent ahead of known 
power demands,” the report stated. 
“Prior to the outbreak of the Korean 
war, the industry had a 14 percent- 
margin to provide for unanticipated 
loads, for equipment out of service 
on maintenance schedule, for me- 
chanical failures and for other operat- 
ing contingencies. 

“Only the problem of critical mate- 


| rials stands in the way of meeting the 


nation’s demand for electric power. 
The industry can be counted upon to 
exert its utmost endeavor in coopera- 
tion with the national defense agencies 


| to keep as closely as possible to its 
| construction schedules and the preser- 


vation of an adequate operating 
margin.” 





Birds’ Eye View 
of Materials Situation 


LAWN MOWERS — Uncertainty 
over procurement of | and 14 h.p. gas * a . .--YOU CAN USE ON E 
engines to match the industry's own ° | 
allotments for mowers is causing some ver an Over A ain: 


concer about future production. The 
industry comprises some 150 firms em- 
ploying between 8 and 9 thousand 
workers. From Aug. 1950 to July 
1951, it produced about 3.5 million 
units, of which 1,250,000 were pow- 
ered with either electric or gas motors. 


What’s a 4-Letter Word for LONG LIFE? 





TEXTILE MACHINERY-—A com- 
mittee representing spinning and pre- 
paratory, weaving, dyeing and finishing 
machinery manufacturers asked NPA 
to permit 100 percent of the industry’ s 
requirements for MRO supplies for 
the second quarter. Almost 35 firms 
have converted to defense work which 
some industry spokesmen say does not 
constitute a trend since onlv about 10 
percent of the firms have adequate 
facilities 


POWER & DISTRIBUTION 
TRANSFORMERS — The _ industry 
will operate at only about 65 percent 
of plant capacity because of insufficient 
first quarter allotments, particularly of 
copper wire mill products. Order 
backlogs average about 14 months for 
most transformers and from 18 to 24 
months tor large ones. Inventories of 


materials are “getting below workable This True Ball Joint Makes the Difference 


levels.” 


WATER TREATMENT EQUIP- 

MENT-~—Extensive substitution is Darts last longer and hence cut your maintenance 
taking place as a result of critical costs for three reasons: 
material shortages—cast and malleable | 

iron, plastics and hard rubber for brass 1. NON-CORROSIVE BRONZE SEATS 
and copper pipes and tubes; masonite Both seats are made of hon-corrosive bronze for maximum 
sheets for steel in non-pressure vessels; protection against pitting and corrosion. 

aint for chromium plating; Parker- 
Cd eeal teresa’ eee ae PRACTICALLY INDESTRUCTIBLE NUT AND ENDS 

tuinlens Ga Geen euabinieen The nut of a Dart and both ends are constructed of high test, 
expect new materials problems as the air refined malleable iron. You get peak resistance to stress, 
result of substituting plastics for stretching and wrenching. 


scarce materials. DROP-TIGHT WITHOUT EXCESSIVE WRENCHING 

COOK STOVES-Shorter work Even though a Dart can take heavy wrenching, you don’t have 
weeks during the first two quarters to give it! Because it’s precision ground to a perfect sphere, the 
as a result of reduced controlled ma- us ball joint gives a snug, drop-tight fit easily, quickly. It 
terials allotments are predicted. In- stays tight, too. 


ventories are being depleted rapidly I , , 
n repeated 
and expectations are that second seagate longer life, easier 


quarter allotments will be reduced installing —Darts give your custom- gm 
further rather than raised. Some 1,- ers MORE for their union money. | 


700,000 workers will be affected 


FREIGHT CARS-—Although 24, 
200 units were programmed for pro- | DART UNION COMPANY 
duction in the first quarter, NPA Providence 5, Rhode Island 
allotted controlled materials sufficient The Fairbanks Co. — Distributors 
to make only 21,200, hoping that the Boston New York Pittsburgh 
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PREPARED CATALOGS 
Have a Big/Voice in Sales-- 


/ 


The VOICE OF EXPERIENCE— 
over a quarter century experience 
in building catalogs for progressive 
distributors like yourself — speaks in 
every CUNEO CATALOG! 

See for yourself how your next 
catalog can produce more and 
bigger sales— 

Call CUNEO for the answer to 
your catalog questions. 

“Not Cut-Price, but 
Cost-Cutting Catalogs.” 


PRESS, INC. 


239 EAST CHICAGO STREET 


























Ae ae 
Prey 
bs > bee 


Send for our 32 page catalog 
of Vises, Work Positioners and 
Industrial Clamps. 

Sold They Distributors 


_ WILTON TOOL MFG. CO. 
zi 925-D Wrightwood Avenve 
CHICAGO 14, ILLINOIS 


<< 
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| steel 


larger number could be produced by 
using some materials from inventories 
and by conservation and substitution. 
Program determinations for the last 
half of 1951 were 27,502 cars for the 
fourth quarter and 26,245 for the 
third quarter. 


HOT METAL CRANES—NPA 
has promised manufacturers every 
possible assistance to help them meet 
scheduled deliveries up to July 1. 
Scheduled production for the steel 
expansion program is about 277 cranes 
with a lifting potential ranging from 
less than 10 tons to more than 425 
tons. 


RADIO & TV RECEIVERS— 
Stocks of unsold sets and inventories 
of steel, copper and aluminum are 
now low. Future production will be 
limited by allotments of controlled 
materials which may be reduced. 
Manufacturers pointed out that 60 
percent of sales occur in the last four 
months of the vear and larger allot 
ments are required for the third 
quarter and part of the fourth 


TRUCK BODIES—Production of 
96,000 units has been authorized for 
the first quarter, the same number as 
in the fourth quarter 1951. However, 
inventories of materials have been 
substantially reduced. The industry 
consists of 1,651 manufacturers. Onlv 
about 200 are large enough to have 
to file quarterly applications for allot- 
ments in Washington but they use 
more than 90 percent of the materials 
consumed by the entire industr: 


WOOD PULP-—Aided by certifi 
cates of necessity, wood pulp producers 
should be able to produce 2,555,000 
tons additionally each vear, NPA told 
the industry. Certificates already is- 


| sued involve a proposed investment 
| of more than $500,000,000. An equal 


amount is involved in pending applica- 
tions. 


PHOTO EQUIPMENT — Pro- 
ducers of equipment for personal use 
were hit hard by reductions in allot- 


| ments, receiving only 50 percent of 


the stecl, 35 percent of the copper 


| and 35 percent of the aluminum used 


in the base period 1950. 


HOUSE TRAILERS—First quarter 
allotments to the industry would per- 
mit the production of about 16,000 
trailers subject to the industry’s con- 
version from aluminum to carbon 
sheets for exterior coverings 
The industry disagreed with NPA’s 
estimate of production, claiming the 
copper allotment was too small 


BAND INSTRUMENTS — Em- 
plovment in the first quarter is 30 
percent below the same quarter last 





year due to low materials allotments. 
Metal inventories are near exhaustion. 


GLOVE LEATHER—NPA Order 
M-62 is not believed to be responsible 
for the current depression in the trade 
but amendment to ease processing 
restrictions would help in the come- 
back fight, industry leaders said. M-62 
doesn’t permit switching of quotas 
between different types of skins and 
this is a handicap. 


FREEZERS & REFRIGERA- 
TORS—The industry was warned by 
NPA to look ahead to the possible 
time when the number of units that 
could be made with the available 
materials might be less than even the 
replacement demand, and to plan pos- 
sible courses of action to meet the 
emergency. One such course was to 
decide whether production should be 
concentrated in a few models, chosen 
to meet the broadest consumer needs, 
and to make most effective use of ma- 
terials 


PEN & PFNCIL—Labor lavoffs of 
20 to 40 percent during the first quar- 
ter are anticipated as a result of cur- 
tailed allotments of steel, copper and 
aluminum. Materials inventories are 
expected to be depleted this month. 
Defense work has not been obtainable 
to bridge the gap between allotment 
production and the break-even point. 


PIANOS—Effect of new allotments 
vary from plant to plant. In some 
cases, existing contracts will require 
layoffs and a guarantee of a 40-hour 
week to remaining employees. In 
others, work agreements will require 
that work be spread among all em- 
ployees 


FIBER CAN-—The industry told 
NPA that if can users were per- 
mitted unlimited use of fiber body 
cans with metal ends made of waste- 
waste (rejected tin or terne coated 
sheet steel now allocated as a con- 
trolled material) without a quota basis, 
output of such cans could be expanded 
to meet greater demand. The indus- 
try does some $110,000 business an- 
nually. 


TOOLS, DIES—Backlog of orders 
varies from 4 months to more than 
a year, largest in history of the indus- 
try. Anticipated demand expected 
to be for large jigs, fixtures and 
dies 15 ft. or longer and 15 tons and 
over in weight. Industry expects NPA 
aid through directives, special priorities 
and endorsement of certificates of ne- 
cessity for expansion of facilities. 


BULB BASES-Industry is con- 
verting to aluminum as substitute 


sure-4ire 
Aoot Opener, 


) 


\ 
PUTNAM —.. 
POSTIV-LOK END MILLS 


Here are the tools many of your customers have been 
looking for—a new end mill series designed to cut 
tool and operating costs on large boring mills, pro- 
filers and similar heavy-duty applications. 


With the new POSTIV-LOK end mill (2” Dia. and up), 
Putnam takes the shank off the tool and puts it on a 
positive-locking holder that soon pays for itself. Your 
customers will like them—buy them—because — 


1. POSTIV-LOK reduces set-up and change-over 
time required on large tapered shank tools. 


2. POSTIV-LOK is versatile: drilling, reaming and 
other operations can be done with same set-up, 
using POSTIV-LOK adapters. 


3. POSTIV-LOK lowers tool costs by eliminating 
need of integral tapered shanks. 


Remember: it pays to push Putnam . . . world’s leading 
end mill producer. Putnam Tool Co., 2981 Charle- 
voix Ave., Detroit 7, Michigan. 


END MILLS 
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PREPARED CATALOGS 
Hit Hard on the Sales Front 
EVERY KNOCK IS A BOOST! 
Get a CUNEO CATALOG 
to start knocking on your 
stomers' doors—and start boost- 
ing your sales. See for yourself 
how the catalog-building experi- 
ence of over a quarter-century 
can help you hammer home your 
sales message. 
Call CUNEO for the answer 
to your catalog questions. 
“Not Cut-Price, but 
Cost-Cutting Catalogs.” 


na 
<THAT HAMMER 


AWAY AT 
BUSINESS PRESS, INC. 


239 EAST CHICAGO STREET 
Wilwaukee 1, Wisconsin 


In ROTARY PUMPS 


VW LK UNG Has the Answer to Your Needs: 
- 


LOW oz CAPACITY 


CHT oe HEAWY Liquips 


‘HOTo: COLD FLUIDS 
CORROSIVE MATERIALS 
ODD or STANDARD 

}, Drive Arrangements 
PECULIAR Mounting Conditions 


Whatever your pumping needs may 
be, start solving them today by re- 
questing folder 525MM 


PUMP COMPANY | 


CEDAR FRLELS . FOWRA 
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for brass at average rate of | bb. alu- 
minum to 1.9 Ibs. brass as best expe- 
dient toward increased production 
since aluminum —— is expected to 
increase progressively. Production goal 
for first quarter is 36 million bulbs 
and 533,600,000 lamps by use of 
brass and brass equivalent. 


WHEELBARROWS — Manufac- 
turers received only a slightly larger 
allotment of steel to produce more in- 
dustrial and commercial type units, 
6,023 tons as compared to 5,781 tons 
received in the fourth quarter 1951. 
Finished product inventories among 
manufacturers and distributors are low. 
Order backlogs are substantially high. 
Malleable castings for wheels in tight 
supply; rubber for wheels improving: 
wooden frames ample; ball and roller 
bearings easing. 


METAL PIPING—Industry is urg- 
ing customers to accept alternate spec- 
ifications where possible to relieve 
critical shortage of seamless pipe. 
Current shop production ranges be 
tween 60 and 70 p.c. of capacity. 
Only 15 p.c. of production is for A, 
B, C and E ratings; a_ negligible 
amount for MRO and non-rated or- 
ders only 5 p.c. 


BICYCLES—Cut in allotments of 
steel for the first quarter will mean al- 
most a 50 p.c. curtailment in output 
of bicycles and replacement parts with 
a similar percentage reduction in the 
labor force. Inventories are virtually 
exhausted. The industry normally em 
ploys about 50,000. It foresees a lay- 
off of 40,000. 


TIN PLATE-Industry is appre- 
hensive over lack of definite informa- 
tion on availability of tin for use dur- 
ing second quarter and_ thereafter. 
NPA hasn’t received information from 
Government agencies concerned on 
amount of tin which may be made 
available for use during the second 
quarter. Need for adequate lead time 
to produce tin plate prompts the in 
dustry to seek assurance of sufficient 


tin to produce various mill products 
permitted by NPA 


HOME LAUNDRY _ EQUIP- 
MENT-—Lowered first quarter mate- 
tial allotments are expected to force 
layoffs. Future developments—such as 
consumer buying trends, inventory de- 
velopments and changes in materials 
supplies and allotments—will deter- 
mine nature and extent of possible 
shortages later. Prospective layoffs are 
expected to range from 5 to 45 p.c. 
of present plant forces. 


ELECTRICAL CONTRACTORS 
—NPA told the industry that those 





engaged in commercial or industrial 
expansion probably will find .that elec- 
trical materials will be in shorter sup 
ply and demands greater. Prospects 
for building construction in the first 
half of the year are poor 


ALUMINUM SMELTERS-—Smelt- 
ers of secondary aluminum have suf 
fered recently because of scrap short- 
ages. Flow of scrap declined seriously 
following establishment of ceiling 
prices. NPA told the industry, how 
ever, that it has reports indicating an 
upward trend after its action to limit 
quisition of scrap during the fourth 
quarter of 1951 by primary aluminum 
producers 


More Foundry Equipment 
Will Assure Key Items 


Expanded production of foundry 
equipment should be the first step to 
assure greater output of desperately 
needed machine tools and other key 
items in the mobilization program. 

At a meeting of the Foundry equip- 
ment and Facing Manufacturers In- 
dustry Advisory Committee, its spokes- 
men emphasized that World War II 
experience demonstrated that indus- 
trial expansion for war had to be 
carefully timed in order to be fully 
effective. 

First phase of expansion should 
be to increase the nation’s foundry 
capacity so that castings needed to 
make machine tools, engine blocks 
and cast metal items of every sort can 
be produced at the proper time. Ex- 
pansion of foundry capacity in turn 
depends upon the ability of the foun- 
dry equipment and facing industry 
to supply the foundries 

The committee said allotments of 
controlled materials to this small but 
“first-step” industry are too small to 
allow the rapid expansion needed by 
the mobilization effort 

NPA officials, while recognizing the 
importance of the industry, believe 
the tight materials situation does not 
permit greater allotments of these 
materials to the manufacturers of 
equipment for the foundry industry. 

NPA emphasized that the percent 
ige of rated orders on the industry’s 
books would not materially affect fu- 
ture allotments 

Industry reported difficulties in 
shifting from metal shipping contain- 
ers to wooden barrels in the handling 
of non-edible molasses. This product 
is used by foundries as a binder in 
making sand molds for castings. 

Wood containers cannot be reused 
as many times as steel, and are more 
prone to leak and to become damaged 


in opening 


BIG 


REASONS 


Why Wells Band Saws 
slash metal cut-off costs 


Above is the Wells No. 8, 
shown with wet cutting sys- 
tem. It offers a capacity of 8” 
x 18”, rectangular, 8” dic., 
rounds. The No. 5 is similar 
but has a capacity of 5” x 10” 
rectangular, 5“ dia., rounds. 


1. Fast, Accurate Action 

2. High Job Productivity 
3. Low Operating Cost 
4. Real Blade Efficiency 


5. Long, Dependable 


| Service 


teft is the Wells No. 12 which 





en 
cycle and controlled blade 


YOU are always ahead when you handle your cut-off jobs on 
“Wellsaws.” The Wells Band Sawing method will not only 
reduce your operating costs, but also give you greater job effi- 
ciency — better cuts, and real dependable service. There is a size 
and type for every need and every budget. Capacities range from 
3,” x 6” to 48” x 48”. All models are built for full duty and 
backed by over 25 years of band saw manufacturing experience. 

Your Wells Distributor will be pleased to give you full 
information on models suited to your needs—or write for 


descriptive literature. 


The Pioneers of Horizontal 
METAL CUTTING 
BAND SAWS 


WELLS MANUFACTURING CORPORATION 
606 ADAMS STREET THREE RIVERS, MICHIGAN 
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Paced to meet today's demands, 
your catalog will be backed by 
over a quarter century of catalog- 

building experience. 

Call CUNEO for the answer 
to your catalog questions. 
“Not Cut-Price, but 
Cost-Cutting Catalogs.” 


PRESS, INC. 


239 EAST CHICAGO STREET 
Wilwaukee 1, Wisconsin 


cou 


STEAM HOSE LINES 


Note the STRENGTH ond DURABILITY of this 
Sherman assembly for ccupling 1° steam hose. 

The 714 inch long heovy cost brass coupli 
O 0 FUSIBLE has 13 extro-deep corrugations on each toil 
PLUGS piece. Its design permits the use of two 
‘ rugged, rust-proof Sherman brass clomps on 
4 eoch side. With Sherman you ore sure of 
== trouble- mang at a ——-, _ . 
Ther f r i r] lo '° 
AIR NOZZLES , ee ee AH 


meet every need—write for the 


Industrial Bross Goods cotalog today. 
WOZE NOZZLES 


BATTLE CREEK, MICHIGAN 
INDUSTRIAL BRASS FITTINGS: 
a 1k ll ude ve eee oe 
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| Tubular Goods Shortage 


Threatens Oil Wells 


Increased production of oil country 
tubular goods in the first quarter of 
1952 is a must if the Nation’s oil- 
well drilling program is to go forward 
on schedule. 

As estimated by the Petroleum Ad 
ministration for Defense, total drill 
pipe requirements for the first quarter 
will come to approximately 29,000 
tons. Included in this total are 24,000 
tons for domestic drilling, 3,200 tons 
to meet export needs and 1,750 tons 
for Canadian requirements. 

Industry reports that on the basis 
of existing facilities, total output of 
drill pipe could be expected to reach 
slightly more than 26,000 tons in the 
first quarter of next year. While this 
tonnage falls short of meeting PAD 
requirements, it nevertheless repre- 
sents a tonnage which is well in ex- 
cess of the industry’s normal output 

In view of the essentiality of drill 
pipe to the country’s accelerated oil- 
well drilling program—a_ program 
which aims at 50,000 wells in 1952— 
the industry should concentrate on 
the production of drill pipe, even if 
this involves some loss of tonnage in 
the over-all output of other oil coun- 
try tubular goods. 

Total PAD requirements for oil 
country tubular goods during the first 
quarter of 1952 have been set about 
495,000 tons. 


°52 Schedule Increases 
Nickel Alloy Demands 


Projected melt schedules of steel 
producers for the first quarter of 1952 
show a greatly increased demand for 
high nickel-bearing alloys, the NPA 
said recently at a meeting of the 
Stainless Steel Industry Advisory 
Committee. 

Because of this increased demand 
it may be necessary to take special 
action to prevent the diversion of 
nickel to less essential uses. 

All of the available nickel is now 
being allocated to the mills and the 
outlook is that for the first quarter of 
1952 the allocations will be about the 
same as for the fourth quarter of 
1951. However, because of increased 
military and atomic energy demands 
for high nickel steel, it may be nec 
essary to reduce sharply the produc- 
tion of nickel-bearing alloys for 
civilian use. 

lo help in making any adjustments 
in allocation that may be necessary, 
the representatives agreed to submit 
a special report on their capacity to 
produce high nickel-bearing allovs 
The report will show how much of 





their capacity is being used at present, 
and how much they could produce if 
more nickel were made available. 

NPA officials emphasized that they 
must be in a position to make sure 
that capacity is available to meet first 
quarter 1952 military and atomic 
energy requirements for high nickel 
steel, and the information on capacity 
iS needed 

It also was indicated that as far as 
straight chromium steel is concerned, 
there appears to be no serious diffi- 
culty ahead in the first quarter of 
1952. While the supply of chromium 
is not plentiful, there still appears to 
be enough to meet all essential re- 
quirements. 

NPA officials said their primary 
concern is to make certain that avail- 
able supplies of nickel would be used 
to meet special demands of the 
military and the Atomic Energy Com- 
mission, and to prevent any undesir- 
able diversion of this nickel to other 
items 


Copper Scrap Shortage 
May Curtail Production 


Unless a prompt solution is found 
to the increasingly grave shortage of 
copper and copper-base alloy scrap, 
serious curtailment of production may 
be anticipated in many segments of 
American industry, according to the 
Brass and Bronze Ingot Makers In- 
dustry Advisory Committee. 

'o help relieve the current copper 
scrap Crisis, the committee has rec 
ommended that 

1. NPA confer with the OPS re- 
garding the establishment of ceiling 
price regulations for scrap dealers. 

2. All non-ferrous scrap, including 
material held by the Armed Services, 
be placed under Government control. 

3. NPA discuss with OPS the pos- 
sibility of early establishment of specific 
ceiling prices on alloy ingots as well 
as on prime metal. 

4. All regulations effecting copper 
scrap be strictly enforced. 

\ representative of OPS has pointed 
out that his agency is fully conscious 
of the dangerous copper scrap situa- 
tion and that it is taking appropriate 
measures to correct this condition. 

[he committee emphasize that 
strict compliance with all Government 
regulations concerning copper scrap is 
the foundation of any successful scrap 
recovery program. 

NPA has formulated a_ five-point 
program to alleviate the current short- 
age of copper scrap. Under the pro- 
gram 

1. Order M-16 (Copper Raw Ma- 
terials) is being amended by changing 
the inventory restriction from a 60 to 
a 30-day inventory of scrap. 


Cash in on the 


BIG MARKET for T M 


CHAINS 


Z 
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LOCK LINK CHAIN 


+ 
5 
¥ 
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COMPLETE LINE NATIONALLY ADVERTISED 


TM means big chain sales the country over. That's because 
distributors have a Complete Line—everything from sash chain 
to 134” TM Alloy Steel Chain, plus a full selection of chain 
attachments. The big TM Line is nationally advertised. Hard- 
hitting ads pave the way to volume sales for you. This effective 
program is backed by a highly trained factory sales force 
ready to help you and your organization with any chain prob- 
lems your customers may present. Investigate your profit 
opportunities with this established line of TM Quality Chain, 


Send coupon today for details. 


S. G. TAYLOR CHAIN COMPANY, Hammond, Indiana 
Seeeeeeceeseeeeeseeeeeeeeeee 
$.G. TAYLOR CHAIN COMPANY 
Department 6 Hammond, Indiana 
Rush details on Complete Line of TM Chain. 


Name isniatanipaneiet 


Address - 


eeeeeeeeeeeese 


City State__ 
eeeeeeeeeeeeeeeeeeseseeeeeee 
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HINGED PLATEG 


BELT FASTENER No. 


for Conveyor Belts 


Specially designed to permit 


quick and easy method of 


adding to, or reducing length 
Just pull the hinge 


of belt. 
pin to open joint. 


— | 


PLATEGRIP for 
permanent joints. 
PLATEGRIP for “add-on” 
belts. REPAIR PLATES for 
patching worn or repairing 
torn belts. 


Write for 


dust - tight 
HINGE 


Catzlog Sheets. 


ARMSTRONG-BRAY CO. 


5356 Northwest Highway 
Chicago 30, Illinois 
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L ASA 


ON BEST-SELLER List! 
e+e@ story 99 years in the making 
STOCK HARRISBURG Couplings and Flanges, and you're carrying 


best-sellers backed up by 99 years’ manufacturing experience .. . know- 


how that results in uniform quality 


from a respected and 


reliable source. 


HARRISBURG 
STEEL CORPORATION 


thoroughly 








WRITE FOR CATALOGS and prices. We 
ore always glod to consider applications 
from distributors interested in handling ovr 
Couplings and Flanges 








Custom-Built Quality Products... in Quantity 
99 YEARS IN PENNSYLVANIA'S CAPITAL 





Herrisburg 18, Pennsylvania 


272 
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2. NPA is making arrangements for 
use of Government-owned scrap in in- 
dustry to satisfy defense program 
needs. 

3. Compliance checks will be made 
soon in brass mills, ingot-making 
plants and dealers’ establishwnents 

4. A non-ferrous scrap 
campaign is being planned 

5. NPA has conferred with OPS on 
correction of pricing factors which are 
believed to be retarding the flow of 
copper scrap 

Ihe committee holds that current 
tin allocations are made on an un- 
realistic basis, since Government 
specifications require the use of larger 
quantities of tin than is normally 
required by the industry. 

NPA is preparing a new direction 
to Order M-16 under which foundries, 
brass mills and ingot makers would 
be authorized to obtain advance al- 
lotments of materials equal to 50 per- 
cent of the quantity received during 
the preceding month 


recovery 


No Allotment Deduction 
On Imported Steel 


Distributor’s customers who use 
imported steel purchased from a 
broker or an importer who takes title 
to it before it arrives in the United 
States, need not deduct the tonnage 
from their allotments of controlled 
materials. 

Permission for this is given in an 
amendment to Direction 4 to CMP 
Reg. 1, which allows a consumer to 
obtain imported steel from the broker 
or other importer who has taken title 
prior to landing it ashore. 

I'he new permission is applicable 
only to the use of imported steel and 
does not apply to copper and alumi- 
num controlled materials 


f 


“a 


i\u\ We FAW 


“Say, I'm not boring you, am |?” 





Paint Industry Offers 
Lead Saving Plan 


Significant savings of lead could be 
effected if Government procurement 
agencies used paint specifications call- 
ing for lower quantities of both white 
ind red lead than presently, the paint 
industry advisory committee — told 
NPA 

Conservation could be achieved by 

1) getting rid of straight lead formu- 
las for exterior house paints and substi 
tuting titanium dioxide for “hiding 
power” purposes, and (2) using a 
time-tested commercial red lead corro 
sion paint with a red lead content of 
17 Ibs. to the gallon instead of a Gov 
ernment specification of 24 Ibs. to a 
gallon. 

An NPA spokesman outlined the 
present supplydemand situation 6f 
several important paint ingredients: 

1. Pothallic Anhydride—Not much 
relief from present tight supply for 
ibout six months. 

2. Zine oxide and leaded zinc ox- 
ide—Both in adequate supply but 
NPA is concerned about usage of zinc 
and particularly about amount of slab 
zinc which may be used in certain 
processes to make zinc oxide 

Chrome pigments and zinc chro 
mate—In general, pigments not yet in 
hort supply 

4. Phenolic resins—not much relief 
from present short supply is expected 
inti! late in the vear. Temporarily, 
supply of straight phenolic resin is 
lightly improved over last Fall 


Tool Order Backlog 
Hits Two Year Level 


Machine tool makers now have a 
two vear order backlog and orders still 
are coming in several times faster than 
completed tools are going out, the 
Commerce Department said recently 

Pointing out that rapid expansion 
of the machine tool industry since 
Korea has been beset by difficulties, 
the agency said that shipments will 
reach a $675 million a year rate by the 
end of December. It forecast that this 
rate will be doubled during 1952 but 
said the Government’s production goal 
will not be reached until late in 1953 

“Backlogs on deliveries are increas- 
ing and creating a severe problem in 
meeting the needs of the defense and 
related industries,”’ it declared. 

The department published _ its 
analvsis of the machine tool situation 
in the latest issue of its official 
monthly publication, “The Survey of 
Current Business.” 

At the same time, it noted that 
general industrial plant and equip 
ment expansion is continuing but that 


CASH IN 


WIN PROFIT LIN 


HYDRAULIC 
PULLER 


Fastest selling, easiest 
working, handiest 
Push-Puller in history 
. . . Fits all OTC Pull- 
ing Units . . . Works in 
any position . . . Elimi- 
nates torque, eliminates 
friction . . . Twin cylin- 
ders develop 1714 
loon power... 

ight, compact, ° \ 
easy to handle. with th 


Power ‘ > ether hy 


e CENTER HOLE... 





ram can do Applies force 
easy, unlimited adiustment 
interchange of parts 


ing screws 


Portable hydraulic pulling unit 
holds complete OTC Push-Pull- 
ing system and adapters 

Easily moved to any spot in 
shop, always right on the job... 
36 inch clearance below press 
is enough to hold any job OP 
Amazing sales appeal for selling with 
Power-Twin Hydraulic Puller. 


Open throat Press plate . . . Avail- 
able separately for mounting on 
bench or service truck ... Can be 
used with OTC Power-Twin for per- 
manent hydraulic press. 


OWATONNA TOOL COMPANY 
373 CEDAR STREET e OWATONNA, MINNESOTA 
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GREATER SECURITY 
FASTEN FAST WITH 
CLARK FASTENERS 


They work easy .. . hold 
fast and firm with a de- 
pendability that has been 
characteristic of CLARK 
FASTENERS for almost a 
Century. 


MILLDALE, CONN 








WIPING 
CLOTHS 


© STERILE © SOFT © DURABLE 


EVERYONE OF YOUR CUSTOMERS IS A PROSPECT FOR 
THESE INDUSTRIAL WIPING CLOTHS... te 


SANATEX San Forene Processed Wiping Cloths are carefully 
selected, washed, and sterilized . . . they are free of hard cuffs, 
collars and seams. The SANATEX Packaged Line of Wiping 
Cloths is sealed in sanitary. germproof. dustproof 
cartons attractively labeled and stating exact de- 
scription of contents. You can build a fine profitable 
business supplying the right wiping cloth for indi- 
vidual jobs. Get all information now 
on this moneymaking line which gives 
you repeat business over and over again. 
individual Labels to jobbers read— 
“BANATEX Wiping Cloths expressly 


packed and prepared for your name— 
your address"’ 


SANATEX CORP. 


2321 N. Wolcott Avenue 
Chicago 14, Illinois 
Manutacturers representatives wanted—some territories open. 
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non-industrial construction has been 
declining. It concluded that the net 
result oF recent shifts in all areas of 
the national economy has been to 
maintain activity “at the even pace of 
the preceding several months.” 

An analysis of production trends, 
according to the agency, “clearly” 
shows a gradual shift in the use of re- 
sources from civilian to defense needs. 
“In general,” it stated, “increases in 
output of defense and_ producers’ 
equipment have tended to offset to a 
large extent the cutbacks in produc- 
tion of most consumer goods which 
have been in evidence since the first 
quarter of the year.” 

The department found that busi- 
nessmen in recent months “have par- 
tially” corrected the unbalanced con- 
sumer goods inventory situation that 
prevailed earlier this year. But it noted 
that new orders placed by distributors 
“still reflect the high inventories in 
some lines.” It did not say what these 
lines might be. 


Increased Effort Urged 
On Conversion Steel Use 


The Steel Products Industry Advi- 
sory Committee at a meeting with the 
NPA recently urged that increased ef- 
forts be made to encourage the use 
of conversion steel to obtain full util- 
ization of ingot production and rolling 
capacity. 

The committee said that operating 
conditions in the industry from time 
to time will develop surpluses of ingot 
production at one point and of rollin 
capacity at another. Unless specia 
steps are taken it is doubtful that 
consumers operating under the CMP 
will be interested in obtaining the 
tonnages of steel products that could 
be had through conversion arrange- 
ments. 

The committee also recommended 
a change in Direction 3 to Order M-1 
to permit producers more efficiently 
and completely to match their output 
with the allotments made to consum- 
ers by NPA under CMP. It was rec- 
ommended that the direction be 
changed to permit producers to work 
out distribution of steel products on a 
100 percent basis instead of the 90 
percent now provided in the measure 

This change, the committee said, 
would make unnecessary the 15-day 
period specified in the direction dur- 
ing which it is mandatory for pro- 
ducers to accept and schedule for 
production all authorized controlled 
materials orders offered to them cover- 
ing the remaining 10 percent. Some 
members said that the 15-day period 
for handling the final 10 percent of 
production is too short and the ton- 





nage remaining too small to make this 
method of distribution effective. 

With respect to steel supplies for 
expansion of steel producing F cilities, 
the committee was told that allot- 
ments for the first quarter of 1952 will 
exceed the fourth-quarter 1951 allot- 
ment. NPA also said that the process- 
ng of tax amortization applications 
for expansion of facilities to increase 
basic metallics will be expidited 


Steel Casting Industry 
Prodded For Scrap 


Additional tens of thousands of 
olorful sticker stamp reminders are 
being employed throughout the steel 
casting industry to help stimulate ex- 
panded iron and steel scrap salvage 
on a national basis 

Distributed by Steel Founders’ 
Society of America, the red-white- 
and-blue stamps carry the urgent plea, 
“Keep the Scrap Coming Back for 
High Production in Steel Castings,” 
to emphasize the fact that for every 
ton of steel castings needed for de- 
fense, an equivalent ton of steel scrap 
is required 

Use of the new series of stickers 
supplements other intensified scrap 
collection activities and revised ma- 
terials handling practices being con 
ducted throughout the steel casting 
industry, according to F. Kermit 
Donaldson, executive vice president 
of Steel Founders’ Society. The 
stamps are being made available for 
use on all correspondence and litera- 
ture of industry representatives to 
customers, suppliers, and other poten- 
tial sources of vital scrap supply in 
ill parts of the nation. 

Original campaign stickers, intro 
duced some months ago in connec 
tion with the national scrap drive, 
carried the simple message: “Help 
Defens« Steel Castings Call for 
Scrap!” 
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specify genuine D ES M 0 ND 
Huntington Dressers 


ea | 


and genuine Desmond-Huntington 
cutters and parts 


For best grinding wheel dressing results fo 
longest cutter life — for complete satisfaction — ask 
for Desmond-Huntington by name. When jou do 
you'll be certain to get 
* Cutters milled from high carbon steel, hardened 
all the way through. Quality steel, accurate milling 
eighteen long cutter teeth, plus experienced heat treat 
ing assures satisfactory dressing and cutter life 

Cutter bushings of hardened steel, which permit 
cutters to revolve with minimum friction and heat 
from radial loads 

Cutter side washers of hardened steel, to act 
as bearings and absorb side thrust wear 

Cutter pins of special hardened steel, accus 
made and easily replaceable 

Specify Desmond — the only complete line of grind 
ing wheel dressers, for all requirements stocked 
and distributed by selected Desmond Industrial Dis 
tributors .. . The Desmond-Stephan Mfg. Co., 
Urbana, Ohio. 


Desmond 


the only complete line of 
grinding wheel dressers and cutters 
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For extra sales... you can't beat 
Easton Belting...a solid woven 
belting that’s loaded with such 
sales-compelliny features as: 


ADAPTABILITY bakeries, candy plants, 
flour and feed mills, paper box plants, man- 
ufacturing plants and fruit packers, to name 
a few 

INNERBOUND Construction . . . Exclusive 
production design to eliminate peeling and 


ply separation 


VARIETY OF SIZES... Available in many 
widths and plies, Easton Belting can also 
be furnished with special impregnations 


and coatungs 


IDEAL FOR LIGHT CONVEYING AND ELEVAT- 
ING because of its low initial cost, dur- 


ability and maintenance-free service. 





-| Remember Easton Belting . . . YOUR 
BEST BET FOR BOOSTING SALES! Com- 
plete information available in Bul- 
letin No. 2. Write for your free 

copy, today. 
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Copper, Zine Supply Rise 
Spurred by Government 


The Government announced three 
moves intended to boost supplies of 
copper and zinc 

Through the new Defense Minerals 
Procurement Agency it: (1) loaned 
$60,000 to a Montana company to de 
velop mines believed capable of pro 
7 million pounds of low 
grade copper a year; (2) agreed to buy 
22,500 tons of copper a year from an 
\rizona mining company and, (3) 
contracted for the full three-year out 
put of a zinc company at Lima, Peru. 

The Montana firm is the North 
Butte Mining Co., operating near 
Butte. It is to repay the loan 
“through delivery of $60,000 worth 
of copper which DMPA has agreed to 
purchase at 244c a pound,” the agency 
said 

The Arizona copper is to come from 
the Copper Cities Mining Co., oper 
ating near Miami, Ariz. Its agreement 
with DMPA calls for the company’s 
undertaking a $15.2 million expansion 
program for mining and_ processing 
equipment 

In turn, DMPA agreed to buy at 
23c a pound, up to 170 million pounds 
of the first 192.5 million produced, 
“providing the company cannot sell 
it to other purchasers in the United 
States at a higher price.” ‘The new 
facilities won't be in production for 
another three vears, however 


ducing some 


Too Much Idle Time 


For Machine Tools 


Machine tools now bemg delivered 
ire not providing as much produc 
tivity as desired by the nation’s indus 
tries, currently expanding to meet the 
defense and production 
programs, according to a survey just 
completed by the 
of Tool Engineers 

\ccording to Harry EF. Conrad, 
secretary of the 20,000 
hnical society, final tabu 
lLitions of the survey conducted among 

production executives and engi 
neers in large, medium and small 
ompanies in industry show that half 
of the companies replying feel that 
ichine tools have to be shut down 

much of the time—particularh 
r tool changes 

Industry apparently is not satisfied 
ith the accuracy of machine tools 
either,” Mr. Conrad said. “‘Four out 
of ten companies want greater rigidity 
iccuracy in machine tools.” 

Many companies are not vet satis 
fied with operating speeds and loading 
methods, two factors to which sup 


peacetime 


American Society 


executive 
nember t 


{ 


ind MOTC 





BELT 
WAX 


Sell CANTOL 
WAX to your 
customers who 
use flat belt 
drives, for bet- 
ter traction 
ond longer 
belt life. 


CANTOL WAX 
PRODUCYS CO 
Bloomington, Indioane 





EAGLE OILERS —simpie 
and effective aids 
to fast production! 


When your machines must run continu- 
ously, in high gear, over long periods there 
is no substitute for frequent lubrication to 
prevent friction wear, burning out and 
breakdowns. Eagle Welded Steel Bench 
Oilers have long been mainstays of me- 
chanics and maintenance men in all indus- 
tries. They like an Eagle because it's 
easy-to-use, non-leaking and sturdy . 
always reliable to have at hand. There's 
an Eagle Oiler for every kind of industrial 
oiling need and only Eagle makes the 
COMPLETE line 


Order from your Distributor 


MANUFACTURING COMPANY 


Wellsburg 


| pliers ot production equipment have 
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paid special attention recently,” Mr. 
Conrad said. “One quarter of the 
companies surveyed indicated dissatis 
faction on these two point 

Industry is satished 
vith the smoothness and ease of 
hanging speeds of the equipment 
they buy,”’ he said, “as only one out of 
ten indicated these as being short- 
comings. Universal accord on all com- 
ments by large, medium and small 
ompanies was noted in the study. 
\pparently all of industry feel the 
same way 

Mr. Conrad pointed out that our 
vay to help industry obtain the type 
of machine tools it needs is to bring 
production engineers and production 
equipment suppliers together and let 
them exchange ideas. He said that as 
1 result of the survey the ASTE In- 
dustrial Exposition to be held in the 
Chicago Amphitheatre from March 
17-21, 1952 has been arranged to pro 
mote this interchange of ideas both 
at the booths of the hundreds of 
equipment exhibitors and at the ex 
tensive te ind panel 


ipp irently 


| 


AAT 


hnical session 
group discussions 
According to Mr. Conrad, the 
necessity of “Tooling for Security” in 
our critical production program re 
quires that the machinery needed to 
on both economic and 


The COMPLETE Line of 
Socket Screw Products 


Py Made by specialists in socket screw 
military fronts should be constantly manufacture in a plant devoted exclu- 
improved That industry recognizes sively to the manufacture of “Blue 
this is evidenced by figures from the Devil” Socket Screw Products. 

survey which show that 94% of all 
ompanies queried believe that de- 
velopment f better equipment is 


insure securit 


Socket Set Screws—recessed, safer set 
screws. Can be tightened more firmly 
without danger of stripping heads or 
slots. Available in cup, cone, oval, flat 


necessarv right now “ 
necessary right n or half-dog point. 





Socket Cap Screws—Internal wrenching 
saves space. Easy to use, no battered 
heads or stripped slots. “Blue Devil” 
socket screw products have precision- 
made class 3 thread fit. 

Socket Pipe Plugs—stronger, safer pipe 
plugs of heat treated alloy steel. Better 
seal, easier wrenching. 

Socket Screw Keys — for all standard 
sizes of hexagon socket screw products 
Also cadmium plated key kits for indi- 


“Input-Output” System 

To Measure U. S. Economy 
An intricate new tool for measuring 

the effects of one sector of the na- 


tional economy on all other sectors 
has been invented by the Bureau of 


Labor Statistics in Washington 
Called “input-output”, it involves 
keeping double-entry books on every 


vidual workers. 
Socket Stripper Bolts—also for cam mo- 
tions, link attachments or wherever a 





industry to show the purchases of one strong, long-wearing stud is required. 
from another. The final BLS report, 
using the new system, will-cover 500 
major sectors of the economy, includ- 
ing 330 manufacturing industries. 
Some 50,000 punch cards and 20,000 
typewritten data sheets will be re- 
quired 

BLS economists explained that the 
system adds a “new dimension” to 
national economic analysis, particu- 
larly in predicting future trends. For 
xample, it would reveal exactly what 
production schedules would have to | 
be set by each industry group to meet 
a national goal. It would also give a 
clear picture of future demand for 
products, it is claimed. 


Flat Head Socket Cap Screws — new 
flush-type screws with hex socket for 
tighter fastening. Fit standard counter- 
sin 


Sold through Industrial 
Supply Distributors 


Blu Dol 


SUUnt SAN VA ed 
SAFETY SOCKET ScREW COMPANY 





6500 AVONDALE AVE., CHICAGO 31, ILL. @ 11 Park Place, N. Y. 7, N. Y. 
Warehoused in the West by Liberty Equipment & Supply Co., 2010 E. 7th St., Los Angeles 21 
Warehoused in Canada by H. Poulin & Co., Ltd., 10-16 St. Patrick $t., Toronto 
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flexibl® shaft 
MACHINES 


your BEST BUY 
because they 

serve your customers 

BETTER! 


- 
43-SPEED JIFFY 


$J-38 


These two STOW Variable 
Speed Machines permit 
choice of operating speeds 

ore specially designed to 
provide the highest efficiency 
wherever applied. Many other 


models 


available 


Stow STREAMLINER 


STOW FLEXIBLE SHAFTS 


sre the result of specialized know! 
edge and 76 years of experience. 
Reliable, efficient they're famous 
for long-wearing, trouble-free per 
tormance 


| 


Write for Free Copy! | 


Don't deloy—write to | 
day for your free copy 
of Catalog #5! 


MANUFACTURING CO 


NPA Group Weighs Move 
To Standardize Fittings 


[he National Production Author- 
ity is considering a proposal to save 
carbon steel by standardizing steel 
pipe fittings 

[he proposed conservation order, 
imilar to one in force in World War 
II, is designed to increase production 

making use of conserved materials. 
It was discussed at a recent meeting 
if the Forged Steel Flange and Steel 
Pipe Fittings Advisory Committee of 
NPA 

Industry spokesmen said _ they 
greed to the plan, if the armed forces 

cepted the standard sizes. The 
mmittee will report on the order 
t a future meeting. 


Order L-278, the World War II 


plan, is estimated to have increased | 


sroduction 10 percent, saving 3,500 
tons of alloy steel, 175 tons of chro 
mium, and 17.5 tons of molybdenum. 

NPA officials reported that enough 
molybdenum is available for 75  per- 
ent of requirements, but that there 
is only half enough nickel. The in- 


dustry was advised to switch to straight | 


chrome stainless steel 


nickel-bearing steel. 


instead of 


The industry committee stated that | 


it had been unable to fille its allot- 


ment tickets and that curtailed pro- | 


duction has been necessary due to 


lack of materials at a time when plants | 


should be operating full blast. 


NPA Materials Orders 


Stress Limitations 


Here’s a summary of NPA M-orders 
Check the list to see | 
if anv of your customers are affected. | 


INVENTORY CONTROLS: Re- | 


issued recently 


moves inventory restrictions from nat- 
ural rubber latex and nicotinamide, 
nicotinic acid, phenolic 


tate; places tighter limitations on 19 
other items including cellophane and 


certain types of chemicals and alloy | 


and carbon steel 


Amend. 1, Dec. 14 
NICKEL & CHROMIUM 


restrictions on specific and users; no 
person placing orders for material to 
be used for any purpose indicated in 


NPA Reg. I, 


Sched. C is permitted to specify tem- | 


perature requirements beyond those 
necessary for their final operation. 


M-S0, Sched. C, Dec. 17) 
ALUMINUM SCRAP: No owner 
or generator of aluminum scrap may 
deliver within three consecutive days 
0,000 or more Ibs. to a dealer unless 





resins and | 
inolding powders and polyvinyl ace- | 


| 
Places 


UNEQUALLED 


for safe, hard blows 


CR 
JAW-HEAD | 


A perfectly balanced tool 
Tough, resilient water buffalo 
rawhide faces deliver needed 
power, yet protect fine finishes 
and delicate parts. Faces 
quickly and easily replace- 
able. Safety-Flare handle gives 
comfortable grip and prevents 
slipping. When you need a 
“soft” hammer, make sure it's a 
C/R Rawhide Jaw-head. 


FACES REPLACED IN SECONDS 


Merely | a nut 
jaws for replacing 
faces. When nut is 
tightened, faces 

are held in a 
vise-like grip. 





@ Available 

from leading in- 
dustrial suppliers. Also 
C/R Rawhide mallets 
mauls, solid head 
hammers 


For furthe 


cnicaco (rawhide MFG. CO. 


1301 Elston Ave., Chicago 22, Ill. 


STOW 


In Canada: Super Oil Seal Mfg. Co., ltd 
Hamilton, Ontario 


§ Shear $t., Binghamton, N.Y 
he reports transaction to NPA on | 
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n 152. Two copies of report must 

go to dealer. (M-22 amend., Dec. 17 
COPPER RAW MATERIALS: 
\uthorizes NPA to direct all copper 


raw materials, including intermediate 
shapes and refined copper, as well as 


ae en eee ee for your customers...and for YOU! 


LABORATORIES AID: Provides 
limited assistance to vital civilian labo 


ratories to obtain electron tubes and Carry Nationally 


resistors needed to carry on essential 


defense and civilian work. Suppliers Advertised GORHAM 


in arrange deliveries of small rated “ 
orders without regard to chronological Cutting Tools 
receipt of orders. (NPA Reg. 2, Dir. 4, 

De 19 


CERTIFICATION SIGNATURE: 
Provides that when a customer signs 
i purchase or delivery order, the sig 
nature mav also serve in most Cases as 
signature for certification of the fact 
that the order complies with NPA reg 
ulations. (NPA Reg. 2, Int. 2, Dec 
19 

BATTERIES: Limits manufacture 
or rebuilding of six-volt lead-acid stor 
ige batteries, effective Mar. 1 (M-93, 
De 19 


ELECTRIC UTILITIES: Permits 
them to obtain controlled materials 
in excess of minor requirements quotas 
in cases of emergency. (M-50 Amend 
Dec. 20 


STEEI SHIPPING DRUMS 
Modifies limitations on inventories to 
permit packers to have 45-day supply 
of each size and type. (M-75 amend 
Dec. 20 A complete line of the finest quality high-speed steel 


PRIORITY RATINGS: Permits cutting tools. Engineered, manufactured and heat treated in 
manufacturers and repairmen to us¢ . , 
priority ratings to obtain materials for Gorham’s three modern plants. Thirty-five years devoted to 
installation of industrial equipment 
and appliances; see Washington Bulle- ; 
tin page guarantee of finest quality tools. Tools that solve 


cutting tool research, development and production are your 


TOOL STEEL: Redefines “tool your customers’ problems . . . and produce 
steel” to exclude plain carbon steel 
ind adds hand hacksaw blades to list 
of items in which Class B high speed 


steel is prohibited. (M-80, Sched. B Make your Main Line the Name Line—“GORHAM" 
amend. Dec. 19). 





extra profits for you! 





A complete line of high-speed steel © MILLING CUTTERS 

TIN CANS: Permits users to adjust e SLITTING SAWS e END MILLS ¢ REAMERS ¢ TOOL 
bases for first three quarters of this BITS © CUT-OFF BLADES © WEAR-RESISTANT CENTERS 
year themselves. Revokes Dir. 1. | 120-page catalog describes © SPECIAL TOOLS plus Engineering, Laboratory and 
M-25. Dir. 3. Dec. 29: Dir. 1 Re complete Gorham line. ‘ 

tg . ’ oe . Write for your copy and Electric Foundry Facilities devoted to research and pro- 
voke Jan. | details of — Dis- duction of cutting tools, alloys and castings. 

; tributor Plan. 
MARINE MRO: Increases use of : 


DO-R-9 to obtain minor capital addi 

tions up to $1,000 each instead of 

$750. Updates order by changing all Col ae yoots 
references to fourth quarter 1951 to Tt co PANY . 











first quarter 1952 M-70, Amend. 14406 Woodrow Wilson Avenue 


Dec. 28 
™ Detroit 3, Michigan 
GLASS CONTAINERS: Revoke 
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: 


You'll never find a ‘Tugit’ owner run- 
ning ovt of jobs for this versatile 
hoist. 


Ask the foreman of maintenance and 
construction gangs, road crews, tele- 
phone service crews, what they think 
of the ‘Tugit’ on the lifting, pulling, 
stretching jobs they do. Look up the 
farmer putting up a wire fence and 
ask him what he thinks of it. Talk to 
the service men in the railroad shops, 
and ask them how they like it for 
lifting couplings into place on gondola 
cars or journal boxes into frame. 
Wherever you go—mill, factory, 
farm, repair shops, public utilities — 
you'll get the same answer, ‘Mister, 
that ‘Tugit’ is our handyman!" 

You'll find many places in your terri- 
tory where you can sell the ‘Tugit.’ 
Places where loads must be spotted 
accurately within a fraction of an 
inch; where space is limited; places 
needing a hoist of great strength 
but small size; possessing complete 
safety, portability; the ability to lift 
one- and two-ton loads. 


ee HOISTS 


MANNING,MAXWELL & MOORE, INC. 


MUSKEGON, MICHIGAN 
ane 8 
or lifting 
ye Ha i 
jated’ Safety and Relief Valve 
an’ Industrial Instruments 


basic order on use and manufacture 


but they are still subject to inventory 
restrictions limiting users. (M-51 and 
Sched. | revoke Dec, 29 


SKINS & HIDES: Removes wet 
ting controls on horsehides, domestic 
goatskins, deerskins and skivers and 
flesher M-62 amend. Dec. 29). 


fUBULAR GOODS: Restricts dis 
tribution of oil-country goods includ 
ing Casing, except tubing and drill pipe 
on ACM orders. (M-6A, Sched. 
Dec. 28 


CHEMICAIT WOOD PULP: 
Raises authorized inventory on N. A 
unbleached kraft pulp from 45 to 60 
day supply; permits carryover from one 
quarter to next of unused authorized 
consumption of market chemical wood 
pulp to the extent of 10 percent of 
base consumption; changes reporting 
on production. (M-72 amend Dec. 

29) 


PASSENGER CARS: Formally ex 
tends “percentage of industry rank 
ing” of manufacturers into first quar 
ter 1952. (M-68 Amend. 1, Dec. 28). 


Container Supply, Demand 
Reaching Better Balance 


Uhe supply of containers and their 
demand are more balance 
now than at am since June 
1950. The improved situation is due 
to the following factors 

1. The idequate supply of substi 
tute or alternate containers 

2. The lull which followed the high 
rate of container output prior to the 
third quarter. The increased output 
Was a result of scare buying, building 
of inventories in anticipation of future 
shortages and the general rise in de- 
mand occasioned by the overall in- 
creased economic activity 

3. The reduced ordet 
container manufacturers 

+. The lag in the 
seasonal buying 


nearly in 
time 


backlogs of 
normal holiday 


5. The expanded output of some 
basic materials used by containers and 
packaging industries 


Situation In Summary 


\ summary of the supply situation 
ot packaging materials indicates the 
following 

Corrugated and Solid Fibre Shi 
ping Containers—A_ plentiful face 1 
of paperboard placed the industry in 
1 favorable position to meet the de- 
mand which increased slowly in the 
latter part of the third quarter and 
which is expected to continue strong 


into 195 
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W. A. WHITNEY 
Hand Lever Punches 


—-—- 








£1 Pun Me” hole © thre Me 
ron —a _**, balanced 


28-8 Punch . We" hole 
@ thru Ye” iron — side gauge 
marked in fractional inches 


A SUITABLE TOOL 
FOR ANY NEED 


All W. A. Whitney Punches are built for 
hardest service according to their — 
capacities. A wide r a? of A, % 
sizes. We guarantee all 

Punches to give entire satistaction ‘on 
good service. Send for our new catalog. 


W. A. Whitney Mfg. Co. 


636 Race St. Rockford, Ill. 


* ATLAS * 


CAR MOVERS 


Shippers of Freight 
Need this Aid 


Cooperation with the railroads in 
getting freight cars loaded and 
unloaded and away from sidings 
is very important today. Your 
customers who have sidings 
need ATLAS Car Movers to do 
this job The secret of the 
power and speed of the AT- 
LAS Car Mover is the com- 
pound leverage construction 

(in the circle) which is the 
principle of a forward 

thrust instead of a lift. 

it will pay you to stock 
ATLAS. 














Model No. X 


APPLETON-ATLAS CAR 
MOVER CORPORATION 


1421-25 So. 2nd St. Milwaukee 4, Wis. 














No More Rummaging 
Through Stacks of Drills 


Sell it to industrial plants, hard 

ware stores, stock rooms. The en 

tire stock of drills can be seen at 

a glance Compartments with 

rounded bottoms hold dozens of 

drills Huot’s built-in inventory 

system does away with cost sheets 

—speeds 1414" long 

7%" high, 744" deep. Hammertlin 

baked enamel finish over rugged 

steel 

Dispensers for fractional, number By the 
and letter drills. makers of 


Write for catalog pages HUOT 


DRIL 
HUOT MANUFACTURING CO. anon 


551 No. Wheeler St. * St. Paul W4, Minn 


Easy to sell because it's 
the soldering flux that's 
easy to use. 


Fast selling as well as 
fast acting to properly 
condition metal for a 
strong union. 


Cost less 
in the 
long run. 


CHEMICAL CO. 
76 S. McDowell St. 
Columbus 8, Ohio 


Paper Shipping Sacks Shipments 
for the first nine months of 1951 wer 
about 19 percent greater than the 
same period of 1950. Paper inven 


mtinued low 


tories at bag 
ilthough a slight easing of supply 
was noted 

Fibre Drums 
but a slight increase was noted du 
ing the latter part of the third quarte 
is some steel drum 


pl nts 
pian 
Demand was Ww 


hanged to 
fibre drums. Raw material supplics 
were adequate to meet production 
needs. Order backlogs reduced 
during the quart 
Folding Paper B An abnormal 
drop in shipments during S« ptemb« 
was attnbuted t istome! heav 
box inventories. A total of 539,807 
short tons of folding boxboard wa 
produced which was 167,088 short 
tons less than the total for the pres 
ous quarter 
Set-Up Box Production of set-up 
boxboard was 159,800 short tons 
i SIX percent i 
crease over the third quarter 195] 
lhis, however was a substantial drop 
of 42,587 tons or 2] it from th 
1 quarter | Kraft pape 


remamiec 


which represente 


secon 
scarce bi l paper an 
iilable b 


requl C 


omparcc 
)peration 

bout 10 p 

m Villian to 
hief fact 
backlog 
id of the 


materi idequat 


reauces 


normal 

rebound 

Value of the 
ments was > 

with $16,011, I the second 

quartet! 195] ipment of both 

wirebound industrial and fruit and 


rate declined 


Compal a 


vegetable boxe 
from the pre\ rt 

Metal Strapping—Third quarter 
operation, though equal to the second 
quarter of 1951, wa ubstantially 
higher than the third quarter of 1950 
Ihe industry was confronted with a 
continued shortage of metals in the 
face of heavy demand 


t 


Raw material 
inventories were very low with order 
backlogs high 

Steel Drums and Pails—Shipments 
of heavy steel barrels and drums in 
creased 2.8 percent over the total for 
the third quarter of 1950, but wer 
down one percent from thé 
quarter 195] rhe total shipments 
of light type drums were down 7.6 
percent from the md quarter of 


econd 


REASONS 
FOR HANDLING THE 
COMPLETE MAC-IT LINE! 


1. The complete Mac-it line 
of heat-treated, alloy steel 
screw products enables you 
to meet a wide variety of 
your customers’ needs, 

2. You get a definite dis- 
tributor sales policy 

3. Specials in alloy steel are 
made to customers’ specifi- 
cations 

4. Advertising and mer- 
chandising help to support 
your selling job. 

5. You handle an_ estab- 
lished quality line recog- 
nized for dependability for 
over 35 years. 


Mac-it screw products are 
sold through leading in- 
dustrial supply distribu- 
tors everywhere. Let the 
complete Mac-it line 
cover more thoroughly the 
needs of your customers. 
Write today for complete 
information. 


vy 





1951. The total third quarter 1951 
shipments of packages, kegs and pails, 
increased 3.8 percent 


STRONG, CARLISLE 


& HAMMOND COMPANY 
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MORE TOOL SALES FOR YOU 
AS PLANT CONSTRUCTION 
AND MAINTENANCE SOARS 


Sell the Greenlee line of 
timesaving tools ...in greater 
demand than ever before 


Here are clectricians’ too lesigned spe- 


“ally to turn hard, tediou to simple 
me Here are tools 1 
talk about them on every ca 
son 
GREENLEI 
HYDRAULK 
PIPE AND 
CONDUIT 
BENDERS tor 
ick, easy of 
or bend 
g of pipe and 
luit, With 


*REBNLEF HAND 
DERS tor quick 
bends 


brass and 


gsmalirads 
opper 
tubing, conduit 
Especially de 
make neat bends 
for share OOKS 
Several tvre HAND BENDERS 
GREENLEE 
PUNCHES 


tor making 


KNOCKOUT 
AND CUTTERS 
smooth openings 

1'y minutes of 

ard rubber or 

operated 
ar f Ii ary 
inate ted 
g. Another big 
the Grreenice 
Punch 
table 


es 


1ous 


hes 
throug ( ige Metal iff to make 
ope 
OTHER GREENLEE 
TOOLS: Hydraulic Pipe Pushers; Electricians 
Auger Bits, Ke Hanger Drills; Bit Exten- 
$s, hx pansiv Bir lot Borer 
Drivers; Automatic Push Drills and many others 


IMESAVING 


$, Spiral Screw 


= | 
GREENLEE 


Write today for sales facts, descriptive literature and 
salesmen's catalog pages on the Greenlee Line. 
Greenlee Tool Co., 1844 Columbia Ave., Rockford, Ill, 
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Commerce Rounds Up 
Production Ideas 


Beneficial 
established in the De- 
Commerce. Fashioned 
ifter WPB brain the unit 
vill pool and interchange ideas to 
nation’s current produc- 


The Cle ining House for 
Suggestions wa 
f 


partment D 


bank”’, 


benefit the 
tion efforts 

Commer Secretary Charles Saw- 
Industry has long re 
skilled workman at his 
workshop often gets ideas 

iting to reducing production time, 
increasing ifetv or | costs 
vhich can be way 
Many of thes ipplied 


to WMualr 


explain d, 
ized that the 


bench in th 


lowering 
other 


ideas can be 


gotten no 


situations in 
thi thout the 
ded 1S 1 

| 


ountry 
exchanging 
them 
re they will do the most good 
During World War Il manufac 
ent ideas ev n their shops 
in WPB 
ideas that were most practical and 
widest use were published and 
Cl ilated I'he result 


ind interchange 


medium for 


eas and making known 


OIVNCG 


learing house 


toa § milar 
The 

had the 
vas a pooling 
if productivity ideas 
which were often little things in them 
elves, but cumulatively had a tremen 
dous effect in indus 
trial production and making it more 
efhcient and safer 

“In our current race to tool up to 
meet any emergency in the 
fastest possible time, there is just as 
much reason, if not more, to pool om 
industrial know-how today.” 

Mr. Sawver said the activity would 
he undertaken in a modest way on as 
nearly a self-supporting basis as possi 
ble. The following measures are being 
taken 

1. Letters to industrial leaders ask- 
ing cooperation and to designate off- 
cials to forward beneficial suggestions 
to “Suggestions, U. S. Dep't of Com- 
merce, Washington 25, D. C.”. 

Material to be handled by the 


peeding up our 


defense 


Office of Technical Services which will | 


digest them and incorporate them into 
1 newsletter to be circulated among 
interested industries 

3. Manufacturers who desire full 
data listed in the newsletter will be 
furnished photocopies at approximate 
cost charges. Contributors will be 


credited 


Rope Maker Names Agent 
The Edwin H. Fitler Co., Phila- 


delphia rope manufacturer, has ap- 
pointed Lou A. Delaney Co., manu- 
facturers’ agents, as its representative 
in Wisconsin, Minnesota, Tlinois, 
Indiana, Iowa, and parts of Missouri 
and Nebraska 
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EMBURY 


The Torch that 
Stays Lighted 


windproof...weatherproof 


>, 
CO rx Le EMBUR 
-_ << 


EMBURY <:- 


TORCHES & LANTERNS o, 


Here's a real 


SALES BUILDER 


the ORIGINAL and ONLY 


"MORE POWER 
PULLER —— 


The flexibility, sturdy construction 

ht weight of this unique 
Power Puller offers real sales pos- 
— wherever a puller can be 
us 


It is hand operated—requires no 
i ical or fuel cti and is 
quickly available for use. 

This compact light weight puller is 
easily carried as a part of your tool 
kit or equipment. 


Comes equipped with 20, 30, or 40 ft. 
of cable. 


List Price $27.75 to $33.80 
Write, Wire or Phone 
Distributor and Dealer 

Openings 


The 
Wyeth Seal ce 


NEWARK, OHIO 














MATERIALS HANDLING LOGAN 


ARIDIFIER 


DEVICES 


“Ay 


LIFTING CLAMP 
@eeeeeee 


ry? 


REMOVES 92% OF 
OIL, WATER AND 


KS DIRT FROM GAS 
NEW HEAD of Don F. Johnson & 
es Co., Buffalo, N.Y Howard A. Neu AND AIR LINES BY 


vecker (right Her examines hoists CENTRIFUGAL FORCE 


with his predecessor Walter Leney 
DRUM TILTER ind Manning, Maxwell & Moore Rep 
eeeeeoeee2 resentative, J. Raymond Jone 


4 SIZES 


ee 
2 How ird \ Neubec ker has been 
elected president of the Don F. John- replaces any standard type of 
ams DRAG CLAMP , DRUM OPENER seed . hpesthons: ae ee = a drier. Saves tools. Capacity range 
VCs OK ¢ s < s i\ JUS i ° 
MERRILL BROTHERS Neubecker, who started with the com- 7CFM to 17,000 C.F.M. 
56-16 ARNOLD AVENUE 


aailiin bs vy pany in 1929 as an office boy, suc- 
i . ceeded Walter E. Leney, who has 


resigned. Mr. Neubecker was for- 

merly vice president and treasurer. Backed by national 
W. J. Taylor of Jamestown was advertising, dealer helps and a 

elected vice president. He also will distributor policy 

continue in charge of the company’s that guarantees 

Jamestown branch. J. Carl Snyder, stock movement. 

who has been in the industrial crane Write for details 

and hoist business many years, has of our sure-fire 

joined the company as treasurer. Wil- | | 

liam T. Denz, who has been a — 

company salesman, was named _sec- e 

retary and sales manager. Mr. Neu- Exploded illustration 

becker, Mr. Tavlor and Mr. Snyder shows how cir move- 


have acquired Mr. Leney’s interest in ee ee 
the company. speed, thereby remov- 
ing contamination 
from line. 





Neubecker Elected Head For paint and lacquer 
Of Don F. Johnson & Co. spraying, ceramic sand blasting, 
air cleaning, etc. Make new instal- 
lations more efficient. Easily 





Biggs Made Vice President papcnennmcn 
Of American Brake Shoe AGENTS WANTED 


Some territery still 


E MAKERS of 
GRC WING NUTS Fred P. Biggs has been elected a 

vice president of American Brake Shoe 
@ no tool marks, 


uo cabal Gans 0 ind cially Company, New York. Mr Biggs is 
ot tow eset to aaeet every o> also president of the company’s Brake 
quirement @ die cast, not turned! Shoe and Castings Division. 

@ non-ferrous, rustproof zinc Mr. Biggs has 
— = attractive, durable, de- sales positions since he joined the 
—— Company in 1916. He was designated 
Class 2 threads tapped square with s ; 

Seco of tat, All commaseal Gildas vice president in charge of sales for 
in popular thread sizes. SUBSTAN- both Brake Shoe and Castings and 
TIAL SAVINGS! Specials to order Southern Wheel Divisions in 1944, 


8 
POPULAR 











served in several 


Write today for bulletin, becoming president of Brake Shoe and |“ ENGINEERING 
samples, prices Castings Division in 1950. He is a < COMPANY 


member of the New York and New 
m GRIES REPRODUCER CORP. England Railroad Clubs, and of the 
MD 110 Willow Ave., New York $4M0 5-7400 | Central Railroad Club of Buffalo. 4911 W. Lawrence Avenue * Chicago 30, Ili, 
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the leading source for Stainless 
Screws, Nuts, Bolts, Washers, 


© WRITE FOR CATALOG H 


gn MANUFACTURERS SINCE 1929 
a % 
yY » ¢ 
as iS , SCREW PRODUCTS COMPANY, INC. 
Srene® 33 GREENE STREET NEW YORK 13, N. Y. 








For Volume Sates 


i 
CONCO SPUR GEAR HOIST 
( In capacities ranging from %-ton through i 
25-ton. All modern features. Request bulle- i 

A tin 1540. For army type and low-headroom 
type trolley hoists request bulletin 1550. ‘ 

| 

{ 





CONCO DIFFERENTIAL HOIST 


Light weight, low cost. Capacities 4-ton 
and l-ton. Request bulletin 1520. 


CONCO I-BEAM TROLLEYS 


Plain or geared type, with Hyatt Roller Bearing wheels, 
in capacities of 1-ton through 10-ton 
Request bulletin 1510 


CONCO ENGINEERING WORKS 


Division of H.D Conkey & Co, Division Street, Mendota, Illinois 
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BEFORE alterations, Matthews Morse 
Sales Co.'s new facilities at 301 East 
7th Street in Charlotte, N. C. looked 
like this and “home” to a dvestuffs 
compan\ 


BUT AFTER the remodeling and mod- 
ermnizing of the building, the firm did 
business in one of the most up-to-date 
plants in Charlotte... 





Rosenquist To Represent 
Mine Safety in New England 


Jesse W. Rosenquist has been ap- 
pointed territorial representative in 
Maine, New Hampshire, Vermont 
and part of Massachusetts, by the 
Mine Safety Appliances Company, 
Pittsburgh manufacturer of safety 
equipment for industry, mining and 
agriculture. 

His territory includes the Massa- 
chusetts counties of Franklin, Hamp- 
den, Hampshire and Worcester. 

Mr. Rosenquist joined the sales 
engineering staff of Mine Safety Ap- 
pliances Company following his grad- 
uation from Lovola University, Los 
Angeles. His work up to the present 
has been concentrated on industrial 
safety problems 





Leonard To Represent 
Norton in New England 


J. Richard Leonard was appointed 
sales representative in the Grinding 
Machine Division, Norton Company, 
covering Maine, New Hampshire, Ver- 
mont, Rhode Island and eastern and 
central Massachusetts, with headquar- 
ters in Worcester, Mass. 

Mr. Leonard has been with the 
company for 29 vears, primarily en- 
gaged in sales and service work in 
various capacities in this division. 
From 1942 to 1949, he served in the 
Chicago area as field engineer. Mr. 
Leonard again returned to Worcester 
to become an instructor in the Norton 
School of Grinding, serving in this 
position until his present promotion 

He succeeds Louis J]. Camarra, who 
has been assigned duties with Norton 
Behr-Manning Overseas, Inc., the 
newly formed company to handle all 
of the export business and direct the 30 000 ay af j nt 
sub idiary plant operations of these v more SQ. e p a 
two corporations throughout the 


world to aid Bassick distributors! 


You can expect better deliveries in 52 on Bassick industrial truck 
‘ — casters, thanks to additional manufacturing space in New Haven, 
Brinkworth Heads Division & sp 


Conn., now in operation. 
Of Link-Belt Co. Sales Increasing demand made this expansion essential to relieve grow- 
William J. Brinkworth has been ing congestion in our Bridgeport plants, to improve operating facili- 
named Southwestern division manager ties and, most important, to improve deliveries to -you and your customers. 
of distributor sales for the Link-Belt 
Co., Dallas, ‘Tex 
Mr. Brinkworth, who joined the 
company in 1929, was previously field 
= 1¢ 
iat cen old tc de eee No wonder it pays to do business with Bassick! THE BAssick 
nent in Floaston ComPANY, Bridgeport 2, Conn. /n Canada: Belleville, Ont. 


This expansion is just one of the many ways we hope to help you 
Bassick distributors sell more casters in 52. Another way is by in- 
creased advertising . . . more Bassick advertising this year than 
ever before. 





For rugged heavy duty service 
up to 2000 Ibs. per caster! 


Top and horn plates of forged steel and en- 
closed heavy duty main load bearing of 
the finest unit type, 6 in. forged steel wheel, 
make Bassick’s HA an almost indestructi- 
ble caster . . . one of the many ways that 
Bassick helps reduce the “Reducible 
30%”*, and keeps your customers satisfied. 


* Materials-handling . . . about 30% of total 
cost, one of the few costs reducible today. 


MAKING MORE KINDS OF CASTERS 
“Tells the best darn stories . . . too MAKING CASTERS DO MORE 
bad he never mentions his products so , 
| could give him a small order occa- 
sionally.” 
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“pemmadetonnie™ 





REASONS 
why it's 

GOOD BUSINESS to SELL 
Bett Saver PULLEYS 


I— Due to exclusive cone and wing design, 
no abrasive materials or sharp lumps 
can lodge between pulley and bell. 


B— Belt life is increased because this self- 
cleaning feature eliminates any 
stretching or gouging of elevator or 
conveyor belt. 


B—Loose material flows eway from the 
belt and dribbles out harmlessly at 
pulley hubs. 


4— Rounded ends and smooth chamfered 
edges of vanes or “wings” do not 
wear or abrade belt. 


B—Pulley “wings” are so spaced thot belt 
flexes naturally and without strain. 


G@—Belt life is greatly lengthened. Users’ 
reports range from 25% to 400%. 


7—Interchangeable with solid pulleys. 

@— Easy to install. 

@—Recommended by leading manufactur. 
ers of conveyor belts and by hun- 
dreds of users. 


1@—Soles build customer goodwill and 
bring repeat business. 


Available in diameter sizes 
ranging from 6" to 40” 


Write today to Sprout, Waldron & Co 
3 Logan Street, Muncy, Penna. 


Distributor Entertains Manufacturer 


Launching new line of E. C. Atkins & Co., officers of R. ( 


Neal Co. hold banquet 
in Buffalo 


R. C. Neal Co., Inc., Buffalo, N. Y 
distnbutor, held a banquet at the Buf 
falo Athletic Club marking acceptance sented by Augustus Vogel, general 
of the line of FE. C. Atkins & Co., sales manager of the industrial divi 
Indianapolis saw manufacturct ion, George Hunter, assistant sales 

Ihe entire R. C. Neal organization manager, industrial division, Howard 
was present, including R. C. Neal. Jenkins, sales manager, Eastern divi 
president, Harry Lock, sales manager, sion, and Maurice R. Greeson, area 
IF. J. Zierk, treasurer, and A. EF. Chip- _ representative 


men, purchasing agent 
The Atkins organization was repre 





‘‘Televising’’ Use of a Product 


Rear view projector simulates television at sales meeting of Allen Supply Co., Cedar 
Rapids, and Henry Disston & Sons, Inc 


Sales personnel of Allen Supply Co., Among those who attended were 
Cedar Rapids, Iowa, participated with John Krabbenhoft, I. L. McEvers, 
representatives of Henry Disston & Fred Anderson, Vern Samuelson, 
Sons, Inc., Philadelphia, in an indu Henry Allen, Alfred Sindelar, Edward 
trial education program featuring the Sealls, Steve Oakley, Arthur Hanson, 
use of a built-in r William Miller, Lou Jander, Kenneth 

Mav, George Mochlman, and Walter 
Cunnington 


cord plaver and rear 
view film projector, designed to rescm 


ble a television cabinet 
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American Steel Announces 


Three Sales Appointments 
Appointments affecting sales offi 
als m New York and Philadelphia 
district sales offices of American Steel 
& Wire Division of U. S. Steel Com 


xinv have been announced. 

Named as manager, New York dis STOCK EP 4 3 % 

t sales office, was W. W. Deal, 

ho for 21 vears has held a similar 

vost in the division’s Philadelphia dis- 
trict sales ofhice. He fills the vacancy 

cated by the recent death of W. E 
Na klev 

I.. L. Anderson, assistant manager 

iles at Philadelphia since 1937, 

vas elevated to manager of sales there. 
R. W. Drake, manager of sales at 
Wilkes-Barre since 1947, was trans- 
ferred to Philadelphia as assistant 
manager of sales 

Mr. Deal, a native of Rhinebeck, 
N. Y., has been associated with Amer Precision machined for shafts from %%@"’ to 3” 
ican Steel & Wire since 1911, when diameter inclusive. Fitted with the famous self- 
he started as a mail bov in the com- locking UNBRAKO Socket Set Screw—the screw 
pany’s New York office. He next be that positively won't work loose. Write for 
ime a clerk, then a correspondent, descriptive literature. STANDARD PRESSED 
ind—after 18 months of naval service Sree. Co., Jenkintown 13, Pennsylvania 
in Wo War S I > was 
sti wed (ne awry HALLOWELL POWER TRANSMISSION DIVISION 
ind became manager of sales there in 
1930. He is married and has one son 

Mr. Anderson is a native of Phila 
delphia and has been associated with JENKINTOWN PENNSYLVANIA 
the sales office there since joining the 
company in 1921. He started as a 
price clerk, five vears later became a 


correspondent, and in 1933 a sales SPECIFY 


man. He is married, has two sons and 


1 daughter. and resides at 7805 Ard 

more Avenue, in Chestnut Hill 
Mr. Drake was born in Trenton, er 

N. J.. and attended Rutgers Uni- ee T PF 

versitv. He started with American - 

Stecl & Wire as a weigher and clerk 

in its Trenton mill in 1937. He ad- IN 6 FT. - 8 FT.OR 10 FT. LENGTHS 

vanced to foreman and then to pro 

duction planning supervisor in the 

rope division, prior to his transfer to 


the sales department in 1943. His Quality features 
first post there was as a salesman at packed into 


Wilkes-Barre and four vears later he | every inch of this 

became manager of the office. He is outstandin 

married and has two sons and a ate the best BL Miwa Lame made 
me at the lowest price yet 


Wagner Electric Snow-white blade with bold, legible, _Exclusive Evans automatic brake 
Promotions Announced jet-black numerals and graduations. gives smoother push-pull action with 

- © > Graduated in 32nds for first 6 inches. absolutely no “creeping” of tape into 
Mr. J. S. Smith, Director of Pur- Sturdy die-cast case heavily chrome 8 
hases, Wagner Electric Corporation, plated, calibrated for quick reading in- Underside is white too. Mark with 
recently announced the appointments side and outside measurements. ordinary pencil, remove mark with 
of Mr. H. S. Garrett and Mr. J. V. Blade ¥2” wide made of finest high tick of thumb. os 
Christman as his assistants, with Mr. carbon steel—tempered —Bonderized— Every “Evans White-Tape” is un- 
M. W. Cox as the Supervising Buyer enemetiod—Daied. es 


Mr. Cox will be responsible for the Blade replaceable in seconds — with- Check these list prices: 


out tools—without even opening case. 10-ff.$1.49 8-f.$1.19 6-1. 98¢ 
duties of office supervisor in the Pur- And Evans replacement blades cost far 


hasing Department and will also be less. = ‘ 

responsible for the administration of @7847 vat &CcO.: Elizabeth, N. J.—Montreal, Que. 
buving policies. He will be assisted in Trteee Mater Go tay weet ant Gonaee, 

his new position by Mr. J. E. Roth. Makers of Evans Folding Rule and ‘The Folding Yardstick 
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Model 610 is a low-priced 

on wih © eines ta Model 816 cuts 8” round 

cutting 6” round and 6” ond 8” x 16" flat. Model 

x10” flat. Also avoilable 824 cuts 8” round and 8 

with coolant equipment x24” flat. Both models 
available with coolant 
equipment 


Model 1220 for extra large 
cutting jobs. Capacity 13 
x 20” flat and 12” plus on 
rounds. Available with 
coolant equipment for con- 
tinuous production cutting 


METAL CUTTING BAND SAWS 
That's right! You'll sell more and cutting at lowest cost. Features? 
profit more with Kalamazoo. All No other saw can beat a Kalama- 
you have to do is tell your cus- zoo. Stock up now so you can 
tomers how a Kalamazoo gives offer quick delivery. Write for 
them faster, more accurate metal free catalogs. 


MACHINE TOOL DIV. Kalamazoo TANK and SILO CO. 


218 HARRISON STREET * + * KALAMAZOO, MICHIGAN 


right out of 
the catalog 


- = 


Real Service To Your Customers 


When your customer's product calls for any of 
these roller chain sprockets as diagrammed, the 
new Sewall Stock Sprocket Catalog 


can save him time and money. Muay OLS} S) 
we send you a copy? 
In addition, inquiries are welcome on omy 


any type of custom-built cut tooth 
gears. . . racks . . . sprockets St. Paot: 


NEst 
SERVICE OFFICES IN ST. PAUL AND CHICAGO ral 





E. B. SEWALL MANUFACTURING CO. 
662 Glendale St. + St. Paul 4, Minnesota 
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Dempsey To Supervise 
U. S. Steel In Chicago 


Nelson W. Dempsev, general sup 
erintendent of American Steel & 
Wire’s Cuvahoga Works, Cleveland. 
has been appointed assistant manager 
of operations of the Chicago district 
of this division of U.S. Steel Co. 

Mr. Dempsey, 57, has been gen- 
eral superintendent of Cuyahoga 
Works since September, 1950, having 
left a similar post at the Wire Divi 
sion’s Waukegan (IIl.) plant. 

‘A native of Stoneham, Massa 
chusetts, he received his high school 
education there before attending Tufts 
College in Medford, Mass., where he 
was graduated with a degree in chem 
istry. He joined the Wire Division’s 
Worcester (Mass.) Works metallurgi 
cal laboratory in 1917. Shortly after, 
he entered the Army and returned to 
American Steel & Wire in 1919 

He was transferred to Cleveland 
headquarters as an instructor in the 
Educational Bureau in 1920. After a 
series of promotions, he went to Wor- 
cester in 1938 as district metallurgist 

Further promotions led him to the 
post of assistant to the superintendent 
of the Worcester North Works in 
1943. In 1944 he became assistant 
superintendent of the Waukegan (TIl 
wire division and later that year divi 
sion superintendent of the wire mill 
Ife was named general superintendent 
of Waukegan Works in 1947 


J.T. Ryerson Acquires 
Seattle, Inland, Steel 


Joseph T. Ryerson & Son, Inc., 
Chicago has acquired the stocks and 
warehouse facilities formerly owned by 
the Seattle Steel Co., Seattle, Wash.. 
and the Inland Empire Steel Co. of 
Seattle and Spokane. 

Seattle Steel Co. founded in 1931, 
was a leading warehouse distributor in 
the Pacific Northwest for carbon, alloy 
and stainless steel in bars, structurals, 
sheets and tubes, and brass, bronze, 
copper, aluminum and many other 
products 

Clyde Summerville, president, Wil 
liam Case, Seattle sales manager, and 
Rov M. Bialkowski, Spokane manager 
and the entire Seattle Steel and Spo- 
kane organizations will continue on 
with the new owncr’rs. 

Seattle Steel Co. occupied a space 
of about 75,000 sq. ft. and normally 
carried a stock of about 7,500 tons of 
steel and other metals. It also served 
the mining industry with drill rod 
rock bits, and carried a line of special 
products including drills, reamers, files, 
tools and equipment 





Look for Good Year 


In Electric Tools 


A good year for electric tools and 
business in general was forecast by 
executives of Porter-Cable Machine 
Co., Syracuse, N. Y., at the company’s 
annual three-day sales meeting held 
recently im Syracuse. 

J. A. Proven, vice president in 
charge of sales, called 1951 the big 
gest year in the history of the firm in 
spite of restrictions and business fluc 
tuations. He predicted a continued 
high level for 1952, but stressed the 
need for increased planning and effort 

Melvin G. Grover, Fawcett Pub 
lications advertising manager, de 
scribed the market for non-profes 
sional tools. He said that sociological 
trends of the past 50 years, particu 
larly increased leisure time at home 
ind stimulation of interest in manual 
training tools by the wartime armed 
forces, have greatly increased the mar 
ket for power tools. Besides interest 
in portable tools for hobby workshops, 
home owners have become skilled in 
doing their own repairing, and even 
will leave new houses unfinished be 
cause of high costs, to complete them 
in spare time, he pointed out 

Mr. Grover called this market espe 
ially welcome over-the 
counter sales led to greater profit mat 
gin and less credit loss. Also, it pro 
moted tie-in sales for lumber, paint, 
ind other supplies. 

He cited the semi-profesional boat 
building market and the farm market 
as other areas with great potential for 
portable tools 

John Van Deventer, vice president 
for Building Supply News and Prac- 
tical Builder, predicted a good build- 
ing year in 1952. provided Washing 
ton does not apply control over credit 
ind materials too stringentlv. He said 
that in spite of gloomy predictions for 
1951, the past vear turned out well for 
the industry, which now eniovs easier 
mortgage money and smaller down 
pavments for lower-priced houses. 
Builders should be sold heavily on 
power tools as the answer to the price- 
squeeze problem, through increased 
construction efficiency, he said 

“The short term outlook for power 
tools is excellent. The long term 
prospects are stupendous,” Mr. Van 
Deventer stated 


because 


Graymills Now in Chicago 


Graymills Corp., formerly located 
in Evanston, Ill., has moved to Chi- 
cago. Its new location is on North 
Lincoln Ave. 


ALL TYPES 
ALL SIZES e ALL METALS 


Standard and 
Special Sizes 


PRECISION MADE 


Submit your 
requirements 
for prompt 
quotations 








ATLAS WASHER MANUFACTURING CORP. 
408 12th ST., DEPT D, BROOKLYN 15, N. Y. 








The Big Four 


Ready for Instant Shipment 


Suppliers to Industry 
for more than 67 years 


HARRIS 





Prescrition glasses 
4%". 39-B 
4” lens should accommoc ul 
tion glasses but the six-inch lens is ¢ 
who like the “‘extra’’ roominess 


Your Mail Order Wiil Be 
Shipped Promptly 


Remember this is an exclusive Selistrom “Jumbo’ 





Bye Shield, protected by a patent. The retail sel! 








ing price is $2.00. Thie shield is not a gamble 
Even in the original smal! size it has proven itself 
@ steady repeat seller. Usual sales per dozen: 2A 
4B, 4C and 21D. This shield is sure to be very 
popular with your trade and highly profitable f 
you 


SELLSTROM 
MANUFACTURING COMPANY 


Let Sellstrom Protect Your Eyes and Face 
662 North Aberdeen St., Chicago 22, Iil. 








FLOATS IN . copper — monel — nickel — 
ass — everdur — aluminum — stainless steel 
ALSO + tanks + coils * bends * expansion 
joints + kettles + dippers * evaporators * 
heaters * coolers * chemical apparatus 


@ The demand is for top quality products — 
HARRIS gives you this with fine profits, Consuilta- 
tion with our engineers is without charge. 


ARTHUR HARRIS & COMPANY 
210-218 N. Aberdeen St. Chicago 7, Ill. 
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ALLIGAI GAIO R 


Sf CONVEYOR 
BELT LACING 


Every Tooth A Vise 


in Long Continuous Lengths Ser Conveyor Belts ... 


% Excellent for Package Conveyors, Portable Loaders, Trenching and Ditching 


Machines, etc. 


% In canneries where corrosion or rust is a problem specify Alligator made 


of Monel. 


% For magnetic separators or anti-sparking specify Alligator made of Everdur. 


% Separable and smooth on both sides. 
% 12 sizes. For belts from 1/16” 


to 5/8” 


thick—and any width. 


Order from Your Supply House. Ask for Bulletin A-60 
FLEXIBLE STEEL LACING CO., 4633 Lexington St., Chicago 44, Ill. 


JUST A HAMME 


mee APPEY IF 


TAC does what % | 


do! 


other tool can 


AT LAST! 
RATCHET WRENCH 


AN OPEN-END 
—the 


world’s first true universal wrench. 
A patented design for connections 
en tubing, rods, piping, conduit, 


studs, etc. Sixty-four socket 


from %” to 4”. Smallest effective 
ratcheting arc yet—5S° to 74°. 
TAC will also de every job any 


sizes makers of 
advanced tools 


for industry 


erdinary ratchet wrench will do: 


ene TAC set replaces literally 


doz- 


ens of single-purpose hond tools 


TUB 


12 South Victo 


ING APPLIANCE CO. 


a+ 10321 Anza Ave + Los Angeles, Calf 
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Fairbanks-Morse Lists 
Sales Staff Changes 


Morse & Co., Chicago, 
recently the following 
hanges in its sales organization 

J. A. Cuneo, formerly Chicago 
branch manager, has been promoted 
to general sales manager. Milo C 
Roy, formerly Omaha branch man 
iger, succeeds him in Chicago. J. W. 
Wright, former diesel sales division 
manager, has been named Omaha 
branch manager. C. FE. Dietle, for- 
merly diesel department manager, 
Chicago branch, will take over the 
diesel sales division. W. B. Wylly, 
former Houston, Texas, sub-branch 
manager, is the new Atlanta branch 
manager. The St. Paul, Minn., branch 
will be managed by L. A. Weom, for 
mer St. Louis branch manager, suc 
ceeding A. C. Thompson, retiring 
ifter 45 years’ service. Clifford J 
Schroeer, former diesel department 
manager in St. Louis, is taking over 
the St. Louis branch managership 

Other changes followed announce 
ment that two of the company’s divi- 
sions, electrical and scale, would op 
erate autonomously 

General manager of the Electrical 
Division will be Gordon R. Anderson, 
manager of the Freeport Works. W 
HI. Kingsley will be division sales man- 
wer. Both executives’ offices will re 
main in Freeport. George C. Worth 
lev, scale division manager, has been 
named ral manager of the new 
iuitonomous Scale Division. Joe Peter 
will be sales manager. Head 
quarters will be in Chicago 


Fairbanks, 
announced 


gen 


on 


Keckley Names Lankton 
To Handle Jobber Sales 


O. C. Keckley Company has ap 
pomted Kenneth FE. Lankton = m 
charge of the industrial distributor dc 
partment. Mr. Lankton has been asso 
ciated with the firm for six years as 
Vice President and Sales Manager for 
its line of precision pressure regulators, 
temperature regulators, float valves, 
pop safety and relief valves, and other 
items for steam, air, and liquid con 
trol applications, and is well qualified 
to the engineering 
and merchandising of these products 

Increased sales through industrial 
distributors has led to this change. 


assist jobbers in 


Woodward Plans 
The 
N. ¥ 


fire 


Addition 


Woodward Company, Albany 

. whose building was swept by 
last October, plans construction 
as soon as possible of a new one-story 
warchouse addition. Following the 
fire, the original three-storv structure 
was converted to a two-storv building 








Federated Metals Appoints 
New Type Metal Salesman 


John A. Feairheller has been ap 
pointed a Sales Representative of the 
l'vpe Metal Department of Federated 
Metals Division, American Smelting 
ind Refining Co. Newark, N. J. 

The addition of Mr. Feairheller is 
1 further move on the part of Fed- 
erated Metals to expand its Type 
Metal organization and to provide 
additional services to its customers. 

Mr. Feairheller will make his head- 
quarters at Federated’s Philadelphia 
Sale Office in the Lincoln Liberty Profit by the experience of thousonds of others who have 
Building. He will serve the Graphic proved thot UMH METAL HOSE renders maximum service 
\rts trade in the Philadelphia and under stress, costs less in the long run, gives ee 
Fastern Pennsylvania area. Shipme ten. Nome eny comeyente prebhee where Suaiaiy © 
f | » ii 1 ; h . ‘ hij « = durability are a must and UNIVERSAL will provide the 
tf Lype Metals to this territory wl right type of metal hose for the most exacting job 
be made from Federated’s Philadel- MH 
phia plant , U 

Bcloss coming to Faderted the Seamless Flexible Hose, leakproof under 

ms ederated, * high pressures and resistant to vibration 
ippointee was associated for six years UMH 
with the Bingham Brothers Company, 


interlocked High Pressure Hose with 
sellers of rollers to the Graphic Arts asbestos packing 


Industry UMH 
Interlocked Exhaust and Blower Tubing, 


Send us an ovtline 
up to 12° 1.D 


of your requirements 
Rockwell Makes Boezinger This is just o part of the complete line of and osk for 


UMH Flexible Hose that solves every Cotfalog U-10! . 
Regional Sales Manager conveyance problem today! 


H. Boezinger has been appointed UNIVERSAL METAL HOSE CO. 


western regional manager of sales for ICAGO LLINO 
Rockwell Manufacturing Co. and will SS ee : _—~ — 4 
cordinate sales activities for the San 
Francisco, Los Angeles, Seattle and 
Salt Lake City districts. 


Mr. Boezinger joined Rockwell in CONGRESS SHEAVES d V BELTS 
1927 as a sales engineer for the West an - 
Coast area. Prior to his new appoint 
ment he was Pacific Coast district 
his hee on ; is rg 7 = ror @ Precision built. Soundly engi- 
1is headquarters in Los Angeles neered. Widely used as original 
equipment by hundreds of the 
largest manufacturers of such 
appliances as washing machines, 
dryers, laundry equipment and 
air conditioning installations. 














Congress FHP pulleys are avail- 
able in attractive 3-color indi- 
vidual boxes, with pulley outside 
diameter and bore size plainly 
marked. Simplifies storing—sell- 
ing. 


@ Immediate Delivery — From 
Stock 


WRITE FOR CATALOG 


eintiiiieataaiaemcicsiiiaaiila CONGRESS DRIVES DIVISION 


in so many words, but he did say | TANN CORPORATION 
should come back when hell freezes World's Largest Manufacturer of FHP Pulleys 


over!” 3750 East Outer Drive ° Detroit 34, Michigan 


INDUSTRIAL DISTRIBUTION © FEBRUARY, 1952 





What YOU 


can do... 


Must do 


to eace the critical 
iron and stee/ 


___ Serap problem 








It's a problem calling for the assistance 
of every thoughtful business man—now. 
if nless the steel mills get more s¢ rap 
furnaces may have to be shut down 
Shut down 


forces need more and more equipment 


at a time when our armed 
when civilian demands for steel are greater 


than ever when our economy ts fight- 


ing ce sperately against inflation! 


You Can Help. Yes 


busine 5 


s of the 


you re in the s¢ rap 


regardle 
you're in 
business, too 


If you're in the steel-fabricating bus 


iness, you have extra dormant scrap to be 
added to your production serap. 

If you're in any other business, you 
surely have idle metal that will do you— 
and America—more good being fed into 


furnaces than cluttering up your premises. 


Write for Suggestions. The booklet 
shown here tells how to set up a Serap 
Salvage Program with least amount of 
eflortand minimum interference with your 
regular operation. It tells where to look for 
scrap, what to do with it when you get it. 

You are urged to send for the booklet 














now. Use the coupon. 


FACTS ABOUT SCRAP SALVAGE 
Steel production 1950 — 97,800,000 net tons 
Estimated capacity 1952 — 119,500,000 net tons 
Purchased 

scrap used * 
Estimated purchased 
scrap requirement * 1952 — 36,200,000 gross tons 
*All consumers 

Where 


from? Mostly from your dormant metal— 


1950 — 29,500,000 gross tons 


will the extra tonnage come 
obsolete machines and structures, tools, 


jigs, fixtures, gears, wheels, chains, track. 


NON FERROUS METAL NEEDED, TOO: 


This advertisement is 
a contribution, in the national interest, by 


McGRAW-HILL PUBLISHING COMPANY, INC. 


330 WEST 42nd STREET 


NEW YORK 18, N.Y. 
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Advertising Council 
25 W. 45th St 
New York 19, N. Y. 
Please send me a copy of the free booklet: “Top Manage- 
ment: Your Program for Emergency Scrap Recovery” 


NAMB... cc crccccesess 





THE BELT HOOKS 
WITH THE 


ee ees There is no subtle for Sat 
occupies the front of the store and : Belt-Lacing because the paten- 
emphasizes production items that mean ted Safety binder bars not only 
repeat sales. Jack Tesh keeps things hold each hook in perfect align- 
orderly : aa ment (both before and after ap- 

plication) but also cover and pro- 
tect belt ends. prevent fraying 
and assure long life. It's the all 
purpose belt-lacing. too. It can 
be applied in factories and 
shops not only with shop lacers but also in the field with the 
pocket Tu-Way Lacer and a hammer. 


Perfect Alignment not only 
before but after application. 


Write for Catalog Sheets 


SAFETY BELT-LACER CO. 
5388 N. Menard Ave. Chicago 30, U. S. A. 


Sell the Complete Line 


LAD Stainless. Steel 
GEAR G No] BOLTS 
CENTRIFUGAL l| SCREWS 
NUTS 
AND STOCK SHELVES, in remov- =~WASHERS 4 




















able steel shelving, are within arm’s 
reach, feature the fast-moving lines up 


_ A Complete Line . 
front; slower-moving items to the rear Meaitebis trom Stock c=: 
F. E. Gray checks sprocket stocks be 
fo placing a customer's ord 
a en sak im STAINLESS STEEL 
ue a A BOLTS SCREWS NUTS 
Tay Holbrook Opens COOLANT SYSTEMS : 


. i. . Machine Machine Hexa 
New Stockton Office and Carriage Cap Square 


Lag Wood nq 





lay Holbrook, Inc., San I rancisco, PUMPING, UNITS WASHERS 


opened a new office and warehouse 1 GPM TO 70 GPM All Types RIVETS 


at Stockton, Calif. in December trans-  <~ UP TO 70 PSI Se All Types FITTINGS V™ 


ferring from other quarters occupied ? | , 1 Types 

in that city for the past nine years. = 7 Rutile aten' in. Mone ner oO 
The new plant includes 25,000 , if , Nav nzeand 

sq. ft. of warehouse space as well as a ak . O° mn v1 

65,000 sq. ft. storage yard. wt FT —w ee PU ’ We are ¢ sred> to. All your te 
lhe company, established in 1848, 1/28 HP to %4 MP. Gear and Contrifugel needs for is Send your \gmt 


distributes plumbing fixtures, and ac- Models. New ies wi ateien aan 
cessories, furnaces, pipe, valves, fit- 


prints r speci ions 
makes it easy to sell, recommend and buy - 
tings ind steel, and maintains the right Graymill unit for the job. Write ta {7, 
branches in Oakland, Sacramento, San ‘°F details today! h [AA 
Jose, Fresno, Santa Rosa, Berkeley, SCREW & BOLT CORP. 


Salinas, Reno, Nev., Bakersfield, and GRAYMILLS CORPORATION 135 Church S¢ New York 7, NY 
cael 3715 LINCOLN AVENUE © CHICAGO 13 CO 7-0675 
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. where the views expressed are his own 





20 YEARS—THE WRONG WAY 
~ ome recipients of Ictters, that touch upon the sub 
ject of industrial distribution, send them on to me 
tor comment 

Sekiom have I publicly discussed the contents of such 
letter However, it seems to me, when irresponsible 
statements are made about the makeup of and the trends 
in our field, it should not go unchallenged. 

‘The letter opens as follows: “The trend of manufac 
turers is away from the large so-called mill supply houses, 
and they are seeking distributors that sell tee lines 
rather than literally thousands of items. It is the indus 
trial equipment distributors that handle fewer lines that 
are capable of adding some new lines, and are also seek 
ing better manufacturers to represent.” (Italics are 
mine 

Read this piece of nonsense carefully! What is a 
iarge so-called mill supply house’? Who is this “indus 
ti:al equipment distnbutor”’? Does the letter writer 
classify all distributors handling—‘‘literally thousands of 
items’’—as large so-called mill supply houses? Note that 
he switches to the word lines in talking about industrial 
equipment distributors. Very interesting, except that 
lines are made up of items. The measure of the com 
pleteness of a line handled is based upon the number of 
items, in the line, that is stocked 

Are we to assume that the industrial distributor, as we 
know him, is the so-called large mill supply house and 
that somewhere beyond this group is this industrial equip 
ment distributor? 

There may be a clue to this in the second paragraph 
of his letter—reading as follows:—“The reason is obvious 
ind any horizontal product distribution paper (this refers 
to INpusrriAt Disrrinution) cannot be adequate if it 
reaches only the so-called mill supply houses. The other 
paper . (again means us) has a circulation to onh 
1989 industrial distributors, and the 2658 circulation 
idvertised by them represent 619 branches of the 1989 
firms.” (Italics are mine.) 

The gentleman is all mixed up as between our circula 
tion and the directory of distributors. It’s news to me 
that we have advertised any such figure—nor does 1989 
ind 619 equal 2658. We can skip that, however, as it is 
a minor point compared to some other weird assumptions. 

His figures are taken from INpusrriat. DistRrBuTION’s 
33rd edition of the distributor directory. He counted but 
evidently did not spend much time reading the indi 
vidual listings 

This list contains some twelve hundred houses (from 
very small to large) whose primary business is the dis- 
tribution of industrial equipment, tools and supplies. 
The remaining houses are distributors of various kinds 

including specialists in single or related lines) and 
wholesalers with industrial supply departments as a divi- 
sion of their principal business 

Evidently he classifies all these various kinds of dis- 
tributors and wholesalers as “so-called large mill supply 
houses”. So it is reasonable to assume his industrial 
equipment distributor is somewhere beyond even the 





specialists and the wholesalers with industnal supply 
departments of varying size, that are listed. 

No claim was ever made that the companies shown 1 
the distributor directory represent all of the firms or 
individuals that may be selling industrial products. The 
directory is only intended to list, quite broadly, such 
concerns as may be, reasonably, performing a distribution 
function. This function includes buying and stocking a 
reasonable amount of industrial products whether in a 
single line or several lines; providing delivery facilities; 
doing the billing and carrying customers’ credit; having 
adequate inside personnel as well as an outside sales force, 
etc. 

In the industrial supply field, it is a well-established 
fact that to perform a distributing function, a minimum 
ol five or six employees are necessary to support the 
eftorts of each outside salesman (includes owners and 
executives). On that basis, the Department of Com- 
merce—‘‘Census of Wholesalers of Industrial Machinery 
Equipment and Supplies”—would qualify some thirty- 
one hundred concerns, of which only cighteen hundred 
and fifty would have an inside personnel capable of sup- 
porting two or more salesmen. 

Now, let’s get this clear. The “D of C” includes 
branches as separate establishments so that the twenty- 
six hundred odd listings (main and branch houses), in 
the directory of distributors are carried as separate estab- 
lishments to make up their total. And these twenty-six 
hundred odd houses account for more than 75% of the 
imnual dollar sales volume. 

The concerns listed in the distributor directory and 
coing more than 75% of the business are evidently all 

“large so-called mill supply houses,” according to the 
letter of this expert. The cream of the crop, it would 
seem, is to be found in some 4650 houses (? ? ?) that 
account for not more than 25% of the business and are 
not listed in the directorv. This additional 4650 houses 
is arrived at by going into his next paragraph 

He goes on to say:— * -- —— (name of his 
proposed magazine) has checked its gallevs against estab- 
lished distributors and has more than 7,000 well-estab- 
lished distributors of industrial equipment. It’s rather 
ridiculous to assume that a certain group of supply 
houses in each industrial trade area out-sell in volume of 
specific items the combined distributors that specialize 
ard carry fewer lines. This would be an illusion.” 

A thorough reading of that paragraph indicates that the 
words “ridiculous” and “illusion” tie in better with the 
letter writer’s thinking than with the subject matter. 

He ends his letter on this note: “The entire industrial 
distribution picture has radically changed and it can be 
truthfully said: “When something has been done a par- 
‘icular way for 15 or 20 years, it is a pretty good sign in 
these changing times that it is being done the wrong 
way. 

\ world-shaking announcement if I ever heard one. 
Where has he been all these twenty vears while the 
dollar sales of “industrial distributors” were rising from 
some nine hundred million to more than four and one 
quarter billions of dollars per vear? 

I think everybody interested in the industrial distribu 
tor will want to know just what this individual is driving 
at. Is he suggesting, to vour suppliers, that their futurc 
lies in some fringe group of what he calls, “industrial 
equipment distributors”, rather than in the established 


industrial supply house? ARCH MORRIS 


* The letter in question was sent by The President 
of a proposed magazine to an advertising prospect 
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BACKBONE OF YOUR BUSINESS 


Whether they buy direct from you or 
through a company purchasing agent, 
skilled workers in every craft and trade 
are the backbone of your business. Their 
opinions and preferences are closely 
heeded — their likes and dislikes can 
spell the difference between sales made 
and lost. Win their loyalty and the 
future of your business is secure. 


Since 1880, men who buy and use 
fine tools have known and respected the 
Starrett reputation for quality and de- 
pendability. Through pioneering leader- 
ship, scrupulous maintenance of quality, 
aggressive advertising and sales promo- 
tion, Starrett is constantly expanding the 
preference for Starrett Tools...and build- 
ing greater volume and profit for you. 


LET THEM KNOW YOU ARE A 


Starrett pistriputTor 


Starrett 
OIsTeieuTOR SAits 
PROMOTION Pi AN 


Put the Starrett Distributor Sales Promotion Plan 
to work for you. Make sure skilled workers and 
industrial buyers know you stock and sell Starrett 
Tools. This tested 8-point sales promotion program 
includes a complete advertising mat and electro 
service plus many sales-tested display, direct mail 
and sales promotion items. Cash in on this valuable 
free service. Get the whole story from the Starrett 


salesmen or write for Bulletin No. 1300. 


6% Ss ‘el 


<<) ov 


THE L.S. STARRETT COMPANY: ATHOL, MASS., U.S.A, 
STOCK AND SELL THE COMPLETE LINE 


MECHANICS’ HAND MEASURING TOOLS AND PRECISION INSTRUMENTS 
DIAL INDICATORS + STEEL TAPES + PRECISION GROUND FLAT STOCK 
HACKSAWS, BAND SAWS and BAND KNIVES 





SINCE 1880 
WORLD’S GREATEST TOOLMAKERS 





ACCO 


product 


RUGGED... 


@ That’s the best way to describe 
R-PaC Bar Stock Valves. These 
fine throttling valves provide pre 
cise, positive flow control. Long, 
low-cost, trouble-free service makes No. 1050 R-P aC Stainless Steel 
them ideal for meter, gauge, test, Bar Stock Valve 
and general purpose use. Precision 
turned ... from carefully tested 
metals ...and suitable for a wide 
range of pressures and temper- 
atures. 
You should carry a stock of 
R-PaC Bar Stock Valves to give 
your customers quick service. 
Write the nearest R-PaC dis- 
trict office for information. 


R-PaC 


R-P&C VALVE DIVISION va Ives 
AMERICAN CHAIN & CABLE 


Reading, Pa., Atlanta, Baltimore, Boston, Chicago, Denver, Detroit, Houston, 
New York, Philadelphia, Pittsburgh, San Francisco, Bridgeport, Conn. 





